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Hesket H. Kuhn, Akron distributor (page 82) 











Yow Better than Ever...The BEAVER Model-A! 


Two new improvements patents pending— have been added to further increase the safety, 


convenience and performance of the Beaver Model-A ‘ to 2” Pipe & Bolt Machine—popular 
NEW FEATURES 


(PATENT PENDING) 


the world over for the past 19 years 


1. The new Automatic Switch Lock and Chuck Wrench Holder makes it impossible to start 
the machine without removing the chuck wrench. This highly important safety device 


protects the workmen from personal injury and the machine against damage 


The new Eccentric Spool Pipe Centering Device is detached from the rotating spindle. It 
prevents the “whip” of long revolving lengths of pipe from rocking the spindle and causing 


flat-sided leaky threads 


And don't forget there are 192 different kinds and sizes of dies available, in stock, for your 
ECCENTRIC 


every requirement when you own a Beaver Model-A. This die inventory, representing an 
SPOOL PIPE 


investment of more than $150,000, is the user's guarantee of maximum service. Sold by leading 


jobbers everywhere! 
Today—write ‘or the new Beaver Catalog No. 53. Address Beaver Pipe Tools, Inc., 


216-300 Dana Avenue, Warren, Ohio, U.S.A. 


50 YEARS OF FRIENDLY SERVICE 


AUTOMATIC 
SAFETY 
SWITCH 
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WORK, WORK, WORK 
was involved—but it re- 
sulted in a successful sales 
contest for a Dallas dis- 
tributor. Page 558 tells how 
specific goals were realized 
and gives their 14-point 
program on how to in- 
crease sales 





NET VS. LIST PRICE— 
That's a headache for 
many distributors. A Bir- 
mingham firm converted 
to net pricing six years ago 
and has achieved objec 
tives “beyond greatest ex- 
pectations”. See page 106 
for the whole story 


Member of As ocroted Business Publi ction 
ond Audit Bureay of Circulotions 








HOW AND WHY are 
sales made? A Charleston 
salesman believes a sale 
originates from one of four 
definite situations. Read 
his theory on page 83 and 


see if you agree 


VITAL FACTOR in serv 
icing orders is speedy ship 
ment. ‘To achieve this a 
Cambridge company has 
utilized many time and la 
bor saving devices. For the 
whole story, plus action 
pictures, see page 94 





EASIER ENTREE to a 
customer's plant can result 
from demonstrating prod- 
ucts at point of sale. To 
read how a Chicago house 
has capitalized on this 
method, turn to page 90. 














SPEED is the keyword, 
and a St. Louis distribut- 
ing house is fully aware of 
its importance. Page 108 
tells how they work con- 
stantly to improve their 
record and deliver goods 
even faster 





STANDBY DUTY—Fach 


salesman at this Alban 
supply firm works one Sat 
urday out of six. This en 
ables him to take care o 


y 


f 


“real” emergencies and 


still gives most of the sale 
force a full weekend off 
Page 56 


s 


PLUS OR MINUS—How 


do your 1952 figures com 
pare with regional and na 


tional averages? An 8-page 
report, beginning on page 


97, compares the 1951 
1952 figures on industria 
distribution 





REGULAR FEATURES 


Bombs, Business, Taxes Supply Sales Trends 


Talk of the Trade Selling Is My Business... 


Price Index 118 


The Outlook for Business 120 On the Market Today 





the BETTER 
fastening method. 


FLAT 


HK SOCKET SCREWS ARE: . HEAD 
© Held to Class 3 Thread Fit . . . Individu- \ ’ 
ally hand inspected Socket Cap Screw 


@ GUARANTEED TO GIVE 
UNFAILING PERFORMANCE. 


5 
save TIME 


HK SOCKET SCREWS ARE 


® Made of special analysis alloy seel by a 
Holo-Krome patented process and heat 
treated to develop the utmost in physical 
properties . 

7 ity controlled in HoloKapme's own 

orniets and Chemical laboratories. 

interested? Write for details! 


HOLO-KROME 
lold forged 
SOCKET SCREWS 


U.S.A. 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN, 
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Link-Belt Helical Gear Drives Offer 


High Efficiency in Wide Ratio Range 


To spotlight the high potential 
market for Helical Gear Drives 
as separate units, Link-Belt has 


issued a new 

book #2451. ww Sales 
Now, when a Meeting 
im Print 


customer has his 
own motor you 
can recommend 
the applicable helical gear drive 
from capacity and service fac 
tors specificaliy calculated for 
this type of drive 

With high-speed and low- 
speed shafts in line, these drives 
offer valuable savings in space 
Their high efficiency contributes 
to power economy and makes 
substantial savings possible. Out 
standing engineering features are 
shown in the cutaway view at 
the right. 


Foundry sand belt conveyor is 
driven through DH-20 helical 
gear drive with 13.9:1 reduction 


SE GEES CEE 
TWO LINK-BELT BLOTTERS 
your customers’ hands— 
Wh.. serve as constant reminders 


of your ability to furnish Link 
Belt products FROM STOCK 


—jr 





LINK-BELT COMPANY 


Plants in 

Indianapolis +* Philadelphia 
Chicago « Atlanta + Colmar, 
Pa. « Houston « Minneapolis 
San Francisco *« Los Angeles 

















for smooth, quiet action 
molybdenum steel 
electric steel castings 


bearings and gear teeth 


Type of 
Reduction 


Cross-section of Triple-Reduction Helical Gear Drive 


Gears are accurately cut and shaved and are rigidly mounted 


Pinions are heat-treated chrome- 


Gears are high-carbon steel forgings or 


Shafts are precision machined and ground. Low-speed shafts 
are 40 carbon steel; high-speed, heat-treated chrome-moly 
Large-capacity ball or roller bearings on all shafts provide 
for heavy overhung loads, cut friction losses 

Sturdy housings of close-grained gray iron keep oil in, dust 
out, and maintain permanent alignment of all parts 


Reliable splash type lubrication system supplies oil to all 


HELICAL GEAR DRIVE RANGE 


Double Triple 





Range of 
Reduction Ratios 


6.2:1 to 38.4:1 


47.1:1 to 292:1 





Hp Range 


0.38 to 112 


0.21 to 39.4 





Output Shaft Rpm 
(with 1750 Rpm Input) 





19 to 282 


2.5 to 37 
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Eight Link-Belt Vibro-Clean 

Screens clean and dewater peas, 


beans, etc. at leading cannery 


Vibro-Clean Screen 
Ideal for Vegetable 
Cleaning, Dewatering 


This is the me when canneries 
are readying equipment for this 
summer's harvest,and Link-Belt's 
new Vibro-Clean Screen should 
find wide application in this im 
portant industry. Uniform, high 
intensity vibration helps remove 
foreign matter from vegetables, 
speeds dewatering. There are no 
objectionable ledges and crev- 
ices, thus no possibility of bac- 
teriological buildup. Every can 
ner in your area should have a 
copy of Folder 2435 





Use Folder 2387 for 
Babbitted & Bronze 
Bearing Block Data 


This new four-page folder con 
tains complete specifications on 
the entire Link-Belt line of bab- 
bitted and bronze bearing blocks 
Included are dimensions, weights, 
diagrams of recommended load 
ing range and an easy-to-use 
component part number table 
to facilitate selection. Make sure 
customers get a copy 

bearing blocks, for ex 
are becoming very popu 
bakeries, cement mills, 

packing houses, paper 
fields and 


your 

Bronze 
ample 
lar in 
foundrie 
and oil 


mills, coal 


steel mills 


A large percentage of Link-Bele distributors now stock standardized 
sections of Flexmount Oscillating Conveyors. They report a grow- 
ing number of applications for an extremely wide range of products, 


{IDVERTISEMENT 


Seattle 
Offices in Principal Cittes 
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The Cover 


Meet Mr. Akron—he and the Ohio 
city adopted each other 42 years 
ago. The relationship has been of 
mutual advantage ever since. We 


8 
TTY uldn’t even begin to catalog his 
many and varied activities in this 
small space, so turn to page 82 
“meet Mr. Akron” — otherwise 
Publisher 
q \r h M. Morris 
0 S U | Edit r W alter F. ( rowder 
Managing Editor Raymond W. Barnett 
John A. Wertis 


known as “Hes” Kuhn. 
Associate Editor 
Associate Editor D. A. C. MeGill 


Associate Editor Robert Slater 
(Chicago) 


a teal humdinger = FESecaumenre 


McGraw-Hill Do ec News Bureaus: 
Atlanta, Cleveland, Detroit, Houston, San 


, Francisco, Washington, D. C. 
or McGraw-Hill World News Bureaus in 
principal cities. 


District Managers: FE. N. Grantvedt, Chi- 

; E. J. MeOsker, Cleveland; H. E. 
Thayer, New York and Boston; John P. 
Ora, New York and Philadelphia; John 
W. Otterson, San Francisco; H. L. Keeler, 
Los Angeles; J. Cash, Dallas. Br 
Manager, W. A. West. 


CLUB TT a 


March, 1953 Vol. 43, No. 3 


Industrial Distribution 
Member of ABC and ABP 
(formerly MILL Svprtise with which are 
consolidated INDUSTRIAL SELLING, INDI 
TRIAL DisTRist R AND SALBSMAN and 
Mita. PLY SALMSMAN 
founded by Ernest H. Smith) 

Published monthly with an directory 
umber in Dece or | oby Publishing 
Company, Inc ames H Mc (1860-1948 
Founder. Publication Office, 99-129 North Broadway. 
Albany |, N.Y 

Executive, Editorial and Advertising Offices: McGraw- 


— 
Hill Building, 330 West 42nd St., New York 36, N.Y 
Curtis aw, President; Willard Chevalier, 


/ 
LOOK 0 POSITE ecutive . le ose A. Gerardi, Vice-Presi 
dent and ; Jo Secretary; Pau 
Montgomery, Senior V President, Publications Divi 
sion: Ralph B. Smith, Vice-President and Editorial Di 
E 32 rector; Nelson Bond, Vice-President i Director of 
% ‘ ; J. KE. Blackburn, Jr., Vice-President and 
, f Circulation 
/Z / Subscriptions: Address correspon ce to J. E 
‘ ackburn, Jr.. Director of Circulation, Industrial 
| Distribution. 99-129 N. Broadway, Aloany |, N. Y 
or 330 W. 42nd St.. New Vork 36, N. Y. Allow one 
month for change of address 
Subscriptions are solicited only from person engage:! 
in the distribution and sale of industrial equipment 
tools and mill supplies Position and company con 
nection must be indicated on subscription orders 
jies S0¢. Subscription rates—United States 
100 a year, $4.00 for two years, $5.00 
Canada, $5.00 a year, $8.00 for two 
three years, Other Western Hemisphere 
$10.00 for one year, $16.00 for two years 
three years. All other countries $15.00 a 
$30.00 for three years. Registered as second-class 
April 10, 1948, at the mt Office 
under Act of Mar 1879 inted | 
ht 1953 by MeGraw Hill Publishing Ce 
rights reserved 
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% Ypen all doors and you'll make more sales of Atlas 


drill presses. In every plant, ask every department where 
tools are used, and you'll uncover many good prospects 
—particularly when you present these Atlas features for 
handling their particular requirements. 


@ 4 ball bearing ‘floating drive’’ — for longer service 

@ Extra-heavy base, and bigger head with column bearings 75,” apart 
— more rigid 
Wider-spaced spindle bearings for greater accuracy 
Quick-positioning depth-control stop 
Neoprene quill-stop bumper 


Coordinate-type quill lock 


Atlas gives you more sales features for production, tool room, main- 
tenance, experimental, and repairs than any other 15” drill. Keep it 
in mind when you make your calls this week. It will pay off in addi- 
tional sales. 





ATLAS PRESS COMPANY 
328 N. PITCHER ST. » KALAMAZOO, MICH. Ia 


DEPENDABLE QUALITY TOOLS SINCE 1911 
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See what you can do for customers 
when you're on the Morse Team 


DSC Flexible Couplings 


Capacities fr 
' 

















DRC Flexible Couplings 


Capacities from 2.70 hp 
at 100 rpm to 286 hp 
at 1800 tpn 


o 





Morse Rockford Over Center 


Friction Clutches 


Hp ranges from 
57 to 1.7 per 100 rpm 


$$ —__~+__ 





Stock Roller Chains 


From %" pitch to 2* pitch 


Stock Sprockets 
in Types A. Bf 

















- 


Stock Silent Chains 
and Sprockets 


Capacities 
up to 
50 hp 

















Qovolity 


als 


* Engineering Service 


which your 


Transmission Products 


Long Service Life, 
customers get mm un 
wsvol degree when they buy Morse Power 








As a Morse Distributor, you can 
offer your customers quick deliv- 
ery of any of the stock Morse 
Power Transmission Products 
shown here. There’s a size, a type 


for every need. 


In addition, you can offer, and 
profit from, such outstanding 
custom-ordered Morse Products 
as Hy-Vo Drive. Morse-Rockford 
Pullmore Clutches. Morflex Drive- 
shafts. and Morse Cable Chain. 


But that’s not all. As a Morse 
Distributor, you're part of a 
efficient, helpful, profit- 


producing team. 


highly 


For instance, when a customer 
throws a rough power transmis- 
sion problem at you and you need 
help in solving it, you can bank 
on that help—quick help—from an 
experienced Morse power trans- 
mission engineer. He'll personally 
work with you and your customer 
until a solution and a sale are 
forthcoming. 


Let us give you details on the 
Morse line and the many exclusive 
power transmission features it en- 
ables you to offer your customers. 
Write today for information. 


MORSE CHAIN COMPANY 
Dept. 440 + 7601 Central Avenue 
Detroit 10, Michigan 
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BOMBS, BUSINESS, TAXES 


By The Economics Department 
McGraw-Hill Publishing Company 


N OST business forecasts for 1953 

start out with the phrase, “As 
suming no major change in the inter 
national situation.” It seems to us that 
this is getting to be a pretty shaky 
assumption. We are not privy to th« 
discussions held by President Eisen 
hower and his advisers. But some of 
them pretty clearly have to do with 
ways and means of ending an interna 
tional stalemate which the Eisenhower 
campaign effectively labeled as intoler 
able. Neither do we have any special 
knowledge of why a new purge is un 
derway in the Kremlin. But activities 
of this sort suggest that the cold wat 
is fraying nerves (to say nothing of 
hangmen’s ropes) in the Soviet Union 
also. 

Furthermore we find it difficult to 
believe that nothing will be changed 
by the development and testing of the 
hydrogen bomb, which was the prin 
cipal subject of President ‘Trumen’s 
message on the State of the Union 
The bomb is reported to have a blast 
equivalent to 4 million tons of TNT. 
According to Phil Swain, editor of 
Power, this is energy enough to devas 
tate 138 square miles (4% times thi 
area of Manhattan), or to run the 
metal and metal products industry for 
an entire year, if it could be used so 
constructively. 

Again, we don’t know how such sta 
tistics are interpreted in diplomati 
circles. But purely as a statistical exer 
cise, we have worked out a correlation 
table at right) between atomic explo 
sions and business activity—allowing a 
six months lag for the effect of these 
developments on national defense ex 
penditures, international commodity 
markets and business attitudes toward 
investment. 

Experience with this particular busi- 
ness indicator has fortunately been 
limited. But to date, the major U.S 
itomic developments have been fol 
lowed by stable or declining produ 
tion and prices. Each time the United 
States has brandished a new atomic 
weapon, threats of aggression have re 





Atomic Explosions 


Hiroshima (first U.S. 
atom bomb) 


Eniwetok | (improved 
atom bomb) 


Caucasus (first Russian 
bomb) 


Nevada | (atomic 
artillery shells) 


Nevada II (troop maneu- 
vers with atom bomb) 


Eniwetok Il (U.S. 
hydrogen bomb) 





Date 


August, 1945 


April, 1948 


August, 1949 


January, 1951 


November, 1951 


November, 1952 


Change six months later in 
Spot 

Industrial Commodity 
Production _ Prices 


—24% + 2% 


+ 3 % _ 5 % 








ceded — and with them whatever stim 
ulus business derived from a war or 
near-war situation. The first Russian 
explosion caused a sharp step-up in 
U.S. defense and business activity. But 
unless the Soviets are now ready to set 
of a hydrogen bomb of their own 
most scientists doubt it), the record 
uggests that their behavior may be 
omewhat less menacing in the months 
immediately ahead. And that could 
take some steam out of the U.S. pro 
gram fer conventional rearmament 


Lower Taxes? 


\ second development which seems 
certain to have important, though as 
yet unmeasurable, effects on the busi 
ness Outlook is the change in federal 
budget prospects. Instead of a large 
deficit in the year ending June 30, the 
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latest prospect is a balance or perhaps 
a surplus of $2 billion 

Mr. Truman’s budget message in 
dicated that the cash deficit, which last 
summer was estimated at $10 billion, 
and as recently as September at $6 bil 
lion, is now figured at less than $2 bil 
lion. And this is an estimate made 
before the latest rise in personal and 
corporate incomes. On the expendi 
ture side, defense spending is running 
well below official forecasts. With in 
comes at their present levels, or higher, 
during the next six months, it seems 
a good bet that the Treasury will ac 
tually wind up this fiscal year in the 
black. 

One effect of the increase in tax 
receipts will be to divert a considerable 
amount of cash from private spending 
This, combined with what appears to 

(Continued on page 10) 





QUESTIONS 
INTO PROFITS 


Introduce your new Lunkenheimer Handwheel—and sell 
your Lunkenheimer Valve Line — by asking questions. 
The new “Non-Slip” Handwheel is a “natural” for easy 
question-answer selling. Good questions get you into your 
sales story fast and gracefully ... enable you to control 
the interview. There’s just one thing to remember: Ask 
questions that you know the customer will answer “yes.” 
Try these... 

Have you ever had leakage trouble because valves 

were not tightly closed? 

Are there any valve installations in your plant where 

the handwheels—or the operators’ gloves—are usually 

greasy? 

Do you handle any viscous liquids that make valves 

hard to close? 
These questions give you an easy opening to tell how 
the new “Non-Slip” Handwheel provides a firm grip, 
even when wet and greasy... makes it possible to prevent 
leakage by closing the valve tight. 

Do you have valves in service on hot lines? 

Have you ever touched a hot valve stem? 
These questions give you an opening to tell how the 
new “Non-Slip” Handwheel is cooler than old style hand- 
wheels . . . how the handwheel is raised to provide a 
firm grip with no danger of burns from the top of a hot 
valve stem. 
Work out your own variations of this method of selling 
and put them to work immediately. Your new handwheel 
will help you turn question marks into dollar signs. 
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CLOSES 
VALVES 
TIGHT! 


With this revolutionary new handwheel design, or- 
dinary hand pressure closes the valve absolutely tight, ; 
PREPARED BY 


thus preventing leakage. 


Rounded lugs provide a firm, comfortable, secure grip, LUNKEN H EIMER 


even when the operator’s hand is wet or greasy. And 
the “Non-Slip” Handwheel stays cool — does not trans- 


mit excessive heat to the outer rim. Operator’s hand ESPECIALLY FOR 


cannot touch the top of the valve stem, which may be hot. 


Only Lunkenheimer Valves have the new malleable LUNKENHEIMER 


iron “Non-Slip” Handwheel. Illustrate its amazing per- 


formance to your customers. Show them how it saves 
DISTRIBUTORS 


money by eliminating one of the most common causes 


of valve leakage. 


WRITE FOR OUR NEW CIRCULAR 501 describing the advanced 
“Non-Slip” Handwheel and demonstrating its outstanding features. 


The Lunkenheimer Company, Box 360U, Cincinnati 14, Ohio. 


LW WN HEIMER 
THE O YCAT NAME IN VALVES 
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“Production multiplied FOUR TIMES | 


.-. small hole drilling costs cut 75%!" 


Foot treadle leaves operator's hands free for loading and un 
loading jig. Drill Heads are used in tandem, drill .086” dia 
holes with No, 44 drill. Material is 0.25 Armco Zinc-grip 


Snowballing evidence proves Dumore Tools 
have tremendous profit potential for 
industrial distributors 
T OR AY,, Dumore Electric Tools and Motors are more versatile, 


more ethcient than ever before, Growing numbers of both small 
and large manufacturers are finding that Dumores offer a substan- 
tial boost in production, a healthy slash in costs. For example: 

The world’s largest manufacturer of all-metal combination storm 
and screen sash installed two Dumore Automatic Drill Heads. Small 
hole drilling production increased fourfold, from 150,000 to 600,000 
per week. Cost per 1000 holes dropped from $23.00 to only $5.60 
And what's more, drill breakage was decreased to the point where 
the savings alone paid for the drill heads in only 13 months. A 
company spokesman said, "They're a natural for multiple drilling 
operations, 

By offering tremendous savings, excellent versatility, and much 
greater production efficiency . . . Dumore Tools are being used in 
ever increasing numbers by practically all industry. This big demand 

means a big profit at low sales cost for Dumore Dis- 
tributors. To get details on Dumore franchises still 
available, write today. Tomorrow may be too late. 


THE DUMORE COMPANY 


1321 Seventeenth Street * Racine, Wisconsin 
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Bombs, Business, Taxes 


(Starts on page 





be an mecreasingly tough policy by the 
Iederal Reserve Board toward bank 
| loans, should effectively dampen any 
| threat of serious inflation in the next 
few months 
However, the real importance of the 
prospective budget surplus is not for 
the present but for the next fiscal year, 
which runs from June 30, 1953 to 
June 30, 1954. During this period, the 
tax increases cnacted since Korea are 
all due to expire. If they were all abol 
ished on schedule, the revenue loss for 
the fiscal year would be about $2 bil 
| lion, according to a calculation madc 
| for the Congressional Joint Committec 
on the Economic Report. ‘The govern 
ment may run a surplus of this much 
in the year ending June 30, 1953. And 
Congressmen — who are particularly 
| good at putting this kind of 2-and-2 
together — will have a good argument 





| for cutting taxes during the fiscal year 


June, 1953, to June, 1954 

How much the cut amounts to, and 
whether it comes on June 30 or Jan 
uary |, depends on the views of the 
new administration and how accepta 
ble to Congress it can make them. But 
the whole matter will be discussed in 
1 completely different atmosphere, if 
a surplus rolls up, than one would 
expect from Mr. Truman’s repeated 
predictions of higher taxes or huge 
deficits 


Rolling Keadjustment 


Business activity generally can well 
roll ahead for another six months on 
its present momentum —a momentum 
generated by spending on armament, 
spending on capital goods to make the 
arms, and a surge of inventory build 
ing after the steel strike. But by mid 
year the outlook is likely to be differ 
ent. The Russians may react violently 
to the threat of the hydrogen bomb. If 
so, and if the stalemate in Korea is to 
be ended, the business outlook may 
take on a more military aspect than at 
any time since early 1950 

On the other hand, the Soviets may 

as their past behavior suggests — back 
away from a showdown. If they do, the 
U.S. arms program is apt to undergo 
still further downward revisions. In 
that event, business will lose the mo 
mentum now provided by an acce lerat 
ing arms program. But it may pick up 
a new stimulus from tax cuts, which 
could be expected to result in freet 

(Continued on page 14 





In the OEM field Durkee-Atwood V-Belts have been 
selected by a variety of industries—are factory-installed 
components for farm implements, appliances, machine 
tools, air conditioning and refrigeration, power lawn 
mowers, and other applications. These outstanding 
manufacturers are demanding in their requirements. 
They impose critical tests and conduct exacting inspec- 
tions to assure the same high quality in parts and equip- 
ment from their suppliers that they insist upon in their 
own manufacture. 


Selection of Durkee-Atwood V-Belts as original 


equipment for power transmission by these leading 
manufacturers is significant of D-A quality. This proof 
of quality by original equipment manufacturers is proof 
of quality for the distributor, also—for all industrial 


users of V-belts. 

Investigate what’s in it for you with a Durkee-Atwood 
Industrial V-Belt franchise—write today for detailed 
proposal! 


Factory Warehouse Stocks: 


Atlanta, Chicago, Cleveland, Dallas, 
Jersey City, Minneapolis, Oakland 








DURKEE-ATWOOD V-BELTS 
SELECTED FOR ORIGINAL 
EQUIPMENT BY THESE 
LEADING MANUFACTURERS 


AGRICULTURAL EQUIPMENT 
Blackwelder Mfg. Co. 
Bolens Products Division, 
Food Machinery & Chemical Corp. 
J. |. Case Co. 
Dearborn Motors Corp. 
Detroit Harvester Co., Implement Division 
Dobbins Mfg. Co. 
Harry Ferguson Inc. 
Hart-Carter Co. 
H. D. Hudson Mfg. Co. 
International Harvester Co. 
Jari Products, Inc. 
Minneapolis-Moline Co. 
Oliver Corp. 


AIR CONDITIONING— 

AIR COMPRESSORS 

Electric Sprayit Co. 

Hussman Refrigerator Co. 

Kellogg Division, American Brake Shoe Co. 
Quincy Compressor Co. 

Reed Unit-Fans, Inc. 

U. S. Air Conditioning Corp. 


APPLIANCES 

Beam Mfg. Co. 

Borg-Warner Corp., Norge Division 
Speed Queen Corp. 

Thor Corp. 


MISCELLANEOUS MACHINERY 
Atlas Press Co. 
Delco Appliance Division, 
General Motors Corp. 
The Hoover Company 
Kingston-Conley Division 
The Buda Company 
OFFICE EQUIPMENT 
A. B. Dick Co. 
Ditto, Inc. 
International Business Machines Corp. 
POWER LAWN MOWERS 
Jacobsen Mfg. Co. 
Toro Mfg. Co. 
Heineke & Co 
ROCK CRUSHERS 


Diamond !ron Works, Inc. 
Pioneer Engineering Works, Inc. 
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STANDARD CARBIDE 
MILLING CUTTERS 


From The World’s Most Complete 
Stock of Standard Carbide Tools 





Dealers: 


Your customers know 
Super quality. Handle 
he line thats easiest to 


me Sick 


Quatity CARBIDE 10 0 | SHAPE Ty Nh? 


- 





Valo OM alelel ian. delete me Oltiae! . sliaalie leis 
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The 44-page Maurey V-Drive Catalog is a double-action door opener to 
profitable, repeat V-Drive business. Its Engineering Section makes it a 
valued, practical reference for the facts, figures and data needed in proper 
V-Drive selection. Its illustrated product descriptions give V-Drive users 
the exact buying information they want on the complete Maurey line. The 
copies you need are yours for tne asking. Write for them now, and put them 
to work . . . in your salesmen’s kits and on your prospects’ desks. 


a 
ae T re y manufacturing 
corporation 
2915 South Wabash Avenue, Chicago 16, Illinois 
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A FEW 
PROFITABLE 
MAUREY 
TRADING 
AREAS OPEN 
Write for 

details on the 
Maurey V-Drive 
franchise. 





MAIL THIS No nel 
COUPON ° 
Moaurey Manufacturing Corporation 
2915 S. Webash Ave., Chicago 16, Ill. 


Send copies of the Maurey Catalog F-10, 
without charge. 


Nome 
Compony 
Street 


City 








NEW [UF KIN LEVELS 


Backed by Another Powerful 
National Advertising Program 


Machine tool builders, machinists, millwrights, engineers, and other 
production men require extreme accuracy in setting up and keeping 
machine-tools level and in alignment. Proper alignment prevents ex- 
cessive machinery wear insures most efficient operation and exact 


duplication of parts 


The Master Precision Level No. 59 is accurate, strong, and durable. 
Vials are carefully ground and graduated to give exact readings. This 
level is a fine precision tool that measures to .0005 of an inch per foot. 
The unusually fine adjusting screw permits most sensitive adjustment. 


Machinists Levels have precision micrometer-type threads for fine 
adjustment. Shallow “V" base with clearance cut for better contact on 
shafting. Large, comfortable hand hold for ease of handling. Top web 
extends full length of the level—makes it extra rigid. Ground and 
graduated main vial with cross test and plumb vials. Measures to .005 


of an inch per foot. 


Write The Lufkin Rule Company, Saginaw, Michigan, Dept. ID, for 


completely descriptive folders. 


COMPLETE ADVERTISING COVERAGE of your prospects is 
being achieved with an advertising program unequalled by any other 
manufacturer in this field. Hard-selling ads now being directed to 
industrial buyers and users call their attention to these levels and to 
other new Lufkin products—urge them to buy through Industrial Sup- 
ply Distributors. Carefully selected magazines cover plants of all sizes. 
In May nearly 40,000,000 ads introducing new Lufkin precision tools 
will blanket the market. This kind of a sales-producing program makes 


it pay for you to 


SELL 


THE LUFKIN RULE CO., SAGINAW, MICHIGAN 
132-138 Lafayette St., New York City @ Barrie, Ontario 


Sold Only Through Distributors 


TAPES e RULES 


UFKIN precision toois 


223 
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Bombs, Business, Taxes 


(Starts on page 7) 





spending by consumers and by many 
non-defense industries. 

Kither way, the old idea that busi 
ness will continue up to a scheduled 
peak in the defense program and then 
down the other side on a similar sched 
ule must now be abandoned. This 
idea, contained in Mr. Truman’s Eco 
nomic Report has become as unrealis 
tic as his budget estimates. Repeated 

stretch-outs” have already gone far to 
climinate much of any peak of defense 
expenditures as scheduled, and it is 
easily possible to envisage develop 
ments which might convert the rather 
molchillish peak now in prospect into 
at least a small valley. But it certainly 
would not be a valley of despair if tax 
cuts were found there 

Just as the business atmosphere 
must be different in a world where 
hydrogen bombs are going off, so it 
must be different in a world wher 
taxes are lower. Cutting taxes in this 
country has become almost as difficult 
ind revolutionary an achievement as 
mastering atomic energy. And the ef 
fects could be as far-reaching, in a strict 
ly business sense. Whichever change is 
in the offing, these new developments 
increase the likelihood that business 
can make another rolling readjust 
ment, with some lines going up and 
others down, but a high level of gen 
eral activity continuing right through 


1953 





Renegotiation Board 
Extends Exemption 


Ihe Renegotiation Board extended 
for another six months (up to July 1, 
1953) the exemption of “stock items” 
These are products normally pur 
chased by the distributor's customer 
for stock 

According to the regulation, th« 
exemption applies to “all subcontracts 
subject te the Renegotiation Act 
which are for materials (including 
maintenance, repair and operating 
supplies) customarily purchased for 
stock in the normal course of a pur 
chaser’s business, except when such 
materials are specially purchased for 
tise im performing one or more prime 
contracts or higher ticr subcontracts”. 


(Continued on page 18) 





The new Thermoid line of molded hose cuts 
handling time and storage costs 70°; or 
more in a wide variety of industrial and 
commercial uses! Thermoid’s “Basic Five’’: 
. Utility 


Versaflex . . . Versicon. . . Aquair. . 


... Powerflex ... now combine simplifica- 
tion and versatility with Thermoid top 
quality construction. And Thermoid’s new 
standard color identification eliminates con- 
fusion in storage and handling. 


VERSAFLEX 


VERSICON 


AQUAIR 


UTILITY 


POWERFLEX 


Rugged, dependable Most practical hose Designed specifically 

hose for handling air, for air, water and illu- for super heated steam 

water, welding gases. minating gases at at pressures from 100 

Color code: Green*. pressures from 75 to to 200 psi. Color 
125 psi. Color code: | code: Black. 


Black. 


Multi-purpose hose A true all-purpose hose 
built to withstand for virtually every 
higher pressures type of air, gas or 
Recommended for 
butane, propane, in- 
secticides, etc. Color 


code: Red. 


liquid. Color code: 


Brown. 


You can definitely simplify your buying, inventory, storage with Thermoid’s “Basic Five’’— 
the easiest hose for you to handle—the best hose for you to sell. Your Thermoid representa- 
tive has complete information—or write for Hose Catalog No. 3680. It’s yours for the asking! 


her 


*Also sjurnished with Red Cover for acetylene 


~ Conveyor & Elevator Belting » Transmission Belting 
F.H.P. & Multiple V-Belts - Wrapped & Molded Hose 


Thermoid Company « Offices & Factories 
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THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD ¢ 


1 
\ 


“SHINYHEADS” 
Americe’s Best Looking Cop Screw 


Made of high carbon steel — AISI 
C-1038 —to standards for Full Fin- 
ished hezegon heed cap screws— 
~~ ht finish Heads machined top 

bottom. Hezegon feces clean 
ont, smooth and true, mirror finish. 
Tensile strength 8 -110,000 
p.s.i. Carried ia stock 


“LO-CARBS” 


Made of AISI C-1018 steel— bright 
finish. For use where heat treatment 
ie not required and where ordinary 
hexzegon heads are satisiactory. 
Hexzegon heads die made to size — 
not mechined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled siotse—leses 
burre. Fict and chamiered machined 
point. Carried in stock 


“SHINYLAND” STUDS 


All studs made steam -tight on te 
end unless otherwise epecitied, 
with flat and chamlered machined 
genes Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


oo 
CONNECTING ROD BOLTS 


Made of alloy stee! — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — | ground where 
specified. Expertly made by the 
pioneers in poodasting connecting 
tod bolts by the cold upset process 


’ 


e CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
meade by the pioneers in poadecing 
— Point Set Screws by the col 

od gone Cup points machine 
case Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom Milled d slote —less 
burrs. Flat and hined 
point. Carried in —_ 





. 
ADJUSTING SCREWS 


t adjusting screws — 
eed i style — to blue print 
head hard; 
polished if epeciiied = — threads soft 
to close tolerance — points machine 
turned; flat and chamfered. 


Valve tap 
Hexagon he 





* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Sagptied in various 
head oe with oil holes and 
grooves o different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental pur 
Finish: pleia, 


md - poe cover 
© pla ated, cadmium pleted. Size: 
oer. 3/4" , 15/16" across the flats. 


Tapped 1/4" to 3/4" inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel heza- 
gon aut fits enugly into shell 


j 
r 
j 
f 
A?) 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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ANUARL 


carried by 
LEADING 
DISTRIBUTOR 


furnished to 
BLUE PRINT 
SPECIFICATION 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





POWELL VALVES — 
actually require 
less maintenance 





INDUSTRIAL DISTRIBUTION © MARCH, 1953 





Sedewaed This Qiision me 





{ good product, made of the best materials by a reputable supplier. 


2. Nationally advertised year ‘round in leading business papers such as 
Moror. Moror AcE and SOUTHERN AUTOMOTIVE JOURNAL. 


Free merchandising material available for your use: 
booklets, brochures, advertisement reprints, catalogs and 
other sales promotion items. A “How To Solder” leaflet for counter 


distribution, for example, is yours in quantity just for the asking. 


. Distinctive packaging for eye-catching appeal: 
Acid Core in bright blue and white, Solid Wire in neat black 


and grey. Compositions marked plainly on boxes. 


STOCK IT... SELL 1T—Federated Gardiner Brand 
Acid Core and Solid Wire Solders 


AMERICAN SMELTING AND REFINING COMPANY wre 


tel 
120 BROADWAY, NEW YORK 5, N. Y. r rmo ) 





in Canada: Federated Metals Canada, Ltd., Toronto, Montreal 


Aluminum and Magnesium, Babbitts, Brasses and Bronzes, Anodes, 
Die Casting Metals, Lead and Lead Products, Solders, Type Metals 
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Bombs, Business, Taxes 


(Starts on page 7) 





Oil, Grease Price 
Increases Permitted 


Producers, distributors and jobbers 
of lubricating oils, greases, waxes and 
certain other petroleum products were 
iuthorized by CPS to increase prices 
to reflect increased transportation 
costs resulting from rate increases 
since May 15, 1951, (CPR 63, 
Amend. 1.), effective Jan. 20. 

Ihe amendment eliminates the cut- 
off date of May 15, 1951. The amend- 
ment permits ceilings to reflect higher 
outbound freight costs except on ship- 
ment of crude stocks. In addition, 
compounders, blenders and _ refiners 
ire authorized to pass through certain 
inbound transportation costs. The 
amendment does not permit a pass 
through of increased transportation 
costs incurred in shipping crude 
or semi-finished stocks between units 
or controlled subsidiaries of the same 
company. 

Sellers are permitted to round out 
adjusted ceiling prices to the nearest 
cent or fraction thereof, according to 
customary base period practices. The 
estimated increase in selling prices is 
from one and one-half to two per- 
cent The amendment emphasizes 
that a seller cannot increase his ceil 
ings to reflect increased transporta- 
tion costs which result from a change 
in normal sources of supply or normal 
methods. 


Suppliers May Request 
New Lists, Discounts 


Manufacturers of machinery and re 
lated manufactured goods may apply 
for approval of changes in their lists 
prices and discounts when such 
changes do not increase the general 
level of ceiling prices (CPR 30, 
Amend. 44). 

The action was taken after a survey 
showed that in some cases list prices 
and discounts of some manufacturers 
have become unbalanced since the 
pre-Korea base period, due to changes 
in costs and competitive market con- 
ditions. 

Applicants must show present and 
proposed lists prices and discounts 
and be able to demonstrate that had 
the proposed changes been in effect 
during their last accounting period, 
their sales revenue would not have 
been greater. 





DRILLING HOLES 
IN STEEL... WOOD... MASONRY 


Standard in industry since portable 
power drills were first developed, 
the name THOR has stood for DE- 
PENDABLE POWER for over 59 years! 


The new Thor “Silver Line” Electric 
Drills are available in 39 sizes, styles 
ond speeds to meet every shop and 
field requirement. YOU NAME IT, 
THOR HAS IT . 


improved motor . all ball-bearing 
. die-cast precision- 
PLUS an endless 


list of “extras'’—these ore the pen- 


construction . . 


fitted housings .. . 


ny-savers and dollor-savers that make 


Silver Line Drills your best buy today! 


Factory branch sales and service in 
Free 1953 catalog 
Independent Pnev- 


principal cities 
upon request. 


matic Tool Company, Aurora, Ill, 


PORTABLE POWER 
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MOST POWERFUL \," DRILL ON THE 
MARKET—Mining companies use this 
oe ce 4 ee 
holes in solid rock! 


THOUSANDS OF THOR DRILLS 
a 
ee a 

: ee Me Ce Me 
superinte ee i 
ABLE POWER! 


DRILL STANDS for ofl sizes convert 
portable drilis te stationery use as 
powerful-leverage drill presses. 


THOR SERVICE STATIONS IN PRINCI- 
PAL CITIES meke fast, fectery- 
stenderd repairs when tool ports 
weer. / wy 4 


AyouT b, 
f ~ mh 
‘DISTRIBUTO } 





a ANNIVER SARY 


iF IT’S DODGE 


it’s 


TAPER-LOCK SHEAVES 
476 stock sizes in A, B, C and D 
rooves. There is only one 
APER.LOCK-——the world's sim- 
plest, surest mechaniem for 


mounting wheels on shalts. 


TAPER-LOCK FLEXIBLE 
COUPLINGS 
Simple, effective design. Same 
bushing as in TAPER LOCK 
sheaves and conveyor pulleys 
Fastens securely, removes easily 


INDUSTRIAL DISTRIBUTION 


75 YEARS 


f /D: 


TORQUE-ARM SPEED 
REDUCERS 
The most complete line of shaft- 
mounted speed reducers. Ca- 
pacities: 1 to 43 hp. Output 
speeds: 12 to 330 rpm. 


© MARCH, 1953 


; 
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DODGE FRICTION CLUTCHES 


Rolling Grip(no toggles, smooth, 
flexible) and Diamond D, famous 
for its great ruggedness and 
compactness Fully enclosed. 
Capacities from 1/3 to 440 hp. 





OF EXPERIENCE 


-MAKING THE WHEELS 
OF INDUSTRY. HUM! 


For three-quarters of a century Dodge of Mishawaka has served the needs of 

American Industry in its ever increasing use of power. Dodge products carry power 

to the job—smoothly, efficiently, dependably—to keep factory wheels humming 

and production rolling. Dodge engineering resourcefulness has created an impressive 
number of “firsts” in mechanical power transmission. The skill developed through 

long and specialized experience has achieved a standard of quality which has earned 
the tribute, ‘if it's Dodge it’s Dependable!’’ For news of latest developments in the 
mechanical transmission of power, and for qualified help in applying power efficiently 
and economically in your plant, call the Transmissioneer — your local Dodge distributor.* 


DODGE MANUFACTURING CORPORATION, 500 Union St., Mishawaka, Indiana 


PILLOW BLOCKS: Roller Bearing, Bal! Bearing, *THE TRANSMISSIONEER is featured in every Dodge 
Babbitted. FLANGE BEARINGS: Roller, Ball, Bab-  “vareament Prowpects aa urged cal tne Tien 
bitted. HANGER BEARINGS: Roller, Ball, Babbitted. tised and news of latest developments in Power Trans 
TAKE-UPS: Roller Bearing, Ball Bearing, Babbit- see phen Pa nye an he «me mn 
ted. BASE PLATES. FLOOR STANDS. DROP HANG- 
ERS. V-BELT SHEAVES: Both TAPER-LOCK and 
Bored-to-Shaft size. VARIABLE PITCH SHEAVES. 
BELTS: Sealed-Life V-Belts and Flex-Link Belting. 


SPEED REDUCERS: Torque-Arm Shaft-mounted 


Speed Reducers. CLUTCHES, FRICTION: Rolling 
Grip, Diamond D and Solid Types. COUPLINGS: > 
TAPER-LOCK Flexible, TAPER-LOCK Rigid and 


Flange Types. PULLEYS: Stee! Split Transmission, 


Steel Conveyor Pulleys. Rubber lagging. SAFETY- . 
SET COLLARS. VISES: SLIDE-SET Machinist's. of Mishawaka, Ind. 


For complete line of products, types and sizes, 


write for bulletins and 256-page catalog. 


a A OB 


DODGE-TIMKEN ALL-STEEL DODGE SC BALL BEARINGS DODGE SLEEVOIL BEARINGS STEEL CONVEYOR PULLEYS 

BEARINGS 5 For small shafts and moderate Quiet. Dependable. One of Maximum strength, minimum 
New. Engineered for industry's loads. Dependable. The seal America’s finest bearings — weight TAPER-LOCK bushing 
toughest jobs. Greatest endur- won't blow. A member of “tops” for fan and blower serv- ives equivalent of a shrunk-on 
ance, with least weight. Shait Dodge's famous 30,000 hou ice. Sizes 1-7/16" to 8" in both he on the shaft. Diameters 6 in. 
sizes 2-15/16' to 10° in stock. line. Shalt sizes 3/4° to 2-7/16". plain and water cooled types to 8 it., all face widths. 
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We have just one axe to g 








‘Carberundum” is a registered trademark which indicates manufacture by The Carborundum Company, Niagara Falls, N. Y. 
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...YOUR CUSTOMER'S: 





Give him your 


UNBIASED 
COUNSEL < 


based on 


all abrasive 
methods 





N 


‘ : . 
( Your customer's business, in mass production of parts or 


finished assemblies, is the problem of generating close tol- 
erance sizes, of producing high surface finishes, of remov 
ing stock. The business of CARBORUNDUM is the exclusive 
ability to recommend and furnish him, through you, the 
specific type of abrasive product which will give him high- 


est quality at lowest cost, on every Operation he performs. 


Take snagging, for instance. Wich abrasives there are at 
least 9 different ways to remove stock at high rates. That 
means the odds are 9 to 1 there's a better, lower cost way 
than the one your customer is using now. How can he be 
sure? By asking you and CARBORUNDUM...fot CARBORUNDUM 
alone has a complete, branded line of grinding wheels and 
abrasive belts and tumbling and polishing grains... and 
only CARBORUNDUM can recommend without bias, on the 


sole basis of what's best for the user. 


Or suppose he's manufacturing sheats....e muse remove 
scale with tumbling nuggets — finish with abrasive belts — 
sharpen with grinding wheels — polish with abrasive grain. 
CARBORUNDUM alone can let you offer him one-source control 
of abrasive quality, on every type of abrasive he uses...qual- 


ity that’s constant, identical, dependable — thus economical. 


a 


We're selling YOU 10 YOUR CUSTOMERS... week in, week out 


In the leading trade papers your customers read — in every line of business —we talk about 
you as your customer's best bet for complete stocks, prompt delivery... and best of all, 
experienced counsel on every new development in the entire field of abrasives. And we say 


this literally millions of times this year and every year! 





...the ONLY source for EVERY abrasive product your customers need 
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served Western Washington 

which has specialized on the 

Campbell says, “Sales cooperation 

branch, the local sales personnel, and from the factory 
combine with other SKIL advantages to give us everything 
we could ask for,” 


H. F. Linder (right), Manager of the at 
explains the features of @ new SKA Hand Grind 
W. M. Rassmussen and & W. Allen of the 
organization. ‘ ’ ; 
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"10 years’ experience has 


proved to 95+ BAIL 


offers distributors 


‘All you could ask for! 


says Mr. Wallace Campbell, President of 


Campbell Industrial Supply Company, 


Seattle, Washington 


“The SKIL Line gives us everything a dis- 
tributor could ask for—quality tools, breadth 
of line, public acceptance, price, and good 
broad national advertising support. With more 
than 150 tools in the line, it is difficult to find 
a job for which SKIL does not make a top 
quality portable tool. 

“SKIL Corporation is constantly adding 
new tools to their line, too. Their recent 
development of three new high-speed hand 
grinders has found wide application in our 
local industry. The new SKIL Portable Power 


Plane created instant demand. And the tools 
already in the SKIL line maintain a steadily 
growing volume.”’ 

Distributors throughout America who have 
turned to the SKIL line share Mr. Campbell's 
enthusiasm. Among those who know, there 
is no question about the quality and perform- 
ance, the power and stamina of these tools. 

If you haven't taken a close look at what 
the SKIL line can offer you, you'll be money 
ahead by talking it over now with a SKIL 


Factory Branch Salesman. 





RONALD R. JOHNSON 


Ass't. Treasurer and Manager 
W. J. Foss Company 
Springfield, Massachusetts 


"CL. 
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How does a successful jobber feel about the Dayton 
V-Belt line? Here’s what Mr. Ronald R. Johnson, 
of the W. J. Foss Company, says: 

“We have been a “DAYTON” Distributor for 
nearly twenty years. To us carrying a V-Belt line 
which has only one type of construction is as in- 
consistent as carrying one type of bearing. 
“Dayton's Cog-Belt, in addition to the Dayton 
Thorobred, gives us a big selling advantage on the 
tough drives where only the best belt will do. 


Dayton Thorobred, with patented 
three prime section design, is the universal 
belt for all normal applications. It has set 
completely new standards for long life 
and trouble-free service at minimum cost. 





by Daytom hulssex 


Since 1/905 
WORLD’S LARGEST MANUFACTURER OF V-BELTS 


Dayton Cog-Belt*—for unusually tough 
drive problems! Delivers up to 40% more 
power, size for size. Operates over smaller 
pulleys, because it’s scientifically designed 
to bend as easily as your finger. *T.M. 
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ves usa big 
selling 
advantage: 


vo 








“Dayton's progressive research and engineering 
assistance op to us also, and has proved lo 
be a worthwhile and profitable part of our Trans- 
mission Department for many years.” 


Find out what the Dayton line of V-Belts can do 
for your business. Our representative will be glad 
to show you how valuable a Dayton Franchise can 
be. Just write, wire, or phone. 


DAYTON RUBBER COMPANY, DAYTON 1, OHIO 





Dayton ‘‘Twins’’ Cut V-Belt Costs! © 0. R. 1959 






















BLENDING IN A WELDED CORNER is a job you can do faster and better with a Norton BFR semi-flexible wheel. 


To Norton Distributors’ Salesmen: 


Take advantage of this MOWCH) WF GUD team 


for more economical portable grinding 


CLEANING OUT FINS of a compressor casting is a hard job made casy — when you use a Norton BD rigid wheel. 
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This month in our trade paper adver- 
tising, we're reminding your customers 
that you have something really special for 
their hub-wheel grinding the cost- 
cutting, value-adding “Touch of Gold” 
that your Norton Reinforced Hub Wheels 


bring to job after job! 


Tie in now by promoting the many ad- 
vantages of the long popular BD rigid 
and the newer BFR semi-flexible — the 
most useful hub wheels ever built for 
portable grinding. They’re packed with 
hard-hitting selling points — being lighter 
and easier to handle than cup wheels, 
longer lasting than coated abrasive discs, 
and more versatile than either. 


Sell this built-in speed and safety 


Available in aluminum oxide and sili- 
con carbide abrasives, resinoid bonded, 
both the BFR and BD wheels cut fast and 
cool, without spalling or loading. And for 
tops in safety, they’re reinforced with 
nylon webbing. Point out that even if 
breakage occurs this strong web keeps 
pieces from flying off in all directions, 
untl the machine can be stopped, 


You cover a wide job range 
Where finish is most important — es- 
pecially for blending corners and con- 
tours — recommend the semi-flexible 
BFR. For jobs like heavy stock removal, 
of course, the more rigid BD is the wheel. 





Here’s your latest Norton devel- 
opment for lighter finishing jobs. 
Basically, the new BF wheel is built 
like the BFR wheel but is designed 
especially for periphery grinding. 
Its flexibility in the softer grades (CG 
and I) is ideal for blending and 
smoothing curved surfaces and cor- 
ners. The hardest grade (K) is more 
rigid — best for light welds and 
sharp edge applications. In all 
grades it tends to finish as it cuts, 





| — 
NEW! ... The Norton BF Wheel For Light Finishing 


Like the BFR and BD wheels, your 
new BF wheel cuts fast and free and 
has a high safety factor. Like them, 
too, it features versatility, covering 
a range of usefulness that includes 
finishing stainless steel welds, de- 
burring metal parts such as stamp- 
ings and removing gates and fins 
from molded plastics. Tell customers 
how the new BF wheel adds “The 
Touch of Gold” to many of their 
own everyday jobs. 








Sell them as a combination 


Remember to push the BFR and BD as a Norton grinding team that will help turn 


out better products faster and easier 


adding the profit-boosting “Touch of Gold” 


to countless every-day jobs. And speaking of teamwork, every Norton message to 
your customers keeps pounding home that you have the best of everything to offer 
them — in quality and performance of products, in helpful service, and in the back- 
ing of the world’s largest and most progressive manufacturer of abrasives, 


Cash in on this sales-building cooperation! 
NORTON COMPANY, Worcester 6, Mass. 


Distributors In All Principal Cities 
Export: Norton Behr-Manning Overseas Incorporated, Worcester 6, Mass. 


NORTON 


ABRASIVES 
Gilaking better products to make other products better 
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Put the value-adding 
“TOUCH OF GOLD” into jobs like these 


Cutting down a heavy weld — rigid BD 


Blending a welded radius — 


semi-flexible BFR 


Grinding welds in a fabricated cone — 


semi-flexible BFR 


Smoothing a weld seam — 


semi-flexible BFR 


Notching risers on gray iron castings — 
either type 
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B-RIGHT-ON’s 


DISTRIBUTOR PROGRAM 
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THE BRIGHTON SCREW & MANUFACTURING CO. 


1827 READING ROAD CINCINNATI 2, OHIO 























THREADWELL'S Sm 
LATEST GOOD WILL 
BUILDER 


56 PAGES OF THE LATEST TAPPING INFORMATION 
INCLUDING UNIFIED AND AMERICAN SCREW THREAD DATA 
IN HANDY POCKET SIZE (312 x 6%) 

TABLES OF TOLERANCES — FORMULAE 
TAP RECOMMENDATIONS — DIMENSIONS 
SOLVING TAPPING PROBLEMS — 
AND MORE! 


LOOK AT THE INDEX 
LOOK AT THE FOREWORD 
LOOK AT THE FACTS 


... and don't overlook 
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the compliment 
ruatapweit TAP & O18 CO 
DWELL DISTRIBUTOR 





your THREA 


THREADWELLTAP& DIECO. GREENFIELD, MASS 


illustrated left 


Exact Replica of Manual 
Notice large space on cover 
for Distributor imprint. 


illustrated below 


Actual photo of Index 


and Foreword 



















THE FINEST IN TAPS....... 


Threadwell Taps are universally accepted and specified by users 
who know fine cutting tools. 
They know that Threadwell Taps have more built-in features without 
a cent of additional cost. 
Users like Threadwell’s ground radial relief for free and easy tap- 
ping operations. Ground and polished flutes, too, permit a quick 
clean job. Maximum uniformity is obtained through Threadwell’s 
unique method of heat treatment which eliminates decarburization. 
Users know, too, that every Threadwell Tap is under constant gaging 
and inspection during each step of its manufacture. They know they 
can save time and money by asking for Threadwell in the first place. 
. and Threadwell Distributors know the advantages of stocking 
and selling Threadwell Taps. The whole story is down in black and 


white. Have you seen it recently? 


THREADWELL TAP & DIE CO. 
Greenfield, Mass. 


Printed in U.S.A. 























Repeat Business 


> and more distrit rs are di: vering supply. Buying from the same distributor is his 
assurance of continuous uninterrupted op 

eration. If you want a diversified packing line, 

if you want engineering and merchandising 

s natu to help you build a steady and profitable 


urce of repeat business, write us for complete details, 














Whi 


, ‘Ss 
(MCG @qdgS) ALL R/M PACKINGS FOR MAINTENANCE 


PURPOSES ARE SOLD ONLY THROUGH 
AUTHORIZED R/M DISTRIBUTORS 


R/M K-68" R/M Vee-Fiex® R/M versi-pek® R/M Teflon Puck- 
Neoprene and Automatic sealing neral purpose ings For use 


asbestos sheet packing rings packing with chemicals 


P AC K NGsS& 


RAYBESTOS-MANHATTAN, INC., PACKING DIVISION, MANHEIM, PA. 


No. Charleston, S.C.; Crawfordsville, Ind.; Passaic, NJ.; Peterborough, Ontario, Canada 
« Abrasive and Diamond Wheels « 
Radiator Hose «+ Sintered Metal Products + Bowling Bails 


FACTORIES: Bridgeport, Conn.; Manheim, Pa.; 


RAYBESTOS-MANHATTAN, INC. Manufacturers of Packings + 
Rubber Covered Equipment « Brake Linings « Brake Blocks 


Teflon Products « Asbestos Textiles « industrial Rubber Products 
« Clutch Facings « Fan Belts « 
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FORD MOTOR 
COMPANY 


AND 


LOCKHEED 
AIRCRAFT 














PROVEN BEST 


For ruggedness 
and strength 


A America’s 
“OIL FIELDS 











oly WILTON 


HAS THE 


Pearlitic” C-Clamp 


Precision bvilt for any indus- 
trial use. sgn \ AC 


ave 


GIVE YOU MORE PROFIT 


than any other top grade vise on the market! . . And don't 

forget, Wilton Vises mean flexible inventories at all times be- 

cause only Wilton Vises are interchangeable from stationary 

to swivel styles! Streamlined functional design is another Wilton 

extra feature. There's no other vise like it! That's why Wilton is 

America's Best Seller. Write now for the Wilton sales pian . . it 
really means more profit for you. 
All information is free at no obli- 
gation to you. 


Ss =& 


WILTOR'S “C” CLAMPS ARE TOUGHER 


— STRONGER — AMERICA’S BEST! 
Write now for more information 
about these two Wilton Top Quality 
Products! Ask for our new 28 page 


WILTON TOOL MFG. COMPANY 
925 VYrightwood Ave. 
Chicago 14, Illinois 


Gentlemen: Please send me your new free cata- 
log at no obligation to me. 


NAME 
ADDRESS 


ZONE___ STATE 
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BAY STATE’S 
- SALES-SERVICE 


An effective distributor service designed for practical use, as 
are all Bay State abrasive products. These services constantly 
promote a leading product through outstanding distributors. 


A QUALITY PRODUCT 


“First with the most” describes Bay State’s achievements in the 
abrasive products field. In over 30 years of experience, Bay State's 
advanced engineering has set the pace for modern grinding practice 
by developing the exact abrasive products your customers need. 


CONSTANT RESEARCH 


No ivory-tower type of theory here! Bay State research deals with 
the facts of grinding wheel life, on the practical level of actual 
production grinding. It constantly asks (and answers) the question, 
“Now that we've made it good, how can we make it better?” 


ON-THE-JOB ENGINEERING 


Again the design is for practical use. Do your customers have a 

difficult grinding problem? Bay State sends capable abrasive specialists 
to the plant with the problem. There they analyze the situation, and 
make practical, direct recommendations for its solution. 


WESTBORO 
x x4 FAST DELIVERY 
Chicogo™ pr Direct from factory or warehouse stocks, Bay State distributors give 


rapid delivery service on all standard wheels. Long experience has given 
Bay State the means of knowing when-and-where to stock how-many of 
each type of wheel for the most efficient supplying of customer demand. 


NATIONAL ADVERTISING BACK-UP 


Bay State believes in its distributors and its advertising program. 
Each punchline of this nation-wide, constant campaign in leading 
metalworking publications is factual, forceful buy-appeal to the 
men who can buy ... FROM BAY STATE DISTRIBUTORS. 


VALUABLE KNOW-HOW BOOKS 


Practical, useful information is packed into Bay State literature. 
Available to Bay State distributors, such examples as the 

“Westboro Standard Stock List’ and specific 4-page folders for 

special phases of grinding constantly help both customer and distributor. 


Write for details on handling Bay State's 
complete abrasive line. 


BAY STATE ABRASIVE PRODUCTS CO. 
Westboro, Massachusetts, U. S. A. 


Branch Offices and Warehouses: Chicago, Cleveland, Detroit, Pittsburgh 


In Canada: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ont. 
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KEEP PLANTS 
RUNNING! 











Bunting Precision Bronze Bars 


Protection against shut-downs is constantly provided, right in your own 
community, by your Bunting Distributor and Bunting Precision Bronze Bars. 
Factory machined on all surfaces, Bunting Bronze Bars save you 25% of 
purchased metal, 50% of machining time and wear on costly tools. 


The Bunting Distributor 


Your Bunting Distributor is an industrial distributor or a specialist 
in certain industrial items. You will find him listed in the classified 
section of your telephone book—most likely under the heading 
Bars, bronze or Bearings, bronze. If he is the leading distributor, he 
almost certainly is the Bunting Distributor. He carries in stock, 
for your money saving convenience, completely machined and 
finished Bunting Standard Stock Industrial Bearings, Electric 
Motor Bearings and Precision Bronze Bars in a complete range of 
sizes meeting all your usual production and maintenance needs. 
Ask him for catalog. 

N. € 


w 8 


As08® 


Santing 


BRONZE BEARINGS «+ BUSHINGS « PRECISION BRONZE BARS 
This advertisement eppeers in Modern Machine Shop «+ iron Age + Machinery + Mill & Factory + Southern Power & Industry + Stee! 


THE BUNTING BRASS & BRONZE COMPANY «+ TOLEDO 1, OHIO «¢ BRANCHES IN PRINCIPAL CITIES 
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“Our relationship 
with OIC has been 
terrific... 
very, Very 
good!” 


J.B. WEISSMAN, V. P. & Gen. Mgr. 
Industrial Supply Corporation, 
Tampa, Florida 


“OIC is our main line. 40 pages in our new catalog 
will be devoted to OIC Valves.” That’s how strongly 
Mr. Weissman’s company feels about the OIC long 
line of valves. 

“OIC’s representative is out today with one of our 
salesmen, providing the expert engineering advice which, 


sometimes, my men can’t give. Customers like that, and 
it has been helpful in developing our valve business,” 


said Mr. Weissman. 


THE OHIO INJECTOR COMPANY + WADSWORTH, OHIO 


() | € THE LONG LINE OF VALVES 
VALVES 


FORGED AND CAST STEEL * IRON * BRONZE 
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Fon ysl-Punpode Sau 


FAST—ACCURATE—ECONOMICAL—DRY CUTTING 


Improved 


MARVEL No. 2 
DRAW CUT HACK 
SAW MACHINE 


4 


H/ 
SS 
a >= 





‘3/2 


F.0.8. CHICAGO 


Fast ee e because the simple, rugged construction per- 


See your Dealer. If he does mits the use of high speed steel blades. 


not stock MARVEL Saws, 
he can get them quickly. Or Accurate e @ e because the improved Saw Frame with clamp- 
simply write us for literature ing type blade holders holds the blade in 


and delivery. When buying : : 
hack saw blades insist that perfect alignment and proper tension. 


your dealer furnishes genuine e 
MA RVEL High-Speed Economical ee e because of its automatic relief on the return 
Edge Hack Saw Blades- they stroke, the blade will last and last and last. 
are unbreakable 


a 
A series of these advertisements will appear Dry Cutting e@ @@ because modern high speed steel blades will 


in leading mete! working trede journals for the : ° 
benefit of stocking MARVEL distributors. operate efficiently at 60 strokes per minute 


without a coolant. 


ARMSTRONG-BLUM MFG. CO. - 5700 Bloomingdale Ave. - CHICAGO 33, ILL. 


38 INDUSTRIAL DISTRIBUTION © MARCH, 1953 





DOUBLED BELT LIFE 


by consulting Goodyear Distributor 


oO of this granite gang saw called a Goodyear eocevesi mauetens susan 
Distributor for help with his flat belt drive. The . a veeweeve 


Distributor came, bringing along the G.T.M.— @-Specified 
Goodyear Technical Man —to analyze the drive and 

J : , and Distributor-Supplied COMPASS CORD 
make belt recommendations. 
it hase ‘ : ‘ : TRANSMISSION BELT for Granite Gang Saw Drive 
The G.T.M. studied the drive, made his engineering ” 
recommendations, specified the belts to handle the 10% DIA. 
problem. Result: the Compass Flat Belts he recom- dy eg DRIVE ; 
mended delivered two years’ service—double the best : 60 DIA. 
previous record. The Distributor took over—now ORIVEN PULLEY 
stocks the exact replacement belts the operator needs— 
can deliver them right out of stock at any time. 


You can get service like this, too—specification of the 
right product and on-call delivery — simply 7>.calling 
your nearest Goodyear ¢ trial Rubb Jucts 

x 


Distributor. Look for x yell! Mr 144 GRAVITY 
Telephone “gectoré re IDLER 


V-Belts, P my iF tw 
2 wy ul , 410" Kh a= 





—or write 


cal Goods 


y 
7 


DISTRIBUTORS NOTE! 


Advertisements like these appearing 
regularly in leading trade papers help 
Goodyear distributors make more 
sales—and help make the Goodyear 
franchise the best money-maker in 
Industrial Rubber Products! 


Goodyear, Mechanical Goods Division 
Akron 16, Ohio 


HERE'S WHY IT PAYS TO ORDER FROM 
YOUR LOCAL GOODYEAR INDUSTRIAL 
RUBBER PRODUCTS DISTRIBUTOR 


Replacement orders filled when you need them 
from convenient, local stocks. 

One order, one bill, one central responsibility 
for all your Mechanical Goods requirements. 
You save on valuable stockroom space, because 
your local Distributor maintains a full stock of 
what he knows you need 

Double assurance of satisfaction because the 
Distributor and Goodyear stand behind the 
produc ts he sells you. 


a 


"GOODS EAR 


THE GREATEST NAME IN RUBBER 


We think you ll ike “THE GREATEST STORY EVER TOLD” — every Sunday — ABC Radio Network THE GOODYEAR TELEVISION PLAYHOUSK —every other Sunday — NBC TV Newwork 


INDUSTRIAL DISTRIBUTION © MARCH, 1953 





4 fe 


4 


sand benefit the complete SOUICE 


all these ways! 





oO FEWER ee ORDERS yustant sTock INFORMATION 
Consolida ing from Pheoll saves Perpetual inventory records maintained. 
going to ont ‘t suppliers for different tyPe* Telephone, telegraph oF write. 
a fasteners. 


&> saiuAZED BACK-ORDERS 


Pheoll offers the largest finished inventory 


atralized buying Ager 
miles © 


egrams on available anywhere | 
well- stocked 


oon INVENTORY conTROL 


Only d name cov vers all fasteners. 
Peat | m the most © complete line 
available anywhere - - by fastener types, 
by head d styles, by sizes, by finishes. 


ie ee 


COMPANY 
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for ALL threaded fasteners 


THREADED FASTENERS can be stocked and 
sold easier and more profitably when you 
standardize on the complete Pheoll line. 

Here is a single manufacturer able to 
handle ALL of your fastener requirements. 
Also, you can anticipate better deliveries, 
because Pheoll maintains the industry’s larg- 
est stocks 


7 , ~— 
4 


Pheoll distributors are backed by con- 
tinuing top-flight quality... plus a broad, 
aggressive advertising program that develops 
potential volume sales in every city across 
the nation. 

And finally, Pheoll’s distributor-minded 
management recognizes your function as a 
distributor by guaranteeing to refer inquiries 
and ORDERS for packaged fasteners to 
qualified accounts. 

NO OTHER FULL-LINE SCREW MANUFACTURER 
OFFERS YOU THIS STRAIGHTFORWARD POLICY! 


' 
| PHEOLL MANUFACTURING COMPANY 
5700 Roosevelt Road, Chicago 50, Illinois 


| Show me how your new distributor program will help me pro- 
1 duce more fastener sales... more easily... and more profitably ! 


~ YOUR NAME 


FIRM NAME 








“STREET ADDRESS SS 





“CITY, ZONE AND STATE 
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measure-marks quickly satisfy 
fhe most particular customer 


measure -marked 


DISPLAY COILS 


One glimpse at those distinct measure-marks, mill printed 
on the rope every five feet—and the most particular cus- 
tomer has confidence he is getting the exact footage paid 
for. A clerk only needs to count the marks and cut off the 
desired length. No fumbling with yardsticks or other 
makeshift measuring devices. No time wasted for either 
buyer or seller. Little wonder that dealers say H & A 
measure-marked Display Coils have changed rope selling 
from a slow chore to a quick, clean, profit transaction. 
With their contents protected until the last foot has been 
withdrawn, these unique cartons provide vivid display 
value simply by removing a flap. Industrial plant stock 
keepers likewise find this protectively packed, pre-meas- 


ured rope most convenient when filling requisitions. 


Both H & A “Blue Heart” Manila and H & A “Red Heart” Sisal Rope are 
offered in these space saving, 20 lb. Display Coil packages. “Blue Heart” 
cartons colored blue and silver; “Red Heart” cartons red and silver. Hold 
plenty of footage. % inch, 1000 ft. %¢@ inch, 700 ft. % inch, 500 ft. 4 
inch, 380 ft. “2 inch, 260 ft. The same sizes are also obtainable in full coils 
and half coils as always. Complete trade information on H & A Display 


Coils will be furnished to jobbers and retailers on request. 


Rope larger than 
half inch is not 
available put up 
In Display Coils 


> 


. 


2a & 
SS 


In addition to “Blue Heart’ Manila and “Red Heart" Sisal Rope 
in all sizes, H & A produces cordage of all standard commercial 
grodes, including Transmission Rope, Drilling Cable, Lariat 
Rope, Yacht Rope, Twisted and Braided Jute Packing, Jute and 
Hemp Twines, Hard Fibre Twines, Lath Yarn, Tarred Marlines, 
Plumbers and Marine Ookum. 


THE HOOVEN & ALLISON 
COMPANY 


“Spinners of Fine Cordage since 1869” 


XENIA, OHIO 


BRANCHES, KANSAS CITY, MO. * OMAHA, NEB. * MINNEAPOLIS, MINN, 
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Aww wld 
Ze The LENOX family 


ARBOR SCREWS INTO | 














BODY OF SAW, SECURED 
BY TWO DRIVE PINS 











SEER EERE ae > 





TOUGH ALLOY 
STEEL BACK 























it , ELECTRIC WELDED 
Cease HIGH SPEED 
stew STEEL EDGE 
ah 
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i SHATTERPROOF 
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SEND FOR LENOX HOLE SAW III 
BULLETINS AND LITERATURE 
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+t ; TODAY! s5454%6 

Ak hy 

aan IMMEDIATE DELIVERY OF 7 4 
LENOX HOLE SAWS 5544945404444 











FROM OUR LARGE rw ae 


+O STOCK 
337 $3hhins 


BAND SAW BLADES - HACK SAW BLADES GROUND FLAT STOCK - HOLE SAWS 
Ceti 
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ARMOUR sales training 


Complete and factual market data is combined 


with answers to common selling problems in 





regular Armour sales managers’ meetings with 


distributor salesmen. 





and sales aids like these 


Armour's helpful “how-to” and product infor- 
mation booklets do a selling job a// the time— 
even when you're not there. And a new series 


of “give-away” premiums helps close sales. 


backed up by advertising here a 


A complete schedule of hard-hitting advertising 
in these magazines does a pre-selling job. And 
every ad stresses the line, “Buy through your 


local Industrial Distributor.” 


and your customers’ problems solved here — 


Our new Technical Application Laboratory has 
the latest in coated abrasives equipment. These 
facilities are available to your customers for 


help in solving their problems. 








it all means 
there's PROFIT in selling Coated Abrasives 


Armour and Company + North Benton Road «+ Alliance, Ohio 
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for Hydraulic and Pneumatic Tubing Connection Work 


IMPERIAL TOOLS ...do jobs better—faster 


HI-DUTY TUBE CUTTER. Has bali bearing 
action, flare cut-off groove in rollers. Re- 
tractable reamer. No. 274-F for 1/8” to 1” 
O.D. Tubing. Ne. 312-F for 1/4” to 1-3/8" 
O.D. Ne. 206-F for 3/4” to 2-1/4" O.D 
Also No. 384-F Sawing Vise for tubing 
3/16" to 1-1/2” O.D. 


37° FLARING TOOLS for SAE 1010 soft 


steel and other metal tubing. Make flares 
to J.LC. standards. Easy, single lever 
clamping. One compact tool, No. 437-F, 
flares six sizes — 3/16", 1/4", 5/16”, 3/8", 
1/2”, 5/8” O.D. Tubing. Ne. 537-F flares 
3/4”, 7/8", 1", 1-1/4” O.D. Tubing. 


UNIVERSAL GEAR-TYPE BENDERS. witi 
bend any type of tubing, including hard 
temper, heavy wall steel. Also pipe, High 
gear ratio makes bending easier. Neo. 
270-F. Individual Benders for each size 
of tubing — 3/8”, 1/2”, 5/8”, 3/4”, 7/8", 
1”, 1-1/8” O.D. Also lever-type benders. 


IMPERIAL Steel ERMETO TUBE FITTINGS 


NO FLARING...NO THREADING...NO WELDING...NO SOLDERING 


Fitting consists of 3 pieces: body, 
nut and sleeve. 


IMPERIAL 37° 


3-PIECE TYPE has sleeve which 
reduces wrench torque required 
in tightening. Permits bends close 
to joint. 


IMPERIAL 


When assembled, sleeve bites into 
tubing assuring a tight joint. 


pS o>= 


2-PIECE TYPE can be used for 
same applications as 3-piece type 
—offers advantages in economy. 


% Make safe connections that withstand 
high pressures and vibration. Joints 
stay fluid-tight beyond burst pressure 
of the tubing itself, Meet J.LC, re- 
quirements, 


% Easier and faster to install. Only an 


open wrench needed, 


% Can be used with practically any tub- 
ing, including heavy wall tubing that 
is difficult to flare. 


Stee] FLARED TUBE FITTINGS 


% 2-Piece and 3-Picce Types. Withstand 
high pressure service and severe op- 
erating conditions, 

% Joints stay fluid-tight beyond burst 


pressure of the tubing. Meet J.L¢ 
requirements. 

% Used with J.LC. and other soft steel 
tubing. Also copper, fully annealed 
stainless steel tubing, etc. 


THE (MPERIAL BRASS MFG. CO., 511 S. Racine Ave., Chicago 7, Illinois 


In Canada: 334 Lauder Ave., Toronto, Ontario 


Ask for Bulletin Set HC. See Your Local Imperial Distributor 


Pioneers in Tube Fittings and Tubing Tools 
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© IT’S TWO-STAGE 
e IT’S AIR COOLED 
© SELF OILING 


TheNew Curtis 


MODEL 98 AIR COMPRESSOR 
TWO-STAGE-AIR COOLED 15 AND 20 HORSEPOWER 


TWO-STAGE — More air per kilowatt hour, VALVES — Readily removable as assembled 
units without removing cylinder head or breaking 


assuring savings in power bill. 
pipe connections or gasket joint. 


AIR-COOLED — No expensive water bills; 
eliminates plumbing installation costs. CRANKSHAFT — Counterbalanced, drop 


INTERCOOLER — Four section, finned, forged — two main bearings — no overhung 


providing unusually effective cooling between bearing. 
stages; cooled by cyclone of air from fan flywheel. PRECISION WORKMANSHIP — Assures long 


SELF OILING — Simple, positive centro ring life and minimum maintenance. 
method; provides pressure lubrication of connecting EXPERIENCE — Backed by 99 years of 
rod and pistion pin bearings. manufacturing — assures you dependable, 


TWO TIMKEN MAIN BEARINGS — Tapered troublefree service. 


rollers; provide easy adjustment made externally Available as a simple compressor or base 
without dismantling compressor. mounted — motor driven. 


LET ONE MAN DO THE WORK 
with this Curtis air-operated CURTIS PNEUMATIC MACHINERY DIVISION 
equipment of Curtis Manufacturing Co 

191) Kienlen Avenue, St. Lovis 20, Mo. 


i a 1 om interested in items checked below 
THE NEW MODEL 98 AIR HOISTS AIR CYLINDERS 
AIR COMPRESSOR 
i. 


AIR CYLINDERS — for AIR HOISTS — for 
almost any pushing, low-cost lifting or 
pulling or hoisting lowering of moterials 
operation or machines. 


CURTIS PNEUMATIC MACHINERY DIVISION of Curtis Manufacturing Company 


191] KIENLEN AVENUE ST. LOUIS 20, MO. 
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New Products...new 
engineering developments... 
on-the-job reports 
IN EVERY ISSUE 
of the 


NEOPRENE 


YOU'LL FIND profitable reading in every 
issue of the Neoprene Notebook 
Informative, up-to-the-minute arti- 
cles report on neoprene’s performance 
in products ranging from oil seals to 
conveyor belts . . . from motor mounts 
to work gloves. These engineering facts 
about neoprene are illustrated by spe- 
cific data, pictures, and drawings. 


The rubber made by Du Pont since 1932 


BETTER THINGS FOR BETTER LIVING 


.- « THROUGH CHEMISTRY 


EOPRENE COVERED HosF 


win 
5 TTT} EP Osun test 


NEOPRENE 
SEALS 


HOLD 
Glass 
PANELS 
SECURELY 


“ty 
Win, 
~s 
* On 
tan 4 


on-meene NE Cog TINGS 


Designers and design engineers find 
the Neoprene Notebook gives them ideas 
on how to use this versatile chemical 
rubber in designing a new product or 
improving an old one. Plant operating 


You can be sure to receive 
the Neoprene Notebook 
regularly by mailing this 


and maintenance engineers rely on the 
Notebook to bring them experiences of 
others who have solved production and 
maintenance problems with long-last- 


coupon today! 


ing neoprene products. 


E. 1. du Pont de Nemours & Co. (Inc.) 
Rubber Chemicals Division C-% 
Wilmington 98, Delaware 


I am interested in receiving the Neoprene Notebook regularly. 


Name 





Position_ 





Firm 





Address 
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““You can’t sit on the news!” 


In 1940, The Wall Sereet Journal cit 
culation was 29,000. Today it’s 255,000 


and still climbing! 


Like any news,’ said Chairman 
Robert M. Feemster, 


is worthless unless it’s fresh! 
We set out to make The Wall Street 
Journal the truly national business daily 
one that would reach executive de sks 


news of business 


all over the country on the same morn 
ing. We first decentralized our printing 
plants—publishing in New York, San 
Francisco, Chicago and Dallas. But we 
still couldn't deliver fresh news from 


48 
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; 


Robert M. Feemster, Chairman of Exec. Comm., Dow-Jones & Co., Inc. 


these points without the fastest, most 
reliable shipping service 

“That's why we called in Air Express 

“Now, 6500 pounds of Wall Street 
Journals go Air Express daily. Only 
hours later they're in a score of other 
major cities. And on practically every 
shipment, Air Express rates are the 
fOwest in the held 

We knew we could build circula 
tion. We knew we had the news and 
features vical co American business. Our 
problem is to deliver the papers! Ait 
Express helps solve it! If you're build 
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ing circulation or sales, look into Ai 
Express rates and benefits.” 


OMA HOMES 


GETS THERE FIRST 


Division of Railway Express Agency) 




















The Lyon Dealer 
is a 26 LETTER MAN! 


from Automotive plants, Business offices, Churches 
and Department stores to Warehouses, X-ray manu- 
facturers, Yacht clubs, and Zoos... 


Lyon Dealers serve them all! 


e@ Lyon Steel Equipment Dealers serve every seg- 
ment of business and industry— from A to Z. This 
they can do... and do well. . . because Lyon pro- 
vides them with the world’s most diversified and 
complete line of quality steel equipment. A few 
of the 1500 different standard Lyon products are 
shown below. 

Many products, plus many markets, plus con 
sistent advertising support in Newsweek, Business 
Week and leading trade publications —all add up to 
volume steel equipment dealer sales every month 
of the year. 

FACTORIES IN... AURORA, ILL, AND YORK, PA. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 353 Monroe Avenue, Aurora, Illinois 


for BUSINESS- INDUSTRY: INSTITUTIONS 
ITCHENS for THE HOME 











ARTI 


AL LIST OF LYON STANDARD PRODUCTS 
ters Economy Locker Racks © Disp y Equipment e F Cabinets ® Se 


© Bar ks reed Kitchens 
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PARKER-KALON 
[le Original; 


For Your Protection 


NON-COUNTERSUNK HEADS COUNTERSUNK HEADS HEXAGON HEADS 





12 IMPRESSED 6 IMPRESSED 1 EMBOSSED 
TRIANGLES TRIANGLES TRIANGLE 
UNDER HEAD UNDER HEAD ON TOP OF HEAD 
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4 
74 Like the hall mark on fine silverware, this triangle mark now 


impressed on all P-K Self-tapping Screws signifies the maker’s pride of craftsmanship. 


This “signature” will serve for your protection against substitution. 


¢ 
7 


Now, the P-K triangle mark will certify every screw that 
bears it as a genuine Parker-Kalon product, made by the originators of Self-tapping Screws. 
Now, you.can be sure, when you see this mark, that you are using the only Self-tapping 


Screws made with the accumulated “know-how” of 40 years of enterprising leadership. 


Now, identification goes beyond boxes or other 
containers and labels. The screw identifies itself, and when you see the P-K triangle mark 
you know it is the guaranteed screw, backed by the “Guarantee of Highest Quality” printed 
on every box. Look for the P-K triangle on the screws you buy and_» 


way to guard against job-slowing, parts-wasta. 


¥ 
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How many people would 


y, 
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YOUR SIMONDS DISTRIBUTOR 


does all these jobs for you: He 
carries your stock til you need it, 
then delivers it right now (a good 
thing to remember in your next 
“tight spot’’). He saves you end- 
less procurement headaches, as well as ordering, 
requisitioning, bookkeeping and other paper 
work. What's more, he and many of his salesmen 
“Little Red 
’, So they know how to apply cut- 
ting tools, how to make them pay off in best re- 


are graduates of Simonds’ famous 
Schoolhouse’ 


i; y to fill this one man’s 


All these services save you work, cut your costs. 
That’s why it comes under the head of smart 
business to standardize on Simonds on all orders 
for saws, knives and files ... and to place all 
orders with your SIMONDS DISTRIBUTOR. 
If you don’t happen to know who he is, we'll be 
glad to put you in touch with him. Just write: 


SIMONDS 


SAW AND STEEL CO. | 


sults, and how to anticipate your maintenance and 
replacement needs, 


Pactory Branches in Boston, Chicago, San Prancisco and Portland, Oregon. Canadian Factory in Montreal, Que 
Simonds Divisions: Simonds Steel Mill, Lockport, N. Y., Simonds Abrasive Co., Phila., Pa. and Arvida, Que., Canada 
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ADVERTISEMENT MARCH 19° 


Linco/n LUBRICANT 


In The Right Quantity — At The Right Time 





Apply The Right Lubricant 





| HANNA COAL CO. 


LINCOLN CentrOmatic SYSTEMS 


INCREASE YIELD—REDUCE POWER CONSUMPTION 


SAVES $75,000 


| 
| 


FIRST YEAR WITH 


Lincoln CentrOmatic 
Lubrication Systems 


By 
than 


automatically lubricating more 


200 important bearing points 
on each of ite huge, 50-yard shovels, 
the Hanna Coal Company has saved 
$75,000 in maintenance costs during 


the first year of operation 


The Lincoln systems installed on the 
stripping shovels consist of air-motor 
operated pumps that dispense lubri 
cant direct from original 400-lb. refin 
ery drums. The operation is controlled 
by an electric time clock connected to 


a 24-hour recorder 


Lubricant supply is ‘‘tailored"’ to the 
exact requirements of each bearing by 
adjusting the individual injectors 
Complete and accurate lubrication 
takes place while the shovels are in 


operation 


Lubrication of the dipper-stick swivel 
and knuckle by hand, formerly re- 
quired the stopping of each machine 
for 15 minutes each shift while the 
oiler climbed the boom in all kinds 
In addition to the haz 
ards large quantities of 
lubricant were wasted. All work haz 
ards have now been eliminated, and 
the operators have gained 45 minutes 
of production each day 


of weather 
involved, 


LINCOLN ENGINEERING COMPANY 








IN TEXTILE MILLS 


As Reported by “America’s Textile Reporter’’ 


A “DOOR-OPENER” 
FOR NEW BUSINESS 


Plant Engineers Enthusiastic 
About Ball-In-Top Feature 


4 
~¥ 


product 





A customer for 
Lincoln distributors has been the 
Bullneck surface-check grease fitting 
originated by Lincoln during World 
War II and adopted as “standard” 
by the U. S. Ordnance Department 
This new design places the ball flush 
with the contact opening, allowing 
the fitting to be easily wiped clean of 

| grit and foreign matter before it is 
lubricated. Seals grease in’ dirt out! 


winning 


Lincoln distributors love the exclusive 
advantage of handling the only COM 

PLETE line of surface-check fittings 
on the market today. Many manufac 

turers of automobiles, farm imple 
ments and industrial machinery have 
adopted Lincoln Bullneck 
“standard” component 


already 
fittings as a 
on their equipment 


Bullneck fittings can be used with 
all conventional hydraulic couplings 
| and standard grease guns 


= -_ — 


BULLNECK FITTING. 








Some examples of how Lincoln Controlled 
Lubrication Systems have paid off in 
textile mill installations were reported in 
the January 15th issue of “America’s 
Textile Reporter."’ Here, as in other in 
dustries, modern machinery and the in 
creased need for top efficiency demand 
the application of the right lubricant in 
the right place, at the right time 


One mill mentioned in the article made 
a yearly saving of $1,726 per machine 
after a Lincoln system had been installed 
In another case, cotton pickers that had 
formerly required two hours of downtime 
daily for hand lubrication, now have 
every bearing lubricated automatically 
while the machines are in operation 


Another important advantage of Con 
trolled Lubricant Application in the 
textile industry is the reduction of waste 
and spoilage due to drippage of excessive 
oils and grease on materials in process 


In addition, it was pointed out that 
Lincoln CentrOmatic Systems eliminate 
the possibility of foreign matter being 


carried into bearings during lubrication 


St. Louis 20, Missouri 
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PREPARED BY LINCOLN ENGINEERING COMPANY 


APPLICATION Mews 


Modern Controlled Lubricant Application Systems For Modern Machines 


CONTROLLED LUBRICANT APPLICATION | WEST COAST DEALER 


A “MUST” FOR MODERN PRODUCTION | BUILDS BUSINESS IN 
PORTABLE LUBROVANS 


"PAPER MILL NEWS” QUOTES LINCOLN 
SALES MANAGER Sk ae cae” as 


increased business in Lincoln Lubro 
vans at Wait Motor Supply, San 
. It takes more than a good lubricant to Francisco. Mr. Charles H. Wait re 
New Line of Reusable | do a good job of lubrication,’’ stated a ports that after trying them in the 
recent article in ‘“‘Paper Mill News field, many contractors have stand 
V. Picraux, Industrial Divi | ardized on Lubrovans for vehicle and 


. ; 
Hose Couplings Sion Sale | 
p g sion Sales Manager of Lincoln Engineer | equipment maintenance 


ing Company. The article int t , 
’ | 2. eee " ticle pointed ou Economy and efficiency of operation 
nnounce inco n that there are two elements in lubrica 
~ were given as the main reasons for 
j tion, the lubricant itself, and the System 
: contractors’ wide acceptance of 
l l fi lexibl | of Application. Picraux was quoted as Lincoln Lubrovans 
A new line of re sg flexi aa saying that far too often the blame for : 
hoses te paar “ew ‘ i a ayn pa lubricant failure was laid to the lubricant 
swagger ys pao age - a the advan manufacturer when, in reality, the sys 
» r . ) 8 Ss now | 
tages of reusable couptings, ‘ tem of lubricant application was at fault 
available to Lincoln distributors 














a 


One of FIVE Lubrovans owned by 
A. Teicher & Son 





To achieve the efficiency of lubrication 
demanded by complicated, modern pro 
duction equipment, controlled applica 
tion of the right lubricant is a ‘‘must.” 


The man with the oil can or grease gun 
is outdated. The economies of controlled One of SEVEN Lubrovans owned by 
HM. Karl Parker 


This new LOK-TITE coupling 
achieves maximum tightness by 
clamping the hose between the stud 
and the shelf of the sleeve. (1) The lubricant application are: increased effi 
connection does not depend on pres | ciency, less machine wear, and the saving 
sure from wedging the core into the | of manhours and downtime 

sleeve as do many other reusabl 

couplings 

Attachment of the coupling is mad 

faster and easier because of the bell 

shaped design of the sleeve (2) which 

guides the braid into the coupling 

Notches are provided on the couplings 

to provide an accurate gauge for skiv 

ing the outer hose cover 


One of SIX Lubrovans owned by 
Isbell Const. Co 


The extra flow passage and shorter 
over-all length of the stud (3) reduces 
restriction and ailows larger volum« 
flow. Hose core ends are completely 
confined by metal (4) to prevent hose 
extrusion The ultimate advantage of controlled 
All coupling parts are precision ma lubrication is a completely Centralized 
chined from steel bar stock and zinc Mass Lubrication System that can be 
plated to resist rust and corrosion expanded or adapted to meet changing 
needs in the same manner as water, gas 
or power installations 


Realizing these benefits, it is easy to see 
how Lincoln CentrOmatic systems can 
quickly and repeatedly pay for 
themselves 


One of SIX Lubrovans owned by 
Piombo Const. Co 

















Write for complete details on how you can become an authorized Lincoln Distributor 
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products 








R-PEC VALVES 
INCLUDE 


BRONZE 
(RON 
«CAST STEEL 
FORGED STEEL 
BAR STOCK 


All bronze, iron, and steel castings 
.  @re made in the R-PaC foundry 
‘ag “F Any 
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 R-PaC VALVE DIVISION 


R-P&C Velve Division 
ro: a ot 
Reading, Pennsylvania 


















































VALVES 


that 
PROFITABLE! 


All These from R-PaC-—You can find valves from 4%” to the big ones. 
We have high pressure valves, high temperature valves, and valves 

for corrosive fluids and gases. There are R-P&C Pressure Seal Bonnet, 
Forged Steel Valves, iron cocks, cast steel fittings, and Lubrotite Gates. 












Plus ... From R-P&C you can get valves in all popular metals. 
You can get gate, globe, angle, and check valves plus automatic stops 
and checks. There are valves with screwed, flanged, solder, and welding ends 
—in a wide range of sizes, pressures, and heat ranges. 





Quality at Competitive Prices— The manufacturing 
facilities of R-P&C are unsurpassed. They include a complete bronze, 
iron, and steel foundry; machine shops, and a welding department for 
hard-facing operations, etc.; a complete hydrostatic testing department; 
and a modern conveyor system to speed handling from assembly, 
through painting, to final shipping floor. These facilities assure you of 
prompt deliveries and quality merchandise at competitive prices. 


Sales Aids—R-PaC sales engineers work with you periodically 
and help your men develop new business. A big national advertising 
campaign keeps your customers well-acquainted with R-PaC Valves. 
A wide variety of literature is available for sales promotion 


purposes and regular mailings by R-Pa&C to your accounts 





keep interest alive. 


R-PaC Valves are PROFITABLE— You get ALL the 
valves you need from R-P&C. Unit packaging makes them easy to stock 
Turnover is rapid because R-P&C prices are competitive. 

You’ll do better with R-PaC. Write to our Reading office 
today for further information. 










AMERICAN CHAIN & CABLE 


eae, District Sales Offices: Denver, Detroit, Houston, New York, 
Philedsiehia, Pimburgh, San Froncce  WUAVT 6} WVT-Y 






SAWS 


(No. W65 Saw, 6” blade) 
Stanley Safety Sows available 
in four sizes: 6",7", 8", 9”. 
Many exclusive features. 





ELECTRIC 
SCREW DRIVERS 
(No. 02M Electric Screw Driver) 


Speed production line output . . . 
adjustable clutch. 





UNISHEARS 


(No. U216 cuts up te 

16 ga. steel) Available in 
9 sizes with metal cutting 
capacities from 18 to 6 


aauce sheet steel 
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DRILLS \ é PLANES 


(New “MIGHTY MIDGET" Drill, (Ne. J5, 1 h.p.) 18,000 r.p.m., 
No. 233, 4%" capacity) leaves a smooth woveless 
Available in 17 models with surface. Available in 3 sizes, 
capacities to 1%". %, Va and 1 hp. 








ROUTERS 


(No. RSB, 1 H.P., 

18,000 R.P.M.) 

Powerful motor and sealed 
bearings. Portoble models 
Ya, 1, 2 and 3 hp. 


PORTABLE 
GRINDER-SANDER 


(No. 92) Indispensable for 
grinding welds, removing rust, 
cleaning molds, etc. 

3 models available. 











ELECTRIC HAMMERS 
(No. 310A Electric Hammer, 


GRINDERS 1%" capacity) Drills concrete, stone, 
(No. 257 with No. 600 Eyeshield) Available in 10 sizes, bricks; scales paint, rust. 
4 portable, 6 bench styles. Smooth, dependable operation. Operates on A.C. 








See US at Atlantic City... 


We would like to tell you the whole story. 
Will you visit us at Booth 706 Triple Mill 
Supply Convention at Atlantic City. 


Stanley Electric Tools, New Britain, Conn. 


ON THE JOB FROM EAST TO WEST 
MADE BY MEN WHO MAKE TOOLS BEST 


Reg. U.S. Pot. Off. 


HARDWARE ¢ TOOLS ¢ ELECTRIC TOOLS ¢ STEEL STRAPPING ¢ STEEL 
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Jack Failing goes through the catalog with 
Cliff Abel. Customers .ore being constantly 
reminded by outside salesmen thot the 
“information they need is all in the catalog” — 
and that phoning in ord. rs is the quick way to 
get whot they want, 


A corner of Strelinger’s telephone-order 
department that accounts for 95 per cent of 
the firm's orders. 15 men devote full time to 
taking phone orders, which are pushed 
through fast for immediate delivery 


— 

















Vt 


\\\ 
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equals Big 


says JOHN N. FAILING, Assistant Vice President and Sales Manager, THE CHARLES A. STRELINGER CO 


ONE-TWO PLAN DEVELOPED BY AGGRESSIVE DETROIT 
DISTRIBUTOR ACCOUNTS FOR 957 OF SALES 


“Detroit has just two speeds where 
production is concerned—High and 
Runaway. Everyone is intensely 
production conscious — and when 
they want tool equipment, they 
want it yesterday, to start operat- 
ing Now! 

“So that’s what we give ’em! 

‘“‘We’ve developed 2-Point Selling 
Plan that produces 95°, of our 
sales—including Big Ticket Sales at 


extremely low selling cost: 


Tia top-notch catalog that lists 
the entire Delta line including 
accessories. 


2a thoroughly trained staff of 
15 inside salesmen who 
spend their day ‘‘on the 
phone.” 


Za power tool specialist, Cliff 
Abel, who knows the Delta 
line from soup to nuts—and 
who knows production prob- 
lems equally well. 


“‘We’ve got our customers ‘sold’ 
on our Catalog—the facts they need 
are all there. They phone in their 
orders—with a talk to Cliff if they 
need him. The orders are pushed 
through fast, and delivered fast. 

“Our outside men plug our phone 
service hard remind customers that 
whatever they need, it’s in the cat- 
alog. The system saves a tremendous 
amount of time~- and especially for 
the customer!”’ 

Looking for successful ideas to 
put to work in your business? Why 
not adapt this proved Strelinger 
Plan to your own operation?—-and 
build Big Ticket Sales on the Delta 
Power Tool Line. 


DELTA POWER TOOL DIVISION 
Rockwell Manufacturing Company 


634C North Lexington Ave., Pittsburgh 9, Pa. 


DELTA 
Rockwell 





Rich Sales Potentials 
in All Metalworking 


Departments 


There is a “live” market for versatile 

Brown & Sharpe Electronic Measuring and 
Inspecting Equipment in each department of 
any metalworking plant. . . production, 
inspection, or laboratory. The No. 950 
Electronic Amplifier reads in .0OO1” to 
.00001" and its various measuring devices 
quickly “plug-in” to permit measuring work in 
a machine, on a bench, or in a fixture. 

The wide application of this equipment 
multiplies your sales opportunities. 

It's just one of the many sound reasons why 
it pays to handle and push the broad 

Brown & Sharpe line . . . including Cutters, 
Machinists’ Tools, Screw Machine Tools, 
Pumps, Johansson Gage Blocks, and 
Permanent Magnet Chucks. 

Brown & Sharpe Mfg. Co., Providence 1, 

R. 1L., U.S.A. 

We urge buying through the Distributor. 


INSPECTION—For bench work the easily used LABORATORY-The Goge Head Cartridge PRODUCTION-The No. 950 Electronic Amplifier 

Electronic Amplifier and External Comporotor lends itself to almost unlimited applications ‘n ond No. 955 Electronic Caliper permit machine 

offer many design advontoges. special gages, fixtures, and measuring devices. operator to taxe precis. measurements without 
removing work from the machine. 


Brown & Sharpe : 
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| What do you do when you don't 


Send someone to get 
the required belt 


-.and pay your employee while he goes for 


the belt 
. pay through loss of production 


GET ALL THE FACTS 


This Veelos Data Book 
gives complete details 
about construction, in- 
stallation and uses. 
Write for free copy 
of this money-saving 
book today 


MANHEIM MANUFACTURING 
& BELTING COMPANY 
601 Manbel St., Manheim, Pa. 


ve the right size v-belt in stock’ 





VEELOS in stock is 
Production Insurance 
Belts for replacement always on hand —just 


4 reels of Veelos in the 0, A, B and C widths can 
replace upto 316 different sizes of endless v-belts. 


Link construction permits quick installation — 
without removing outboard bearings. 


Adjustability provides controlled tension on 
each belt—vibrationless, full power delivery 


is assured 


& 





ADJUSTABLE TO ANY LENGTH - ADAPTABLE TO ANY DRIVE 


Made in all widths in three types: regular, oil-proof, static conducting 
Also double V in O, A and B. Packaged on reels in 100-foot lengths 
Sales engineers in principal cities. VEELOS is known as VEELINK out 
side the United States 





here’s your OPPORTUNITY to sell 


THE NEWEST THING 
IN SHAFT COUPLINGS 


FACTS &.., 


ae? 
profitable sales 
ree 
for YOU! 





= "i 
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WALDRON. 


> 


Patent applied for 


“GEAR COUPLING 


Here's the combination that spells OPPOR- 
TUNITY for distributors and their salesmen ! 
A revolutionary new product, sponsored 
by the oldest manufacturer in the field 
and backed up with extensive sales pro- 
motion, service and shipping facilities! 
The first light weight, inexpensive cou- 
pling of gear type construction for nominal 
bores as small as %” diameter. Made 


of unbreakable nylon it provides ad- 
vantages never before available for 
hundreds of types of small fractional H.P. 
drives. A tremendous market for profit- 
able business to distributors. Learn how 
you can cash in on this opportunity in 
your territory. Sold on a selective distribu- 
tor plan. Write or wire today for full 


particulars. 


Address: JOHN WALDRON CORPORATION, Coupling Division. 
P.O. Box 791 + NEW BRUNSWICK - NEW JERSEY 
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Puts the 
finger on 
feust... 


Distinctive as your finger- 
print, RUST-OLEUM is an ex- 
clusive formula incorporating 
a specially-processed fish oil 
vehicle that will dry, is odor- 
free, and can be formulated 
in many colors including 
aluminum, and white. 


RUST-OLEUM STOPS RUST indoors and out .. . it’s 
the practical answer to nearly every rust-producing 
condition! Simply scrape and wirebrush to remove rust 
scale and loose particles . . . then apply RUST-OLEUM 
DIRECTLY OVER THE SOUND RUSTED 
SURFACE, usually eliminating sandblasting, chemical 
‘“‘wash solutions’, and other costly preparations. And 
RUST-OLEUM is available in many colors, including aluminum and 
white to meet practically every color preference. For these reasons 
you save money for your customers and prospects . . . you can 
talk RUST-OLEUM on every call. And remember — you sell RUST-OLEUM 
under a sound, protected distributor policy that’s built around 
YOU for high profits, fast turnover, repeat sales! 


RUST-OLEUM CORPORATION 
2413 Oakton Street, Evanstown, Illinois 





RUST-OLEUM reaches right 


-- and pre-sells your 


There is only one 
like this 


there is only one 


RUST-OLEUM 


RUsST-OLEUM 
Puts the finger 
on Rust! 


2 


prospects 


DRAMA 
Ic 
a eNATIONAL ADVERTISIN 


90,000,000 RUST-OLEUM sales messages will spearhead RUST-OLEUM’S 
big 1953 campaign to “put the finger on rust!’’ We’re reaching 
right into your trading area and pre-selling your customers and 
prospects with dramatic national advertising in The Saturday 
Evening Post, Time Magazine, Newsweek, Business Week, and 
57 other important publications! And, we’re hitting your customers 
and prospects at the same time with a sales-producing direct mail 
campaign that will bring you live leads and buyers. It’s all timed 
to strike when the iron is hottest in your territory so be sure 
you're signed up for RUST-OLEUM’'S hard-hitting direct mail cam- 
paign for extra profits! Check on this, today! Put the finger on rust! 
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RUST-OLEUM. 


d ve 
Puts the finger on 
Rust! —wi “th; 

st! —with this 
Tremendous 4 
Advertising 7 
: = 7 
Program 


PUBLICATIONS . MARCH APRIL 
7th, 21st Ath 
9th, 30th 13th 
Ind, 16th 6th 

28th 25th 


BUSINESS WEEK 

TIME MAGAZINE 
NEWSWEEK 

SATURDAY EVENING POST 
MARINE ENGINEERING & SHIPPING REVIEW March April 
MARINE NEWS & MARINE AGE March April June 


FACTORY MANAGEMENT & MAINTENANCE March June 
March April June 


June 


MILL & FAS TORY 


MODERN INDUSTRY March April 


KIWANIS March | June 


ROTARIAN 
ARCHITES TURAL FORUM 


PRC YGRESSIVE ARC HITECTURE March 
March April June 


March April 
March 
April } June 


INDUSTRIAL DISTRIBUTION 
PURCHASING 
CONSTRUC TION EQUIPMENT March 


ENGINEERING NEWS RECORD 12th 9th 
March May 


March April June 


7th 


INDUSTRY & POWER 
THE PLANT 


SOUTHERN POWER & INDUSTRY March April 
April May 


March April May 
Moy 


MAINTENANC E 
INDUSTRIAL MAINTENANCE 
AMERICAN PAINTER & DECORATOR March 
PARK MAINTENANCE March April May 
PARKS & RECREATION 
ROCK PRODUCTS 
IRON & STEEL ENGINEER 
IRON AGE 
COAL AGE 
MEC HANIZATION 
Olt & GAS JOURNAL 
MECHANICAL ENGINEERING March 

PLUS 24 other important publications month-after-month 

" ee 


‘e” (al 


March April May 
April 


April May 
March 
March April May 
19th 2nd, 16th 2\st 
March April May 
March April 
23rd, 30th 27th 18th 
April 





“Rust-Oleum 
Teamwork 


important,” 


Says ; 

Seine hat Frank Boehm, 

rag Steel Supply 
%. feat eck & Corbitt Ce 
St. Louis, Missouri — 
a ; 


“And part of that teamwork is 


“Rust Oleum teamwork is a big 
help t us,” says Frank Boehm 
"We've got ropflight salesmen, 
and the tinest product of its kind 
and when you add hand-in- 
glove sales assistance from 
Rust-Oleum s trained Factory 
Representativ®> you can see the 
reasons for the tremendous job 
we've done on Rust Oleum.” 


the sound distributor policy. 
too,” continues Mr. Boehm. “A 
policy that assures us not only 
protected profits, but day in and 
day out cooperation from the 


Rust-Oleum ( orporation and 1ts 


" 
' 
' 
1‘ 
' 
' 
‘ 
' 
' 
' 
' 
' 
' 
' 
5 . ” 
1 sales organization. 


“ Another important P “We've handled Rust-Oleum for 


‘ 
‘ 
' 
» and consumer acceptance : only a few years and yet it's one 
created by Rust-Oleum national » of our largest volume lines. 
adv ertising. advises Mr. Be yhm. . 4 We're shooting for the biggest 
“On top of this Rust-Oleum stim: ; Rust-Oleum year e've ever had 
ulates inquiries and leads for us » in 1953,” says Mr. Boehm. “We've 
, got the product, the policy. the 
4 promotion _ and the demand to 
a 


do the j' yb.” 


by sending hard-hiceing direct 
mail right to our customers and 
prospects with replies to us.” 


' 
1’ 
' 
' 
‘ 
' 
4 
' 
' 
' 
' 
' 
' 
' 
‘ 
‘ 
' 
' 
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WiTH DOZENS 

OF FINE PRODUCTS 
SOLD THROUGH 
DISSTON DISTRIBUTORS 


Band Saws: 
Noerrow Wood Band Saws 
Metal Cutting Band Saws 
Band Knives 
Log Bands 
Band Resaws 
Carbide Tipped Saws and Knives 
Circular Knives 
Circular Perforators 
Circular Saws for Wood, Metal & 
Plastic: 
Solid Tooth and Inserted Tooth 
Circulor Slitters 
Cross Cut Saws 
Cutter Heads 
Files and Rasps 
Hack Saw Biades and Frames 
Machine Knives: 
Chipper Knives 
Hog Knives 
Paper Knives 
Planer Knives 
Veneer Knives 
Steel Rule —Cutting, Creasing, 
Perforating 
Steel Specialties: 
Cylinder Jackets 
Doctor Biades 
Fountain Biades 
Hommer Knives 
Press Plates 
Valve Discs 





In every type of industry, men depend on Disston 
saws and tools. Disston products are known and used 
throughout the world by thousands of companies, 
large and small. Consequently, the demand for 
Disston-quality tools is constant, strong, and growing. 
The vital link between Disston and the user is the 
Disston Distributor. By contributing the service 
“extras’’ he alone can give, he makes a fine product 
even more worthwhile. Disston recognizes the 
distributor’s value and backs him to the hilt. 


The great Disston name, the dozens of superior 
Disston products, and Disston’s policy of full 
cooperation with Disston Distributors— these things 
put real meaning into the words— 


It’s smart fo sell Disston ... the profitable line! 


HENRY DISSTON & SONS, INC. 


323 Tecony, Philadelphia 35, Pa., U.S.A. 


Branches: Chicago, Seattle, Portiand (Ore.), Vancouver (B.C.) 
Factories: Terente, Ont., Ceneda; Sydney, N.S.W., Australie 
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Your customers 
i tin Tell them how 
/ -+-with more 
money. 
uses for 


JOHNSON UNIVERSAL BRONZE BARS 


pia surprising how many 


applications for UNIVERSAL BRONZE can be found in 
many plants. There are hundreds of diameter combina- 
tions that eliminate machining to size on inside and out- 
side diameters ... each bar is completely finished ID, 
OD and ends. They are free cutting with ordinary tools. 
These advantages often indicate the use of UNIVERSAL 
BRONZE instead of other materials. Tell them, too, of its 
non-sparking properties, its corrosion resistance, its low 
coefficient of friction, its quality alloy which assures long, 
trouble free performance. All of these sales opportunities 
are, of course, in addition to the usual bearings, bushings 


and washer applications. 


Most complete line 
on the market 


ee stock sizes of Johnson 
Universal Bronze are 5” to 8” diameters in solid 
bars, 2" to 7°" inside diameters with numerous 
wall thicknesses in cored bars, and 5%” to 3” solid 
hexagon bars”. Over 400 sizes . . . Quite a line! ’ F 

Hexagon bars are not machined . 

BEARING TYPES: 
JOHNSON BRONZE COMPANY 
: General Purpose Cast 


535 South Mill St. * New Castle, Pennsylvania R: Bronze Bearings * Cost 
e Bronze Graphited Bear- 

ings * Electric Motor Bear- 

ings * Ledaloyl Self-lubri- 

cating Bearings * Babbitt 


JOHN NSON , EARINGS 


a 15 Dupe 
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= plants in your territory are still using 
old-fashioned messy, inefficient “hand-and-scoop” 
methods for transferring lubricants. Tell them . . . 
sell them the modern time-saving way with 
Alemite Transfer Pumps! 


PORTABLE 
FLUID 
PUMP 


Crank operated 
25 \|bs 
Hose 5'2’ 


with curved nozzle 


Model 7011 
ff musmire's OUTSTANDING SALES FEATURES — Alemite 
Transfer Pumps eliminate barrel racking, needless 
handling, troublesome air pockets, costly spillage. AND 
save up to 63% on man-hours for every 100 pounds of 
lubricant handled! 


Capacity, 
lubricant 


HAND OPERATED 
TRANSFER 
PUMP 
Delivers one pound 


cover 


of grease in 
strokes. Has 
for 100 Ib. dryoms 


Medel 7198-T. 


2 


ALEMITE QUALITY YOU CAN COUNT ON AND 
RECOMMEND ~— Alemite design assures deliv 
ery of material without waste or mess — free of 
contamination, easily, efficiently. And every 
Alemite pump is built to precision specifications 
for long-lasting, tough usage. 


AIR OPERATED 
OIL TRANSFER 
PUMP 


Empties 54 gal 
drum of SAE 20 in 
3 minutes. Fits any 
2” p.t. bung. Model 


6479 


3 ALEMITE — BEST ADVERTISED NAME — Presented to 
15,000,000 Post and Collier’s readers every two weeks 
throughout the year. Alemite’s hard-hitting advertising 
keeps you constantly in the sales picture. Builds greater 
acceptance, more sales, larger profits for you! 


ALEMITE 


ALEMITE 


TRANSFER 
PUMP SALES 


Only Alemite Transfer Pumps offer ali these features! 
@ SEAL ORIGINAL CONTAINERS against entry of dirt, grit or 
contamination that might foul machine bearings! 
DELIVERY RATES fully adjustable! 
EXCLUSIVE DYNAMIC PRIMER on hand-operated models 
assures positive delivery of heavy greases! 
HEAVY WALLED SEAMLESS STEEL pumping cylinders! 
FOOT VALVE is simple design — self-cleaning, self-aligning 


ground valve and seat, easy to service 


HANDLE pressure gun grease, oil, paint, any 
fluid or semi-solid material. 


@ -NEW BOOKLET! 


Alemite ‘*Sales fower’’ shows where to look for more 
Alemite Sales . . . tells you how to move in ond clinch 
them fost! Send for your copy now. Fill in and mail 
coupon today | 
ALEMITE, DEPT. H-33 
A PRODUCT OF , 
1850 Diversey Parkway, Chicago 14, Il. 
Nome 
Address 


City 
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Fast-Selling, Big-Profit Mops 
Made of Du Pont Sponge Yarn. 


These new mops are getting the same enthusiastic 
welcome from customers as the sensationally suc- 
cessful Du Pont Cellulose Sponges. They’re easy to 
sell, because they do cleaning jobs better. Best of 
all, every sale of a sponge-yarn mop brings you big- 
ger profits! Write for names of mop manufacturers 
you can contact. E. I. du Pont de Nemours & Co. 
(Inc.), Cellulose Sponge Section O, Wilmington 98, 
Delaware. 


LOOK AT THESE POWERFUL 
SALES POINTS: 


1. Easier to use—wring out damp-dry 


2. Highly absorbent—won't leave flags 


3. Easier to clean—easily sterilized 





4. Resist tangling, souring—always 
hold shape 


5. Both wet-mop and waxer 
—wax rinses out easily 





REG. U.S. PAT. OFF 
BETTER THINGS FOR BETTER LIVING 
- THROUGH CHEMISTRY 
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O-B Advertise- 
ments Appear 
Regularly In 
These Pub- 
lications. 


LT 
ie 




















Advertising like this helps 
sell your customers on... 


O-B advertising works right with your salesmen in 
telling customers about the superiority of O-B Valves. 
Our advertisements appear in leading industrial publi- 
cations, carefully selected for their high readership among 
purchasing agents, plant operating men, maintenance 
personnel, and other people with buying influence. 

No sales force could possibly reach them all in person. 
But we help you reach them regularly as O-B advertising 


wins wider and wider acceptance for O-B valves. 


BRONZE GLOBES + GATES + ANGLES + CHECKS + FOR INDUSTRIAL SERVICE 
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Sell and Recommend ' © LE DO 


For PROTECTED Profit* 


*SOLD ONLY 


only through the Distributor! 
You'll find it’s easier to sell TOLEDO— 


No. 00, Ratchet : : , 
y%"’ to %”" pipe here’s why— 
% Leader in Quality... complete line... 
rugged dependability in hand tools and 
power pipe machines. 
% Leader in Advertising . . . hard-hitting 
ads reach your customers month after 
month in leading trade journals. 
% Leader in promotion helps .. . catalogs, 
folders, direct mail help you sell Toledo 
for all pipe tool requirements. Write for 
details. The Toledo Pipe Threading Ma- 
chine Co., Toledo, Ohio. 


Nes, 
No. 12, Ratchet 
wrt 


to 2°" pipe 


AS 

wy 

50 YEARS OF 
LEADERSHIP _ 


PIPETOOLS . . 7POWER PYF CHINES ff i 


- o 
, operating No. 25BR 


. .~ POWER DRIVE ~Sa | operating No. 25% 
4 rea>rec reader, « 


to 6” pipe 
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BRAMMER 
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What’s missing? 


Guiding a plow, wielding an axe or carrying a 
pail without a handle just doesn’t make sense. 
Using a file is no different. 


In your quest of file sales, don’t overlook in- 
dustry’s inevitable need of file handles, holders 


and other accessories. 


Unless purchasing and production heads are 
kept reminded of what these essentials mean 
toward better work, greater output and longer 
file life, indifference or forgetfulness can easily 
become a habit with them—and a lost opportunity 


to the salesman. 


While file handles, holders and cleaners do 
not wear out as rapidly as files themselves, they 
nevertheless possess a sales potential at all times. 
Especially when a customer’s file orders indicate 


an increase in his production and business. 


“How about holders and cleaners?” should 
always follow “How about files?” in going after 


: , 
industrial sales. 


scHOl NICHOLSON FILE COMPANY 
i 42 ACORN ST., PROVIDENCE 1, R. |. 
USA. ( In Canada, Port Hope, Ont.) 
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NICHOLSON METAL FERRULED FILE HANDLES. (/e/t) For the larger files. Made of seasoned white birch, shaped to fit the 
hand, coated with shellac, and strengthened with nickel-plated steel ferrule. Five sizes from 354" to 914” lengths. 
| 


(Right) For the smaller files. Seasoned white birch, with straight brass inserted ferrules. Five sizes from 354" to 544". 


= | 


NICHOLSON FILE CLEANERS. (/e/t) Brush type, made especially for use on the finer-cut files. (Right) Card type for general 


cleaning of file teeth. Each type in 10” over-all length. 





NICHOLSON SURFACE FILE HOLDER. No. 24 straight 


type for use with either 12” or 14” flexible Curved Tooth files. 











FILE and accessories 


FOR EVERY PURPOSE 


INDUSTRIAL DISTRIBUTION © MARCH, 1953 








™ 40H LES OF fiine 


5.0 


eos 


ROPE FACTS “harcas or “american srano” nore. 


HOW TO UNCOIL ROPE WEIGHT AND STRENGTH CHART 


“American Brand"’ and ““Amco All-Weather’ Pure Manila Ropes, 
and “American Brand”’ Sisal Rope. 





Minimum |. 

Tensile AMERICAN 
Strength of BRAND” 
“AMERICAN a 

Approx. BRAND” and a 16 
Length Full | Aporox “amco” ensile 


Threads Coils - Feet Pounds Manila Ropes} Strength 


6-thd. fine 3,000 45 

6-thd. 2.750 $55 
_—  - 

9-thd. 2.250 65 
1. A new coil of 2e Cut lashings 3. Grasp tagend 12-thd. 1,620 66 


**American . on inside and re and pull up. 15-thd 1.200 | 63 | 
Brand’’ Rope move. Leave : — —— 
should be placed wrapper around 
tag end up. coil to keep rope 21-thd. 
clean 1.200 125 
sie 2 _ 1,200 — 


3/4 : __ 1,200 — 
13/16 1,200 
7/8 4 .200 qa) 


























16-thd. 1.200 75 
+—_—___—_——} — — 


1,200 90 


‘pe 1,200 
tye 1,200 

Ne 200] 
‘je | 1,200 _ 
sje ~~ 4,200 

W/2 ~ 1,200 _ 
sje 1,200 _ 








13/4 
2 

21/8 
20. 
iz 
25/0 


27/8 
THIS 1S CORRECT. Wrapper and lashings have been 3 
removed to show clearly how first turn comes off the 31/8 
bottom of the coil. If uncoiled any other way, rope will 31/4 10 

kink and tangle 35/8 . - 


ALLOW FOR — 
SLING ANGLES : 
Diagram shows how amet A FREE REFERENCE MATERIAL 


7 ad increases at \ ess 
the Tood in be | ROPE BOOKLET 
the sharper sling an- : more Hees 
gles. The load at 90° \\ : | ‘formation 4 
‘ | | plus usef 
is doubled at 30° and | uses, knots and sp 
is four times greater 
at 15°. For maximum 
safety and economy 
never use slings of 
less than 45° 


American Manufacturing Company, Brooklyn 22, N. Y. 
ROPE - TWINE - OAKUM + PACKING + CARPET AND ELECTRICAL YARNS 
Bra: ch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. 
Sales Offices: Boston + Chicago + Houston + New Orleans + Philadelphia *« San Francisco 


---------------- 74 


American Manufacturing Co., Brooklyn 22, N. Y. 
























































Please send me the following 


reference material 
Name 





Manila and Sisal Strength 

Chort 

Nylon Strength Chart Address 
[] Rope Booklet 


be ene en ane ae 


Company 


2000 LBS. 
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MEN OF DISTINCTION: Congratulations to Bob Mars 
(W. P. & R.S. Mars Ce., Duluth) who was featured in 
the Men of Minnesota series recently carried in Minne 
apolis, St. Paul and Duluth newspapers. “A typical man 
of Minnesota,” said the article of Bob, “who adds to the 
distinction of his state.” Another honor in another 
part of the country went to Frank King (Colonial Supply, 
Pittsburgh) whose secretary Imma crowned him “Boss of 
the Year” at the annual Boss Night dinner of the Pitts 
burgh National Secretaries Association While we're 
on the subject of famous men, we hear tell that Moor 
Handley Hardware Co. (Birmingham, Ala.) boasts a sales 
man named Zane Grey, and a manager at the Nashvill 
branch who answers to the name of Woodrow Wilson. 


REMEMBER: ‘The 6th of this month is the date set for 
the Regional Meeting of the American and National Ass« 
ciations at the Statler in Cleveland 


SIGNS OF SPRING: Pencils are being sh irpened, add 
ing machines are being borrowed, old check stubs are 
being looked up, and Government Forms No. 1040 


blossoming forth. Ah, spring! 


“=x 


DOO DADS: inventory time has come and gone—not 
without leaving its scar on some of us. George Booth 
(Carolina Machinery & Supply, Rocky Mount, N. C 
writes: “We got some high school boys to help us count 
merchandise, and the enclosed represents one student’ 
check of the contents of a shelf filled with lding rod 
7 boxes 2 of 2 boxes and | box 2 of 2 box 
of No. 130.’”" Don’t shoot, we surrender! 


VITUS 2 SIZE 
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BASKING: Wendell and Mrs. Clark (Samuel Harris 
kipped their native Chicago for the better part of the 

unter to be near Wendell Jr. in Miia Phe latter tsa 
iptam im the Marine Ai Corps, vho has been recalled 
to pile more time on top of his three-year record in W orld 
War IL. Incidentally, Wendell Sr. is mighty proud of his 
grandson who composes the fifth generation of Clarks 
lated for the familv business, of course 


LOST & FOUND: How distant kin got together through 
a lead furnished by this page is the tale told by W. L. En- 
right (E:llfeldt Machinery & Supply, Kansas City.) Seems 
he has a fourth or fifth cousin somewhere in the West 
who subscribes to ID. He read an item here that W. L. 
vas living in Kansas City and he furnished this faint lead 
to another relative, an aunt, who makes a hobby of track 
ing down distant connections. When she got around to 
making a jaunt to K.C. she checked in with W. L. 

‘And we spent a whole evening trying to figure out ex 


ictly how we Werc I lated.” 


GOOD CHOW: Newlywed Frank Badalli (Standard 
Equipment & Supply, Hammond, Ind.) is producing 
twice as much work these days—and it’s all due to wife 
Mary Anne. “She cooks like she was feeding a lumber 
jack,” says Frank, ‘“‘and it’s so good I can’t turn anything 
down.” Hence the doubled work—wants to watch the 


waistline . . . Speaking of food, something new in the way 


of a sales training luncheon was cooked up for the Inter 
tate Machinery salesmen (Omaha) who traveled in a body 


to Grant, Iowa, for a plant tour. No restaurant in the 
town, so Mrs. Paul Wahlund, wife of the factory owner, 
rave the boys a home cooked meal. Bet there weren't 


ins peeche s that time 


THOUGHT FOR THE MONTH: Growing old isn’t so 
bad when you consider the alternative 


R.M.S. 


77 





. for 
Again -:: 
SENKING | 
pisTRIBUTOR 


»».a big, new program of 


JENKINS 
ADVERTISING 


~ 1993 § 


Multiply this picture by millions, and you'll 
realize the powerful impact of Jenkins 1953 
Advertising. Expertly planned, it puts the 
right sales messages before the right men, 
month after month. Everyone directly or 
indirectly concerned with valve buying sees 
it, and is “sales-conditioned” for the Dis- 
tributor’s contact. 

Watch Jenkins Advertising. It’s a big reason 
why the Jenkins Distributor can always 
“walk in” with a product that is known and 
trusted. It's a good reason, too, why it pays, 
and pays well, to sell Jenkins Valves. Jenkins 
Bros., 100 Park Ave., New York 17 


JENKINS 


Leen foe tet Siemens Bate 


VALVE S=<@&> 
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Add up these ‘‘calls in print’’ 


.+. pre-selling that pays off for you 


2,034,738 — 


void by Power Sensutiens ond | Plant Seereting Engineers in 
POWER @ NATIONAL ENGINEER @ INDUSTRY & POWER @ SOUTHERN POWER & INDUSTRY 
MECHANICAL ENGINEERING @ PLANT ENGINEERING @ INDUSTRIAL EQUIPMENT NEWS 


1,183,572 


read by Architects, Specification Writers, Contractors in 
ARCHITECTURAL RECORD @ ENGINEERING NEWS-RECORD @ HEATING, PIPING & AIR CONDITIONING 
HEATING & VENTILATING @ DOMESTIC ENGINEERING @ OFFICIAL BULLETIN 


4,245,165 — 


net = Aduiatavates Steneneneet and hearevel Factors in 
FORTUNE @ BUSINESS WEEK 


2,299,000 


read by Plant Senenineien Staffs Sennttnens Industry in 

FACTORY @ MILL & FACTORY @ CHEMICAL ENGINEERING @ INDUSTRIAL & ENGINEERING CHEMISTR® 
ENGINEERING & MINING JOURNAL @ COAL AGE @ TEXTILE WORLD @ PAPER TRADE JOURNAL 
FOOD ENGINEERING @ Olt & GAS JOURNAL 


144,684 102,480 


2 LE OEE BL me 


read by Daihen Agents in and by Designers in 
PURCHASING MACHINE DESIGN 


a 





ee em 








Mew SNES & SERVICE LITERATURE 


fCULS Moore, WERCHANDISING AIDS for DISTRIBUTORS 


Move EXHIBITS at leading TRADE SHOWS 
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We couldn't resist 
telling you this 
little story about 
Republic Water Hose. 
Maybe we've got Spring 
fever! But,we think 


you'll agree that | after D years’ service 
ns acting ‘$i _—sthis REPUBLIC WATER HOSE 


making extra water 


hose sales and this Se ca | comes home in a bag!! 


kind of advertising | It's a fact! Five years ago a 50-ft. length of Republic 
can go a long way to- ; “eee Rubber Water Hose became part of a roof-top cooling 
system at the Kircher Asbestos & Rubber Company, 
ward making your job via @/ Phoenix, Arizona. 

easier. ’ The hose lay immobile across a flat, black-topped 
} roof, channeling waste water from the cooler to a down- 
3 spout drain. It was exposed to all the elements, summer 
Lime ——— and winter. Temperatures varied from a shivery 20° to 
a blistering hot 150° and yet, after five full years of 
service, the Republic Hose showed absolutely no visible 

signs of deterioration! 
: So remarkable was its condition that company of- 
REPUBLIC'S 5-POINT SALES POLICY } ficials cut off a sample section of the hose, put it in a 
& , bag and returned it to us with a letter of commendation. 
© A MS of nether nae eeticnaty caplet a Another example of Republic superiority . . . more proof 
mente of the wade celieied. 4 “ae, that Republic Rubber Products are quality-built for 
A QUALITY of product uniformly good and i = every type of industrial service, and, wheiher it’s Hose, 
capable of delivering service results that ; . Belting or Rubber Specialities, it pays to specify the best 
ee ey See ba Republic Rubber Products! Write today for full facts. 


A PRICE basis inducing and making pos 
sible aggressive competition with reason- 
able profit return ; a? 


‘ 


“ 
FREEDOM trom competition from his source a9 id Py 
of supply. either direct or indirect, among : _s ° \ : 
the trade covered by his day to doy so , ’ Since 1901, Republic Rubber has been 





Sales Manager 


licitations the outstanding source for all types of 
Industrial Rubber Products. Write us to- 


day for the name of your local Republic 


Selling helps of reasonable amounts so that : SINCE 1901 i 
his sales force may be given the advantage \ Rubber Distributor, who can save you 
6. ts 2 time and money through expert installa 
a G 
Ss) 


of specialized training and a knowledge of 
» tion, application and maintenance service. 


t - 1 
he product sold ¢ 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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Industrial Distribution 





Your 953 Problems— 


Some Old. 


N the January issue, cach editor of ID stated bricfly 

on this page the major problems he felt would 
confront distnbutors and thei men m 1953 
During that month, we mailed out the queshonnair 
upon which cooperating distributors supply us with 
the information for our “Annual Survey of Distribu 
tor Operations” (pages 97-104 for the complet 
report One of the questions we asked distributors 


What do 


the most important problems which currently face 


icross the country was, vou believe to bk 
your firm?”’. Now we can tell vou what distributors 


themselves feel to be the most pressing p oblems 


Profit Squeeze 


I’ve gone through the responses very carefully and 
have selected several which are typical and appeared 
many times. While the “quotes” are taken verbatim 
from the comments of particular distributor, the 
same points were echoed many times by other di 
tributors. And, of course, not all distributors made all 
the ports listed below. But here’s how the thinking 
goes 

“We must improve overall operating efficiency 
Our operating profit before taxes was only 3.8 percent 
in 1952 as compared with 5.9 percent in 1951.” 

Last vear (1951) we did $1,663,134 in sales and 
had $58,775 left tor ourselves. In 1952 with a sak 
olume of $1,519,305, it looks like about $24,200 
We have a lot of other pl blems but, if mu lose 
money, you don't need other problems 

“Ever increasing costs of doing busin ind lower 

iles volume ll the expense yperation have in 

creased about 75 percent in 10 years and there ha 
been no imerease in our discounts from manufac 
turers.” 

Maintaining volun 
price competition.” 

We are in a highly competitive field and the mat 
ter of price cutting (while of nuisance proportions 
it the present time) will undoubtedly reach a point, 
is sales volume drops, where it will become a factor 
in greatly reducing what we feel to be standard profit 
margins.’ 

Continuation of the financing problem (working 
capital) resulting from larger investments required in 
inventories caused by inflation and larger volume of 
business. Accumulation of profits with taxes as they 


are have not yet had a chance to catch up.” 


Some New 


iligher transportation costs.” (Note Linis com 
ment appeared many, many times on this year 
questionnaire but was not mentioned once on the 
returns covering 1951.) 

We need more salesmen who can get busines: 
We have too many ambassadors of good wiil who 
think their job is to be commercial tourists. Yes, we 
ire doing something about it! !"’ 

‘We've got a big job of training, or perhaps | 
should say retraining our sales force.” 

“Our sales force must know more about the prod 
ucts they sell. ‘They must know more about the 
specific requirements of cach customer and about each 
customer's potential buying power. Only then can we 
gct intelligent focusing of cfforts.” 

“The small order problem—we need quantity 
pricing on the lines that are the bad offenders.” 

“Past duc receivables from customers-—-especialls 
bad where defense contracts are cancelled.” (Note 
Here's another problem cited for the first time. ) 


7 in °53 


In short, here are the major problems of the indus 
try as distributors sce them: (1) increasing costs, 
declining sales and static margins are putting a sharp 
squeeze on profits, (2) price cutting is becoming 
more of a problem, (3) working capital remain 
hort + 
increasing Costs is receiving more attention, (5) the 
return of a compctitive market is bringing a height 
ened awareness of the need for sales training, (6) the 


small order problem is recognized as a destroyer of 


transportation charges as an element of 


profit ind quantity pricing 1s scen as a source of at 
least partial relief and, (7) collections are again 1 
ceiving attention 

One could, of course, cite problems until he wa 
blue in the face. But the very act of citing increas 
iwareness. It also prompts remedial action. Indeed 
the tone of many of the comments indicates that 
iction is already under way 
for solution is in the distributor's hands. There is, 
however, hard work still ahead on many front 


Halt, Whur 


it Ieast, where the power 
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Hesket H. Kuhn’s record proves that... 


There’s Always Time For Civic Activities 





Wuen Hesxer H. (“Hes KUHN 
strolls down Main St. in Akron, Ohio 
he is grected by countless people who 
stop to con ult him on ncw project 
vast ¢ xpericnce as a ck 


Mr. Kuhn is a 


urived in town 


requiring hi 
voted publi cervant 
real Akronite 
+2 years ago, his time and talent have 
it the call of the community on 
mnuumecrable occasions 

Born in Wolf, Ohio, about 65 
from Akron, Mr. Kuhn was one of 12 
children; the family was poor and hi 
childhood was not without trial and 
tribulation At nineteen, Mr. Kuhn 
worked in a local hardware store. He 
heard of an opening in Akron as an 
order with a distributing firm 
applied for and got the job, and left 
his old position at 10:30 on a Satur 
day night so he could report to Akron 
by 8:00 a. m. Monday The date was 
July 3, 1911). Mr. Kuhn has an ex 
ceptional memory for dates. And lh 
recalls that the following day was a 
dismal holiday; he had just enough 
money to cat, but not enough to have 
any fun 

In 1915, Mr. Kuhn became 
in the Akron Chamber of Commerce 
He became president in 1932, and in 
that same year founded the Akron Ju 
nior Chamber of Commerce of which 
he is an lifetime 
During the same period, he partici 
vated in various duties for the Akron 
Juilders Exchange, and became its 
president in 1928. Boy Scout activi 
ties also occupied his spare hours, and 
Mr. Kuhn is still a member of the 
Akron council of the Bov Scouts of 
America 


ince he 
be cn 


mile 


boy 


iCctive 


honorary member 


Fund Raising Results 


As past president of the United 
Fund, and present board member, his 
efforts have aided the community 
chest drives in topping their goal of 
two million dollars. His fund 
raising ability has also spurred the 
drives for the Akron Art Institute (of 
which Mr. Kuhn is a trustee), and 
Citv and Peoples Hospitals 

During the first World War, Mr 
Kuhn served as Regimental Sgt. Major 
attached to GHO in France 

On Jan. 13, 1941, Mr. Kuhn was 


over 


82 


Hesket H. Kuhn 


called to organize the Industrial Supply 
Division of what was then called OPM. 
While spending full time in the capi 
tal for five months, he kept in touch 
with Akron—by phone every morming 
and weekend trips whenever possibl 

“I wasn’t a dollar a year man,” Mr 
Kuhn recalls. “Just an 84 cents a 
month man the check home to 
prove it.” 

For the duration of the Mi 
Kuhn served on the advisory board of 
the Industrial Supply Division of 
WPB. 

In 1946, the Akron Lions’ Club (of 
which Mr. Kuhn is past president) 
awarded him a plaque as their “Man 
of the Year.” 

Another important date for Mr 
Kuhn was June 13, 1951. On that 
day his daughter gave birth to a girl, 
and the University of Akron presented 
him with an honorary L.L.D. degree 
in recognition of his civic activities 

Mr. Kuhn is an active member of 
other organizations too: past president 
and member of the Akron City Club 
ind the Rotary Club, trustee of the 
First Methodist Church, Adoniram 
Masonic Lodge (served as Master in 
1924); 32nd degree Mason, Knight 
lemplar, Shrine, member of Portage 
Country Club, and also member of 
Pepper Pike Country Club and Union 
Club in Cleveland 

As for finding time for so many 
civic activities along with business re 
sponsibilities, Mr. Kuhn says, “It’s 


have 


war, 
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very simple—get an carly start every 
day. I’m at the office at 7:45. By 
5:45, at the latest, my dictation 1s 
cleared away.” 

His associates used to kid Mr. Kuhn 
about his punctuality—for 35 years he 
was at his desk on time every day 
\bout six years ago he had a major 
operation, and during the recuperative 
period, his attendance record was dis 
rupted. But Mr. Kuhn says he is very 
much on schedule again. 

Since starting in the distributing 
business in 1911 as an order boy, Mr. 
Kulin has served in various capacities 
in the same company until August, 
1940 when he was elected president. 
In addition to being a director of his 
company, Mr. Kuhn is also a director 
of the First National Bank of Akron; 
Akron Porcelain Co.; Ohio Injector 
Co., and F. EF. Mvers & Brother Co 


Association President 


During 1929-30-31 Mr. Kuhn was 
president of ‘The National Supply & 
Machinery Distributors’ Association. 

After the bank holiday, Mr. Kuhn 
served on the Committce of Five, 
known as the Reopening Committee 
of the First National Bank, a large 
financial institution which _ repre 
sented the consolidation of five banks 
which did not open. The committee 
caused it to be reopened and, since 
then, depositors have received all of 
their money. 

Before the last congressional elec 
tion, Mr. Kuhn was asked to head a 
drive to get the voters in his precinct 
to the polls. With customary enthu- 
siasm, Mr. Kuhn went to work call- 
ing on his neighbors night after night 
Result?—94% of the precinct voted 
that vear. 

Although president of his company, 
Mr. Kuhn doesn’t have a private office. 
His desk, a short distance from the 
receptionist’s desk, is out in the open 
no rail or barrier before it. “I like 
to make it easy for people to see me,” 
Mr. Kuhn explains. And whenever 
Akron needs a man to contribute his 
time and talents for the welfare of the 
community, they know Mr. Kuhn is 
easy to see and ready to answer the 
call 





SAMPLE ORDER containing various items sold by Bill 


Quinn, Charleston Supply Co., Charleston, S. C. to Cooper 


yy 


River School District 4 under four situations which prevail 
in all sales of industnal supplhi 


Here’s An Order—And How You Get It 


By Jack Wertis 


Bit. Quinn of Charleston Supply Co., Charleston, S. ¢ 
has had a chance to analyze how and why sales are mad 
in his almost 30 years industrial supply experience and ha 
come up with some interesting conclusions. See if vou 
agree with him 

According to Mr. Quinn, you can take for granted that 
sales originate when there is a need for a particular 
product on the part of a customer or prospect. But it 
doesn’t follow that the customer and prospect is alway 
aware of his need which is one of the reasons why sal 
men exist. In any event, Mr. Quinn puts the origin 
of a potential sale in any of the four following situations 

1. The customer or prospect knows, or thinks he 
knows, what he needs and,, moreover, knows where he 
can get it. If he is a good customer of yours, he'll call 
you or one of your telephone salesmen and ask for it 
Simple as this sounds, Mr. Quinn believes the salesman’s 
role in obtaining such orders is a large one calling for 
development of customers 

2. The customer or prospect is a shopper and know 
where to get what he wants, but, instead of pl 
order, he'll ask if you have it in stock and what 


acing an 


it 
it 


price 


Edito 


is. ‘This is an inquiry or an invitation to bid and again, 
the salesman has to work to get the order 

3. The customer or prospect is in a jam due to a 
breakdown or some other crisis in his plant. He has 
some idea of what he needs to cure the trouble but he 
needs help and it’s no time for a salesman to take things 
casy. 

4. The customer or prospect is totally unaware of a 
“real” need because his plant is running the same as it 
always has and he’s satisfied with his operations. He 
doesn't know of anything to do a particular job better 
or, if he does, he thinks it’s too costly. Here's the spot 
for creative selling 

lo illustrate how Mr. Quinn reacts to these situations 
with profit to himself and to his customer, he cites his 
experiences with O. C. Gregory, maintenance superin 
tendent of Cooper River School District 4. Mr. Gregory 
has maintenance and repair responsibilities for 20 schools 
(there are three more under construction). He makes 
use of considerable equipment and supplies much the 

ime as an industrial plant 

Next page, please 
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Here’s An Order—And How You Get It (Cont'd) 


s 
” =~ mrt 
«oe te » 
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Mr. GreGory HAS PURCHASED many 
industrial supply products—pipe, 
valves, fittings, drills, files, chisels, 
taps, reamers, ct by calling up Mr 


Quinn or a Charleston Suppiy Co 
yo | 

telephone salesman. He knew just 
what was needed and where he could 
get the requirements. Yet, such put 
chases, according to Mr. Ouinn, can 
not be classified as “over the transom 
business for the simple reason that Mr 


Gregorv is not a random buver and 
likes to be sure of his requirements and 
the ability of his supplier to deliver 

Mr. Quinn had to spend consider 
able time with Mr. Gregory “selling” 
him on his firm's complete stocks, the 
quality of products handled, the firm's 
facilities for delivering what wa 
needed when it was needed. It’s a 
fundamental approach in all industrial 
supply selling and is the basis of sound 
relationship between salesman and cus 
tomer when performance substantiate 
the salesman’s claims. It’s a case of 
sound groundwork by the salesman 

The picture at the left shows Mr: 
Quinn checking with Mr. Gregory on 
stocks of staple items 


Brine in cuarce of the maintenance and operation of 
20 schools, Mr. Gregory 1 frequently confronted with 
problems, the nature of which ar perfectly clear to him 
but he needs some h Ip in ironimg out details. It is in 
uch case Mi Ouinn is only too happy to cooperate im 
their solution, regardk of whether he makes a sale o 
not 
\t the nght, Mr. Gregory and Mr. Quinn mspect the 
result of their mutual efforts at solving one such problem 
In this case. water use increased at one of the schools 
to such an extent that the old pump just couldn't draw 
enough water from the well to keep the 1,000 gal. tank 
supplied. Obviously, the matter called for a new tanh 
of increased capacity or a new pump which could draw 
water up faster 
Since Mr. Quinn knew about the variety of pump 
that were available, Mr. Gregory sought his help. Mh 
Quinn suggested a faster pump as the more economica F 


method The old pump was capable of drawing onl 


300 gal. per hous, requinng three hours running to s 
fill the tank 
On the other hand, Nh Ouinn suggested a jet-tvpe f Z 


pump capable of drawing 1,350 gal. per hour. It would D 
take this pump less than an hour to fill the tank, one third , 

the running time of the old pump, and an adequat 

enough performance to offset the drain of water from > 
the-tank during peak water usage... He got the order for e 

the pump 
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OccasionaLty, Mr. Gregory has to do 
a little shopping around too as in the 
case of the baseball field backst yp 
which Mr. Quinn, Mr. Gregory aud 
Wendell B. Goodwin, assistant supe! 
intendent of schools, are looking ovci 
in the picture at the right. In fact, the 
school board does a lot of inviting to 
bid on major pieces of equipment o1 
installation. 
Salesmen’s attitudes towards invita 
tions to bid and inquiries vary all ove: [3 
the lot but Mr. Quinn thinks there t : 
plus business in them if the salesman L* 1: e. 
acts. He must obtain specifications, i 
get the story of his product across to 4. Bae 
responsible individuals, get quotations Pa ahi 
and, if necessary and possible, demon ne 
strate. Prompt attention to these mat be es 
ters has earned Mr. Quinn orders for ; 
several of these backstops. 
In the case of an inquiry from an in 
dustrial buyer, Mr. Quinn thinks its 
only logical to assume that the prospect 
has made or will make the same in 
quiry of other supply firms. Prompt 
ittention to the inquiry usually earns 
the order 


We CAN Use That! 


Mr. Quinn turinks that the greatest satisfaction in selling 
comes from pointing out to a customer how he can do 
something more efficiently and more economically. — It 
takes a wide knowledge of products and applications on 
the part of the salesman but when the “need” is “real”, 
the customer is usually the first to appreciate the sales 
nan s pomting it out 

Mr. Gregory himself pointed out a couple of instances 
vhere Mr, Quinn's suggestions proved sound and valuabl 
One is pictured at the nght where Mr. Gregory is operat 
ing an clectric hoist which raises and lowers a motion 
picture screen (14 by 16 ft.) in a school auditorium as 
Mr. Quinn watches 

lor a long time, the motion picture screen had to be 
raised and lowered by a block and tackle arrangement 
This was no job for teachers who, when they wanted to 
have the screen raised or lowered, had to assign it to one 
of the larger boys of the school or wait until the janitor 
amived, thus interrupting him im more important duties 

While visiting the auditonum one day with Mr 
Gregory, Mr. Quinn noticed the block and tackle set-up 
and asked, “Why waste the janitor’s time hauling that 
big thing up and down every time the auditorium’s used? 
With a small electric hoist you could have a push-button 
operation which anyone could manage.” Result: Mr 
Gregory purchased a }-ton capacity clectric hoist from 
Mr. Quinn and everybody is happy over the convenience, 
time saved and safety. 
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DESERTED OFFICE doesn’t mean customers are neglected at Sager-Spuck Supply 


Co., Albany, N. Y 


Salesmen rotate job of taking calls from phone service 


FREE to play golf, salesman Samuel 
G. Coe enjoys off-duty Saturday 


Saturday closing means each salesman relaxes 


ate 


DOWNTOWN later in answer to 


door to get urgently needed parts, or 


call, he may unlock offic 





HELP LOAD a light truck which a customer has sent to 


the warehouse for an urgently needed item, or 


opens up shop personally to fill orders of 


IVER BEEN CALLED Orr the golf cours« 
on Saturday to find a five-dollar valve 
for a customer who could just as well 
wait until Monday morning? 

It's especially annoying if your 
house is on a 40-hour week and every 
one but the salesmen and exccutives 
can count on a weekend in the coun 
try. 

But you don't dare let the customer 
wait when you get the message He 
might be in real troubk 

Sager-Spuck Supply Co., Albany, 
N. Y., has systematized this unpleas- 
int but necessary weekend chore by 
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By Van Ness Philip 


Assistant Editor 





|. Kstablishing a weekend ‘‘standby 
duty” so that only one member of 
the staff is responsible for incoming 
calls, and the others can enjoy theit 
recreation until their turns come up; 

2. Screening off-hours “emergency” 
calls from customers, to insure that 
they are genuine, and encourage cus 
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tomers to make their routine requests 
in regular office hours. 

Sager-Spuck officials say it was a 
logical move, following the company’s 
switchover to a 40-hour week last 
vear. ‘They wanted outside, as well as 
inside, men to enjoy their Saturdays 
But a few customers still operated 
weckend shifts, and emergency service 
can’t always wait until Monday. 

Here’s how the company provides 
it: 

First, a schedule of Saturday duty 
assignments is drawn up, covering sev 
eral months 

















DUTY WEEKENDS for Mr. Coe fall once every six wee ks 


he must answer all calls classified as emerge 


When his turn comes 


ncies, setve customers 


FIRST CALL on duty weekend is gen 


erally taken on home phone 


except every sixth weekend when he gets calls, 


MEET CUSTOMER at the counter and | 


~ 
* 


1elp him find the emergency part he needs 


to get a Saturday shift back in operation at a factory 


emergency nature, and waits alone by the phone 


On Friday night, all incoming calls 
are taken over by a telephone answer 
ing service 

The salesman or executive with the 
duty for the weekend calls the special 
operator to let her know he’s “‘it’’ for 
emergency calls, and gives her hi 
home phone number. Then he locks 
up the office, takes the key home with 
him. 

Saturday, he can take his calls at 
home or in the office, as he chooses, so 
long as the operator knows where he 
is. In practice, he generally unlocks 
the office after the first Saturday morn 


ing call, stays until noon to take other 
calls or catch up on paper work. This 
may save extra tnps downtown if 
customers need parts from the ware 
house. 

If he’s away fiom the phone a short 
time, the operator records all calls, 
passes on the messages later. 

She screens the requests by answer 
ing, “We're closed, but if it’s an 
emergency we can find some one to 
vou.” This generally discour- 
wes the customer who really doesn’t 
need the five-dollar valve until Mon 


help 


day 
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down 


RUSH OVER, he settles 


empty ofhce to do paper work 


lo discourage the counter trade, 
the office is locked behind a “Closed 
\ll Day Saturday” sign. 

So far, six salesmen ard executives 
have rotated the duty: C. P. Spuck, 
general manager, Lee L. Adams, sup 
ply manager, L. W. Whitt, assistant 
office manager, and Samuel G. Coe, 
John G. Underhill and Bernard J. 
Murphy, salesmen. That means each 
has five free weekends out of six, ex- 
cept for rare emergencies calling for 
collective troubleshooting expeditions. 

It's considered a big improvement 

(Continued on page 190) 


87 





THE KICK OFF for a six week sales 
Machinery Co., Dallas, came with the 
items, by KF. L. Pfilanz, sales manager 


handing out of 


stimulator contest staged by Briggs-Weaver 


258 page catalogs listing 7,000 


CONTEST QUESTIONS were nu- 
merous and Ashley DeWitt, president 
on hand for answer In the back 


Sales Stimulator Contest Features 


Briggs-Weaver Machinery, Dallas, stages six-week cam- 


paign open to all sales personnel; 


credit given only 


on orders written up personally by salesmen 


By Ray Barnett 
Vanaging Editor 


Rite AS tr MAY SOUND, Sales Manager 
I. J. Pflanz sticks by his guns in stat 
ing that the formula for successful sal 
contests can be given in two words 
Hard Work. Mr. Pflanz should know 
what he’s talking about; as vice presi 
dent of Briggs-Weaver Machinerv Co 
Dalla hie 
ducting a sales 
OO item 


recently completed con 


| t that 


stimutator cont 
involved 
And, not only was the contest a 
uccess from the sal tandpoint Nii 
Planz said it also brought tangibl 
returns to ever member of the § 
man sal taff and it proved educa 
tional for the younger employee \ll 
n all, he added, everyone profited 
Although the contest la 
weeks 


hard work, to prepare for it 
tions included 


ted onl SIN 
ot work, 
Pre para 


it took several month 


Deciding 
hould be contest 
Compiling a 255-page mimeo 
000 


on which produc t 
item 


graphed catalog listing the 
contest items 
Determining who should pa: 


ticipate in the campaign 
Preparing a set of rules that 
covered all contingencies 
Arranging for a contest agency 
to handle the 
Building up 
mong sales personnel 


prizes 
enthusiasm 


Setting up a system for tabu 
lating contest point 
Once the preparations were com 
pleted the burden of hard work wa 
transferred from Mr. Pflanz but 
it was shared by the entire personnel 


of the 


not 


firm 


Contest Products 
In Nii 


objective of any sales 


Pflanz opinion the overall 
timulator con 
there can 


I'he 


test is to sell more; however 
he other 


B-W_ contest was 


more specifi goals 


designed to 
1. Stimulate sales on “blue 
ribbon” lines 

2. Increase the volume on 
seasonable items. 


3. Move items that were be 
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ing discontinued as stock items 
4. Build up the practice of 
sales personnel actually writing 
up orders. 
5. Make all personnel mor 
conscious of the variety of stock 
carried. 


l'o get things started, Mr. Pflanz 
first consulted Ashley DeWitt, presi 
dent, and immediately won his ap 
proval for the expenditure Then 
came weeks of work in checking over 
inventory records to determine which 
products should be included 

Mr. Pflanz reasoned that salesmen’s 
enthusiasm would wane rapidly if onl 
unusual or gimmick products were in 
For this reason he decided to 
include of the volume 
lines and manufacturers 
plete lines. He wound up with a seven 
page index of 7.000 items 

Preparation of the ‘ 
vas primarily a mechanical job but it 
did require constant checking of th 
listings. Before the catalog could “‘go 
to press,” Mr. Pflanz had to assign 
point values to all products 

Ment 


cent per merit point 


cluded 
som heaviest 


SOTTIC Coin 


2558-pag catalog 


figured at on 


points were 
One merit poimt 
per dollar of sales was allowed on all 
regular stock items and up to five 
merit points on items that were to be 
discontinued as stock items 

I'he contest, it was decided, would 
be open to all sales personnel and this 
53 members of the 
The group in 


resulted in sales 


staff participating 





ground are Jim Dale, E. C. Nichols, 
D. O. Tomlin, Claud Norton, Ken 
I ri kson, B I W hite 


7,000 Items, Hundreds of Prizes 


cluded 25 outside salesmen; telephon« 
ind counter salesmen; and engineering 
and quotation department personnel 

Heading the list of “rules and regu 
lations” for the campaign the 
stipulation that for a contestant to 
get credit for a sale he must per 
sonally write up the order. Solicita 
tion for a sale was not enough. If an 
1 prospective 


Was 


outside salesman called 
buyer’s attention to 
later the buver telephoned the order, 
telephone 


products and 


ontest credit went to the 
No one 


received by mail 


salesman received credit for 


orde Ts 
Agency Handles Prizes 


varicty of 
prizes Mr. Pflanz 
contracted with Belnap & ‘Thompson, 
Inc., Chicago, to furnish the 

Briggs-Weaver received ¢ italogs 
Belnap & ‘Thompson and these wer 
distributed to all ile personnel 
Rather than just hand out the catalog 
at the sak Mir. Pflanz 
tarted building interest in the cam 
paign by mailing the catalog to the 
two weeks before 
the contest opened. Mr. Pflanz mad 
the fact that he 
salesmen families to 


that a wide 


wailable, 


lo insure 
would be 


prize 
from 


mecting 


salesmen’s home 


no secret of wanted 
the 
icquainted with the prizes ay 
the 


become 
iilable to 
mcn 

I'he catalog literally listed hundred 
of items ranging from inexpensive 
flashlights that could be obtained with 
25 merit points to refrigerators, gas 
and even television 


ranges, clothes 


SELECTING PRIZES that ranged from socks to television sets was a family affair 


in most salesmen’s homes. Here Ni 
the he Ip of their nephew, Joe Jackson 


sets (a 2]-in. set could be obtained 
for 27,000 merit points ) 

lo minimize, as much as possible 
the work of the accounting depart 
ment in keeping track of 


points, Mr. Pflanz placed the burden 


contest 


upon sales personnel 
get credit for points 
Pflanz told the salesmen, 


of responsibility 

In order to 
earned,” Mr 
it will be necessary that you mark 
in X with a red leaded pencil after 
the ill orders you write up 
that include contest items. Unless the 
red X 1S there, th« won ¢t h« 
checked with the catalog 
will be allowed. It would be an 
sibility to check every item writ 
So, if you expect 
must mark 
identified.” 


items on 


item 
ind no 
point 
1m pe 
ten on every order 

merit point credits, you 


the items so they can be 


Suggestion Sheet 


Ihe contest was first announced 
in th Sales Roundup,” i 
circulated house or 
followed by thi 
catalogs to the 
pel onnel and then complete 
it the kick off sal 
meeting, both Mz 
Pflanz gave detail 
tion At the 
ion, Mr. Pflanz 
of the that 
points, mimco 
graphed rules hect 
ind a 14-point suggestion sheet en 
titled “To Help Increase Your Sal 


Che 14 points were 


ompan\ 
internally 
Vhis wa 


of the 


end 
pra home 
if wer nivel 
necting At the 
DeWitt and Mi: 
ind ill wered il] 


onclusion of the s« 


que 
distributed catalog item 
counted for merit 


ind regulation 
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and Mrs 


Wink Jordan study the catalog with 


!, Don’t be an on-the-hook 
man 


2. Don't sell on price only; sell qual 


sales 


ity and service 

3. Set your sights high 
big accounts harder 

+. Spend some time cach day seck 
ing new accounts or call on some cus 


work your 


tomer you have been neglecting 
5. Capitalize on the morning hours 
6. Vorget all of the reasons why you 
think your customers won't buy 
Be sure to sell yourself 
8. Don't be satisfied with pleasant 
receptions. Ask for the order 
9. Consider your 
cntrusted to you to 


iccounts or tern 


tory as a busines 
mnanage 

10. Budget 
non productive 


11. Keep 


you to properl ra 


your time to minim 
hou 
to enable 


imple record 


iluate cach cu 
tomer 

12. Follow 
idvise office if we wer 
vho got the order and at what price 


13. Answer all of 


prompt md 


up on quotation ind 


not low bidder, 


your Cor spond 
cnc? f illow ip on 
tome! to see 


Ore pondenc to i 
to their letters 


that office get 
if they require a reply 

14. Remember that 
i successful institution 
interested in your 

Although sales 
contest credit for 
personally written up, this was in no 
way connected with the regular com 


mswel 


you are part of 
that is vitalh 
LICCE 

pel onnel received 
orders 


only those 


pensation system 





NEW PRODUCT IS TESTED by Purchasing Agent Herb 
( hic ago 


hifford Peterson lool Co 


Mielke, ¢ 


to familiarize facturer’s sales 


himself with it, make sure its performance lives up to manu 
pitch 


I aw lor assists 


Associate J 


New Product Is A Foot In Customer’s Door 


It takes confidence, courage, active salesmanship and teamwork 


to launch a new item, but it’s worth it to Clifford Peterson Tool Co. 


LAUNCHING A NEW PRODUCT 1s a big 
occasion for Clifford Peterson Tool 
Co., Chicago The firm takes ad 
vantage of the initiation to enter doors 
that formerly closed to it; to 
boost sales of other items—and plugs 
the new item itself, giving it a strong 
bid for an established place on the 
customer's list of maintenance tools 

or the last ten Clifford 
Peterson has made it a policy to take 
the initiative 
tools to electrical, plumbing and build 
ing contractor According to Presi 
dent M. S. Steiner, this practice has 
extent to the 


sal S 


wer 


years, 


in introducing untried 


contributed in a large 
company's tenfold increase in 
during that period 

I'he salesmen are enthusiastic about 
the practice—a new tool is a gimmick 
that squeezes them through the cus 
tomer’s sometime-closed door; the 
prestige of being there first with a new 


item builds up their reputation; and 


90 


the item itself builds up their sales 
record 

Vhis policy of ours has been a suc 
due to four things,” Mr 
Steiner. We're not afraid to stick out 
our necks; we satisfy ourselves as to 
the worth of our product before we 
plug it; our salesmen put the accent 
on demonstration; and we stress team 
manufac 


CCSs SAVS 


work—cooperation between 
turer and distributor; purchasing agent 
and sales department; sales manage 
ment and sales force.” 

I'he story of a recent such sales cam 
paign conducted by Clifford Peterson 
shows how the company goes about 
launching a new product—and bring 


ing in sales 


Study Product 

An established manufacturer had 
developed a new portable electric hack 
saw aunching the tool with an ex 
tensive advertising campaign, a repre- 
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sentative arrived at Clifford Peterson’s 
to demonstrate the saw and to deliver 
literature and samples The manu 
facturer also turned over numerous 
inquiries already received as a result 
of advertising. 

Purchasing Agent Herb Mielke lis 
tened to the pitch, watched the dem 
onstration then he rolled up his 
sleeves and took the saw to the work 
bench to try it out He learned 
enough about the tool to qualify him 
self to sell it—and he satished himself 
that it was an item his was 
anxious to handle. 

His next step was to seil it to the 
sales department—an easy job for two 
reasons: he had learned the tool and 
its performance from the inside out; 
and the sales staff knew from past ex 
perience that Mr. Mielke’s judgment 
was dependable. “Unless Herb thinks 
we can handle a line, we don’t take it 
on,” said Sales Manager Harrv Eck 


house 





land “We don’t interfere. Herb 
knows tools as well as we do—he 
doesn't stick to buying; he'll put a 
chuck on a drill himself, to get it out.” 


Stress Demonstration 


Then the ball was passed to Mr 
Eckland. He got on the phone to con 
tact his men in the field (“Pay day's 
the only time I see ’em all here to 
gether.”’), outlined all he had learned 
from the purchasing agent. Then he 
cracked the whip: “You guys are bet 
ter demonstrators than you are talkers 

take this thing and show ‘em how 
it works.” Literature, inquiries and 
sample tools were turned over to the 
seven salesmen, and they were pushed 
out into the cold—to sell. 

Chen the salesmen began drifting 
in with their stories. “I learned the 
details of this tool the way I learn 
most of our new tools—by demon 
strating it,” said Carl Petersen. “‘I 
came across just about every possiblc 
situation where this saw could be 
used. The man you're trying to sell 
asks you: ‘Can it do this job’—and you 
take off your coat and try it. One 
contractor asked me, ‘Can you cut a 
fuse outlet in this wall?’—I took the 
tool and did it in a short time, elim 
inating the key-hole saw step. If you 
do it quicker and easier and bette: 
with your product—you're in.” 


Studied Literature 


‘You know darned well your cu 
tomer can use what you're selling 
but he’ll make you sweat out a 
demonstration anyway,” said Ralph 
Wiehrdt. “First I studied the litera 
ture. Then I determined in advanc« 
what particular application of the tool 
would apply to each of my customers 

“Offhand, I can think of 24 dem 
onstrations I gave, none the same, 
everyone a different application—work- 
ing on material ranging from face 
brick to stainless steel. 

“A plumbing contractor handed m¢ 
a piece of 4-inch centrifically-formed 
cast iron soil pipe and dared me to 
cut it. I mounted the pipe in a vise 
and cut it in four minutes.” 


Close Call 

Veteran salesman Roy Waring 
swore to a customer that the saw 
would cut through a stainless steel 
channel which the man was using to 
make office furniture. “But when I 
tried it, I messed up the job—the blade 
had to be a 32- instead of a 24-point 
Things looked bad for a minute, until 
I grabbed a 32-point hack saw blade, 
broke it in half and tried that—worked 
like a charm. Another customer was 
surprised when I tackled some I-n¢ h 


ply board—sliced right through it.” 


NIGHT OIL BURNING, an informal meeting is held as sales force compares notes 


Peterson salesmen are enthusiastic about company’s policy of introducing new tools 


since 


SELLING TOOL to management is 
studied it thoroughly 
to President M 


were enthusiastic about 
Sales Manager Eck 


were successful in 


The men 
this tool,” said 
land, “~—so they 
elling it. I’m proud of our sales rec 
ord with this thing. I like to have 
them demonstrate a tool instead of 
talking about it effective. And 
1 demonstration of a new tool itself 
helps make the contact—gives them an 


MOT 


entrée.’ 

The manufacturer 
ibout the distributor's showing and 
President Steiner knew that once again 
his firm had come through on its pol 
ich Our customers know we've got 
the latest ind that before we 


was enthusiastic 


item 
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it gives them an entrec to customers 


not difficult for Mr 


Here he waxes enthusiastic about new portable electric saw 


S. Steiner and Sales Manager 


Mielke he has 


since 


Ickland 


Harry 


plug ‘em, we make sure they're good 
by testing them ourselves.” 

When Purchasing Agent Mielke 
balanced his against the 
ales record, he was pleased. ““Darned 
good,” he said with satisfaction. “The 
alesmen have given this a good play 
And once we've displayed it at a few 
we'll build up sales even 


mventors 


trade show 
more.’ 

As a whole, the felt that 
this latest sales campaign had been a 
because it had stuck to its 
confidence in the 
salesmanship; 


( OMmpany 


uccess 
tried rules: have 
product; utilize 


exercise mutual « ooperation 


ictive 








:) 


J] 


= 
a 





eee DE iii 8 oie 
a, 5 oy TE ie 


(Photo By Ewing Galloway, N. } 


CONVENTIONEERS will come from all sections of the along Biscayne Blvd. will accommodate most of the manu 
ountry to Miami meeting of three associations. Hotels facturers and distributors attending 


Advertising Awards To Highlight Convention 


Triple Meeting scheduled for April 13, 14, 


15 will feature manufacturers’ contact booths. 


THREE JUDGES selected to determine the firms to receive ciation; C. F. Ogden, past president, National Association 
ylaques for their 1952 advertising are, left to right: G. V. of Purchasing Agents; and Dr. R. S. Alexander, Professor of 
Nedereit, president, National Industrial Advertisers’ Asso Marketing, Columbia University 
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CLASS A—Single Direct Mail Piece that 
states benetits to users buy- 
ing from industrial distribu- 
tors. 


CLASS B—Series of Two or More Direct 
Mail Pieces that state bene- 
fits to users buying from in- 
dustrial distributors. 


CLASS C—Single Business Paper Adver- 
tisement that states the 
benefits to users buying from 
industrial distributors. 





Award Classifications 


CLASS D—Series of Two or More Busi- 
ness Paper Advertisements 
that state benefits to users 
buying from industrial dis- 
tributors. 


CLASS E—Manufacturer’s Catalog that 
contains a statement of 
benefits to users buying from 
industrial distributors. 


CLASS F—Manufacturer’s or Manufac- 
turers’ Association House 
Organ, distributed periodi- 
cally to users, that actively 
promotes the benefits to 
users buying from industrial 
distributors. 











Convention Time Is Here! 


April 13 is the date. Miami, Florida i 
all sections of the country distributors and manufacturer 
ire preparing to attend the annual Triple Industral 
Supply Convention scheduled for April 13, 14 and 15 

Vinal arrangements for the convention program ar 
being drafted by the committees and the secretaries of 
three associations; H. R. Rinehart, National Industrial 
Distributors’ Association; kk. L. Pugh, Southern Industrial 
Distributors’ Association; and R. Kennedy Hanson 
American Supply & Machinery Manufacturers’ Assn 


thie place rom 


Program Pattern 

Many conventioneers will arrive in Miami on Sunday 
April 12. The only official activities for that day will be 
committee meetings of the three association 

Joint and individual distributor meetings will be held 
on Monday and Wednesday; the McAllister and 
Columbus hotels will be the major sites of these meetings 

All day Tuesday, booths, manned by exccutives of 
manufacturing companies, will be in operation at th 
Dinner Key Auditorium 


Advertising Awards 


Presentation of the 1953 advertising awards will be 
made at the opening joint meeting by C. McD. England, 


Jr. of Logan Hardware & Supply Co., Logan, W. Va 
Mr. England is chairman of the Joint Advertising Com 
mittee of the two distributor organizations 

The three judges who will select the firms to receive 
plaques are: G. V. Wedercit, president, National In 
dustrial Advertisers’ Association; C. KF. Ogden, past 
president, National Association of Purchasing Agents, 
and Dr. R. S. Alexander, Professor of Marketing, 
Columbia University 

he annual advertising awards, inaugurated last year 
at Atlantic City, are presented to manufacturers who, 
in addition to advertising the merits of their products, 
have done an outstanding job in telling users about the 
guality distribution behind them 


Six Classes 

stablished for the express purpose of encouraging 
manufacturers to capitalize more fully im their adver 
tising and sales promotion on their method of selling 
through industrial distributors, the awards will be made 
in each of six classes 

The winning material, as well as cligible entries, will 
be on display at the convention. 

A special feature of the convention will be a dance to 
be held on Tuesday night. 

The three organizations will announce the results of 
their elections of officers for 1953-54 
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Recognizing speedy ship- 
ment as a vital factor in 
servicing orders, Butts & 
Ordway, Cambridge, Mass. 
distributor, advocates both 
a spacious, well-planned 
shipping room and some 


time-saving homemade 


Co., Cambridge, Mass 


PACKING COUNTERS with overhead schedule signs are used at Butts & Ordway 


to segregate orders based on destination and carrier (parcel 


aids («© « post, jeep or truck, will call 


t 


Streamline Shipping And Eliminate Errors 


By George L. Bottari 
Assistant Editor 


\ccorbInG to bk. Marsena Burts, Butts & Ordway Co., 
Cambridge, Mass., a well organized shipping department 
eliminates costly errors, improves employee morale, and 
expedites merchandise to the all-important individual 
the custome 

“At present,” Mr. Butts says, “we're utilizing ideas 
I've picked up in my travels. Although we may not be 
doing anything completely original, we've learned to adapt 
other people’s methods to our operations. By improving 
the shipping department, we've eliminated some arduous 
duties, cut down on crrors, and speeded-up delivery to 
our customers.” 


Rolling Wagons 


I’xcessive foot travel is one of the tortures of warchous« 
operations. Fatigued employees lose cfficiency. Any 
system that reduces foot travel results in happier, more 
productive personnel. Butts & Ordway have devised a 
number of ways to combat this condition 

During an average day in the warchouse, it was noticed 
that shipping personnel made frequent trips up and down 
the aisles, through the stock rooms, and back to the ship 
ping department. Most of these trips were unnecessary; 
the men carried a few miscellaneous items; the waste of 
motion in filling large orders was glaringly apparent. 

Now they use steel rolling wagons. The top shelf is 
waist high to reduce bending and kneeling, and there are 
two other shelves to hold merchandise. ‘The wagons are 
mounted on two swivel casters in the center, and one 


swivel caster at each end; the wagons roll casily between 
aisles and are extremely mancuverable. 

l'o keep orders—especially with small items like nuts 
and bolts—from getting mixed up, paper and pressed 
board trays are used. 

Every order is handled according to its destination 
Scheduled trips (by day and hour) are set up for Butts 
& Ordway’s jeep and delivery truck to each zone in their 
territory. ‘Therefore, orders are arranged on the rolling 
wagons according to destination. 


Labelled Counters and Bins 


When the wagon is full, the shipper rolls it to the 
spacious shipping department and unloads it onto pack- 
ing counters which have overhead signs showing destina- 
tion and route schedules. 

After small orders have been checked, packed and 
labelled, they are dropped into wooden baskets under- 
neath the counter. Full baskets and large shipments 
are placed in marked aisles; medium size packages are 
placed in bins. ‘The bins and aisles are marked by 
destination. When the company jeep or truck is ready to 
leave as per schedule, the driver doesn’t have to scram 
ble around iooking for shipments. Everything is in 
order in the space allocated for that destination. 

The shipping clerk checks the packages as a last 
minute precaution and helps the driver load. The 
wooden baskets containing small packages are pulled by 
a rope onto the loading platform and into the truck. 

According to Butts & Ordway’s shipping clerk, “We 
save at least 10 to 20 minutes per loading of jeep or 
truck. We not only eliminate errors, and make the han- 
dling easier, but we cut down on unnecessary deliveries.” 
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rO CUT DOWN FOOT TRAVEL in warchouse, ship 
ping department uses various size trays and swivel caster 
waist-high rolling wagons 


\lthough they adhere to daily route schedules, provi 
sion is made so that emergency orders can be rushed to 
the customer's plant 

Outside truckers and expressmen, now familiar with 
the Butts & Ordway system, know exactly where to look 
for their shipments, for space is designated for them 
too. Will-cail orders are also put in a marked-off area, 
o that customers can pick up their merchandise without 
confusion or waste of time. 

Another Butts & Ordway arrangement that has paid 
dividends is the locating of one of their receiving en 
trances immediately adjacent to the shipping department 
Small, incoming shipments and returns from customers 
are received and checked in an area alongside the ship 
ping department 

Very often, incoming matcrial is recognized as being 
required for back orders or current orders Then, it’s 
only a matter of checking the receiving slip, slapping a 
shipping label on the merchandise, and depositing it in 
the proper bin or space in the adjacent outgoing area 
No moving the merchandise into stock, then out again 


Handmade Dollies 


Handling heavy machinery has always been a problem 
It’s a strain on older employees, and usually requires the 
help of two or three men. But Mr. Butts, on one of 
his outside visits, noticed one plant handling heavy 
equipment on dollies. Why couldn't he do the same? 

\t first, Mr. Butts contemplated light-weight, welded 
stecl dollies to do the trick. Someone suggested that 
plywood might be adequate for the job. After some 
experimenting, the dollies are now made of 3-in. ply 
wood frames—18-in. by 24-in.—with four 3-in. swivel 
caster wheels. Their handyman drills 16 holes in the 
plywood and ordinary carriage bolts are used to bolt the 
plywood frame to the caster plates 

Occasionally, on large, bulky equipment which is dif 
ficult to balance, it is necessary to use two dollies 

Next page, please) 


LABELLED BINS keep outgoing shipments segregated by 
destination. ‘Truck driver loads with minimum time-loss 
ind no chance of error 


on nneeemnscl, aie 


eee 


PLYWOOD DOLLIES with swivel, pressed steel casters 
are inexpensive, but strong; enable one man to handle 
heavy machinery shipments 
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Streamline Shipping & Eliminate Errors (Cont’d.) 


RECEIVING SPACE adjacent to shipping department 
climmates taking items in and out of stock. Here mcoming 
naterial is labelled for outgoing order 








a . 
HANDMADE RACKS are designed for heavy kegs and 
boxes on bottom, medium weight material on first shelf 
light weight cartons on top 


WHITE PAINTED SHELVES provide maximum visibility 
These 15in. deep shelves are built in ft. umits with 
inverted U-shaped dividers for small item 


One man can now handle heavy machinery from the 
time it is received until it goes into a customer's plant 
Che dollies are slipped under the machinery as it comes 
off the freight car or truck and rolled into Butts & 
Ordway’'s stockroom Ihe machine stays on the dolly 
all the time it is in stock. When an order is received 
for that machine, it is rolled into the shipping room, 
then onto the delivery truck, and right into the custom 
er’s plant. The dolly can then be used again 


Tips on Stocking 


Butts & Ordway have also learned the importance 
of laying out the stock in their warchouse so that items 
in popular demand are readily accessible 

Handmade wooden racks are designed so that heavy 
kegs and boxes rest on the floor, medium weight cartons 
on the first shelf, and light weight cartons on the top 
shelf 

lo improve visibility of small packaged items, wood 
helf units are painted white inside and out. Butts & 
Ordway have arrived at a unit 5 ft. by 2 ft. by 1S-in 
deep as most suitable for their purpose. Where many 
izes of small items are stocked, the shelves are divided 
by inverted U-shaped wood separators 

Dollies, shelves, and racks are all built by their handy 
man in their own carpentry shop 


Benefits 


The advantages of these innovations are readily appat 
ent in the reactions of Butts & Ordway’s employees 
lhe warehouse personnel fully appreciate the constant 
attempt to make their job casicr, the continued cffort 
to increase eficiency and minimize errors 

Planning an efficient shipping department calls for 
thought and labor, but the initial groundwork pays off 
once the system gets rolling. Happier employees, faster, 
more economical stock handling, fewer costly errors, and 
last but not least—satisfied customers 
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Industrial Distribution Presents . . 


Annual Survey of 
istributor Operations—1952 


NATIONAL PERCENTAGE CHANGES 1952 












































NUMBER Of ALt PER 
SALESMEN EMPLOYEE 


ALES PER 
SALESMAN 


Sales Drop 3.9% to $3.8 Billion 


Distributors finish 1952 with lower sales and inventories, more sales- 


men and employees—view 


Saces or U. S. mInpuUSTRIAL DIstRIBUTORS suffered a 
3.9% drop from 1951's record $4.1 billion 
to INpusTRIAL DistRipuTION’s enth Annual Sur- 
vey of Distributor Operations. Return 
from all parts of the country revealed sal 
$3,514 million in 1952 

Also down from 1951’s highs w 
(by 6.3% number of invoices billed (by 1.9% 
imount of each invoice billed (by 1.¢ , Sales per 
employee (by 4.3%), and sales per esinan (bi 
1.2% The latter fwo decrea may be explained 
bv a] ; 
in salesmen. 

On the following pages, you will find tl ind 
other facts analyzed, both nat ionalh 

As usual, ID’s Annual Sur numerou 
roblems which distributors encountered during the 
ear. High taxes headed th« 
tended to hobble their working 


ICC ording 


received 


totalled 


inventor 


increase in employees and a increase 


ut deep 
into proht margin 
capital position 


1953's 


prospects with mild optimism 


Another complaint, more prevalent this year than 
in previous years, was high transportation costs 
Distributors felt these higher charges directly in 
making shipments to customers, and also indirectly 
in slimmer freight allowances given by their sup 
pliers 

Despite their decreased sales last year, distributors 
haven’t suddenly turned pessimistic over this year’s 
sales prospects. With only minor exceptions, they 
expect 1953 sales to be about the same or higher 
than in 1952. Over 9%, however, placed themselves 
in the “Don’t Know” column, as against 6.2% last 
vear. ‘These prognostications are discussed on page 
104 

The editors of INpusrriat Distraipution wish to 
thank the entire industry—especially the hundreds of 
distributors who provided us with confidential fig 
Survey possible. Due to thei 
cooperation, ID has once again been able to publish 
the only reliable statistical portrait of a key industry. 


ures—for making thi 


ey McGesw-Has Pomisnine Co 


“po Sr., 


New Youx 34, N. Y 
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DISTRIBUTOR SALES 


Fom@sied dy industrd Drs tr butor 





1949 








CONFIRMING opinion expr ccd by ID last vear, long 


term sale hart, while showing slight fluctuations due to 


UNneXpes ted steel strike and “‘stretch-out” of defense effort, 
shows distributors’ continuing on sustained “‘plateau.’ 


1952—The Boom Levels Off 


INDUSTRIAL pistRIBUTORS didn’t have a bad year last 
year, but some of them won't be reassured by the slight, 
though marked, drop in 1952 sales. Even less reassuring 
is the Survey's disclosure of a perceptible drop in the 
productivity of employees and salesmen 

It’s evident that distributors, after breaking records 
during 1951, expanded in the hope of even more business 
in 1952. For several reasons, this new business failed to 
appear, a trend true of all but two of the nine regions 
surveyed 

I'he only two regions registering a sales increase wert 
the Pacific with 1.6% and the West South Central with 
0.9% All other regions reported lower sales, ranging 
from the Mountain region’s loss of 7.6% to New Eng 
land’s 3.5% drop 

Analyzing these changes by individual firms, the Survey 
discovered the highest sales gain achieved by a California 
distributor—46.6 Ihe biggest sales drop (57.4%) was 
turned in also by a California firm. It's worth pointing 
out that 1951's individual gains and losses ran the gamut 
on a higher scale. Here’s the two-vear comparison 


Increase or Decline Percentage of Firms Reporting 
in Sales 1951 1952 

50° or over 11.5 

40.1 to SO°% 16.7 0.9 

30.1 to 40 24.0 0.9 


20.1 to 3 

10.1 to 20 

0.1 to 10 

10 to 0.1 
20 to 10.1 
30 to 20.1 
40% and over 


4i wit 1 


Downswing in Inventories 


As might be expected, distributors’ year-end inventories 
were 6.3% less than they were on Jan. 1, 1952. The only 
region reporting higher inventories was the Pacific, whos« 
investment in stock-in-trade was 4.5° greater than on 
the corresponding date last year. 

All other regions reported lower inventories, East South 
Central being the lowest by 11.2%, closely followed by 
South Atlantic’s 10.6% drop. Next came the West and 
East North Central regions with inventories lower by 
9.8% and 7.9%, respectively. The smallest inventory 
decrease occurred in the New England region 

Since inventory figures furnished to the Survey arc 
for Jan. 1, 1953, it’s only fair to compare them with 
December, 1952 sales, which ran 6.3% ahead of Decem 
ber, 1951 sales. 

For the first time, this vear’s Survey asked distributors 
for the dollar-amount of their accounts receivable, as at 
Dec. 31, 1952 
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\n examination of the figures shows little or no corre 
lation between fluctuations in the volume of sales and 
fluctuations in accounts receivable. For example, the 
Mountain region, which experienced the biggest sales 
decrease, showed an increase of 1.8 in receivables. In 
contrast, the East South Central region, while showing 
| 7.4% sales drop, reported a 12.3% decrease in accounts 
receivable 

Normally, there is a more or less direct correlation 
between these two business factor \fter all, a simpler 
name for accounts receivable is credit, and the use of 
credit depends on the state of busin 

Thus, if business is falling off, a distributor might 
extend credit to promote sales. On the other hand, 
though sales are climbing, he might conceivably pinch 
off credit if he finds collections are bad 

Neverthele 
‘number of days’ sales,” one might conclude that dis 
tributors have been extending credit to attract business. 
At least, in every region (save one) more davs’ sales wer 
tied up in accounts receivable on December 31, 1952 
than on the same date last year. Yet one cannot be cet 
tain if this situation wasn’t also the result of a stiffening 
collection problem 


s, viewing these receivables in terms of the 


Salesmen and Employees Up, 
Their Productivity Is Down 


With three exceptions, every region reported mor 
employees during 1952. With no exceptions, every region 
reported more salesmen during the year. Coupled with 
decreased sales in practically all regions, these bigger pay 
rolls were bound to have one result— productivity 

Nationally, distributors found themselves with | 
more employees and 5.1% more salesmen. In employe 
the Pacific region led the others with an § jump 
tollowed by the Mountain and West South Central 
regions with increases of 5.7 md 3.8 respectivel 

Ihe three regions reporting fewer cmployees wer 
West North Central (down 4.5 , Kast South Central 

+.4%), and New England (down 0.5 

Phe Mountain region led all others with 21.7 mor 

ilesmen. The East North Central region trailed all 
others with a 1.2 

Sales per emplovee were down 4.3 to $37.804 sak 

per salesman 1.2% to $222,315. South Atlantic distribu 


mcrease, 


tors sustained the biggest productivity loss with employe 
7.4%. West South Central fared best, with a drop of 
in employee sales 
\s for sales per salesman, West North Central's 19.4 
slump was biggest of all regions. Only gain was mad 
by Pacific distributors, whose per-salesman sal 


] z" 


only 2.2% 


Fewer Invoices, Smaller Invoices 


Reflecting thé year’s downward sales trend was the 
decreased number of invoices billed—1.9 fewer than 
in 1951. Only three regions enjoyed an increase, the 
Pacific region’s 7.4% being the greatest. The biggest 
drop (5.4' was recorded by the West North Central 

The average amount of each invoice billed fell 1.6% 
in 1952 to $45.04 from 1952’s all-time high of $45.75 
Highest per-invoice figure of $64.55 belongs to the West 
South Central distributor 

Regionally, this is the compariso 


West South Central 964.55 
Mountain 62.59 
South Atlantic 5.14 
Pacific $4.10 
East North Central $4.05 





REGIONAL SALES TRENDS 





East South 
Central 


West North 
Central 


South 


Atlantic 


Middle 
Atlantic 


East North 
Central 


New England 


West South 
Central 


Pacific 











ON THE MINUS side in sales are seven of the nine regions 


surveved for 19 the Pacific region leading others 


Middle Atlantic 41.64 
West North Central 41.13 
last South Central 40.06 
New | ngland 37.06 


How Wide is the Plateau? 


In the course of last year’s Survey, ID stated: “It seems 
likely sales will continue on a plateau, just as they did 
during World War If and previous sustained periods.” 

Nothing in this year’s Survey results disproves this 
statement. It still seems unlikely that the sudden upsurge 
immediately following the Korean War's outbreak will 
duplicate itself—outside of a global war. ‘The American 
cconomy, say the best prophecies, is in for steady growth 
and capable of producing both butter and guns 

Indeed, it was because guns and butter weren’t pro 
duced last year in proper balance that distributors’ sales 
tumbled. Numerous defense orders never materialized. 

And another harassment was the longest, most expen 
sive stecl strike in U. S. history which hit distributors 

It’s significant that, while they bemoaned the trials of 
managing a business in A.D. 1952, distributors entertain 
big hopes for 1953. ‘The next 12 months may see their 
hopes confirmed 
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PERCENTAGE CHANGES 1951-1952 





NEW 
ENGLAND 


ivabie 





LASY YEAR'S LEADER in increased sales, the New England 
region was in third place this year, but with a sal 


of 3.5° Sales volumes of individual firms ran fi 
20.8% decrease to a 16.2% 


s drop 
in i 
increase. 
Inventories on Jan. 1, 1953 were 0.7 
orresponding date last year 
Accounts receivable dropped 2.5%, but 
ray iles remained steady at 32 days. 


Number of invoices billed was down 2.2% from the 
previous year, and the amount of each invoice, $37.06 
sales per employee was the lowest for any region 

New England distributors had 0.5 


ind 4.4% more salesmen in 1952. Av 
Sales per solesmoan 


% less than on the 


in terms of 


fewer employees 


erage annual sal 
for employees were down 3.8% to $35,322. Sales pe 
34 


per 
ilesman were down 8.3% to $191, 

















PERCENTAGE CHANGES !95!1-1952 





MIDDLE 
~ ——\) ATLANTIC 


inver 








Mippie ATLANTIC DISTRIBUTORS experienced a sales dé 
crease of 5.1%, in contrast to a 42.5% jump during 1951 
Individual firms sales ranged from a 24% drop to a 
modest gain of 7.2% 

Distributors’ inventory position on Jan. 1, 
6.6% down from that on Jan. 1, 1952 

This region ranked second in increased accounts re 
ceivable (up 7.4% Vhe number of days’ sales 
ented by this item was normal—30 days. 

Ihe number of invoices billed was 1.5 less than in 
1951. The average amount of each invoice slid 1.9 
trom $42.44 to $41.64 

Distributors took on 0.7 
Soles per employee O more salesmen. Although annual sales per employee wer 


+% less than in 1951, the per capita figure, $41,501 was 
the country’s highest 
Sales per solesmen 


1953 wa 


repre 


more employees and 6.5‘ 





Average sales per salesman dropped 9.2 


, from $257 
633 to $233.917 
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EAST 
NORTH 
CENTRAL 





Mosr TYPIcal ompared to the national average) wer 
performances of distributors in this region. Sales were off 
>.6 from 195] volume. lor il firms, they 
varied from ; drop to 22.3 

Inventory positicn on Jan. 1, 1952 was lower by 7.9 
than on the same date last year 

I'he increase of 1.9% in accounts receivable was clos¢ 
to the national average, as was the number of days’ sales 
represented by this item—34 day 

Number of invoices billed wa I ind the 
umount of each invoice fell a slight 0.¢ from $44.34 
to $44.08. 

Number of employees went up 2.1 ilesmen 1.2 
vhile sales of cach group were down 4.7 ind 3.9 
respectivelh In dollars, sales per employee stood at 
$39,213, and per salesman at $221,305 





PERCENTAGE CHANGES 1951-1952 


ies Neer emo! e 
sles per employe 


Sales per salesman 











WEST 
NORTH 
CENTRAL 








SECOND BIGGEST SALES DECREASE—7.?3 occurred in 
the West North Central Region. ‘The § experiences 
of individual firms, however, covered a close range, froni 
minus 15.4% to 1] 

Inventories on Jan. 1, 1953 were lower by 9.8 than 
on fan. 1, 1952 

Accounts receivable were down 4.3 from the pr 
vious year. In terms of days’ sales, however, they had 
increased to 33 days from 32 days 

Number of invoices billed was 5 ( Average 
imount of each invoice was $41 than 
$42.15 in 195] 

Number of employees was less by 4.5 
was, however, second in increased salesmen, 14.5‘ Al 
though sales per employee wert 3.4 down the dollar 
amount ($33,005) was the country’s largest. Decrease in 


This region 


average sales per salesman was the biggest of all—19.4° 
to $196,776 





PERCENTAGE CHANGES 1951-1952 


Inventory 


Accounts receivable 


Invoices billed 


No. of ernployees 


No. of salesmen 


Sales per employee 


Sales per 
solesmen 
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PERCENTAGE CHANGES 1951-1952 
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Sales per employee -74 
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ATLANTIC 





Sates Fett 7.1%, which was several points below the 
national average of 3.9%. Individual firms reported sales 
decreases as low as 24%, and increases only as high as 
Do gate 

This region's 10.6% decrease in inventories as of 
Jan. 1, 1953, compared to a year ago, was the second 
greatest of all regions. 

Accounts receivable were up 1.6%, and, expressed in 
days’ sales had swelled from 33 to 36 days. 

Invoices billed were down 3.8%, and the average 
amount of cach invoice dropped 3.2%, from $46.63 to 
$45.16. 

Number of both employees and salesmen were up 
slightly—0.6% and 1.8%, respectively. As a result, the 
average annual sales of both declined. For employees, 
they fell 7.4% to $39,622. Salesmen’s sales were $226,- 
O11, 8.4% below $246,794 in 195i. 





SOUTH 
CENTRAL 





Disrrisurors in the East South Central region found 
their 1952 sales down by 7.4%. Individually, they re- 
ported fluctuations from minus 11% to a modest 4.6% 
mcrease, 

Inventories on Jan. 1, 1953 were off 11.2 
to a year ago, the most for any region. 

Ihe decrease of 12.3% in accounts receivable was the 
greatest of the nine regions. They represented 31 days’ 
sales, compared to 33 days in 1951. 

Distributors billed 4.6% fewer invoices, and the 
amount of each invoice ($40.06) was 3.9% lower than in 
1952. All these figures were below the national average. 

This was the only other region reporting fewer em 
ployees (by 4.6%). The number of salesmen increased 
1.9%. Annual sales per employee were 4.2% below those 
in 1951 at $35,799. Sales for each salesman fell a round 
10% to $227,162 from $252,460. 


Cc 


6 compared 
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HERE, DISTRIBUTORS SHARED with those in the Pacific 
region the joy of a sales increase, a small one (.9%), but 
their own. A few individual returns, one as low as 21%, 
fell in the minus column, but most showed increases, th 
highest being 11.2%. 

Inventories on Jan. 1, 
Jan. 1, 1952 


1953 were 2.5% lower than on 


Accounts receivable were up 5.3% over last year’s 
and had increased in terms of days’ sales from 30 to 32 
davs. 

Invoices billed rose .4%%, and the amount of cach 
invoice was $64.55, highest in the country, 1% more 
than 1951's $63.89. 

Distributors engaged 3.8% more employees, 7.3‘ 
more salesmen. But per-emplovee sales were 2.2% less 


Per-salesman sales, how 
country ($302,844), even 
down from 195] 


$37,483 compared to $38,339 
ever, hit the high for the 
though this figure was 5.4% 





7 MOUNTAIN 








SALES DURING 1952 DROPPED 7.6 1 decrease several 
points greater than the national average. Individual firms’ 
changes ran from minus 5.2% to plus 14.5 compared 
to 195] 

Inventories on Jan. 1, 1953 were 1.9% lower than on 
the same day a year before 

Accounts receivable were 1.8 ihead of those a vear 
ago, and in days’ sales stood at 38 days, highest such 
period of any region 

Number of invoices billed scored a gain over 
1951, but amount per invoice slipped 4.9 to $62.59 

Number of employees was greater by 5 , but their 
individual sales were 6.9% less at $34,215. ‘There wer 


oar wae 
21.7% more salesmen (biggest jump of any region), but 


their sales tumbled 19.2% 7 


to $182,075, second biggest 
decrease in country. 





PERCENTAGE CHANGES !95!- 1952 
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PERCENTAGE CHANGES 1951-1952 
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Inventory 


Accounts recewable 


Invoices billed 


No of employees 


No of solesmen 


Soles per employee 


Soles per salesman 














PACIFIC 





Pacivric COAST piIstRIBUTORS have every right to feel 
proud of a modest 1.6% sales increase in 1952, which 
puts them (with West South Central) in a class by them 
sclves. Individually, firms reported changes from minus 
57.4% to plus 46.6%. 

Inventories here were 4.8% higher on Jan. 1, 1953 
than a year ago, biggest increase of any region 

Accounts receivable were down by 2.7%, and, as ex 
pressed in days’ sales, shrank from 36 to 34 days. 

Number of invoices billed registered the biggest in 
crease of any region—7.4%, but the amount per invoic« 
was off 2.7% to $44.10 

Number of employees and salesmen was up, employees 
by 8.3%, salesmen by 3.3%. Sales per employee fell 
3.5% to $35,543. But sales per salesman climbed 1.2% 
to $161,920 





Will 1953 Be Any Better? 


\ YEAR AGO, when distributors answered the Annual 
Survey's question—“What's your best estimate of 
sales in 1952"—they didn’t expect (a) a steel strike 
or (b) slackening of defense production. So, heart 
ened by their record sales during 1951, they made 
the sensible guess that 1952 business would remain 
about the same, and a very large number thought 
it would get a lot better than in 1951. 

Unfortunately, they were wrong, as is 
clse whe re in this Survey However, ce spite dec reased 
sales, distributors by and large have made practically 
the same guess again this year. That is, 48% expect 
1953 sales to match 1952’s (comparable to the 40% 
who made the same guess for 1952 1951). A 
few, but not too many, think their business will fall 
off even further, but the remaining half look for 
ward to better things this vear 


revealed 


Over 


Let's hope they're right. Here’s how 1953 looks 
to distributors from the sales standpoint 
This . . Estimate 1953 
Percentage Sales Will Be: 
4.2 More than 20% above 1952 
16.3 10 to 19°% above 1952 
6.3 1 to 99% above 1952 
48.5 ABOUT THE SAME AS 
LAST YEAR 
4.0 1 to 9% below 1952 
5.2 10 to 19% below 1952 
6.2 20% or more below 1952 
9.3 Don’t know. 


100.0 
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WORLD'S largest cedar bucket is in- 


spected by Nasliville Machinery’s sales orner of plant 


lucrative hous 


helper Elbert Carpenter at plant 


Last of the 


Bucket Shops 


Neither fire nor tin pails have kept this 
Nashville salesman from keeping his 
Monday morning appointments with the 


last plant making red cedar buckets 


Near Murrrerssoro, TENN., in the country of the Con 
federacy’s boy hero, Sam Davis, stands the last cedar 
bucket plant. A dejected collection of unpainted wooden 
buildings, the plant has seen palmier days. But despite 
successive fires and the ascendancy of the tin pail, the 
Tennessee Red Cedar Woodenware Co. still rates a Mon 
day morning call from H. ]. Kuykendahl, outside salesman 
with the Nashville Machinery & Supply Co 

It was in 1913 that Kuykendahl began calling on the 
plant. He had driven down the dusty road skirting the 
Tennessee Red Cedar property to a small machine shop, 
and there made his first call as a mill supply salesman 
On the way back, he dropped in on the lumber mill off 
behind the scrub poplars 

He found a prosperous plant riding a nationwide boom 
in cedar buckets, for in those days they were standard 
equipment on nearly every farm. There are still many old 
time farmers who insist today, as they did years ago, that 
a wooden bucket is far superior to the tin pail for keeping 
milk fresh and water cool. The plant also turned out 
wooden tubs (of fond Saturday-night memory), together 
with other sizes and shapes of containers 


iCE-TUBS-TO-BE are piled neatly in 
lennessee Red Cedar 


man H. J. Kuvkendahl (right) and W oodenware Co. is now going after the 
ind-garden market 


DRUM SAW is one of several wood 
working units in plant Mr. Kuykendahl 
keeps supplied with parts. Plant is 
salesman’s second oldest customer. 


REGULAR weekly call is made by Mr. Kuykendall on man- 
ager Albert Parsley (left), who can't recall Mr. Kuykendahl 
ever having missed an appointment. Small office is beauti- 
fully finished with red cedar panelling 


On his first call, Mr. Kuvkendahl sold two barrels of 
cmery wheels and two dozen slat saws. Ever since, he’s 
kept it in a great varicty of industrial supplies—saws, hand 
tools, abrasives, valves and fittings, fasteners, etc. And 
whenever one of the tinderdry buildings burned down 
ind a new one, Phoenix-like, replaced it, Mr. Kuykendahl 
was on the spot helping to re-equip it 

The steady downswing in the demand for wooden 
buckets notwithstanding, the plant is beginning to ride 
i new boom—the revived interest among home decorators 
in carly Americana. The red cedar bucket has now found 
1 place in the modern home. The company is cultivating 
the rich house-and-garden market, advertising the buckets 
is magazine stands or ice buckets. The possibilities of the 
l.uropean novelty market are also being probed 

New markets or not, the buckets will continue to be as 

iefully made as ever, according to Albert Parsley, the 
manager. And that means precise tonguc-and-groove con- 
truction, bound round with polished brass band 

Maintaining these standards means, also, continued 
iles for Mr. Kuykendall who, in his 41 years of calling on 
this one account, knows the plant’s every requirement. 
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GRINDING WHEELS 


Arbor Grit Bond List Ea. 


VG 
VVA 


VD 
VD 


VG 
VG 


VG 
VD 
VD 
VVA 
VD 


VVA 
VD 


VVA- 


C-36 
C-24 


WC-24 
WC-16 


C-36 
C-36 


C-36 
WC-16 
WC-16 


C-24 
WC-24 


C-24 
WC-24 


C-24 
C-24 Q+4 
C.24 


R+4 


WC.24 Q+4 VHD 20.45. 
WC.24 R-3 VD 20.45 
WC.24 Q-4 VG 24.95 | 
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NET PRICE EACH 


Less than 
1 Unit 2 Units 
Min. 


Oty. 
5-25% Wheels 5-30% 


1 Unit 
Min. 


Min. 
Qty. Qty. 
Wheels 5% Wheels 


46 80-199 43 
64 | 80-199 .60 
3.81 | 20-49 3.56 
3.73 | 20-49 3.49 


| 40-79 
40-79 

| 10-19 

| 10-19 


| 20-39 
15-29 


15-29 
| 4-7 
4-7 


1.11 | 40-99 
1.46 30-74 


2.35 30-74 
6.56 | 8-19 
6.56 8-19 
2.14 | 20-49 
2.85 | 20-49 
4.28 | 8-19 
5.70 | 10-24 


6.02 | 10-24 
7.17 8-19 
8.31 8-19 


14.58 | 8-19 
14.58 | 8-19 
17.79 | 8-19 
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NET PRICES, prefigured from manufacturers’ list prices, 
as they appear in catalog of Moore-Handley Hardware Co., 


Birmingham, ‘Thus even a relatively a employee 
is able to calculate extensions quickly and easily 


Net Pricing: A Change for the Better 


Moore-Handley Hardware Co. of Birmingham, Ala., didn’t wait for 


the revolution. It went ahead and adopted net pricing on its own 


By Don McGill 


Associate Editor 


BrrmMincHam’s Moore-Hanptey Harpware Co. is one 
more distributor who's had enough of list-and-discount 
headaches. Without waiting for its supoliers to lead the 
way, the firm made its own conversion to net pricing 
six years ago. As a result, it’s cut many a corner on costs. 

To A. V. Davies, manager of Moore-Handley’s ma 
chinery and industrial supply department, the change to 
net pricing has been particularly gratifying. Long a 
student of the subject, he never for a moment doubted 
that in net pricing lay the best cure for the many ills 
and errors to which list-and-discount pricing methods 
are prone. The ambitious objectives he'd set for the 


change-over have now, he declares, been realized ‘‘be- 
yond our greatest expectations.” 
Mr. Davies’ great expectations were seven in number: 
1) Reduce invoice errors to a minimum; 
2) Simplify extensions by eliminating chain dis 
count calcuiations, and double-checking them; 
3) Get iavoices to customers quickly; 
4) Reduce the number of machine operators needed; 
5) Simplify the typing of invoices, so that billing 
clerks don’t have to write out list prices and chain 
discounts, but only show net price per unit and 
total per line of billing; 
6) Eliminate need for customer checking chain dis- 
counts; 
7) Permit industrial storekeepers (and retail dealers 
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buying for resale) to post net cost of unit 
directly to their records, without making chain 
discount calculations to get their unit cost. 
One of the most substantial results of the big switch 
has been more efficient clerical operations. Says Mr. 
Davies: ‘““We’ve reduced machine operators from six to 
five, checking clerks from seven to six, and final checker 
from four to three. Besides, at least five per cent of 
our billing clerks’ time has been saved 
Mr. Davies started the change-over carly in 1946, and 
by July half the 35,000 stock items in Moore-Handley 
catalog had been converted to net prices (the other half 
had been converted earlier). Because of the many com 
putations involved, items like grinding wheels, bolts, 
screws, rubber belting, pipe fittings, valves, electrical 
conduit gave the most trouble. 
How net pricing saves time and troubie in arriving at 
a selling price is best illustrated by grinding wheels 
Grinding wheels of different sizes are grouped in differ 
ent mintmum quantities known as “units.” Thus, 40 
wheels measuring 2”x§”x2” comprise a unit in one case, 
while five 12”x2” wheels comprise one unit in anothe: 
Further, under list-and-discount pricing of grinding 
wheels, percentages go to work with a vengeance, ther 
being a basic product discount with an additional dis 
count varving with the quantity involved in the order 
Now that Moore-Handley has converted grinding 
wheel prices from list-and-discount to net, a relatively 
imexperienced employee can calculate the final price by 
simple multiplication. Also, he’s not required to know 
how many wheels of a certain size constitute a unit, 
since the catalog now shows a specific quantity qualify- 
ing for a certain net price (see table) 
An even clearer idea of net pricing’s economy can be 
had by glancing at the following example 
Imagine the time consumed in making repeated dail 
calculations like this—5 only 12”x2”x14” WC 240 + 4 
VHD, list each $20.45, less 5-25%. The list total is 
$102.25, and the net total after working out discount 
is $72.90. And imagine all the subtleties an employee 
must know about list-and-discount pricing to extract the 
above information from the catalog. 


There’s Simplicity in Numbers 


Compare the involutions above with the far simpler 
method of multiplying the quantity of grinding wheels 
dered by a prefigured net price, and arriving at the 
selling price of $72.90 in one fell swoop 

Unlike some distributors, Moore-Handley doesn’t run 
its net pricing system with the help of special office 
equipment (beyond calculating machines for converting 
manufacturers’ list prices). The entire price record 
together with changes, is maintained in the catalog 

Moore-Handley’s catalog is a story in itself. Becaus« 
the firm is also a wholesale hardware house handling 
thousands of items in addition to industrial supplie 
t publishes its own catalog. It issues weekly supplement 
vith new pages. All catalog pages are dated, and a master 
file of all sheets issued is kept, so that anv other perpetual 
record is unnecessary 

Although he has succeeded in getting his own com 
pany on solid ground, Mr. Davies hopes for the da 
when all industry will pull itself out of the list-and-di 
count mire. “It would help,” he savs, “if manufacturer 
would adopt net cost and suggested net resale prices.” 
Meanwhile we must make endless calculation hanging 
manufacturers’ list prices to net 

Mr. Davies doesn’t dare predict when the great da‘ 
will come. “But for evervone’s sanitv, it’s got to come.’ 
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CONVERTING manufacturcts’ list prices to net prices is a 
daily job, but is done only once. Workable net price appears 
in catalog. Glenith Kirk operates the calculating machine 


SUPPLEMENTARY pages are issued weekly to keep catalog 
up to date. Company runs its own printing plant. Here pages 
are stored, with type under each pile, ready to correct 


F — 
L_- 4 


CORRECTED pages are inserted in catalog by Mrs Evie 
Mowre, catalog editor. Catalog is sole means of keeping net 
price information and changes for more than 35,000 items 


handled by firm 
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SPEED-—telephone salesmen at Sligo, Inc., St. Louis, Mo., Work area is kept shipshape; salesmen are required to know 
wear headsets to leave hands free for catalog thumbing italogs and stock intimately 


Speed Comes First 


Streamlined order work, time-saving devices keep a 40,000- 


item inventory on the move at Sligo, Inc., St. Louis 


By Robert Slater 
{ssociate Ed hicag 


( 


IN THIS FAST-MOVING BUSINESS i the company runs price pages off itsclt entries and deletions on th 
Samuel D, Conant, president of Slig to make sure they're up to date. An in ous inventorv records 
Inc.. St. Louis. Mo the only advan dex precedes every page for instant When incoming material 1 
tage 1 bemg 120 vears oki is that location of a desired item in to the receiving department, a list i 
you've got a good idea of how impor the floor on which the item i sent to the inventory room wher 
tant it to wick on your feet stored is also listed—the salesman can clerks pull back orders ind return them 
St. Low yiggest and oldest dis thus group items according to their to receiving so that the material can 
tributing house mcentrates on speed location to expedite filling the ordet be shipped without further handling 
mstantly to improve it Orders for local delivery are packed a Will Call orders are marked with a 
k deliver cording to zones, cach truck having it vellow tag and rushed to the order 


} 
ind VOT 


j pect of servi own area to VCI Parcel post i fillers. ‘The vellow office control 
Sligo first had to posse certain b utilized whenever possible in the in of the invoice is immediately sent bi 


thing j ymplet mventor for tc ts of qu ker delivers tube to the suUpCrvisor vho will then 
tan ind the room to store it r\ expect the packaged goods, and can ex 


uct Lnowledac ming from Headsets Speed Phone Service pedite the ir arris i] to th Will ( il] 
xpericn md well-trained ol Batteries of telephones in the main ounter 
ind the d pro fice are manned by headset ine \ svstem of tubes and chut 
ment ilesmen Amoi other time ving throughout the large five 

Uh wdly a | ( ( in the main office i ind is constantly being supplemented 
manut Itu 1 ontaimings nfo 10 ind improved. Conveyors and clevat 

1 r instrt ilso play an important part 

ind routin ! m every on volved communication and 
o's regular custome tem 
craft nother room, available to the At present the ompan 

The firm’s 40,000 items lin ilesman bv intercom, ts a batterv of process of altering the Will ¢ 
1 48-11 italog which | Cc} lerks at the inventory files, making partment, which has | lo 


ocen 
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SPEED—40,000-item inventory is controlled by trained clerks 
who are instantly contacted by salesmen through intercom. 


SPEED-—up-to-date credit in 
j ting 
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PRODUCTION LINE to produce 2,500 special hose con needed and got simply through the use of his own knowledg 


nections m a hurry was what one Portland, Ore., distributor if products and applications 


Good Connections Lead To Sales 


And when important customer wants them in a hurry, a Portland, 


Ore., distributor has to use his know-how to fill the order 


JIG TO MEASURE, cut and inspect hose lengths was a rESTING UNIT was made from salvaged sink from old 
mitre-box afta with small light to check imner wall Navy vessel and was capable of testing six connections 
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HYDRAULIC POWER UNIT was used to actuate a home 


designed hose expander which fitted adapted couplings to 


AN UNUSUAL DEMONSTRATION Of what is meant by “‘ser 
ice’ earned the Goodyear Rubber & Asbestos Co., Port 
land, Ore., a large order and set it up to handle repeat 
business on similar items. The service consisted of filling 
a tush order for 2,500 special neoprene hose connection: 
for the Huntington Rubber Mills, working on a project 
for the Richland AEC plant “only a week late” 

Filling the rush order in this case (as the phrase “onh 
a week late” would indicate) wasn’t as simple as it sounds 
lo say there were some complications would be an under 
statement. ‘The connections were required in two wecks 
But there were several reasons why such carly delivers 
wasn’t feasible: 

1. One of the couplings was a special and it would 

take more than two wecks for a manufacturer to 
turn them out. 
The regular supplier who would be asked to mak« 
the coupling was shut down by a strike at his plant 
Each coupling had to be tested for 200 psi for at 
least two minutes. 

It’s tradition by now that distributors thrive on impo 
sible situations so A. H. Allen, sales manager, gave the 
problem some further thought. He checked over th 
possibilities of adapting other couplings, how it could b. 
done and assembly problems and came up with an answer. 
He offered to supply the connections, not in two weeks, 
but in the minimum time necessary. ‘The offcr wa 
accepted ‘ 

What happened was: 

July 10—Order for 2,500 connections was received 

with specifications. 

July 17—Mr. Allen’s firm made its first shipment of 

a test lot of eight 

July 21—The first production shipment was mad 

July 30—Last shipment made, order completed on)s 

one week late. 

Not a single connection was rejected 
never expected to get them in so short a time and thought 
it was a “job well done’’. 


The customer 


e | 4 
the hose length required by the customer. A local machine 
shop produced the expander in a couple of days. 


The soluticn interesting. Mr. Allen knew of a 
standard coupiing which could be adapted with some 
machining, but had none in stock. He got in touch with 
his supplier and explained what and how many he wanted 
Although the supplier was closed by a strike, he scouted 
around and found tie quantity in a New York City ware 
house. The couplings were shipped to Portland by air 
freight 

Ihe job of converting the couplings was turned over to 
a local screw machine shop. The hex nut and threads 
were taken off and a special shank was made. A flange 
was then silver-soldered to it to hold a stainless steel union 
nut. The other coupling for the connection was standard 
and was taken from stock. 

A search for a hose expander in the area was futile and 
time was of the essence. So Mr. Allen got busy on his 
drawing board and came up with one of his own design 
Five heavy steel plates were tied up with shafting and 
powered by a standard hydraulic power unit. The design 
vas given to a local machine shop which put it together in 
i couple of days. 

Ihe emergency production line needed a jig to cut the 
hose to proper length (specifications didn’t permit much 
leeway). A wooden trough, similar to a wooden mitre box 
with a slit for the knife, was built. This held the hose 
straight for measuring and cutting. A little light was 
rigged up on the same base and was used to inspect the 
inner wall of the hose for blisters or other faults. 

The job commenced with cutting the hose length, 
inspecting the inner wall and then attaching the couplings 
with the hose expander. 

After the couplings were attached, they had to be tested 
for pressure. For this purpose, Mr. Allen located and 
purchased a salvaged sink taken off a wrecked Navy vessel 
It was rigged with six threaded outlets to which the coup 
lings could be attached with one end scaled. A small 
pump, powered by a 4 h.p. motor, with a by-pass unit, 
could maintain a 200 Ib. pressure at all times on six hose 
lengths. Each connection was tested for two minutes. 
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Check Yourself 


Stop e « « Here’s a quick quiz 
on the preceding stories. Do you 
know the answers—or is a_ brief 


review in order? 


LOWER TAXES? Other phases enter into an 
overall picture of this pertinent problem. Page 7. 


WHAT'S YOUR PROBLEM? Most distributors 
have at least 1 out of 7 Page 81 


AFTER AN ORDER? Four ways to do it 


with names and cases. Page 83 


LONG WEEKEND? Most of the sales force can 


enjoy Saturday at home. Page 86 


WHO PROFITS? From contests—evervone, but 


hard work is a “must.” Page 86 


AN ENTERING WEDGE? A_ new product 


demonstration can open closed doors. Page 90 


WHO? WHEN? WHERE? WHAT? WHY?-— 
You, April 12-15, Miami, Convention. Page 92 


tells why 


INTERESTED IN BENEFITS? Many aids to 
improved shipping are “homemade.” Page 94. 


UP OR DOWN? Your figures helped to establish 


the trend for 1952. Page 97. 


NEW CYCLE? Decorator interest has given 
impetus to the cedar bucket industry. Page 105. 


WHAT'S YOUR PRICE? The case for net 
pricing cites some advantages. Page 106. 


WHO'S FIRST? Speed in every phase of a 
transaction makes a satisfied customer. Page 108. 


CAN YOU IMPROVISE? Doing so paid off in 


2,500 hose connections. Page 110. 





Go e « e After reading these cap- 


sule comments, get all the facts in 


the features which appear in the 


pages that follow. 


DECEMBER FIGURES in the Price Index for 
19 product classes show that the highest per- 
centage change over a vear ago was a 7.8% rise in 
metalworking accessories. For a full roundup of 
the changes, see page 115 


WHAT'S AHEAD FOR ’53? The current out- 
look is pretty rosy. That is, with one notable 
exception—the inflation threat. Page 120 gives a 
report on the inflation-deflation question, plus 
the prevailing factors of each trend. 


ID FILM PREMIERE was one of the highlights 
of the National Association Boston meeting on 
Jan. 14. ‘The News section, which begins on page 
124, has information and pictures on other activi- 
ties of interest to distributors 


CONFIDENCE-KNOW LEDGE-DILIGENCE 
any one of the three will help you become a 
better salesman. Page 130 gives case histories of 
how the practice of these qualities actually did 
that for three industrial supply salesmen. 


WHAT'S NEW? Plenty. The section beginning 
on page 132 gives detailed information, with pic- 
tures, of new products.—from crib inserts to 
wrenches, from pumps to arbor motors. 


A HELPING HAND can be in the form of a 
display card, a bulletin or a catalog. All these, 
plus many more aids to sales offered by manufac- 
turers, are described in the section starting on 
page 201. 
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A MESSAGE TO AMERICAN INDUSTRY ®* 


ONE OF A SERIES 


PROSPERITY IN THE USA: 
How Deeply in Debt Are We? 


How prosperous are the people of the United 
States? Previous messages in this special se- 
ries have answered this question in part by 
recording the progress — relatively slow prog- 
ress—we have made in increasing both the 
income and the wealth per person in the USA. 

This fourth and concluding piece of the 
special series deals with the extent to which 
our prosperity should be discounted because 
it has been accompanied by an increasing vol- 
ume of debt. Many correspondents have sug- 
gested to us that an individual or a nation can 
temporarily increase prosperity by borrowing, 
but in so doing lives on both borrowed goods 
and borrowed time. Our purpose here is solely 
to throw light on the question of whether or 
not we are now in that unenviable position. 

On January 1, 1953, the total debt of the 
United States government and of its citizens 
was $627 billion, as shown in the table below. 
On its face, a debt of this magnitude, which 
represents about $3,900 of debt for each per- 
son, suggests that we are heavily debt-ridden. 


TOTAL DEBT — PUBLIC AND PRIVATE 





$267 billion 
30 «°° 


Federal government debt 
State and local debt 
Private debt 
Corporations 19 * 
Individuals 135 * 
$627 billion 





The burden of our debts, however, does not 
depend simply on their size. It depends in 
much more decisive degree on our capacity to 
carry the load successfully, This capacity, in 
turn, is partly a matter of attitude, and atti- 
tudes defy objective measurement. A commu- 
nity that gets very jittery about its debts has 
less capacity to carry its burden successfully 
than one that does not. But the accurate 
measurement of jitters, present or prospec- 
tive, still remains to be mastered. 


Capacity to Carry the Debt Load 


Nonetheless, it is possible to throw some 
light on our capacity to carry the debt burden 
by studying key economic elements that can 
be measured with some degree of accuracy. 
The following paragraphs indicate how some 
of these key economic elements stand. 

Compared with our national income, the 
total volume of our debts, public and private, 
is still well below the level of 1929, when it 
proved to be too big for the good of the coun- 
try. Our total debt is now 113% greater than 
the national income whereas in 1929 it was 
146% greater. 

There are several other cheering facts about 
cur debts. One is a sharp decline in interest 
rates which makes the cost of carrying our 
debts relatively much less than it was in 1929. 
It took 8% of our total national income to 
carry our debts in 1929; it takes only about 
5% of the income today. 





More Cheering Facts 


We also have much more ready cash now 
than in 1929. Today individuals and corpora- 
tions hold a total of $269 billion in cash or 
its equivalent which is almost twice as much 
as the portion of private short-term debt 
(about $140 billion) that is subject to sudden 
demand for payment. 

Many students of the subject cite the rela- 
tively low cost of carrying our debts and the 
large volume of cash on hand, and reach the 
comfortable conclusion that our debt burden 
is nothing to worry about. In further support 
of this view they emphasize the fact that no 
important part of our debt is owed abroad. 
Hence, they reason there is not the danger, so 
conspicuous in Britain since the end of World 
War II, that our economy will be upset by the 
necessity of making heavy debt payments to 
other countries. 


Some Dangers of Present Debt 


However, the nature of our debts presents 
dangers that it would be foolish to ignore. 
This is true of both the debt of $267 billion 
owed by the federal government to its citizens 
and the $330 billion in private debts owed by 
some citizens and corporations to others. 

Public debt can be a dangerous kind of debt 
because government has the power to print 
money or to create its equivalent by expand- 
ing bank credit. Of the $215 billion that the 
federal government borrowed during World 
War II, over $90 billion was borrowed from 
banks. This was the largest single contributor 
to the inflation of prices that since the war 
has robbed the dollar of about half of its pur- 
chasing power, and thereby robbed the buyers 
of government bonds of about half the pur- 
chasing power these bonds were supposed to 
represent, 

If, as is quite possible, a new emergency 
should again require the federal government 
to borrow heavily while its debt remains so 
high, it is doubtful that the public would be 
avid to buy its bonds. Hence, the government 
might again be forced to resort to the infla- 
tionary process of relying on bank credit. 

Private debts can be dangerous if the people 


take on new debts more rapidly than is 
justified by the growth of business or by their 
ability to repay. Last year bank loans were 
increased by the imposing sum of about $642 
billion, which represents an increase of about 
11% in total loans outstanding. This is almost 
twice as much as the increase in the volume 
of business over the same period. Installment 
credit for consumers increased by $3 billion 
last year, again an increase in debt about 
twice as great as the increase in business 
volume in the fields where the credit was 
used. It is also the fastest rate of such growth 
in our history. 


Constructive Use of Credit 


So long as the expansion of credit does no 
more than keep pace with expansion in the 
volume of business, the expansion is construc- 
tive. Also, when credit is expanded to acquire 
resources and equipment that will enlarge the 
volume of business a little later, that use is 
clearly constructive. But when private credit 
expansion begins to run ahead of business 
growth, it is time for us to be heads up. Such 
credit expansion courts price inflation. It also 
creates a forced draft under business so that, 
if credit is cut off, there may be a painful 
drop. 

To give a summary answer to the question: 
Is the level of debt in the United States a 
danger to our prosperity? —the answer seems 
to be, “Not at the moment.” We owe nothing 
abroad. The interest burden on present debt 
is relatively small, and we appear to have the 
resources to handle the short-term debt. Yet 
both the total amount of debt and the recent 
rapid increase in total private debt, especially 
the latter, are enough to signal for caution. 
We need restraint on the part of business and 
consumers to avoid expanding private borrow- 
ing at an excessive rate. The federal debt needs 
to be reduced and put in more manageable 
form. If these things are done, we can proceed 
to build a sound prosperity. 


McGraw-Hill Publishing Company, Inc. 





This ad appears in leading business papers 
TO HELP YOU SELL OSBORN BRUSHES 








Formerly 50 minutes... 


Now brush-deburred in 6 minutes 


S tivos as fast... more uniform deburring ... finer surface finish. These are 


the advantages gained by a large machinery manufacturer with an automatic 
power-brushing method. The part: a rack gear, 17 ft. long with more than 1000 
teeth. The job: light deburring of machine-cut teeth, and blending the junctures 


of intersecting surfaces to form smooth curves in place of fragile, sharp edges. 

With the help of their Osborn Brushing Analyst, they devised the machine 
shown above. This automatically controlled machine with two heads of Osborn 
Fascuts brushes does the entire job in 6 minutes. Burr removal and surface junc- 
ture blend are iar superior to former nrethods. 

This is typical of thousands of cases where production is being vastly improved 
with Osborn power brushing methods. Find out how you can cut your costs! Call 
in your OBA today or write The Osborn Manufacturing Company, Dept. R-3, 5401 
Hamilton Avenue, Cleveland 14, Ohio. 


Osbou Brus 


OSBORN POWER, MAINTENANCE AND PAINT BRUSHES AND FOUNDRY MOLDING MACHINES 


BEFORE AND AFTER. Top view shows closeup 
of rack teeth with light burrs and rough surface 
before brushing by new “push-button” method 
Center view shows closeup of rack in machine after 
completion of brushing. Bottom view shows teeth 
after brushing. Note uniform surfaces and smooth 
finish on all teeth. 


HOW IT'S DONE. Two rotating Osborn power 
brushes, engage rack teeth at angles as shown. At 
push of button, rack drives through machine at 
about $5 ft. per minute. When the rack completes 
passage, the drive reverses and sends it back in 
the other direction. On return travel of part, the 
direction of brush rotation is reversed to contact 
surfaces on the opposite side of rack. This gives 


both sides of teeth uniform brushing 


WHAT'S YOUR PROBLEM? The nearby Osborn 
Brushing Analyst is experienced in working with 
machine designers and methods engineers to solve 
problems with the latest power brushing tech 
niques. Feel free to call him for help! 








U.S. TOTALS 


December 1952 
Compared with 
November 1952 


+3% 
VA 





Compiieo sy Inoustaiat Distaisution 





December 1952 
Compared with 
December 1951 





Jan.-Dee. 1952 
Compared with 
Jan.-Dec. 1951 








-4% 





Supply Sales Trend 


Final Figures For December 1952 





December 1952 
Compared with 
November 1952 


December 1952 
Compared with 
December 1951 


Jan.-Dec, 1952 
Compared with 
Jan.-Dec. 1951 








NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 


New Jersey 
New York 
Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


+ 14% 


? T% 


+ 6% 


+ d% 








+ 9% 
+12% 


+11% 


T% 





4% 


2% 
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The Coin Power Vise Stand 


WILL PAY yoy 
$7.20 A DAY- oR MORE 


* 
* 7°92 minutes, W ‘ Ang: . r 
aman ith an Ov > . 
aan €an do it in less than 2 Minutes a rete Vise Stand Conn 
And tim “Saving $l. 
he is Money Fven if your lat 2 Minutes ' 
OF COs is Only $2 You 


t 
*% hour 
F and you 
; add 22 # Oster dis 

will cave ¢ Se 4 nothing for overhead thee $3 25 an hele . ~ tributor is ready to 

: ou 2 * . ~ 
y pataps p VF ON every piece of 2 e ? minutes i ut pipe thread 
. 2’ p 
- ter Power Vise Stand ify : Pipe you thread wirh . * Me offers sound re 
ou thread ™*, speedy ¢ 
oe. Pieces in a day it and leg endable Y delivery 


adds up 5 
to $7.20. Pp, 
$7.20 
on Profits t© You on } service 
© similar Omer sires Up to 2 ' and 
© 2” pipe Me stands behing 


SELLING TIME “ — Power Vise Mand del % sate of Net os 
. fast, dependable, and sturdy anne Profits because it's ow * Contact him 
: ° Me to 
‘ mrs ‘ 7 iro 
aw Re ts 


ower Vise 


7 
alw 
#V8 ready to Mar 


that ase 
ar 
© tight, safe Company for more 


make up. On the Power ise Stand 
. \ 


ES sit MANUFACTURING co. 


° Moin Otticg ond Factory 
O45 Easy Gls? S+., Cleveland 3, Ohi 
. o 


Ads like the one illustrated are appearing in Take the Power Vise Stand .. . it converts 


leading publications read by your customers. hand tools to power tools. The wrenchless 


They are presenting hard facts which prove chuck eliminates the need for a wrench or 


that it pays to buy Oster pipe threading equip- chuck bar, and its rugged construction guaran- 


ment from you. tees dependable performance under the rough- 

: est conditions. 
It will pay your customers to buy Oster ma- 
chines, and it will pay you to sell them. Every That means satisfaction for your customers 


Oster machine built can be depended upon and fast, frequent sales for you. For greater 


for top-notch performance. profit ... sell Oster. 


THE 9 |] MANUFACTURING CO. 


Main Office and Factory: 


2041 East 6!st St., Cleveland 3, Ohio 


1893 * CELEBRATING 60 Years Leadership in the Threading Industry + 1953 
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SALES TRENDS (Cont’d.) 





December 1952 
Compared with 
November 1952 


December 1952 
Compared with 
December 1951 


Jan.-Dec. 1952 
Compared with 
Jan.-Dec. 1951 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virinia 


Alabama 
Kentucky 
Mississippi 


as 
Tennessee 


Arkansas 
Louisana 
Oklahoma 


Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
Wvyoming 


PACIFIC 
California 
Oregon 
Washington 





KAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


NO 
CHANGE 


- 8% 


- 8% 


+ 6% 


7 6% 








1% 


4% 


- 4% 


2% 


+12% 





- €% 
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“YARWAY'S FREE 
60-DAY TRIAL OFFER 
IS A REAL SALES STIMULANT” 


....... says E. A. Duffy* 


The wide publicity given to Yarway’s free 60-day trial installation 
is a big factor in helping distributors crack profitable new accounts. 


In most cases the 60-day trial results in additional purchases of Yarway 
Impulse Traps. . . and frequently other products in the 
distributor's line. 


* E. A. Duffy, This is another example of the many ways Yarway backs up 
Vice President and its distributors with aggressive merchandising ideas and sales helps. 


General Manager of 
Chandler-Boyd Co., It is another reason why nearly 900,000 Yarway Impulse Steam 


51 Terminal Way, 
Pittsburgh 19, Pa. Traps have already been sold. 


Yarway Impulse Steam Traps and Fine Screen Strainers are marketed 
only through recognized industrial distributors. For information write. . . 


YARNALL-WARING COMPANY « 11] Mermaid Avenue, Philadelphia 18, Pa. 


IMPULSE STEAM TRAP 
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Price Index for 19 Product Classes 


(194749 


NAME OF PRODUCT CLASS 
Abrasive Products 
Cutting Tools 
Fans and Blowers 
Fasteners 
Incandescent Lamps 
Industrial Rubber Products 
Lubricants 
Materials Handling Equipment 


Mechanics Hand Tools 
(files, saw blades) 


Metalworking Accessories 
Motors 

Paint 

Portable Power Tools 

Power Transmission Equipment 
Precision Measuring Tools 
Pumps and Compressors 


Steel Products 
(pipe, bars, nails, ete.) 


Valves and Fittings 


Welding Machines 
(equipment, rods) 
Total Index 


uree Rureaun of Labor Statistics and Industrial Distribution 


- 100) 


Dec. 
52 


117.1 
118.3 
136.7 
141.8 
117.9 
124.6 

92.7 
127.1 


127.7 
121.3 
117.0 
110.5 
113.3 
124.5 
116.4 
123.5 


130.6 
122.7 


120.1 
122.6 


Nov. 


D2 
117.1 
118.3 
136.7 
141.8 
117.9 
125.9 

96.5 
127.0 


126.9 
121.3 
117.0 
110.5 
113.3 
124.5 
116.4 
123.2 


130.6 
122.7 


120.1 
122.9 


Dec. 
a yo 


119.2 
123.6 
140.7 
139.1 
117.9 
135.4 
102.4 
127.6 


124.8 
112.5 
116.9 
109.4 
113.6 
125.9 
117.6 
123.2 


124.9 
120.3 


119.0 
123.2 


% Change 
From 
Year Ago 

—}.7 

4.2 
2.8 
+1.9 
0 
7.9 
9.4 
0.3 


+2.3 
+ 7.8 
+O0.1 
+ 1.0 
0.2 
1.1 


| 


| 
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ASK YOUR DISTRIBUTOR FOR 


CHESTER , 
HOISTS 


The reasons why we 
urge your customers 
to ask for 


CHESTER 
KYES oe 


are | Chain Hoists, 4 to 25 


ton...and many 


special types includ- 
ing the Extended 


the same reasons : | Df Montiel on a 
why you can 





— > BECAUSE THEY’RE DURABLE 


... from hook to hook. Chester Hoists are built for a steady job 

fH of lifting, and built to last with quality castings and forged parts, 

, and with Timken Tapered Bearings for smoother operation 
and longer wear. 


. BECAUSE THEY’RE DEPENDABLE 
... Chester Hoists are expertly designed and ruggedly con- 
structed to deliver high mechanical efficiency in everyday lifting. 
They're actually built to a safety factor of 5 times the rated 
. load, to protect your men and equipment. 


BECAUSE THEY’RE ECONOMICAL 


. 
...ease of maintenance is an outstanding feature of Chester 
Hoists. With Timken instead of ordinary bearings, they can be 
much more readily torn down and reassembled. .. serviced on 
the spot in a matter of minutes with ordinary tools. 


Com ete BECAUSE THEY'RE SPEED-SERVICED 
...any Chester Hoist part can be quickly supplied as needed. 


When your hoist oat ewes factory overhaul and testing, it will 
be dore quickly and completely, and the hoist will be rushed 
right back to work for you. 


® 
Confidence Ask your distributor, or write us, for com- 
plete catalog, and tell us your requirements. 

CHESTER HOIST DIVISION 


The National Screw & Mfg. Company, Lisbon, Ohio 





— 


, . 4 > 4 A 
Current advertisement at right oo \ aliona / é if FASTENERS Pd went Gun comenen wanes 


in Factory and Mill & Factory 


INDUSTRIAL DISTRIBUTION © MARCH, 1953 119 





The Outlook For Business 





PEAK START 


INF LATION ? 


Industrial output is off to a booming start in 1953. Steel output in January was 
higher than any previous peak. And current production levels indicate February annual 
rate of more than 115 million tons,Production of autos and trucks is also running higher 


than at any time a year ago. 


Construction awards are zooming far ahead of previous months, And awards are 
indications of activity to come. Actual construction activity in January continued at 
record levels, January was the fourteenth consecutive month that the tota! of construction 
activity topped that for the comparable month of a year ago. 


The effect of this high production rate on employment is to keep 63 million people 
on the job, At the same time unemployment is kept down, It is currently averaging about 


1.4 million. 


The Federal Reserve Board's index of industrial production keeps inching up, It now 
stands at 236 compared to 221 for the same period in 1952. The list of durable goods in 
the index -- with the exception of the stone clay and glass group and lumber group -- are 
at new peaks, Even soft goods industries a-e running at extremely high levels. Only the 
textile and food industries are much below previous high marks, 


Currently the U.S, economy is operating at near capacity levels. Thus the nation is 
making full use of its manpower, factory and material resources. This means high output, 
good profits, high incomes, and rising living standards, 


There is one dark cloud on the horizon -- inflation, During 1952, business men and 
consumers both borrowed at a rate 6% higher than the increase in the volume of business. 
And in early 1953, there will be many new wage contracts coming up for negotiation, Now 
that controls are off, anything can happen to wages. 


Industrial prices have been firming up too. The bottom was hit in mid 1952. Since 
then a few price increases have been put into effect. Many prices have recently been removed 
from controls, Cost-push may be with us again. 


Are these signs that inflation is on its way? It is clear that the potential for in- 
flation is with us. A new international crisis would have very immediate and sharp effects 
on prices, Even without an international crisis, a continuation of the present borrowing 
rate by both business and consumers could lead to further inflation. 


There are always some forces at work which could make for deflation, One, with us 
right now, is the tax collection period, The Mills plan speed-up of corporate taxes, together 
with individual tax returns, will cause a heavy drain on cash to meet payments, 


An unexpected government surplus this year,instead of a deficit, is another deflation- 
ary factor, There are two reasons for the surplus, One is the recent sharp increase in personal 
income, The other is the repeated stretch-out of the military program, And emphasis is 
definitely on a stretch-out of military production. 


Another possible source of deflation is the high capacity of most plants, There may 
be more production capacity in some lines than can be sold. This has been pointed up 
several times in recent years in the textile industry. The auto industry now has capacity 
for about 7 million cars per year. Yet the most optimistic forecast for 1953 by an member 
of the industry is for sales of about 5 1/2 million cars. Two of the larger electrical man- 
ufacturers have stepped up appliance output to try to recover their former share of the 
market. The competitive race may be driving plants to turn out more than can be sold, 


Which of these forces will prevail -- inflation or deflation -- is not yet clear. But 
events of the next few weeks should give us some indication of the way the wind is veering. 
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TAPS by CARD 


No question if it’s Card. When you reach for a Card Tap you can be sure you 


have chosen the best. For built into every Card Tap are years of experience in 


tap making. 
Completely stocked offices at Chicago, Detroit, Fort Worth, Los Angeles, New York, San Francisco and Seattle. 


‘ 


$. W. CARD MANUFACTURING CO., MANSFIELD, MASS. ¢ DIVISION OF UNION TWIST DRILL CO, (A [1D TAPS © DIES + SCREW PLATES 


INDUSTRIAL DISTRIBUTION © MARCH, 1953 121 








khawk Hydraulic 


ease, speed and 


ss 


Easy to Work at 
get to oll 
the job angles 





These BENDERS are just plain 
handier and really portable 


There's a tremendous difference in pipe benders and 
the big differences are caused mainly by the design 
of the hydraulic unit! With a Blackhawk “Porto- 
Power” Bender, you're not stuck with having to 
erence pump from one spot. The hydraulic pump is sep- 
er other equipment. arated from the ram by a flexible safety hose... 
allowing the operator to stand anywhere. 
The Bender works in any position — on its side 
ELIMIMATES HAND PUMPING! or upright . . . on table or floor . . . on existing 
runs. A man can move around, “jockey” the pipe 
with one hand — sight along it if necessary .. . 
without stopping the pumping. You can get 
Blackhawk Benders to handle all popular sizes of 
conduit — rigid and thin-wall, 


Blackhawk’'s low-cost, motor driv- 
P-182 Perte-Power Mydrevilc Pump en, portable P-182 pump can 
includes @-« or d-« motor, volves, 
‘ oll reservoir 





replace a hand pump on benders 








or other hydraulic equipment. It 
cuts manual effort, triples output. Especially effective for repetitive 
bends or heavy pipe. Users report labor costs less than 25% of charge 


for “factory bending.” 
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Tools bring spectacular 
protit to electric 





Blackhawk Standard 
Pull’ rom Knock-Out 


Pal Punch 
\ Cut round, 
clean holes for 


Vy to 4” conduit DRIVE KNOCK-OUT 
aes PUNCHES THIS HYDRAULIC 
/ mild steel WAY! 








Look! No wrench to swing. No knuckle busting. No more dis- 
torted boxes. Now the amazing “Porto-Power’ hydraulic jack also 
drives knock-out punches, It's 60% faster! Conduit openings are 
neat workmen are happier, safer dies last up to six times 


longer! Low-cost kits. 


Speed-minded contractors and crews 


are changing to BLACKHAWK 


Contractors discover that men are happier when they have 
Blackhawk Hydraulic Equipment. It’s no secret that crews who 
have choice of all types of benders, prefer Blackhawk, Work- 
manship is better, too. One good job can more than pay for 
any one of these Blackhawk Hydraulic Tools. Sold by leading 
Industrial Supply Distributors and Electrical Wholesalers, 


BLACKHAWK 


HYDRAULIC TOOLS HAND TOOLS 





*'Porto-Power” 
Hydraulic Jock detaches 
from pipe benders, etc 


. | 
| a , 
a % a] PULL PULLEYS, LIFT 


attachments MACHINERY, LICK 1001 
harness rom to push, pull, clamp, bend 4JoBs 





The same “Porto-Power” hydraulic jacks that serve Blackhawk 
Electrician's Equipment lick dozens of allied jobs, "’Porto-Power” 
wipes Out scores of time-wasting construction and maintenance 
methods. And, it’s another big reason why electricians get much 
more for their money when they buy Blackhawk Benders and Knock 
Out Punch kits 








Get your share of this volume 


First, remember what you see here is only part of 
Blackhawk’s big line of Hydraulic Tools for ALL 
industry. In the electrical fields you can sell these 
outstanding Pipe Benders and Knock-Out Punch 
Drivers principally to (1) Electrical Contractors, 
(2) Plant Electricians and (4) Utilities. 

The Benders are also popular among ship build- 
ers, with installers of radiant heating and others who 
bend pipe. 

Use specialized Folder 50-B (shown BLACKHAW, } 
here) to tell your basic story. These - =. 
and other hydraulic products and ap <== 


plications are shown in Catalog No 
SOP and in the popular Blackhawk A t. ; 


IDEA BOOK. Blackhawk Mig. Co = 
. ee P-1733, Milwaukee 1, Wis ws 
-? 
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At the speakers’ table of the New England meeting 


DiIstTRIBUTION 


W. A. West, Inpusratar 
Co.; Henry R. Rinehart, 
ton, Inc., Waterbury; | 

Harold F.. ‘Torell, Syracuse Supply Co., 


G. Thompson & Sons Co 


National Assoc 


Marsena Butts, 


NEWS 


New England Members of National Association Hold Annual Meeting 


of the 

Charles ‘T. Jordan, 
iation; Miles I. Stray, 
Butts & Ordway Co., 
ind D. W 


National 


Svracuse 


Association are 


The Charles Parker 
Charles A 
Cambridge, 
Northup, 


Temple 
Mass.; 
The Henry 


Skil Corp. Appoints mm Manager 


Skil 
Robert P 
manage! 
now industrial 

Mr. Melius was formerly vice presi 
dent of sales for Delta Power Tool Di 
vision of Rockwell Mfg. Co. He had 
the 1930, 


several executive positions in 


Corp., ¢ hicago, has named 

Melius as merchandising 
succeeding William Ferry, 
sales manager 


been with division since 
holding 
the sales organization 

Jack ‘I’. Carlson, former industrial 
sales manager of Skil Corp., will direct 
Skil Corp.'s newly formed Sales ‘Train 


ing Division 


Robert P. Melius 


Skinner Chuck Completes New Britain Plant 


new plant modeled on this 
md Skinner Electr Valve 


ontam 5 rt q 


Ch ning 
Chuck Co 
Conn It « 


124 


ar lites ts 


ft. of floor 


view 


Division at Edgewood Av 


spa 


INDUSTRIAL DISTRIBUTION 
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\ premicre showing of INDUSTRIAL 
Disrrisution’s film, “Operation 
l'camwork,” and an address by Harold 
E. Torrell, president of the National 
Association, were the main features of 
the annual meeting of the New Eng- 
land members of the National Indus 
trial Distributors’ Association held on 
January 14. 

Chairman Miles I. Stray, of Charles 
A. Templeton, Waterbury, made the 
opening remarks after a luncheon at 
tended by approximately 70 members. 
Mr. Stray, a member of the associa- 
tion’s board of governors, introduced 
FF. Marsena Butts, Butts & Ordway 
Co., Cambridge, Mass., who welcomed 
the guests to Boston 

\. M. Morris, publisher, InpusrRiat 
DisrrinuTioN, outlined the intended 
uses of the film and explained the 
technique employed in preparing it. 

This was the first public showing 
of “Operation Teamwork,” a color- 
slide film with sound which tells the 
story of the industrial distributor’s role 
in American industry and details the 
operations of a typical distributor. The 
film stresses the importance of full 
manufacturer-distributor cooperation. 

Following the film, Mr. Morris and 
Mr. West answered questions from 
the floor about the film’s availability 
and how it will be used in the future. 

Mr. Torell, Syracuse Supply Co., 
Svracuse, spoke on “Who Will Do 
The Things You Can’t Do For 
Yourself?” Mr. ‘Torell outlined the 
projected programs of association com 
mittees and told how past efforts have 
resulted in major beneficial changes. 

“Promoting Associations’ Programs” 
was the theme of a talk delivered by 
D. W. Northup of The Henry G 
Thompson & Son Co. Mr. Northup, 
chairman of the coordinating commit 
tee, American Supply & Machinery 
Manufacturers’ Association, described 
how association activities were planned 


| and explained the far reaching effects 


of ground work aimed to further the 
of manufacturer and dis 
(A more detailed report on 
talks start on page 


iitcrests 
Northrop’s 


Torell and Mr. Northup an 
swered questions regarding past and 
future association plans, and the meet 
ing was then open to discussion of 
problems of special interest to Area 1 
members 















Checking on specifications at the Houston, ‘Texas, distributor's clinic on grinding 
and tool problems are C. D. Wilson, Peden Iron & Steel, D. L. Buck, Baker Oil 
lools, and Harold Fink, of Peden Iron & Steel 
























Another group, watching machine, includes Bill Crocker, Carborundum Co., M. M 
Hayes, Hughes ‘Tool Co.; Al Lindell, Peden Iron & Steel; W. V. Steeples, Hughes 
lool; Ray Kuhn, Standard Electric ‘Tool Co. and ‘Tom White, Peden 








Stanley Names Assistant General Sales Manager 


Stanley ‘Tools, New Britain, Conn., 
has appointed Charles L. Lohmeyer 
issistant general sales manager suc 
ceeding Girard H. Story, who retired 
recently. 

Mr. Lohmeyer has been assistant 
sales manager since 1950. He started 
with the division in 1933 in the pro 
duction department and two years la 
ter transferred to sales, becoming a 
junior salesman in 1938. Until World 
War II, when joined the U. S. 
. Marine Corps, he was sales representa 

tive in the San I’rancisco area. After 
the war he took over the Los Angeles 
territory. 
Mr. Lohmeyer is a graduate of Mid 
dletown High School, Middletown, 
Conn., and attended the University 
of Connecticut. 
Hiis World War II service consisted 












he 








Charles L. Lohmeyer 






two and a half years in the South 












Peden Iron & Steel Co. Holds Grinding Clinic for Tool Engineers 


| Dietz to Consolidate 
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Houston 
TEC thy 


Peden Iron & Steel Co., 
Vexas, held a grinding clini 
for tool enginecrs featuring two day 


| of product demonstration ind buftet 


| lunches for the guests 
Assisting were representatives of 
Standard Electric ‘Tool Co., Carbo 


| rundum Co., Whitman & Barnes, and 
| Allegheny Ludlum Steel Corp 
| Ray Huhn, Bob Dalton and Ed 
Hass, of Carborundum, demonstrated 
| various grinders and belt sanders. Andy 
| Sunderland and Bill Crocker held 
| clinic discussions on abrasive prob 
| lems, and Sam France 
belt sanding techniques 
Don Anderson and HH. S. Logan, of 
Whitman & Barnes, described dnl 
| manufacturing techniques. Wet and 
dry grinding demonstrations were held 
by Russ McLaughlin and Walter 
Lewis, of Allegheny Ludlum 
Supporting displays of other indus 
| trial equipment were provided by 
Coffing Hoist Co., represented by Ray 
Doan; Chisolm Moore Hoist Corp., 
Joe Johnson; and Broderick & Bascom 
Wire Rope Co., Buck Milles 
During both days of the clinic, from 
9 a.m. to 5, buffet lunch was served 
ind hot coffee was always available 


demonstrated 


Former Embury Operation 


The R. k. Dietz Co., lantern manu- 
facturer, plans to center all produc 
tion of its expanded lines at its main 
Syracuse plant following the purchase 
of the Embury Mfg. Co.’s plant and 
inventory 

The Warsaw, N. Y., plant of the 
Ismbury Co., which recently retired 
from business, will be offered for sale, 
R. Kk. Dietz officials said. Certain of 
the Embury engineering and sales per 
sonnel will join R. i. Dietz 

The company’s new consolidated 
line will include Streamline kerosenc 
lanterns, contractors lanterns, railroad 
ind) «other lanterns and highway 
torches 

Gerry J. Dietz, company president, 

id combining operations in Syracuse 

will effect many standardizations., He 
said the company planned to serve all 
former Embury distributors as well as 
Dietz distributor 

It is unique that two family owned 
now rare in the Ameri 
can scene, have united, carrying 
on a tradition with a combined history 
Mr. Dietz said. 


organizations, 
now 


of over 150 years,”’ 



















George H. Booth 


Booth Named Head 
Of Carolina Company 


George H. Booth, former vice presi 
dent, was elected president and chair 
man of the board of the Carolina Ma 
chinery & Supply Co., Rocky Mount, 
N. C. Mr. Booth succeeds C. E. 
Blake, who died recently. 

Mrs. Elizabeth P. Blake was named 
vice-president, while Mrs. A. M. Gard 


ner remains as secretary-treasurer 


Richmond Supply Co. 
Adds to Outside Staff 


Levi W. Hill, Ill, son of L. W. 
Hill, Jr. president of Richmond 
Supply Co., Augusta, Ga., has joined 
the company’s outside force 
covering part of Georgia 

A graduate of the University of 
Georgia, Mr. Hill has been with the 
hrm for the past two years. He re 
ceived his training in the storeroom 
and other departments 

The company now has three regular 
outside salesmen, with John G. Florie, 
vice president, making calls part of the 
time. ‘There are five salesmen 


sales 


inside 


Carter, Milehman & Frank 
Elects Vice President 


Carter, Milchman & Frank, Inc 
New York City, has elected Philip 
Bassel vice president and assistant sec 
retary, succeeding the late Frederick 
Muller, who died in January. 

Mr. Bassel joined the company in 
February, 1952 

George Ebbe has been appointed 
manager of the order department. He 
has been with the company since 1947 
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Bottorff Awarded Hardware Merchants’ Medal 


Ihe Hardware Merchants’ & Manu 
tacturers’ Association has presented its 
1953 Gold Medal and Scroll for out- 
standing service to Charles R. Bottorff, 
president of the Belknap Hardware & 
Manufacturing Co., Louisville, Ky. 

k.. FE. Chandlee, chairman of the 
association's jury of award, made the 
presentation at the 67th annual ban 
quet recently in Philadelphia. Edward 
K. Tryon, Ill, of Edward K. ‘Tryon 
Co., Philadelphia, president of the 
association for 1953, was toastmaster. 
Guest speaker was Dr. Raymon Kist 
ler, president of Beaver College. 

Ihe Gold Medal and Scroll is 
awarded annually “to an outstanding 
individual connected with the indus- 


try, who by his activities has reflected 


credit on American business.” 

Since 1930, when he became presi- 
dent of Belknap Hardware, Mr. Bott- 
orff has served on numerous govern- 
ment-industry committees concerned 
with war, defense, and recovery prob 
lems. 

He headed a war bond drive during 
World War II. 

In Louisville, he is a director of 
two banks and several other com- 
panies, and has served as director of 
the Board of Trade and Industrial 
loundation. Active in church work, 
he is also a director of the Louisville 
and _ Jefferson County Childrens 
Home. He was the first president of 





Charles R. Bottorff 


the Louisville Park Theatrical 
ation. 

The jury of 
Chandlee, consisted of 
Plumb, of Fayette R 
and Jacob S. Disston, 
ton & Sons, Inc. 

Officers serving under Mr. ‘Tryon, 
association president, for 1953, are 
Amos M. Coath, of Frank W. Winne 
& Son, vice president, and ‘Thomas 
A. Fernley, Jr., secretary treasurer. 

Directors are Charles B. Leinbach, 
Supplee-Biddle-Steltz Co.; C. E. Sieg 
fried, M. S. Young & Co.; Ray P. 
Farrington, Potts-Farrington Co.; 
Harry D. Moore, Metal Sponge Sales 
Corp.; William P. Gillespie, Henry 
Disston & Sons; and D. Rumsey 
Plumb, Fayette R. Plumb. 


Associ 


besides Mr. 

Fayette R 
Plumb, Inc., 
of Henry Diss 


award, 


Interstate Machinery Holds Training Program 


Interstate Machinery & Supply Co., 
Omaha, Nebr., recently conducted a 
year's end sales training program for 
all outside salesmen. High point of 
the project was a trip to the Paul 
Wahlund factory, a small plant in 
Grant, Iowa, which handles tool and 
die work and manufactures accessories 
for lathe manufacturers. ‘There the 
salesmen studied the basic 


Salesmen of Interstate Machinery & Supply Co., 


funda- | 


mentals of modern manufacturing. 
The following Monday, a. sales 
meeting was conducted by a local rep 
resentative of Ingersoll-Rand Co., and 
the next day a sales meeting was con 
ducted by the district salesman of the 
Mueller Co., Decatur, Ill. That even 
ing a good will mixer was held for 
salesmen, Company executives and de 
partment managers, with their wives. 


Omaha, Nebr., toured a tool and 


die plant during the firm's recent three-day sales conference 
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Distributor Advisory 


manufacturer problems, hears address by I 
He is explaining sales training program. 


sales manager, at recent meeting 


The Corborundum Co.’s Distribu 
tor Advisory Board held its 
meeting recently in Niagara Falls on 
industry problems. 

Sales programs, distribution policies 
and market trends were featured in 
the discussions, in which distributors 
from representative sections of the 
country participated. Membership on 
the board is rotated among Carborun 
dum’s more than 300 distributors. 

Attending the recent session were 


seek nd 


J. A. Beasley, Tidewater Supply Co., | 
Moore- 


A. V. Davies, 
Handley Hardware Co., Birmingham, 
Ala. C. W. Helstrom, Glob« 
chinery & Supply Co., Des Moines, 
Iowa; G. T. Morse, Jr., Peden Iron & 
Steel Co., Houston, Texas; Ray C. 
Neal, R. C. Neal Co., Buffalo; G. L. 
Stalker, W. J. Holliday & Co., In 
dianapolis; Dwight E. Stagg, ‘The 
Hawley Hardware Co., Bridgeport, 
Conn.; Connel Shelton, Garner-Shel 
ton Co., 
Frick & Lindsay Co., Pittsburgh. 
Other members who were unable to 
be present are 
daga Supply Co., Syracuse, N. Y.; 
L. E. Berghauser, Allied Tool & Abra- 
sive Supply Co., Los Angeles, and 
Hesket H. Kuhn, The Hardware & 
Supply Co., Akron, Ohio. 
Carborundum executives attending 
the two-day included C,. F. 
Robinson, president; F. J. ‘Tone, Jr., 
vice president—sales; P. B. Brown 
vice president, Bonded Products & 
Grain Division; W. H. Wendel, vice 
president, Coated Products Division; 
F. ‘IT. Keeler, director of marketing; 
I’. W. Bonacker, general sales man 
ager; W. J. Kingsley, assistant general 
Fritzinger, 
Products & 


Norfolk, Va.; 


session 


sales manager and J. G 
sales manager, Bonded 
Grain Division 


Board, organized by Carborundum Co 


Ma- | 


Detroit; G. W. Wuerthele, 


B. S. Arnold, Onon- 





to air distributor- 
W. Bonacker, Carborundum’s general 


L.. W. Judy, Carborundum’s Cleve 
land district manager, and J. F. Clay- 
don, Detroit district manager, also 
ittended. 

Che Advisory Board was organized 
1 year ago to promote a closer re- 
lationship between manufacturer and 
distributor in dealing with common 
problems 


| Distributor Salesmen 
Attend Myers Class 


The F. E. Myers & Bro. Co. held 
a two week sales training class recently 
in Ashland, Ohio, for 41 distributor 
salesmen. 

The course was the first of two 
scheduled by the company. It marked 
the first time the company had held a 
two-weeks class exclusively for dis 
tributor representatives. Previous 
classes, four days in length, had been 
for both distributors’ and retail dealers’ 
representatives. 

l'rainees attended daily instruction 
periods, led by specialists in different 
fields, Products covered included wa 
ter systems, pumps, hand and power 
sprayers and water conditioning equip 
ment. 

The groups studied the company’s 
manufacturing methods as well as 
products and product uses. 

Salesmen attending represented 28 
Myers distributors located in 22 states 
extending from Maine to Colorado. 
I'wo were from Canada. 

The company has also scheduled 
five of the regular four-day factory 
training sessions from March through 
May. 





Yankee Hardwaremen Hold Annual Party 


Leo A. Heal, of Leo A. Heal Co., presents much needed x-ray equipment to Judge 
Robert Gardiner Wilson, Jr., Past Imperial Potentate of Ancient Arabic Order of 


the Nobles of the Mystic Shrine, — on behalf of the Springfield Shriners’ 
J. Davidson, of the L. S. Starrett Co., 


Hospital for Crippled Children. Harolc 


past 


president of the Yankee Hardwaremen, iooks on 


The second annual party of the 
Yankee Hardwaremen, a group repre 
senting cutting tool and hardware 
manufacturers, was held in Boston re 
cently for some 200 guests from whole- 
sale hardware and industrial supply 
hou ¢ 

\ buffet served with 


dinner was 


Jack Edward’s Band furnishing music 
during the dinner and cocktail hour. 
Maury McDermott, of the Boston 
Red Sox, entertained with songs and 
jokes. Acts of magic were performed 
by Manny Williams, followed by a 
Junior Choir Church group, consist- 
ing of 35. 
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Deming Co. Holds Annual 


sales force met re 
Ohio, for a thre 
and sak 


Phe Deming Co 
Salem 
day ession on 
problems for the current year 

G. R. Deming, company president, 
welcomed the group, congratulating 
the staff in 1952 accomplishments and 
expressing confidence in this year's 
prospects. G. E. Trisler, assistant sales 
manager presided at the opening s¢ 
ion, devoted to reports from salesmen 
on their territories 

New lines, including submersible 
pumps, convertible jet pumps and sub 
mersible cellar drainers, were featured 
in product demonstrations at the fac 
tory. E. S. Dawson, general super 
intendent, discussed details of manu 


cently in 
products 


facture 

L. H. ‘Taylor, advertising manager 
outlined the 1953 advertising program 
incl displayed new sales helps. 

A talk by H. FE. Carloss, general 
sales manager, stressing the need for 
greater sales efforts, marked the final 
day's program 


Briggs-Weaver 
Elects Officers 


Briggs-Weaver Machinery Co., Dal 
las, Texas, has elected KE. J. Pflanz vice 
president and assistant managet 

M. E. Robinson named 
president in charge of purchasing and 
I’. J. Reed, vice president. H. S. 
Bohannon became secretary-treasurer 

Mr. Pflanz will continue as sales 
manager of the company, and M1: 
Reed will continue in charge of the 
Fort Worth Division. Mr. Bohannon 
remains as office manager in addition 
to his new duties 


Was vice 


Sales Meeting to Outline 1953 Plans 


lhree-day conference at Salem, Ohio, plant brought sales force and company offi 


cers together to plan year’s 


Metal Trades Group Cites Hallowell 
Pty 


program 


H. Thomas Hallowell 


Hi. Thomas Hallowell, Jr., president 
of Standard Pressed Steel Co., Jenkin 
town, Pa., has been named to receive 


Glass Front Marks New Edward Valves Building 


Two-story modernistic structure recently completed by East Chicago, Ind., manu- 


facturer will house engineering staff 


Glass allows use of north light 


the 1952 Achievement Award of th« 
National Metal ‘Trades Association, 
given for an outstanding contribution 
in the field of industrial relations 

The citation will be presented at 
the Middle Atlantic Assembly of the 
association, to be held May 6 and 7 
in Philadelphia. 

Ihe selection of Mr. Hallowell, 
fourth man to receive the award, was 
announced by Russell O. Ball, chair 
man of the board of the Philadelphia 
Gear Works and chairman of the as 
sociation’s awards committee. 

Other committee members are Eu 
gene P. Berg, Link-Belt Co.; John T. 
Brown, J. I. Case Co.; F. E. Harrell, 
Reliance Electric & Engineering Co., 
and Robert M. Rex, Columbus Bolt 
& Forging Co. 

Charles S$. Craigmile, president of 
the association and of the Belden Mfg. 
Co., will make the presentation. 

Ihe citation stressed Mr. Hallo 
well’s work in industrial education 
and in “promoting sound industrial re 
lations principles.’ He was also cited 
for “achieving closer coordination be 
tween industry and educational insti 
tutions” and “leadership in promoting 
a better understanding of progressive 
management practices.” 


| Century Electric Co. 


Names New York Manager 


Gunnar Moe is the new assistant 
district manager of the Century Elec 
tric Co.’s New York City office 

Mr. Moe has been associated with 
the New York organization of the St. 
Louis, Mo., manufacturer, for the past 
20 vears. He will direct sales activity 
in the New York area 
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There’s a Yale hoist 
for every lifting job 



































This free book will build 
bigger hoist business for you: 


. « it’s a sales aid that can be used by every 


Because YALE makes the most complete line of 
member of your staff 


hoists... hand and electric... you can be sure that 


youll be able to meet every customer and pros- .- it’s an easy-to-read, illustrated cata- 


pect needs because vou Carry the YALE line. logue of the VALE line 


Every YALE hoist is backed by the industry ’s first - - it's a hard-selling worker for you when 


; it’s in the hands of prospects and cus- 
name for quality and reliability...and by con- 
; tomers 


sistent advertising in the trade and technical pub- 
lications vour customers read month after month. 
Whether the problem is one of a readily portable 
hoist to be used occasionally...or an integrated 
system of trolley mounted electric hoists, you can 
solve it to your customer s satisfaction by recom 
mending YALE. 

Youll get the full story of famous YALE Hoists 
and Hoisting Equipment when vou get your cops 
of our new book “Yale Hoist Users and Buyers 
Guide.” Write Yate & Towne, Philadelphia 15, 


Pennsylvania. 


GAS, ELECTRIC, DIESEL LIFT TRUCKS *« WORKSAVERS \ 
HAND TRUCKS « HAND AND ELECTRIC HOISTS « PUL-LIFTS _.. 
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“Selling Is Miy Business e @e e Dol realize what in- 


side selling requires? . . . That it’s essential to work hard? .. . That product education helps? 


FRANK ANDERSON; 


Inside Selling Requires Skill 
Plus Customer Confidence 


In ick 


phone 


that # selling by tel 


promotional mail, can 


clling 
ind by 

cttective if handled properly, 
Hand 


he Vcr\ 

brank Anderson of Moore 
lev Hardware (¢ ompany, Inc., of Bir 
mingham, Ala. But both 1 quire skill 
ind a technique that wins customer 


confidence and assures service, he 
add 

In charge of the order department 
Mr. Anderson handles both telephone 
md mail inquiries. Ti 
the sales department have given him 


in Opportunity to make many striking 


five years im 


observations leading to successful sell 
ing. He has been with the 
since 1934 and his experience in hand 
ling industrial supplies and equipment 


company 


provides a basis for procedure in his 
department 

Speed and accuracy form the kev. 
note of good service on telephone and 
This is especially truc 
of contractors who work 
on a time scheduk Delay 
in this instance means holding up a 
job or a delay in work progress. And 
industrial orders are just as important, 
Mr Anderson IVs If 
in need of supplies, get them delivered 
Delay her 


between 


mail orders 
in the case 


closely 


1 customer 1s 


possible 
the difference 
operating and a shutdown 


iS quickh ! 
might 
machine 
or loss of important production 
Speed on telephone 
mail customers to 
order more frequently, especially in an 
for thev feel assured of 
prompt service and delivery. It builds 


mean 


SCTV ICC ind 


orders encourages 
emergency 


good business volume 
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Mail orders, as well as telephone in 

excellent oppor 
illied products or 
inquirics 


quiries, provide an 
tunity to 
( isonabl 
offer the greatest possible customer 
contact, other than 
Vherefore, it is important that a pleas 
throughout 


suggest 
] 

items. ‘Telephone 
' 

1 personal visit 


ing be made 


the 


Hn pre ssion 
conversation 





KENNETH DAVIES: 


Formal Education 
On Product Line Helps 


venture, like 
a particular 


\ formal educational 
im extension course m 
field, whether it be transmis 
sion, industrial refrigeration, etc., may 
grind, according to Kenncth 
, inside salesman for Brady Sup 
Elmira, N. Y., but it does 
fundamentals pretty thor 

Davies’ particular inter 
refrigeration and _ its 


powe I 


be d 
Davies 
ply Corp., 
the 
Nii 


industrial 


COVCI 
oughh 
cst 1s 
mamtcnance 

Mr. Davies has had practical expe 
rience in the field but, while it helps a 
great deal training is prone to 
leave gaps in the trainee’s knowledg« 
of fundamentals. For this reason, Mr 
Davies took a two vear course in the 
subject at the New York Agricultural 
ind ‘Technical Institute and found out 
he had skipped a few basic prince iples 

With that gap closed, Mr. Davies 


now feels pretty confident of making 


such 


i “go” of selling. This confidence is 
refiected in his handling of customers 
and their problems. He finds he un 
derstands customers’ problems better 
ind, in discussing applications, comes 
up with more practical ideas than he 


forme rh did 


INDUSTRIAL DISTRIBUTION © MARCH, 1953 


T. C. JONES: 


Work Hard— 
And Be a Customers’ Man 


“The guy that works hard 1 
to get the business,” savs T. ¢ 
assistant sales manager of ‘VT. S. M 
Shane Co., Inc., Omaha, Nebr. Mr 
Jones, who works Omaha and the sur 
rounding territory, has sclling 

1938 
\ customer appreciates 
to bat for him,” he feels, 
working customers’ man is bound t 


gone 


Jon 


he cll 
simce 
you! 
ind 


gome 


! h ind 


be a good salesman.’ 

By being a Mi 
Jones means such things as being honest 
with the buver (not recommending 
tools that he can’t use 
trouble of setting up machine tools and 
instructing the customer how to us¢ 


customers’ man, 


or going to th 


them 

“When I go inte a factory,’ Mr 
Jones savs, “I try to show my customer 
how other people have saved mone\ 
on the job he’s doing. In other words 
I try to give the customer the benefit 
him 


of my save 


expericnce—to 
money 

As an example of the hard work he 
is prepared to do to get an order, Mi 
Jones told of a recent prospect he had 
for a stone cutoff machine. ‘The deal 
was cinched when Mr. Jones, learn 
ing that the customer had four used 
punch presses he wanted to sell, hu 
tled around and dug up a customer 
for the customer 

“A lot of our success is duc 
fine handle, and the 
we render our customers,” Mr 
idmitted, “but a salesman reaches the 
top because he works hard and_ be 
makes himself a customers’ 


to the 
SCTV ICC 
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The Firthite Packaged Tool Line! 





Firth Sterling's authorized distributors handle, we 


honestly believe, today’s finest packaged line of 


standard carbide tools and tips. 


In addition to the sturdy, metal reinforced boxes of 
standard tools, with quickly identifiable end labelling, 
Firth Sterling was first in the field with the reusable 
plastic box for FIRTHITE Standard Tips and protec- 
tive foam plastic nesting of FIRTHITE Mechanigript 
Tips. 

Primarily, FIRTHITE Standard Tools and Tips sell 
better because they are better. But in warehouse stocks, 
on distributors’ shelves, or in the tool crib, the ad- 
vantages of proper packaging .. . for easy handling, 


OFFICES* AND WAREHOUSES: HARTFORD NEW YORK* 


DETROIT CLEVELAND 


DAYTON* PITTSBURGH* CHICAGO BIRMINGHAM® LOS ANGELES PHILADELPHIA* 
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protection of contents and inventory segregation... 
are mighty important p/us factors. 


We think they make FIRTHITE Tools and Tips a 


better line to handle. 


Do you have this catalog? 


Distributor Catalog No. 4 tells the 
complete story of FIRTHITE Controlled 
Quality Sintered Carbides, Standard 
Tools and Tips, High Speed Tool- 
holder Bits, Drill Rod, etc 
on your company letterhead will bring 
it to you, postpaid, posthastel 


A request 


Firth RY ering INC. 


GENERAL OFFICES: 3113 FORBES ST., PITTSBURGH 30, PA. 
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ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 











Crib Inserts 


For Storage 
Of Tools 


A variety of new inserts has been 
introduced by the maker to be 
in thei shelving for tool 
arrangement 
Different types of 
used, depending upon various require 
ments, for of drills, 
taps, milling cutters and other tools 
Ihe maker adds that shelf is 
equipped with labelholders 


Lyon Metal Prods., Inc., 


used 


steel crib 


inserts can be 
storage reamers, 


each 


Aurora, 














Ly " 


® inca ** 











Puller Set 
Includes 50 Ton 
Hydraulic Unit 


A new giant 50 ton industrial puller 
The manu 
was 


sect has been introduced 
facturer states that the 
developed ially for 
pulling and installing maintenance op 
and 


new sct 
espe industrial 
erations involving the removal 
installation of gears, bearings, pulleys, 
wheels, pinions, and shafts on ma 
chine tools, turbines, large dirt remov 
ing equipment, mining machines, and 


marine cngines 
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The set includes the new 50 ton 
Power-Twin hydraulic unit to provide 
the power, together with 
pullers and attachments, and is said 
to simplify and reduce lost time on 
the jobs recommended. A three speed 
hand pump or an electrically driven 
pump is also available for use to speed 


suitable 


up these jobs even more 
Owatonna Tool Co., 
\finnesota 


(Jwatonna, 














Arbor Motor 


For Woodworking And 


Machine Tool Industry 

\ new motor designated as ‘Typ« 
SRP, designed for use in the 
working and machine tool industry, 
has been announced. It is said to pro 
vide a motorized arbor with minimum 
diameter and extremely rigid construc 
tion for the purpose of carrying di 
rectly on its shaft such tools as saws, 
cutter heads, and grinding wheels 

It is available with the conventional 
straight motor shaft, saw 
any shaft modification as required 
Normally rated 55 deg. rise for con 
tinuous duty operations, it is totally 
enclosed fan-cooled utilizing single end 
ventilation 

According to the maker, the motor 
is built in two diameters, the 600 
scries covering ratings of 3, 5, and 7.5 
hp continuous at 3600 RPM and the 
S00 series ratings of 7.5, 
10 and 15 hp continuous at 3600 
RPM. ‘The motor is said to have a 
rigid shaft to hold shaft deflection to 
1 minimum; where the application has 
pronounced end thrust or unusually 
high radial load, the shaft extension 
end may be fitted with a double row 
or duplex bearing 

I'he conventional housing has been 
climinated and the feet of the motor 


wood 


collars, OI 


covering 


irc located on the end bells in ordei 
to be as close as pos ible to the point 
The bearing hous 


saw end has been extended 


of bearing support 
ing at the 
to provide a ready means of mounting 
aw guards and similar attachments 
Ihe maker advises that the motor can 
be obtained with a tite bite connector 
tor sing|c dual 
voltage is required, the conventional 
conduit box may be supplied. ‘The 
leads may be brought out opposite 
the feet or on cither side of the motor. 

The Louis Allis Co., Milwaukee, 
\ ISC 


voltage leads or, if 


Hand Hone 


On-Machine 
Sharpening 


\ new hand hone, specially devel 
oped tor on machine sharpening of 
single-point tungsten carbide 
has been announced. 

According to the manufacturer, 

“between grinds” tool life re 
when the hone is used at 
igns of tool dullness. ‘The user 
a few light strokes over the 
tool edge, taking care to hold the 
hone flat against the surface so as not 
to round the cutting edge or change 
the relief angle. ‘The hone is said to 
effectively touch up the tool whil 
mounted on the machine, thereby 
cutting down time formerly needed to 
remove the tool and regrind. 

Made from silicon carbide, the new 
is said to be bonded with the 


tools, 


longel 
sults 
first 


ipplics 


1icW 


hone 
maker's XL vitrified bonding process 
XL hand hones are available in all 
wanted sizes for the hand honing of 
carbide tools 

Chicago Wheel & M[g. Co., 
cago, Ill 


Chi 
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. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 














Wrench 


Torque-Limiting, 
Automatic Release 


Design of a Proto precision torque 
limiting wrench without external in 
dicating devices has been announced 
by the maker. It is said to be suitabk 
tor nut and bolt torquing by almost 
all types of industnes and by all 
mechanics 

According to the manufacturer the 
new torque wrench differs from most 
conventional types in four basic re 
spects. First, it is a torque-limiting 
device (releases automatically at proper 
setting), and not a torque indicating 
device (requiring dials, pointers, scales, 
Second, it 


prec sion 


sound indicators, etc.). 
employs a_ fully 
spring under COMprie¢ Ssionl as the pmn 
element 


enclosed 


cipal _ torque-controlling 
Third, it uses an accurate 
eter-type adjustment. Fourth, models 
with a built-in reversible ratchet head 
ire available that do the work of both 
a ratchet and torque wrench. 

The maker explains that desired 
torque is set by turning the handle 
like a When the richt 
torque is reached by pulling — the 
handle, the wrench auto 
matically and signals the operator with 
a positive reflex action. Upon removal 
of hand torquer reset 
automatically for the next operation 

Six models are available—three with 
ratchet head and three with plain 
head. Capacities are 5-75 or 10-150 
ft. Ibs. Drive sizes are 3-in. or 4-in 

Plomb Tool Co., Los Angeles, Calit 


microm 


micrometer. 


releases 


pressure, the 


Diskette 


Improved High Speed 
Electric Hand Tool 


\ portable electric hand tool, the 
Diskette Model B-2, an improved ver 
ion of their Model B-1, is now being 
produced by the maker 

Recommended by the manufacture! 
for high speed grinding, filing, de 
burring, sharpening, sanding, polish 
preparation and finish 
said to operate at high 
limited to a 
is claimed, the 


ing, and other 
ing jobs, it 
speeds and capacity 1s 
t-in. cise This, it 
tool can be used as a production tool 
work 
manufac 
turer ball bear 
Ing especially suitable for high speeds; 
it the base, of cast 
intake 
wling air; and a doubk 
idded to further 
These 
ud to allow operators to 


is well as for maintenance 
heatures claimed by the 


th grade 


s 


include: hi 


in air intake cover 
dumimum to provide greater 
irea for the 
wling fan 


cfhciency 


increase 
cooling IN prove 
ments ar 
use the tool for extended periods with 
ut fear ot overheating it 

\ Universal motor for 110-120 
Volts, AC or DC said to 
sive the spindle shaft a no load speed 
of approximately 9000 RPMs. 

The new B-2 Model incorporates a 
collet chuck in the spindle for all at 


is claimed to reduce 


current, 15 


tachments. ‘Thi 
the overhang on certain attachment 














by almost one inch, thus 


centering of any attachment and elimi 


a SUTIN 


nation of vibration during use. For 
Cases Diskette is to be 
used primarily with composition dis 
idapter collet 


where the 


1 special threaded 
iwailable 

Franklin 
Mid 


Balmar Corp., Baltimor 








Centrifugal Pumps 


Single Stage 
Double Suction 


\ new doubk 


uction centrifugal pumps, designated 
is the Fig 3405 pumps, has been an 


cries Of single stage, 


nounced by the manufacturer 

Standard features on all Pig. 3405 
ud to include rencwabk 
scaled 


suitable for 


pumps ar 
tufiing box bushings, beanng 
housings, cowl-type glands 
use with quenching liquids, stainless 
stecl umpeller keys, ‘Teflon water seal 
rings, dic-formed stuffing box packing, 
ind corrosion-resistant gland bolt 

an outstanding fea 
pumps 


Compactness 1s 
ture Claimed for the new 

In the new line there are three dif 
ferent assemblies of shafts and rotating 
parts; the wide interchangeability ot 
parts in cach assembly makes it po 
different pump 
izes in the three groups. In addition, 
the maker pomts out that a uniqui 
locking design of shaft sleeves make 
it j 
impeller rotation in the field without 
Thus, 38 different 
are offered 
The pumps can be supplied with 
motor, belt, or steam turbine 
ircd Ihe 


uction type 


ible to provide 19 


ossible to change the direction of 


idditional part 
pump combinations 


clectri 
drives, if ce 
of the 
hydraulic 


impeller is 
double providing 


bal ice 


Continued on page 137) 


FOR AN INDEX OF MANUFACTURERS’ PRODUCTS, SEE PAGE 137 








Your customer gets out of a tap what the tap 
manufacturer has built in. 

All Winter taps are built with the painstaking care 
that gives Balanced Action Performance. They are 
consistently accurate hole tappers. They have a long 
useful life 

Tell your customers and prospects about BALANCED 
ACTION. It sells taps! 





Exact Flute Spacing Accurate and Concentric Chamfers 





Uniform Flute Contours 








._* i - 
Ney . 
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CUTS COSTS 
FOR YOUR CUSTOMERS 







Tell your customers that Notional Reamers have long- 
wearing cutting edges which perform at top efficiency in a 
wide variety of materials, ; 

In addition to the types shown here, you can offer many 


others by National, exactly suited to your customer's job. 
At cutting costs, you have the edge with National Tools. 





NATIONAL TWIST DRILE AND TOOL COMPANY 


Rochester, Michigan, U. S$. A, Distributors in principal cities. 
Factory Branches: New York + Detroit - Chicago + Dallas ~ San Frotcisco, 









YOU PROVIDE A COMPLETE SERVICE! 
Over 400 sizes and alloys in cored and solid bars, 
in many 8.A.E., A.S.T.M. and government speci- 
fications. Line covers every bronze bar need. 


YOU SELL ONLY THE BEST QUALITY! 

We have been specialists in bearings and bearing 
metals for over 50 years—one of the world’s 
largest producers, with six plants. Modern qual- 
ity control production methods assure true-to- 
alloy bronze bars, finish-machined on O.D., I.D. 
and Ends. 


YOU REPRESENT A WORLD-FAMOUS 
NAME! 

Federal-Mogul products are known for quality 
and dependability around the world. This is an 
unusual opportunity to sell a top line your cus- 
tomers will prefer and that makes money for you. 
Complete sales promotion support! 


WRITE, WIRE or PHONE! 
A few territories are still available 
for aggressive distributors. Yours 


may be open—write, wire or phone 
us today for complete information! 


FEDERAL-MOGUL fies 


FEDERAL-MOGULAR CORPORATION, 11057 SHOEMAKER, DETROIT 13, MICHIGAN 
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On The Market Today 


(Starts on page 132 





All mounting dimensions of all 
pumps within cach group are identi 
cal, giving wide ranges of interchange 
ability in the field should new r 
quirements be met. Motor drive 
bedplates are standardized which facili 
tates change of motors in the field 


without the added expense of drilling 
ind tapping for the new motor. 
The new pumps have capacities 
inging from 200 G. P. M. to 6,400 
P. M. with heads up to 260 feet. 
Goulds Pumps, Inc., 
N.Y 


Seneca Falls, 





Crib Inserts 
Lyon Metal Prods. 


Puller Set 
Owatonna ‘Tool Co 


Arbor Motor 
Ihe Louis Allis Co 


Hand Hone 

Chicago Wheel & Mfg. Co 
Wrench 

Plomb Tool Co 


Diskette 
Franklin Balmar Corp 


Centrifugal Pumps 
Goulds Pumps In 
Flexible Couplings 
Lovejoy Flexible ¢ oupling 
Co. 13S 
Attachments 
Brown & Sharpe Mfg. Co. 142 


Work Positioner 
All-State Welding Alloys 
Co > Inc 


Hose Coupling 
Eastman Manufacturing Co 


Pump Oiler 
Eagle Manufacturing Co 
Center 
Ready ‘Tool Co 
Gear Coupling 
Sier-Bath Gear & Pump 
Co., In 
Gauge 
Manning, Maxwell & 
Moore, Inc 


Lubricants 

Warren Refining and 

Chemical Co 

Soldering Iron 

Wall Mfg. Co 
Indexing Centers 

South Bend Lath« 
Magnetic Starter 

Cutler-Hammer, Inx 
Chain Tool 

Boston Gear W orks 





Index of Manufact 


urers’ Products 


Mason’s Wood Level 
Ihe Columbian Vise & 
Mfg Co 


Rod Parter 
O’Neil-Irwin Mfg. Co 
Degreaser 


Gravmills Corp 


Diamond Dressers 
Diamond Products, In 


Portable Oven 
Grieve-Hendry, Inc 


Drills 

Cummins-Chicago, Corp 
Pump Unit 

Puthill Pump Co 
Transmitter 

The Bristol Co 
Screwdriver 

Xcelite, Inc 
Flexible Hose 

American Ventilating Hos¢ 

( ) 

Hydraulic Puller 

l'empleton, Kenly & Co 
Bolt Hole Cleaner 

Mine Safety Appliance ; Co 
Vise 

Brown Engineering Co 
Malleable Bushing 

Browning Mfg. Co 
Chuck 

Westcott Chuck Co 
Blade Shell Mills 

Wendt-Sonis Co 
Speed Knob 

Jergens ‘Tool Specialty Co 
littings 

Cooper Allov Foundry Co 


I wine 
Plymouth Cordage Co 


Drill 
Independent Pneumatic 
loo] Co 
Hydraulic Pump 
Powermatic, Inc 








INDUSTRIAL DISTRIBUTION © MARCH, 1953 


WITH VICTOR'S. 
COMPLETE LINE! 
ai 


a srranmrsrht: 


te . ow aw See ene ww oS 


a Re ~. + oe ee 


Years of consumer acceptance and 
Victor dependability are just a few of 
the many reasons why Victor is con- 
stantly making new customers... re- 
peat sales! And when you add Victor's 
complete textile belting line, you've got 
a combination that’s hard to beat for 
volume sales! 


You can broaden your sales horizon 
when you sell Victor's complete line 
of textile belting—solid woven cotton 
— Neoprene impregnated — canvas 
stitched and Balata, plus a complete 
variety of belting specialties. They're 
made in a full range of widths and 
plies, and are available with special 
treatment to meet specialized service 
requirements. Always sell Victor Belt- 
ing...the first choice for conveying, 
elevating and power transmission. 


tetor 


Rossen A , we | Cai 








Another 
Desmond 
Sales-Proven 
ad appearing 
in user 
magazines 











Desmond Huntington i i 
in 
Dresser shown in use Plus! Flexible Coup! gs 
New Type With 
Desmond One Hub Cut Off 


; wall charts A new modification of the maker's 

standard Type C coupling is said to 

ress catalogs save the space normally taken up by 
conventional hub length, and afford 


mailings a cost saving in the elimination of 
Make it a rule — pick the correct Des- the flange 


mond dresser for every grinding wheel displays With one hub cut off, three or 
more holes are tapped in the remain 


dressing job and use it regularly. Send ing flange by which the coupling is 
for your DESMOND DRESSER fastened to the center of the flywheel 
Ihus, it is said to “crawl” into the 


GUIDE WALL CHART... ask Plus! flywheel itself. In all other respects, 


your industrial Distributor to show including collar, load cushions and 
Desmond inside sleeve, it is identical with the 


maker's regular ‘Type C coupling. 


Sales meetings Lovejoy Flexible Coupling Co., Chi 


More pieces ground per hour Wimuemm 


. by dressing wheels more often. sales Attachments 


Grinding wheels cut faster, do bet- personnel See Cites end Teel 
ter work, production goes up in every Grinding Machines 
mri aj y > DE > sre iatve 
SF alg de partment where it’s Fhe manufacturer has announced 
standard practice to use Desmond two new end mill sharpening attach 
dressers regularly. Your Industrial Plus! ments to their line. Known as No. 5 
aes . : . i and No. 1ON sharpening attachments 
Distributor can furnish technical in- Desmond's for small end mills, they are recom 
formation that will improve efficienc mended for use on the maker's Nos. 5 
: : : ; . : < complete line and 1ON cutter and tool grin ding ma 
in your grinding operations. Give 


chines respectively 
—meets every Ihe No. 5 attachment as illustrated 
is representative of the two attach 
customer ments Using this attachment, the 
THE DESMOND-STEPHAN MFG. co. requirement peripheral and end tecth of straight 


URBANA, OHIO 


you how to get... 


him a call. 





Plus! 


cine nto 


DRESSERS & CUTTERS known name 
—Stands for 


quality 
and service 





(Continued on page 142 
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A METALLURGICAL LAB— CUSTOM BUILT 
with Standard HALLOWELL Shop Equipment 


It’s profitable and easy to help your customers lay out a 
modern laboratory, toolroom, gage room or assembly line 
with ready-made HALLOWELL Shop Equipment. Just set 
up standard units to fit their requirements and write your 


order. SPS, Jenkintown 13, Pa. 


t Jur Njtwit “jar > A START FOR THE FUT 


CEYTCICTATS SHOP EQUIPMENT DIVISION 4 


JENKINTOWN PEMNSYLVARIA 
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1. Continuous Unit Benct 
Individual Unit Benches 


3. Tool Cabinet 
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4. Wall Cabinets 
5. Cabinet Bench 


6. Stools and Chairs 





Here's What We Te 


Th 
fiji 


f 
’ 
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3,171,799 


SALES MESSAGES... 


The new 1953 Hewitt-Robins Industrial Ad- 
vertising Campaign will make 3,171,799 sales 
contacts in leading buying markets. Featuring 
eye-catching, hard-selling 2-page spreads, these 
ads will do a solid job of pre-selling industrial 
supply distributor customers on the advantages 


of Hewitt-Robins Products. 


) HEWITT-ROBINS 


DIVISIONS: HEWITT RUBBER +» ROBINS CONVEYORS + ROBINS ENGINEERS - RESTFOAM® 
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... to Help You Sell 


sar Saye 


For immediate information about 
industrial rubber products, call 
your Hewitt Rubber distributor 
(See “Rubber Products” Classified 
Phone Book). 


Every one of these 3,171,799 Hewitt-Robins 
product advertisements—appearing in leading 
national industrial publications—carries this 
important local identification for you. Our na- 
tional advertising makes it easier for you—the 
industrial supply distributor—to sell more in 


your own territory. 


INCORPORATED 


EXECUTIVE OFFICES: STAMFORD, CONNECTICUT 
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...for precision plug performance. 
On nearby shelves of 


Industrial Supply Distributors. 


BAY STATE TAP & DIE COMPANY * MANSFIELD * MASS. 
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shank end mills from 4-in. to 2-in. 
diameter are said to be sharpened 
quickly and easily. In operation, the 
tooth being sharpened is held in con 
tact with the tooth rest while feeding 
the cutter across the wheel by longi- 
tudinal table movement. A_ small 
knurled diameter at the end of the 
draw-in bolt is said to give extremely 
sensitive control of the work. 

End mills of various sizes are ac 
commodated by stock spring collets 
regularly available at extra cost. A 
draw-in bolt (threaded, 3-in. 16 N.C., 
R.H.) is furnished for use with the 
spring collets. 

According to the manufacturer pro 
vision is made for mounting the tooth 
rest on either top or bottom of the 
attachment body The spindle is 
mounted on ball bearings, and has 
No. 7 B & S taper hole. The spindle 
can be clamped by means of a thumb 
screw, and can be swiveled end for 
end 

Weights of the No. 5 (approx.): 
net, 9 Ibs.; shipping, 16 Ibs. Dimen- 
sions for shipment, 11]-in, by 7-in. by 
6-in The No. 10N_ attachment 
weights (approx.): net, 13 Ibs.; ship 
ping, 19 Ibs. Dimensions for ship- 
ment, 13-in. by 8-in. by 7-in. 

Brown € Sharpe Mfg. Co., Provi- 
dence, R. I. 

















Work Positioner 
Carries Work 
Load of 300 Ibs. 


A new electrically turned variable 
speed, work positioner has been an- 
nounced. 

It is offered as a bench model and 
as a pedestal model and with acces 
sories to make it inclinable and oper 
able intermittently. 

Without the pedestal, the complete 
unit weighs 31 Ibs., is 54-in. high and 
covers an area 20-in. by 18-in. ‘The 
turntable is 154-in. in diameter. The 
maker states that it safely carries a 
work load of 300 lbs., and moves it 








@ Your customer's confidence is earned 
by experience... experience with you,and with the 
uniform high quality in every link of Peoria Chain 
...experience with Peoria Chain’s complete de- 
pendability — dependability that assures him 
smooth-sailing production year after year 

Your confidence is earned by experience 
with Peoria Malleable’s straight-steering policy 


that protects your investment in time and effort 


And this confidence is well-placed. Plant-wide 


quality control assures dependability—whether it's 


top quality malleable iron or the even stronger, 
longer-lasting pearlitic iron, METAMAL 

@ If you are not already one of 
PEORIA CHAIN'S “protected distributors”, 
write for our free catalog. Sell this complete line 


of malleable iron chain with confidence. 


Detachable 
Chain 


Rool-Top 
Transfer 
Chain 


Roller-Top 
Transfer 


Chein H Class 
Retuse 
Chom 
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NUMBER 2 OF A SERIES 


Adi antages 


of the Donnelley-bult Catalog 


1 GOOD PRINTING 


2 Good Binding 


REINFORCED 


DURABLE HINGE 


END SHEETS 


STURDY 
COVERS 





DECORATIVE 
HEAD BANDS 


CORRECTLY 
FITTED JOINT 


"Blessed is the beat-up book” — provided it takes the beating and comes 
hack for more. Almost any binding looks good when an edition is first de- 
livered. The test is whether it will stand the racket under long, brutal use. 


It must remain your creditable representative. 
CROSS-INDEXING 
COVER DESIGNS 
STEP CUTTING 
SECTIONAL INDEXING 
ILLUSTRATIVE END SHEETS 
GOOD COMPILING 


Good Binding w Your Tangthle Evidence of Quality 

Durability——-or staying power—pays off in catalogs just as it does in 
football, or in golf, or in boxing. The rugged use to which your catalog 
is subjected today demands a binding that is good for years of service in 
buying offices. As your creditable representative during two, three or 
four years of hard selling, your catalog should cross the finish line still 
looking “too young to retire.”’ Sound workmanship in binding is another 
of the features of efficient catalog building for which we are glad to 


assume UNDIVIDED RESPONSIBILITY, 


“ > ~~ The Lakeside Press + _— are Department 
P R. R. Donnelley & Sons Company 


350 East Twenty-second Street 


Chicago 16, Illinois 


PRINTERS + BINDERS + ENGRAVERS * LITHOGRAPHERS 
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continuously or intermittently at 
speeds adjustable upward from 4 
RPM. The unit feeds off any 110 v. 
60 cycle plug 

Known as the “Unique” work po 
sitioner, the device is said to be ap 
plicable in many kinds of factory 
work, particularly in welding, brazing, 
soldering, tinning, cutting and metal 
izing. 

All-State Welding Allovs Co., Inc., 
White Plains, N. Y 

















Hose Coupling 
With O-Ring 
Packing Seals 


\ new MR hydraulic coupling and 
adapter union has been released by 
the maker. According to the manufac 
turer, even with hose as large as 1-in 
and 14-in. inside diameter, the stand 
ard O-Ring seal used is so effective 
that the coupling has proved leakproot 
when subjected to pressures up to 
5,000 psi, when drawn up hand tight 

Kings are said to be easily replaced 
when worn, and the use of MR coup 
lings allow for proper positioning of 
the hose lengths. 

According to the manufacturer, 
coupling and adapter union pipe 
threads are required to perform only 


(Continued on page 148) 
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S02. DISTRIBUTORS WHO AvowW SAY... 


CHICAGO WHEEL 


Ag’ 
($a choo De / gay 


Ask any Industrial Distributor who sells Chicago Wheel products, and 
he'll tell you that year-in year-out, it’s the top abrasive specialty line 
for him. His profit margin is larger and fully protected, and he’s never 
stuck with stock obsolescence or slow turnover. The Chicago Wheel 
line, moreover, is non-competitive on many items. And it’s backed by 
hard-hitting, consistent national advertising, helping to boost the fast- 
est growing company in the abrasive industry. If you are not satisfied 
with your present connection ...if you want to get aboard a real money- 
maker .. . don’t delay . . . find out today why CHICAGO WHEEL is a 
Peach of a Deal! 


MOUNTED WHEELS GRINDING WHEELS INTERNAL WHEELS 


oon 9° 


First—Foremost—and 
Finest! The fastest 
turnover and the big- 
gest profit line in the 
abrasive field. Mini- 
mum space require- 
ments .. . low stock 
investment... higher 
profit margins. 


BOND WHEELS 


Areal Chicago Wheel 
exclusive ... this new 
“XL” Bond for car- 
bide tool and cutter 
grinding. Nothing 
like it on the market 


> —the answer to your 


diamond wheel short- 
age. All popular sizes 
and steel backs. 


CHICAGO WHEEL 


§ 
2 


Wide range of sizes, 
shapes and specifica- 
tions for every portable 
tool operation. The 
outstanding line from 
both quality and profit 
factors. Exclusive . . . 
“79E" Bond Wheels 
for faster production. 


CUT-OFF WHEELS 


Longer-lasting, stronger, 
more efficient wheels that 
cut anything. Complete 
range of sizes and shapes to 
meet every demand. Bonus 
selling feature is 10% 
greater cutting efficiency ... 
a competitive advantage 
available only with Chicago 
Cut-Off Wheels. 


pei 


Vital to today's urgent 
production require- 
ments... a real leader 
in the field. Better bal- 
anced to give better 
finishes. Available in 
all popular sizes for 
every LD. application. 


HANDEE TOOLS 
OF 1001 USES 


Top quality hand tools 
for shop and home use. 
Nationally advertised 
nationally known. Wide 
range of models... plus 
more than 500 matched 
accessories for steady, 
repeat business, 


CHICAGO 
WHEEL : Mfg.Co. 


Dept. 1D, 1101 West Monroe Street + Chicago 7, Illinois 


Sales Promotion Aids 


Literoture, engineering data, practical 


grinding information —everything you 
need to do a better selling job is yours 
with the Chicago Wheel line. Write to 
day for complete details 


Offices in Principal Industrial Centers 
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ueVARe 
FACTS 


A collection of useful tips to help you 
develop new selling leads in 
industrial markets 


ss : ‘ms 


WY, ; G ~ SRN : = 
ys UCAS CER. | WON-SKID..cvev 
OMIM UNCER WATER / 


BOTTLENECK ! 


A SIMPLE |DEA, BUT IT LICKED A SERIOUS NON-SLIP SURFACING CONTAINS THOU- 
PROOUCTION PROBLEM ON JET AIRCRAFT. THIS SANDS OF TINY MINERAL EDGES THAT 
SCALLOP-EDGED 3M ABRASIVE BELT ENABLES TAKE A GOOD FIRM “BITE” ON FOOT- 


EVERY SQUARE INCH OF “SAFETY-WALK” 


ROOT OF A JET BLADE AND ALSO THE BLADE RESULT: SAFE, SURE FOOTING, EVEN 
SURFACE, IN ONE SWIFT OPERATION. UNDER WATER, OIL OR GREASE ! 


LELSS ZF, THIS LANE MARKER 


IS ORY BEFORE IT'S APPLIED ! 


A NEW WRINKLE IN LANE MARKING...USE A TOUGH 
PLASTIC TAPE THAT STICKS ATA TOUCH! IT'S 
“SCOTCH PRESSURE -SENSITIVE TAPE NO. 471. 
USERS REPORT IT LASTS 5 TIMES LONGER THAN 
CONVENTIONAL MATERIALS -AND IT CAN TAKE 
HEAVY TRAFFIC THE MINUTE 
IT'S APPLIED ! 


x 
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POLISHING GLASS ? 


Tus way ISA (Xo ere S230 


CORK GRANULES ARE RESIN-BONDED TO THE 
TOUGH WATERPROOF BACK OF THE “WETORDRY 
POLISHING BELT. THAT'S THE SECRET OF ITS 
PHENOMENAL SUCCESS IN THE GLASS AND 
CERAMIC INDUSTRIES. TURNS OUT EXTREMELY 
HIGH LUSTRE FINISHES WITH NO EDGE 
CHIPPING. LOWER UNIT COSTS, TOO. 





: aaa ' CLEAR SEALING AHEAO/ 
worto’s STRONGEST rare? —ta''scoren'cectopuane tape SEALs 


REINFORCING FILAMENTS OF RAYON OR GLASS GIVE Loser’? OBSCURE DINECTIONE RECIPES: 
"SCOTCH" BRAND FILAMENT TAPE AS MUCH AS 500 LBS. CODE NUMBERS. A COMPLETE LINE OF 
TENSILE STRENGTH PER INCH OF WIDTH...ITCANTOWA 3 DECIGNED TAPE APPLYING EQUIPMENT 
TRUCK, BAND HEAVY METAL, PALLETIZE CARTONS EASILY os een nae tae maneaes Gee ee 
AND SAFELY. CAN'T SLIP LOOSE, NO DANGEROUS EDGES. aromatic. PACKAGING OPERATION. 


MINNESOTA MINING & MFG. CO. Dept. 10-33, 5+. Paul 6, Minn. 
Please send more information on the products checked below: 

() “Safety-Walk" Non-Slip Surfacing [] 3M Abrasive Belts [(] “Scotch” 
Brand Cellophane Tope [_] “Scotch” Brand Acetate Fibre Tape No. 750 
(] “Scotch” Brand Filament Tape [] 3M Abrasive Discs [_] “Scotch” Brand 
Pressure-Sensitive Tape No. 471 [(] other “Scotch” Brand Pressure-Sensi- 
tive Tapes (_] other 3M Abrasives 


GET MORE DEUS of profit oppor- 


tunities in the fast-selling 3M line of 


industrial products. “oO 
EF 


Send coupon today! 


NAME. 
FIRM 


ADDRESS 


GREE cesccces reen , ZONE STATE 


COMPANY Made in U.S.A. by Minnesota Mining & Mfg. Co. General Offices: St Paul 6, Minn. In Canada: London, Ont., Can., Export: 122 E. 42nd 
St., New York City. Makers of “Scotch” Pressure- Sensitive Tapes, “Scotch” Sound Recording Tape, ° 3M” Adhesives, ' “Underseal” 
Rubberized Coating, “‘Scotchlite” Reflective Sheeting, ‘‘Safety-Walk"’ Non-Slip Surfacing 
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4002 Faster- 


that’s the performance record 
of Millers Falls Screw Drivers 
on this exacting job. 


For years, driving screws on the pulley stops of traverse 
tracks had to be done by hand. ‘Torque must be held 
within close tolerances. Too much and the thin- 
gauge tracks crush. ‘Too little — and the stops loosen. 

But, as on so many exacting assembly jobs, Millers 
Falls Electric Screw Drivers with the patented, super- 
sensitive ‘“‘Adjustomatic’’ Clutch proved ideal for the 
assignment. 

Today, twenty of these powerful, versatile tools are 
speeding production for a leading manufacturer. Month 
after month, each drives thousands of screws daily — 
accurately, uniformly, and 400°, faster than was pre- 
viously possible. 

That's the kind of on-the-job performance that makes 
Millers Falls electric tools so easy to sell. It’s the rea- 
son why handling Millers Falls wide line of versatile, 
high-production electric tools means fast turnover, com- 
plete customer satisfaction, greater 
profits, Write for full information 
on how you can make more money 
with Millers Falls screw drivers, im- 
post tools, grinders, and other profit- 

uilding tools for industrial produc- 
tion and maintenance. 


MILLERS FALLS COMPANY 
Greenfield, Maas. 


MILLERS FALLS 
TOOLS 


SINCE 


1868 ° 


She Mark of Superiore 
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the mechanical action of tightenmg 
parts. The main advantage of hand 
tightening of the parts is said to b 
the ease and speed of connecting and 
disconnecting couplings. 

Eastman Manufacturing Co., \lan 
towoc, Wisc. 














Pump Oiler 


All Parts 
Renewable 


\n all-purpose, precision pistol grip 
pump oiler has been introduced. Ma 
jor features claimed for the newly de 
signed pump oiler are: a broadened 
base to prevent tilting and_ positive 
acting hydraulic pump mechanism 

The maker states that no pump 
leathers nor soldered connections are 
used in the pump mechanism, and all 
pump parts are renewable. 

Known as #-33, the new oilers ar 
packed in a colorful display carton, 
holding six oilers. 

Eagle Manufacturing Co., Wells 
burg, W. Va. 


Center 


Lubrication 
Sealed-in 


A new Red-E SKF ball and roller 
inti-friction center has been intro 
duced. 

According to the manufacturer, ac 
curacy, under heavy capacities, is as 
sured because the center is built to 
take the strain both radially and thrust 
wise. Radially, the two complete pre 
cision anti-friction double row roller 
tapered bearings provide a rigid sup 




















As she looks at her neighbor's 
plight, the woman next door can 
thank her lucky stars that she in- 
sisted on driveway snow melting. 
She knew the dependence of mod- 
ern suburban dwellers on the family 
car... for transportation to and 
from work, for shopping, visiting, 
church going, and for emergercies! 

Suburban living can be wonderful 
in fine weather, but when snow or 
ice hits, a car can be tied up tight 
in the owner’s driveway or garage 
approach, even though the streets 
and roads have been cleared. 

So, more and more, home owners 
are installing driveway and side- 
walk snow melting systems. They 


Sree Pye 


consider it a sound investment, for 
in addition to assuring mobility at 
all times, it eliminates snow re- 
moval expense, spares the human 
back, and adds appreciably to 
property value. 

You can be sure when you specify 
steel pipe, that it is the first choice 
for such installations. Its known 
economy, proved durability in over 
60 years of hot water and steam 
heating applications, formability 
and weldability for coils and grids, 
make it a natural selection. In fact, 
for snow melting, radiant heating, 
conventional heating and other 
uses, steel is the most widely used 
pipe in the world! 


With a driveway snow melting system the 
family car is always inetantly available tor 
pleasure, business, or emergency use. Stee! 
pipe snow melting keeps Americans mobile! 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


16 WHS CAUCE, 


350 Fifth Avenue, New York 1, N.Y. 
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port for the shaft, which is said to as- 
sure smooth, chatter-free operation. 
It is claimed there are no internal 
radial clearances for an oil film in the 
bearings. Thrustwise, a single row 
anti-friction bearing is used to elim 
inate shaft movement in either direc 
tion 

Ihe maker states the special bear- 
ing is preloaded at assembly and re- 
quires no adjustment, lubrication or 
attention. The bearings in the shank 
are said to mean greater accuracy at 
higher speeds, regardless of the load. 
These are double row angular contact 
preloaded anti-friction bearings, built 
as one unit, fixed at assembly. 

All bearings are said to be forged 
from high carbon chrome alloy steel, 
finished to precision tolerances. 

Ihe manufacturer states that the 
labyrinth seal is properly made to pro- 
tect the bearings from coolant, dust 
and dirt and to retain the sealed-in 
lubricant 

Ready Tool Co., Bridgeport, Conn. 














— a Ey Gear Coupling 
RA No Tools Needed 
RNs To Disconnect 


A new “Space Type” gear coupling 

BUILT CATALOG which the maker claims can be dis- 
} connected quickly without wrenches 

is an or special tools, has been announced. 


order producer! According to the manufacturer, 
. the new coupling makes it possible to 
Your catalog must be designed and arranged to adequately rep- remove the hubs from cither shaft 


resent your stock. Each item must be clearly and concisely without disturbing the mountings of 
described. the connected units. It consists of 
Your catalog > have full selling —_y Cue CUNEO flexible hubs on both the driver and 

at » rganizat 8 ialis "he . , 
— eT eke as casein edition a driven | shafts. The center unit, or 
binding all have a definite value to you in terms of effectiveness. space , has specially designed teeth 
at either end, cut in such a manner 


See how CUNEO can help you—confer with a CUNEO special- . 
ist—get the facts and you'll see why a CUNEO built Catalog that they mate with each sleeve in a 
pays off. spline fit. The maker adds that these 


* connections have no angular or off-set 
Write, wire, or phone DAly 8-5340, Catalog Depart- flexibilitv, but allow for endfloat. The 
oem two sleeves connect the driver and 

driven units through the spacer 
The new coupling is available in 
sizes from % to 3, HP 4 to 80, per 100 
RPM. Spacer lengths range from 43- 
in. to 3¢-in. Larger sizes and other 
spacer lengths are available on request 


239 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN Sier-Bath Gear & Pump Co., Inc., 
2 LE A 
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ForT Worl 


Opens the Door to Sales 


WITH ADVERTISING 
IN LEADING PUBLICATIONS 


Consistent advertising and promotion of the FORT 
WORTH line in leading publications month after 
month opens the door to more sales for Fort Worth dis- 
tributors. Note the publications at left — just part of 
this year’s campaign to promote the Fort Worth Dis- 
tributor as THE source for modern power transmission 
and conveying machinery. 

You can be sure of top quality products as a Fort 
Worth distributor — and quality products are your as- 
surance of large quantity sales ... steady repeat orders, 
and generous profit margins. Write today for full infor- 
mation. Dept. 13. 


..BY LETTING YOUR CUSTOMERS KNOW— 
63 FORI WorTH ‘, 
Sq 25 . SPROCKETS AND a(t 

“: A SH 
PY a en on oe OO 


“QD” TYPE —_ “DH” TYPE 


USING USING 
TAPERED BOLTRIM 
SPLIT HUB HUB 


. By Informing Them of the Advantages of Screw 
Conveyors and Vertical Screw Elevators 





STEEL & MACHINERY CO. 


GENERAL OFFICES: 3600 McCART, FORT WORTH, TEXAS 


BRANCH WAREHOUSES AND SALES OFFICES 
KANSAS CITY, MO. CHICAGO, ILL. LOS ANGELES, CALIF. HOUSTON, TEXAS 
1733 Main St. 1523 S. State St. 3026 East Olympic Blvd. 5831 Armour Drive 
Victor 7832 WEbster 9-5774 ANgelus 3-6128 WOodcrest 9681 


ST. LOUIS, MO. JERSEY CITY, N. J. MEMPHIS, TENN. ATLANTA, GA. 
1700 Chestnut St. 319 Barrow St. 730 5. Third St. 451 Whitehall St., S.W. 
CEntral 6447 HEnderson 5-7222 5.2691 MAin 7919 
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MOTORIZED 
HEAD PULLEY 


@ THERE'S NOTHING LIKE IT ON THE MARKET 
It's completely different from conventional 
conveyor drives. It's simply a new applica- 
tion of the long-proven gear reduction 
drive. Everything electric motor, reduc- 
tion gears and all moving parts...is con- 
eslacd inside the pulley shell. The shell 
rotates about the motor which is held 
stationary by a torque arm attached to the 
conveyor frame. I'ts the newest thing in 
maintenance-free conveyor operation. It's 
a sure-fire seller! 
@ EVERY CONVEYOR CUSTOMER 
PROSPECT 
The market is unlimited! Every belt con- 
veyor or belt-bucket elevator owner will 
want several, because Motorized Head 
Pulleys save 70% to 90% of conveyor trouble 
and downtime! With every part inside the 
one A shell, there are no sprockets, chains, 
-beles or jack-shafts to service and lubri- 
cate... no exposed motors to maintain, 
@ THERE iS NO END TO THE REPEAT SALE 
POTENTIAL 
When they add up the savings gained by 
Motorized Head Pulley installations, all 
maintenance-conscious owners will be 
repeat buyers. Think of your pulley re- 
placement sales in the mining, milling, 
crushing and heavy construction industries; 
in factories and foundries; in chemical, 
coal, food processing plants, etc. 
@ PROFITABLE SALES AREAS STILL OPEN 
A few choice territories are still open for 
live-wire distributors. Send the coupon 
today for complete details about this 
valuable franchise. 


IOWA 


MANUFACTURING COMPANY 
Cedar Rapids, lowa, U.S.A. 


1OWA MANUFACTURING COMPANY 
Ceder Rapids, lowe, U.S.A 


Please send details about your Motorized Head 
Pulley opportunity 


iS A 


Name 
Title 
Firm 


Address 

















Gauge 


Combines Protection 
And Easy Entree 


Ashcroft Maxisafe 


1 new is said by 


Known as the 


R Duragauge, 
the maker 


gauge 
to combine protection to 
the viewer asv entree to the 
entire gauge tube as 


embly for inspection, recalibration or 


with ¢ 
movement and 
repair 

According to the maker, an in 
tegrally cast solid wall separates the 
dial from the and 
tube. A double spring-mounted safety 
release plate covers the entire back of 
the Maxisafe case. ‘The plate permits 
the discharge of the pressure media 
away viewer. ‘Teflon coated 
to prevent being painted closed or 


gauge movement 


from the 


otherwise adhering to the gasket, the 
safety release plate fits tightly 
rubber gasket and is held in place by 
1 small knurled knob than a 
4 p.s.i. pressure forces open the safety 


on a 
Less 
release valve 

Pressure ranges include 15 p.s.i. of 
minunum to 100,000 p.s.1 
Compound and _ retard 
are availabk Manxisafe 
44. 6 and S4-in. and 
sclection of Bourdon 


vacuum 
maximum 
ranges also 
sizes include 
there is a wide 
tube materials and case designs. 
Manning, Maxwell @& Moore, Inc., 


Stratford, Conn 


Lubricants 


For Bearing 
Lubrication 


lubricants have béen an 
nouneed by the maker. Plastilube 1 
said to be a stable chemical compound 
without a soap base that will not break 
down and will neither melt nor freeze 
It is said to display excellent adhesive 
ness in boiling water and retain its 
pumpability at low temperatures. 
Ihe manufacturer states that, al 
though the main use of Plastilube is 


I'wo new 
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Note special tooth arrangement 
in this greatly magnified section. 


nere’s way HEller NUCU 


wavy teeth* save 


half your work 


% Scientific tooth spacing provides 
double-action filing—cuts fast and deep, 
finishes smooth and scratch-free. This 
same feature eliminates chattering and makes 
yt "fo possible a more durable, longer lasting file. 


w 
s Order from your local distributor. 


4 


COMPANY 


acturer 
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Another fr fan— 


Profit Product 


ADJUSTABLE 
HACK SAW FRAME 


HERE IS YOUR SELLING POINT 


This shows the two positions of the frame and illustrates the 
large bearing surface which prevents bending. The steel drill 
rod telescopes through the tube and back into the handle, giv- 
ing a bearing surface of 9° when a 10” blade is used, and a 7” 
for a 12” blade. The feature guarantees that the frame remains 
rigid at all times. Backbone cannot twist because the locking 
pin goes from the top of the handle, through the rod and back 
into the casting. Large holding surfaces at each end of the 
blade prevents its turning or wobbling in the work. 


Sold Through Distributors 


SPARTAN SAW WORKS SPRINGFIELD, MASS. 


PLATEGRI 


PLATE FASTENERS FOR CONVEYOR BELTS = 








Make strong dust-tight 

joints in belts of any width. 
Special design spreads tension 
across belt, allow natural 
assures smooth 


ARMSTRONG BRAY & CO. 


53° Northwest Highway CHICAGO 10 US A 
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for the lubrication of bearings where 
temperatures vary from below freez- 
ing to more than 500 F., it is adap- 
table for virtually every automotive 
and industrial use. 

Warco Open Gear Lubricant, de- 
veloped for open gears, is said to be 
manufactured in a consistency that 
can be applied by hand or by paddle. 
It is claimed that it will not peal off 
when operating at high temperatures 
and can be used outdoors under any 
climatic conditions. Consumption is 
said to be reduced and cleanliness as- 
sured by the elimination of “sling- 
ing” of the lube. 

Warren Refining and Chemical Co., 
Cleveland, Ohio 














Soldering Iron 


With Plastic 
Gun-Grip Handle 


A new instant heat gun type solder- 
ing iron without the use of a trans- 
former has been introduced. The 
maker claims the heat reaches working 
temperature within a few seconds after 
the trigger control is touched. ‘The heat 
is said to be accurate due to heat con- 
trol thermostatic action which prevents 
iron from getting too cool for efficient 
soldering, or too hot for tip safety. 

Known as the Trig-R-Heat soldering 
iron, it is said to operate on ordinary 
house current, 115-126 volts, AC or 
DC. Wattage starts at approximately 
400 watts, and idles at about 100 
watts. 


Wall Mfg. Co., Grove City, Pa. 


Indexing Centers 


Designed For Small 
Precision Work 


New indexing centers, said to take 
stock up to 5-in. in diameter and 6-in. 
in length, have been introduced. 

This device is said to be ideal for 
dividing operations such as machining 
splines, flutes and gears, and also use 
ful for milling, shaping and grinding 
squares, hexagons or odd angles. It 
is claimed that accurate cross-drilling 








More equipment rusts out than breaks down. Corrosion is a 
destructive force that every user of fastenings faces. 

Many manufacturers today have found that fastenings by 
Harper mean longer life for equipment, better appearance, 
well-satisfied customers—because they resist corrosion. 

The H. M. Harper Company is the world's largest exclusive 
producer of fastenings in brass, naval bronze, silicon bronze, 
monel, nickel, aluminum and all stainless steels. Over 7,000 
items in these metals are carried in stock, bringing the advan- 
tage of a single source of supply for all fastenings. 

Harper distributors are located in all market areas, and 
back of these distributors is a complete metallurgical and 


HARPE R engineering service, ready to assist in solving any corrosion 
problem. 


THE H. M. HARPER COMPANY 
8219 Lehigh Avenue, Morton Grove, Illinois 


SPECIALISTS IN FASTENINGS 


7o solve corrosion trabloms A 


~ 


nl, 


} 
{ 


Ne ern wee 


«< 


EVERLASTING FASTENINGS 
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Unlimited 





Applications 


Now Hein-Werner 
Pysh and Pull 
Hydraulic Jack 
meets the needs of the 
industrial user | 


1. Moving 

2. Bending 

3. Pushing 

4. Pulling 

PR 
6. Lifting 

7. Lowering 


Meme 
ES, 


HEIN-WERNER CORPORATION 
Waukesha, Wis. 


A versatile package of hydraulic power... 


it pushes and pulls with one ram—just turn 
release valve to right or left. Direct two-way 
action exclusive with Hein-Werner on all 
models. Remote control pump operates at any 
angle and in any position. It is protected by 
safety valves and cannot become overloaded 


Available in 4, 10 or 20 ton capacities, with 
a wide range of attachments. 





Hein-Werner also foctures @ plete line of 
Hydrovilic industrial Jocks in models of 14%, 3, 5, 8, 
12, 20, 30, 50 and 100 tens capacity. Write us for 
full detoils 
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also can be held to close tolerances 


with the indexing centers 

Equipped with graduated collar, a 
ball crank and worm gear turn the 
head center ach 
cates a center 
minutes while a 
the ball crank revolves the center five 
degrees. <A dial on the worm wheel 
is graduated 360 degrees. For quick 
positioning of the center, the worm 
gear can be disengaged and a clamp 
ing device locks the head center in 
any desired position \s an added 
feature, the manufacturer calls atten 
tion to the plunger type tail center 
with automatic spring tension which 
permits removal of the work without 
disturbing the head center. A knurled 
thumbscrew locks the tail center 
while work is in progress 

South Bend Lathe, South Bend, 
Indiana 


graduation indi 


movement of three 
} 
compicte turn of 


Magnetic Starter 


5 Unit 
Construction 


\ new line of magnetic starters, 
contactors, and relays has been an 
nounced, which is said to incorporate a 
simple 5 unit construction 

A wrap-around cover pulls off, fully 
exposing the front and both sides of 
the unit for 180 degrees accessibility 
The five independent parts consist of 
2 contact blocks, a magnet coil, an 
armature and a 3-coil or 2-coil over 
load relay mounted on a steel panel 
Each part can be removed from the 
front without disturbing another part 

According to the manufacturer, the 
new line features a 3-coil, adjustable 
overload relay permitting 4 ratings 
from each heater coil by changing its 
Ihe double-break contacts, 
made of special silver alloy, can be 
inspected by pulling off a snap-on 
cover; the contacts can be removed 
without tools. The complete contact 


position 





HY-PRO 
TAPS HAVE 
SPECIALIZED 
ENGINEERING! 





..ef0 help cut your customer’s production costs 


At Hy-Pro we concentrate our operation on the manufacture of 
taps. This enables our engineers to continually focus their work 
on the design and production of this one important line. The 
result has been Hy-Pro’s earned reputation as a specialist in all 





tap needs. 

This experience is at your customer’s service. Our specialists 
are always ready to assist in every way—from advising him on a 
particular job to helping in his regular production setup. 

Remind him again of these facts. Hy-Pro’s engineer specialists 
and complete line of high quality taps can help him save time 
and money. 


HY-PRO TOOL €O., NEW BEDFORD, MASS., U.S. A. 


ADDITIONAL WAREHOUSES: 6046 College Ave 10428 W. McNichols Rd 6141 North Elston Ave 
OAKLAND 18, CALIF DETROIT 21, MICH CHICAGO, ILL 


Piedmont 5-4337 University 4-1077 Newcastle 1-6486 
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oe 


IN INTERIOR 
FIRE PROTECTION 


PROMPT DELIVERY 
WIDE SELECTION 
TOP QUALITY 


OFFERS 


FIRE EXTINGUISHERS and SUPPLIES 


Approved for fires of Ciass A, 
Al,68,81,C, Cl —sede-acid, 
foam, V/L, pump, gas — 
several sizes and finishes, 
also cabinets 


*Voted Ist by engineers, 
architects, contractors, 
distributors; most widely 
used. Also complete line of 
hose fittings for all 
purposes. Write for 
catalog or consulting service. 


shed 1887 


W. D. ALLEN 


MANUFACTURING CO. 


CHICAGO 6 - NEW YORK 7 


Quickly reversed 
from the end of 
thehandle 4 


VA Lowell sincs x 


REVERSIBLE RATCHET WRENCHES 


These ‘nches keep hands ?t 


wre 


from your Industrial S pply 


Pre mpt Service! 


Order 
Oltiialelt lies; 


LOWELL WRENCH CO. 


WORCESTER 8, MASS 


for 


weetmcwis 
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block can be removed by loosening 
two screws; the overload relay by turn 
ing out 2 screws. ‘The armature, which 
pivots on rolling bearings, and the 
magnet coil may be replaced easily 
without tools. ‘The complete panel, 
with all units assembled, can be taken 
out of the metal case by loosening 3 
SCTeWS. 

The cover and 
in grey enamel baked on bonderized 
metal. 

Cutler-Hammer, 


base are finished 


Milwaukee, 


Inc., 


| Wise. 








| Chain Tool 

















For Disconnecting 
Pitch Roller Chain 


A new chain breaking tool, known 
as CBT60, is said to disconnect any 
pitch roller chain manufactured ac 
cording to the specifications of the 
American Chain Manufacturers As 
sociation from 4-in. pitch up to and 
including 3-in. pitch. 

According to the manufacturer the 
jaws are of Pearlitic malleable iron, 
heat treated; the pressing tip is of 
case hardened tool steel, and all other 
vital parts are heat treated. The tool 
is 54-in. in length 

The roller link of the chain to be 
disconnected is inserted between the 
jaws of the tool. The adjustable lever 
is turned, forcing the pressing tip to 
push the pin through the pin link 
plate. The process is repeated on the 
pin at the other end of the same 
pin link plate, and the chain is then 
disconnected. 

Boston Gear Works, Quincy, Mass 





SIOUX 


at : : — aT <p Ws 

Years Ahead i 

of Anything ( be 

on the Market! ge 
_o— q)) 


Quick Acting 
Lever Operated Chucks 


CAPACITY 5/16 to %. 

These replacement chuck heads are: EASILY 
OPERATED . . . Require ONLY 5 simple and quick 
operations and the chuck is ready for operation and 
will accept all valves of the same size without further 


sleeve adjustment. 


Ask Your Authorized SIOUX Distributor About ' 


These Years Ahead Improvements 


STANDARD 
THE WORLD 
OVER 
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SCROLL CHUCKS Self-centering models for 
light, medium and heavy duty jobs in tool room or for 
production runs. Available in sizes from 3” to 18” with 
semi-steel or forged steel bodies, and heat-treated 
alloy steel for all other parts. Provided with two sets 
of solid jaws or two-piece jaws for holding internal or 
external work. Lands on the jow, jaw steps and end 
bites ore ground after the chuck is assembled. 


INDEPENDENT CHUCKS Models for 
medium and heavy duty tool room and general machine 
shop work. Available in sizes from 414" to 36” with 
semi-stéel, steel, or forged steel bodies. All other parts 
ore heat-treated alloy steel. Jaws are solid reversible 
or two-piece with reversible tops for either internal or 
external gripping. The body surrounds more than 60° 
of each operating screw for the full length of the screw 
fo assure proper olignment at all times. 


AIR & POWER CHUCKS Self-centering 
models for heavy duty production work on engine and 
turret lathes and automatics. Sizes from 6” to 24” with 
forged steel bodies, and with either 2 or 3 jaws are 
available. The wedge angle is such that work is 
gripped positively regordiess of jaw position. The 
chuck will not relecse the work, even if air line is broken, 
until operator actuotes draw bor. Skinner also has a 
complete line of power chucking accessories. 


MAC HINE VISES Skinner vises are accurate, 
fast acting and positive gripping. Series DPV wrench- 
operated Vises have semi-steel body and hardened 
and ground work holding surfaces. They have all the 
universal features so necessary for drill press oper- 
ctions. Clamp the work for drilling in one plane — 
drill — turn the vise on edge for all right angle drilling 
operations. 

Series FS Vises have swivel bose for accurate in- 
dexing necessary in milling operations. Top of the 
movable jaw is ground parallel to the base for use as 
on indicating base for setting cutters, trueing work, etc. 


Details on the full line of products are included in 
Skinner General Catalog — write to the compeny 
or your nearest Skinner distributor fora free copy! 


THE SKINNER CHUCK COMPANY 
205 Edgewood Ave., New Britain, Conn. 
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Mason’s Wood Level 


Has 4 Plumbs, 
2 Level Vials 


A new 48-inch aluminum-bound 
Mason’s wood level has been an- 
nounced by the maker. 

Known as “Aluminedge” No. 648- 
AB, the new level has 4 plumbs and 
2 level vials. It is said to be made of 
clear California kiln-dried Sugar Pine, 
polished and coated with clear varnish. 
It is completely enclosed with alu- 
minum on every edge. Binding is of a 
precision-rolled aluminum type into 
which the wood stock is fitted and 
sealed. Further adherence is assured 
by fastening with 6 recessed-head Phil 
lips screws on both top and bottom 
surfaces. Ends are machined flush and 
anchored by 2 screws. 

Another feature, listed by the manu 
facturer, is the use of “metallic-sealed”’ 
vials which are claimed to increasc 
level life and accuracy. Vials are en 
closed in a new type plastic ring said 
to afford further protection against 
breakage and maximum light reflection 
for easy reading. 

The Columbian Vise & Mfg. Co., 
Cleveland, Ohio 


Rod Parter 


For Cutting 
Rods and Bars 


A new, improved Di-Acro power 
rod parter for cutting or “parting off” 
rods and bars (from s-in. to #-in.) 
without burr and distortion has been 
announced. 

According to the manufacturer the 
principal improvement is the replace- 
ment of an air operated power unit 
with a motor driven flywheel. The fly- 

















Pick out the tough spots on your customer's pro- 
duction line . . . key spots where a breakdown 
means a costly shutdown. Then show him how the 
Coffing Quik-Lift’s dependability really pays off. 
This hoist is a full-fledged production unit, built to 
stand up under hard assembly line use, Its “tough 
spot” performance soon repays its cost many times 
over in down time saved, If your customer starts 
one Quik-Lift on a hoist assignment where others 
have failed, he will do as many others have done — 
standardize on Coffing. 


For more information on Quik-Lift Electric 
Hoists, write for Bulletin A3E. 


COFFING HOIST 
COMPANY Gj 


Danville, Illinois 


INDUSTRIAL 





Hoist-Alls © Safety-Pull Ratchet Lever Hioists 
Mighty-Midget Pullers © Spur-Gear Haists 
Differential Chain Hoists ® Load Bindérs 
|-Beam Trolleys 
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for maximum 


fastener Strength — 





CLEVELAND (6 Quali 


High Carbon 
Heat Treated 
Cap Screws 


It’s easy to select hex head cap screws when you know that one type, 
which costs very little more than the general run, has all the desir- 
able qualities recommended by metallurgists and engineers. Cleve- 
land High Carbon Heat Treated Cap Screws made by the Kaufman 
Process—the Double Extrusion method—“come through” with all 
the important points experts look for in correctly made fasteners, 


Cleveland specializes in Cap Screws (all standard heads), Set Screws and 
Milled Studs, in unusually wide size ranges. 


CLEVELAND 7 (2<“% FASTENERS 
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wheel drive—operating at 180 strokes 
per minutes—is said to provide six 
times the cutting speed previously 
available. 

It is also claimed that the new 
motor driven unit eliminates the need 
for air pressure lines, and compressors. 
An Ejectomatic gauge, supplied as 
standard — with the power 
parter allows the separate operation of 
gauging, ejecting and cutting to be 
performed in a single working cycle. 
It is said that materials can be “parted 
off” as fast as the operator can feed 
stock through the cutting heads and 
engage the foot clutch. Rate of pro 
duction varies with length of stock 
to be cut. Short lengths are gauged 
and cut more quickly than longer 
lengths. 

Flywheel, motor and other moving 
parts are housed in a welded all steel 
cabinet. Special heads for cutting 
square, rectangular, hexagonal and 
other shaped bars are available as spe- 
cial items. 

O’Neil-Irwin Mfg. Co., Lake City, 
Minn. 














Degreaser 


Improved Parts 
Cleaning Solvent 


According to the maker, Agitene, 
an improved parts cleaning solvent for 
metal parts, now contains “Tergene”, 
a detergent compound for faster clean 
ing action. 

Said to be used in various types of 
parts washing equipment and_ for 
“cold” dip tanks, it is claimed to be 
safe for many types of parts cleaning 
with a flash point of 110 deg. The 
maker states it is non-toxic; will not 
harm any metal, nor require a water 
rinse. 

Recommended for use in removing 
cutting oils, lubricants, grease and 
Sludge, it is said to have a mild, 
pleasant odor, with a light blue color 
for easy identification. 

Agitene is available in 5, 30, and 
55 gal. drums 

Graymills Corp., Chicago, III. 





Cuts any metal that can be machined ! 


High speed steel shockproof 
segments curl the chips out of the cut 
for cooler, smoother, faster cutting, 

and ionger sawing life. 


Silver Steel 
SEGMENTAL COLD SAW 


Available from stock in | iil yS Cuts | Cuts 
12” to 55” diameter. Up to ; ee FERROUS NON-FERROUS pay 
96” diameter supplied on order, i - i ‘g 


ATKINS SAW DIVISION, BORG-WARNER CORPORATION ~- SUCCESSOR TO E. C. ATKINS AND COMPANY ~ INDIANAPOLIS 9, INDIANA 

















GET READY/\ 


FOR THE PROFIT PARADE 
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WALL INDUSTRIAL 
SOLDERING IRONS 


The perfect production-line soldering iron. Designed to take punish- 
ment, so it appeals to all industrial users who are economy-minded. 
® Thermostatic action prevents tip burning! @ Built to withstand con- 
tinuous heavy duty! ® Heats 4 times faster than most other irons! 
® No radionic interference while in use! ® UL and Canadian Stand- 
ards approved! @ Successfully passed the 65° below zero test! 

® Precision wound on pure mica sneet! ® Heat-Control 

means greater economy! ® Complete size range . . . 20 
to 1000 watt! © Operates on 110-120 volts, AC or DC! 


OVER 20,000,000 SOLDERING PRODUCTS SINCE 1864 


= 
~~ 
oO 
a“ 


GROVE CITY © PENNSYLVANIA 
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Diamond Dressers 


For Vertical Or 
Horizontal Position 


New design and development of a 
profile dresser line which includes 
round, square, and octagonal diamond 
dressers, are said to provide a versa 
tility preferable to the single point 
diamond. According to the manufac 
turer the -new line will dress every 
type and size of grinding wheel, and 
application is for straight, form, and 
profile dressing on centerless, cylin 
drical, surface, and internal grinders 
It is also stated that tools can be used 
in either vertical or horizontal posi 
tion, depending upon the application 
involved. 

The elongated West African dia 
monds mounted in the Prestalloy ma 
trix are entirely used up and no further 
setting is required, which, according 
to the maker, results in more eco- 
nomical operating costs 

Diamond Products, Inc., Flyria, 
Ohio 


Portable Oven 


With Eight 
Compartments 


The addition of an 8 compartment 
unit, called Model PL 2A, has been 
announced by the maker of portable 
electric ovens. The compartments are 
said to allow for separation of differ- 
ent sizes or types of products while 
d:ving, baking or preheating. 

Features claimed by the manufac- 
turer include adjustable temperature 
control to 325 deg. F.; portability; 
operation from 110 Volt AC outlets; 
fan driven forced circulation of air 
which forces moisture out; adjustable 
damper for control of temperature 

Size of the oven is 30-in. wide by 
25-in. deep by 24-in. high; inside is 











= Red Shield says: 


\{ STANDARD for tough jots 


STANDARD TU OOL 1 (0. 0. 


NEW YORK > 








Aiwece 1887" 


STANDARD service engineer 


Pt — 
a0 Kea aA of tole, ”Z, , fas ) pl your customers individual tool problems anywhere in the U.S.A 
, br 
‘ ld / 


ing specialists are available for 


The STANDARD Line is complete, preferred and promoted 


Pr Standardize with, STANDARD. It is a good line © represent 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 





DETROIT * CHICAGO + DALLAS + SAN FRANCISCO 


keeping fabrics 


‘fon the move’”’ 


in Hunter Piece Dye Machines 

















The large yardage of cottons, rayons, synthetics, woolens or 
worsteds accommodated by Hunter Piece Dye Machines — 
in one, continuous operation — involves thousands of dollars 
per batch. 

Should the movement of cloth over the reel be interrupted, 
allowing the material to remain stationary in the dye liquor 
for an appreciable time, the ruined fabric would obviously 
involve a major loss. 

As a safeguard against such failure, James Hunter Machine 
Company, the manufacturer, takes every precaution to insure 
the dependability of its transmission. The reel which carries 
the cloth in its Model A and Model S Dye Kettles is motor- 
driven through a Winsmith Type B, single reduction, worm 
gear reducer. “The Winsmith Reducer was selected for its 
dependability,” say Hunter engineers. “Our experience with 
them is such that a change has never been warranted.” Like- 
wise, Winsmith reducers are used on Hunter Single Apron 
Dryers and Sample Dye Kettles. 

The advantages of Winsmith Speed Reducers for any appli- 
cations within the 1/100 to 85 hp range, in ratios from 1.1:1 
to 50,000: 1, have made them a distinct preference. Make sure 
you are acquainted with the complete, fully standardized 
Winsmith line of worm, helical and patented differential gear 
designs. Request Catalog 148. 


WINSMITH. INC. 


12 Eaton St. 
Springville (Erie County), N. Y. 
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284-in. wide by 24-in. deep by 204- 
in. high. Shelves are of expanded 
metal. Exterior is heavy gauge steel, 
contour formed for strength. Insula- 
tion is asbestos aircell. Finish is grey 
wrinkle, baked enamel with plated 
hardware. 

According to the manufacturer, 
specifications can be varied to suit 
the application. ‘The oven can be 
equipped with outside reading ther- 
mometer; 60 minute, 6 hour, or 12 
hour timer; red pilot light that shows 
when heating elements are on; oven 
stand; and thermostat control. 

Grieve-Hendry, Inc., Chicago, III 














Drills 


Geared Chuck, 
Full-Grip Handle 


A new line of Ball Rite electric 
drills, described as a popular priced 
line in the industrial held, has been 
introduced by the maker. 

Features claimed by the manufac- 
turer include: ball bearings in the 
right places; always hardened gears; 
double coil motor; dynamiically bal 
anced armature for smooth flowing 
power. 

It is stated that large producers such 
as aircraft and automotive plants have 
used this new line of drills which was 
tested for six years in the field under 
a different name. 

Cummins-Chicago Corp., Chicago, 


Til. 
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PACKAGED FASTENERS 


ad if = _ think of CENTRAL... 
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They speak for them- 
selves! Your satisfied 
customers tell why... 





te s 
ee THE- R EC Oo, 


"Te 
wave FASTENER. | 


“ 
4 
ts 








— ot 

gr? ae 

COLOR cove? ee Of es 

| Quic, IDENTIFICAT' in’? a. ~~ a 
— 


METAL & 
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VICE ro customer * 
WAITING! 


Yes — your salesmen praise the eye-appeal of 
Central Packaged Fasteners. Color-coded labels 
enable them to select type, size and head style 
at a quick glance. American industry has used 
Central’s finest line of precision fasteners for 
nearly half-a-century. For real ‘‘Shelf Appeal” 
specify Central Packaged Fasteners. 


Specify % ENTRA L + the Complete line! 


@ WOOD SCREWS @ STOVE BOLTS 


@ TAPPING SCREWS @ DRIVE SCREWS 
@ MACHINE SCREWS @ SEMS SCREWS 


@ WING NUTS AND CAP NUTS @ THUMB SCREWS 
STANDARD SLOTTED AND PHILLIPS RECESSED HEADS 
@ HEXAGON AND SQUARE NUTS @ WASHERS 





CHICAGO tL ie KttNE NH go 


LOS ANGELES CALIF — - pombe 
“= Saya = | oa 


Ce ee een 2 ee ee ee 2 ee 


CENTRAL SCREW COMPANY 


SHIFLDS. AVE. CHICAGO 9 ILLINOIS 


Rasy ne 
, 30286 £ ELEVENTH ST LOS ANGELES 23, CALIF © 149 EMERALD ST KEENE N WH 
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# 
Whatever Type 


You Want, We Have it! 


Most COMPLETE LINE Available 


If it's a cast pulley, you name it 
and we'll ship it—fast! Here at 
Medart are pulleys made from the 
best cast iron produced. Here are 
pulleys for every requirement in 
every size in use—with split rim or 
solid rim—split hub or solid hub 
—single arm, double arm or web 
center— 





internal or external flange, one side 
or both—loose pulleys and 

tight pulleys. 

Or if, by chance, you need a special 
pulley, we can make it quick. 

It will pay you to have the Medart 
Catalog on hand for reference, and 
for easy ordering. Send for it now! 





Here also is your best source for all 
types and sizes of cast tooth or cut 

DOC p § tooth sprockets — made of Medare 
wear-resistant Hi-Ten cast iron — 

] for malleable, roller or other kinds 
(0)! of chain. And there's also a full 


line of gears! 





ATTACH TO COMPANY LETTERHEAD 
THE MEDART CO. MEDART CO., 3535 DeKalb St., St. Louis 18, Mo 


Most Complete Source For (1) Send Catalog showing afl Medart Pulleys 
Mechanical Power Send Gear Catalog 
Transmission Equipment Also send following catalogs: () V-Belts and Sheaves 
C) Speed Reducers Pillow Blocks and Hanger Bearings 
3535 DeKalb St, 


St. Lovis 18, Mo. Meme. 


Title 
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Pump Unit 


For Handling 
Heavy Fuel Oils 


\ new multiple V-belt drive pump 
unit for handling heavy fuel oils and 
for other non-corrosive viscous liquids 
in circulating and transfer service has 
been introduced. 

Known as Type SU, advantages 
claimed include: simplified motor 
mounting for motors up to 5 hp; one 
point belt tension adjustment; ball- 
bearing pillow blocks to carry weight of 
pulley and take side pull of belts; pump 
and jack shaft direct-connected by flex- 
ible coupling; pump, jack shaft and pil- 
low blocks available as a separate unit; 
mounting bolts and adjustments read 
ily accessible; and wide range of pump 
models and capacities. 


Tuthill Pump Co., Chicago, III. 














Transmitter 


Weatherproof 
Weighs 712 Ibs. 


A miniature pneumatic transmitter 
for measuring and transmitting read 
ings of temperature, pressure, vacuum, 
differential pressure, and liquid level 
of recording, indicating, and control 
ling receivers, including miniature type 
receivers, has been announced. 

I'ransmission is said to be by means 
of air pressures of between 3 and 15 
psi that have a direct relation to the 
measured quantity. 

Chis new type transmitter, known 
as Series 650, is said to use a simple 
transmitting mechanism with only 
one pivot and no flexures. It is claimed 
that friction and lost motion is there- 
by eliminated for all practical pur- 

(Continued on page 172) 





New Counterbore 


with interchangeable pilots 


























Photograph by Morton Berger 


Introducing the Butterfield High Speed Counterbore and Spot Facer 


in standard and aircraft designs . . . latest exarnple of 


Butterfield craftsmanship. 


BUTTERELBLD 


Union Twist Drill Company Butterfield Division Derby Line, Vermont, U. S. A. 


DRILLS TAPS ° DIES ° REAMERS ° COUNTERBORES ° SCREW PLATES 
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Craftsmanship 


The specialized knowledge Union has gained 
through yeors of experience in making cutting tools 


is applied to every individual design i! turns out. 


UNION TWIST DRILL COMPANY . ATHOL, MASSACHUSETTS 
Milling Cutters Gear Cutters Twist Drills Hobs Reamers 


Carbide Tools 
OWNERS AND OPERATORS OF: S. W. CARD MANUFACTURING CO. DIVISION, Mansfield, Mass. 
BUTTERFIELD DIVISION, Derby Line, Vermont and Rock island, Quebec 
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PROVE LONG LIFE OF 


UTICA 


a All across the country where this automatic edge 

y tester has been demonstrated with Urica® pliers, thou- 

4 sands have marveled at the rugged, long life of the 
il Utica cutting edge. 

Pliers used are standard, out of Urica stock, and 

the wire is .080 hardened steel plow wire (Rockwell “C”’ 

47 Tensile Strength 224,000 P.S.1.). Utica standards 

require at least 100,000 cuttings — yet this minimum is 

often exceeded in our continuing laboratory tests. 

The secret is Urica’s own process of extra harden- 

ing the cutting edges. Ask for Urica, and get the benefit 
of longer tool life. 


Note that in this 
grueling test all 
cuttings are made 
ot precisely the 
some points of cut 
ting edges. In ac 
tuol use, the wear 
would be some 
what distributed 


CTICA screw oRivers 


Ask about the new line of Utica 
Screw Drivers — typical in quality of 
all tools by Utica. 


and the world's best tools 
It pays to sell quality tools R are made in U.S.A. 


DROP FORGE AND TOOL 


CORPORATION In Canada 
ADLAM TOOL & SUPPLY CO., LTD., MONTREAL; 
WALLS-IRONS, LTD., WINNIPEG 


UTICA 4, NEW YORK 
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How SpS Helps the Industrial Distributor 
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SPS Helps the Industrial Distributor 


THROUGH 
BRAND NAME 
RECOGNITION 


A familiar brand name is a major asset to those that 
sell the product as well as the company that makes it. 
It has customer acceptance because it’s widely adver- 
tised. It identifies what you are selling. It paves the 
way to a sale. You don’t have to cut prices on brand- 
name products; brand-name products don’t disappear 


from the market. 


How do you get a brand name like UNBRAKO recognized ? 
You must have a quality product. You must advertise 
it consistently and well. SPS makes the brand name 
UNBRAKO profitable for you by making the best socket 
screws money can buy and then backing them with the 
largest national advertising campaign* in the industry. 
SPS, Jenkintown 13, Pennsylvania. 


*In 1953, UNBRAKO advertising will reach the readers of 48 
business papers with a total circulation of over 8,500,000. 


UNBRAKO SOCKET SCREW DIVISION 
‘ 4 


(ju tjtiit Yu - A START FOR THE FUTURE JENKINTOWN [Ml PENNSYLVANIA 
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Flat Head Shoulder — meee Oowel Button Head 
Cao Screw hrew socket Screw 
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Get the service 
you like to give 


wie KELK LEY 


THE FASTER SELLING LINE 


verything you need in steam, air or 
liquid control equipment. The Keck- 
ley line is complete. You don't have 
to use two or three sources for a few sim 
ple control items. Order it all from Keck- 
ley and get prompt, efficient service, the 
kind you like to give your customers 


Write for full information today 


TYPE AA—Precision pressure regulato 
for steam, or air service! Equipped with 
Keckley’s famous Unit Pilot Valve, re 
movable as a unit for fast, easy service 
and maintenance. A valve your customers 
use for many widely varied control appli 


cations 


SELF-CLEANING STRAINERS—For pro 
tecting vital parts of valves, pumps, traps, 
pressure regulators and other equipment 
Furnished in sizes from 4” through 12” in 
bronze or semi-steel. Simple opening of 


blowoff valves cleans brass strainer screen 
STYLE B 
STRAINER 


without removing it from the body. Sell 
them to all your customers who have val 


uable equipment to protect 


NO. 40—-Pop safety valve for use on air 
or saturated steam service to protect 
equipment. No. 44 Relief Valve for water 
service. Available with top or side outlet 


Sizes from §” to 2)” 





Our Engineers will gladly help you 
in making correct recommendations 


WRITE FOR YOUR FREE COPY OF 
NEW, COMPLETE BULLETIN 53-C 


NO 40 POP 
SAFETY VALVE 


PRESSURE REGULATORS « TEMPERATURE REGULATORS + POP SAFETY 

VALVES + RELIEF VALVES + FLOAT BOXES + BALANCED VALVES 

FORGED STEEL GAUGES + MOTOR OPERATED VALVES + PUMP 
GOVERNORS + FLOAT VALVES * STRAINERS 


O.C. KECKLEY COMPANY 


400 W MADISON STREET CHICAGO 6, ILLINOIS 


poses. ‘The transmitter is said to be 
sensitive to extremely small changes 
in the measured value, as little as 
0.03% of range, including reversal. 
High-speed transmission and superior 
control are said to result from the use 
of a pneumatic relay which has an 
output capacity of 3.0 scfm 

The Series 650 pneumatic § trans 
mitter, weighing 74 Ibs, is said to be 
weatherproof, and can be installed in 
any location and will operate m any 
position. 

The Bristol Co., Waterbury, Conn. 





Screwdriver 


For Adjusting 
Focalizer Coils 


\ special-purpose screwdriver, de 
signed for adjusting focalizer coils, has 
been announced by the maker as an 
addition to their line. 

Ihe new screwdriver has an extra 
long shank (10 inches} to reach into 
the ‘T'V chassis, and its 4-in. blade is 
said to be flared at the tip and tapered 
to fit snugly in the focus adjustment 
screw. Advantages claimed for this 
tool are: it is non-magnetic, ftatiguc 
resistant and does not need frequent 
regrinding. The non-sparking chara 
teristic is another feature claimed for 
use where explosive atmospheres exist 


Xcelite, Inc., Orchard Park, N. Y 


Flexible Hose 


Spiral Wire 
Reinforced 


Three new and improved types of 
hlexaust spiral wire remforced flexibl 
hose are now availabl Because of 
the new double-overlap construction 
the manufacturer claims the new type 
have double the resistance to flexing 
fatigue, greatly increased _ tensil 
strength and greater resistance to abra 
sion wear, while being lighter in 
weight than the old types they 1 
place. 

Designated Type CWL, CWC, 
and CWY, the new types replace the 
CWS, CWM, CWR and RS types 


“Faster deliveries from Keckley's complete line of steam, air and liquid control equipment.” 
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Double reduction § 
straight line drive 


Triple reduction 
straight line drive 


Double reduction 
Double reduction right angle drive 


vertical drive 


FOOIE? BROS. 





Boller Power Thakoon Though Teller Lear 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
4545 South Western Boulevard . Chicago 9, Illinois 


POSSESSES SSHHESSSESESESSESESSESEESESESESESHESTESESESESEEH EEE SESEESESES 


L) Seraight line drive 


24WL Right angle Line-O-Power Drive 
on a Chain Conveyor 


On conveyors or other materials-handling equipment, 
slow speed is essential. With Line-O-Power Drives, it 
is possible to transform high motor speeds into almost 
any desired slow end speed. 

Here, for example, is a Line-O-Power 
Drive on a chain conveyor. Low in original cost, it 
provides economical service day in and day out with 
minimum attention. These drives have proved their 
value to industry because of their compact size, sturdy 
construction and high efficiency. 

First reduction is taken through precision worm 
gearing, second and third reductions through Duti- 
Rated helical gearing. Duti-Rated Gears have file-hard 
tooth surfaces with ductile cores that permit heavy 
loading and yet assure long life. Available for straight 
line service — for right angle service — or for vertical 
application, 


ce ym pact 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
Dept. 1D, 4545 South Western Boulevard, Chicago 9, Hlinois 
Please send me Bulletin LPB on Line-O-Power Drive 

I am interested in 


C}) Vertical drive C] Right angle drive 


Name 
Company 
Position 
Address 


City Zone Seace 
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Basilio Notaro uses bis many years of Upson-Walton experience 
in adjusting wire rope forming dies. 


Wire rope craftsman 


T takes more than machines to build an outstanding wire rope .. . it 
takes men with the skill born of long experience. Upson-Walton wire 
rope is engineered for safety ... and quality control checks are applied 


throughout manufacture by men who are craftsmen at their tasks. 


Specify Upson-Walton for the extra care and experience that mean 


longer, safer service from your wire rope. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE - CLEVELAND 11, OHIO 
Chicago . Pittsburgh 


New York 


Manufacturers of 40M Three 


Tackle Blocks ° Fittings 


Wire Rope 


YOU CAN DEPEND ON UPSON-WALTON'S 81 YEARS OF EXPERIENCE 
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which will 10 longer be manufactured. 
The company will continue to man- 
ufacture their Portovent and Bloflex, 
ring reinforced and non-reinforced, 
hose types 

The new construction is reported 
to make many additional uses possible 
in the handling of air, gases or ma 
terials by pressure, suction or gravity 
flow. 

American Ventilating Hose Co., 


New York, N. Y. 














Hydraulic Puller 


Remotely Controlled 
For Pulling & Pushing 


\ new remotely controlled hy- 
draulic puller for both pulling and 


pushing has been introduced. Known 


as the Simplex Re-Mo-Trol, it is said 
to be portable and available in capac- 
ities from 10 to 100 tons. 

The maker states that, because it 


| is remotely controlled, workmen can 


operate it from a safe location. A 
“center-hole” construction extends the 
— of the puller to pulling 
axles, shafts, etc., because a connect- 
ing rod can be attached to the object 
to be pulled and the rod drawn 
through the center of the Re-Mo-Trol. 

According to the manufacturer the 
unit can also be used where lack of 
space prohibits the use of self-con 
tained puller or jacks. 

Templeton, Kenly @@ Co., Chicago, 


Tl. 


Bolt Hole Cleaner 


Collects Dust 
In Rock Drilling 


An electrically driven “MSA Bolt 
Hole Cleaner,” said to be designed for 
collecting dusts produced in_ rock 
drilling in coal mines, has been an 
nounced by the maker. 

A self-contained unit with 1 hp 
explosion-tested motor and control, 
it is designed for use with rotary drills 

(Continued on page 178 











ALL THIS... 


no grease “throw off” 
no fire hazard 


no slippery areas 


safe, easy application 


SIGs Mie. - 


... With 

KEYSTONE +32 } - 
OPEN GEAR 

GREASE 

(cartridged) 


@ PLUS A 50% CUT IN GREASE CONSUMPTION ! 


For three years the pulp mill of a 


northwestern paper company has 
used Keystone #32 X Light on 
the spur gear train of their pulp 
Master 


Mechanic’s own version as to 


drier. Here’s the 


why he likes #32: 


‘*Formerly we were using a grease 
which was thrown off onto other 
parts of the machine, creating a 
very bad fire hazard, also mak- 
ing ladders and decking a dan 
gerous place to work. We find 
Keystone +32 Grease easy to 


apply and not dangerous to put 
on while the machine is running. 
Furthermore our gears appear 
to be in much better shape and 
we use only half as much grease. 
The gears take little grease, 
applied less frequently, to main- 
tain the coating. We also use 
#32 on our other open gears, 
such as those on the agitators.”’ 


DESCRIPTION: Keystone #32 
Grease has an operating range 
from 40° to 400° F.; is supplied 
in cartridge form for gun appli- 
cation; is exceptionally adhesive; 


¥ 


Looking for savings? 


Your Industrial Distributor is your man. 
’Phone him today for time- and trouble- 


saving recommendations. . 


plus fast 


service on practically any maintenance 


or equipment item you need. 





repels cold and boiling water, 
and has a high load capacity. 
Density X Light serves most 


applications. 


MR. DISTRIBUTOR... 

This is one of a series of case 
histories which prove that the 
economy afforded through use of 
Keystone Specialized Lubricants 
is not an unsupported claim but 
isa guaranteed fact. KEYSTONE 
LUBRICATING COMPANY, 21st & 
Lippincott Sts., Phila. 32, Pa., 
Est. 1884. 


SPECIALIZED 
LUBRICANTS 
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REPUBLIC UPSON 
BOLTS AND NUTS 


Easy to assemble...easy to take apart — 
and maximum thread area in perfect con- 
tact to assure uniform, lasting grip. 

More than 20,000 types, sizes and shapes 
of Republic Upson Bolts and Nuts have 
been designed and engineered to give peak 
performance during and after assembly. 
Millions of these top-quality fasteners, 
in countless applications throughout the 
world, testi‘y to their many advantages. 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND 13, OHIO « GADSDEN, ALABAMA 
Export Department: Chrysler Bldg., New York 17, N.Y 
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“ Rankin Equipment Co., Yakima, Washington, says: ~ 





“A glance at Monobloc 
construction is your cue to 
its smooth operation” 


The Worthington DN monobloc centrifugal pump 
not only looks streamlined but it has a heavy balanced 
construction that assures perfect alignment of pump 
and motor for really smooth operation and long life. 

It saves you floor space and cuts installation costs 
with its single-base mounting. No extra foot supports 
or base plates! Over 30,000 sizes, variations or com- 
binations. 

The same pump unit—with conventional stuffing 
box or mechanical seal—is available as a frame- 
mounted unit in the companion type CN line. 








“ Smith-Courtney Company, Richmond, Va., reports: 


Sy 


“Two kinds of fluids demand 
two kinds of rotary pumps” 


For Viscous Liquids, it’s the Worthington Herring- 
bone-Gear (GA and GR) design that eliminates end 
thrust, operates smoothly and quietly, and reduces 
bearing wear. For very thin non-lubricating liquids, 
it’s Worthington’s sliding vane (VE) types, with 
automatic compensation for wear, high suction lift, 
and replaceable wearing parts. 

Capacities: Herringbone-Gear—1 to 5,000 gpm 
(pressures to 500 psi). Sliding Vane—25 to 1,000 gpm 
(pressures to 200 psi). 








Capacities 10 to 1,800 gpm. : i 
See your Worthington distributor 7 z 


: 
ry 


See your Worthington distributor 7 
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Biggs Pump & Supply Inc., Lafayette, Ind., advises: 





“Worthite tops the list 
for corrosion resistance” 


When you’re choosing chemical pumps, you'll be 
off to a good start if you check the complete Worthite 
line—standard sizes from 1 to 5,000 gpm. 

Worthington’s Worthite leads the field of metals 
and alloys in the same price range when it comes to 
corrosion resistance. Users constantly report excep- 
tional non-shutdown service records under tcughest 
conditions. 








See your Worthington distributor 





All Worthington distributors agree: 


“No other pump line 
is so complete” 


A quick call to your Worthington distributor 
is often all it takes to bring the answer to your 
pump problem and many other equipment needs 
involved in operating your plant. 

He’s got the broadest line available anywhere: 

Centrifugals in over 30,000 standard combina- 
tions of capacities, heads, casings and mountings, 
for any drive available. 10 to 1,800 gpm, coolant 
and circulating types, regenerative turbine types. 

Rotaries both gear and vane types. Steam, 
power, and dry vacuum pumps. 

Worthington Corporation, Pump and Com- 
pressor Merchandising Division, Harrison, N. J. 


Worthington Standard Pumps: 
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Single-Pad... 
Straight-Line 
Action... Wet 
ot Dry Sander 
Added to 
National Sander 
Line! 


ATI@NAL ) 





Here is the latest addition to the extensive 
National Line of electric and air driven 
block sanders. The Model 600 is a fast, 
lightweight, powerful straight line 
action, single-pad air sander with water 
attachment. Its 5/16” stroke assures 
rapid stock removal. It is the product of 
National's years of experience in sander 
engineering and development combined 
with careful field testing on manu- 
facturers’ production lines. 


NATIONAL 


NATIONAL AIR SANDER, INC. 


272822 AUBURN STREET, ROCKFORD, ILLINOIS 
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where no mechanical power take-off 
is available. A mechanically driven 
unit has been designed for permanent 
mounting on either electric rotary 
drills or compressors. A compressed 
air-driven assembly, for mines piped 
with air, or where there is a semi 
permanent compressor, is available in 
two models. 

According to the manufacturer, 
U. S. Bureau of Mines approval has 
been obtained for the unit's operation 
in any of seven different wavs. It is 
claimed that it can be used for elec- 
tric rotary drilling vertically upward, 
upward through channel, and diag- 
onally upward. For pneumatic drill- 
ing, approval has been granted for 
drilling vertically upward, upward 
through channel, diagonally upward 
and vertically downward. 

Mine Safety Appliances Co., Pitts 
burgh, Pa. 


Vise 
Versatile 
Four-In-One 


\ four-in-one vise, said to reduce 
set-up time and eliminate costly jigs, 
has been introduced. 

According to the manufacturer, all 
parts necessary for clamping work 
securely and accurately are included 
in the one unit. Few adjustments 
are said to be needed to clamp the 
work securely into position and accu- 
racy is increased since wobble and 
play are eliminated. 

It is pointed out that the rear tur- 




















New G-E Rapid Start lamp needs 
no starter, cuts maintenance 


IN THE NEW RAPID START lamp circuit G E has been 
able to eliminate the starter required in standard lamps to 
pre-heat the cathode. For that reason, maintenance is even 


easier, more economical than before. 


This new General Electric Rapid Start lamp was made 
possible by two G-E developments: an improved triple-coil 
cathode that replaces the double coil in standard fluores- 
cent lamps, and a Rapid Start ballast. logether, they vive 


This is better... 


General Electric Rapid Start lamps almost instant starting 


and smooth, simple operation. 


G-E Rapid Start fluorescent lamps are rapidly becoming 
available. Many leading fluorescent lighting fixture manu- 
facturers are incorporating the new lamps and ballasts in 
their latest equipment. These two newest developments of 
G-E research are another reason why you can expect the 
best value from General Electric fluorescent lamps. 


Jou can put your confidence in— 


GENERAL @@ ELECTRIC 
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U g d ° ret revolves, presenting four different 
se em over an over again faces for holding various kinds of 
work including round, square, oc 
tagonal, rectangular, flat or angular 
shaped pieces, vertically, horizontally 
or at an angle. Auxiliary jaws at the 


for top of cach turret can be spread at an 


angle to hold odd shaped work. 


Ihe new vise, available in two sizes, 
> is said to be used in manufacturing 

Roseel 
plants on productions and repair work 


Brown Engineering Co., Reading, 


Pa 

















Malleable Bushing 


Split Taper 
Compression 


\ new malleable split taper com 
pression bushing, claimed to be prac 
tically indestructible except through 
considerable abuse, has been intro 
duced. 

The manufacturer points out that 
the new bushing offers one simplified 
bushing system for virtually all types 
of power transmission equipment 
The same bushing is used in their 

single and multiple groove sheaves, 
Dart's True Ball Joint Makes the Difference rigid oh thie couplings, paper 
pulleys, and the new line of roller 


—_ — chain sprockets. 
Dart Unions are leakproof on the pipeline and Che bushing’s taper compression fit 


on the pocketbook. They're spherically ground in sheave or sprocket is said to exert 
to a true ball joint with wide, true-bearing surfaces. Because seats a tremendous holding power on thi 
stay unscarred and true, these unions won't leak —and you can use shaft and eliminates sloppy or wall 


them on job after job. owed-out bores and scored shafts. It 
can be removed, if desired, by trans 


QUICK FACTS ferring hardened cap screws to tapped 


- : : ; ? Ae | be ¥ 5 ‘ ¥ 
@ SEATS of special alloy bronze provide high resistance to pitting . ff vong Bo —> ing 
row Hig g O., AVSVITIC \ 


and corrosion 
@ BODIES AND NUTS are practically indestructible. They're air- 

refined, high test iron Chuck 
@ SHOULDERS are tough and heavy — made to take the most 

violent wrenching 
You'll profit when you add Darts to the 
other quality lines you carry. They're the 
type of product that builds confidence. 


Direct Mounting 
On Machine Tools 


\ new addition to the maker's linc 
of lathe chucks, designated as No 
5909 8-in. 4-jaw independent chuck, 
has been announced. It is said to be 
DART UNION COMPANY threaded 24-in 8 for direct mounting 

on lathes, milling machines, grinders, 

Providence 5, Rhode Island ind other machine tools with 24-in 

The Fairbanks Co. — Distributors 8 spindles 
Boston* New York: Pittsburgh: Rome, Ga. UNIONS No adapter is required and the 


wil 
nn" 


"mil 
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The U.S. Steel Supply team that gives you 
personalized service | 
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...0our Salesman 


puts this team to work for you! 









VD 


What do you need? Steel? Tools? Special 
purpose equipment or machinery? Advice on 
working an unfamiliar type of steel? Help in 


2 yetateaoege YOUR STEEL requirements be- 
comes our team objective when you tell 
your needs to your U. S. Steel Supply sales 


man. Behind your salesman is a team of meeting a pressing delivery date? Give your 


technical experts, each one a specialist in his 
field . .. and your business receives the atten- 
tion of every member of the team who can 
contribute to its progress. 


order to your U. S. Steel Supply salesman. 
He will see that it gets immediate attention 
from the U. S. Steel Supply specialists best 
qualified to serve you. 













YOUR “ONE CALL” SOURCE OF STEEL SERVICE 


U.S. STEEL SUPPLY 








UNITED STATES SUPPLY DIVISION, UNIT! TATES STEFL CORPORATION 
HEADQUARTERS: 208 LA SALLE ST., CHICAGO 4, it WAREHOUSETS AND SALES OFFICE 
BALTIMORE +» BOSTON + CHICAGK EVELAND + HOUSTON LOS ANGELES MILWAUKEE + MO 
NeWARK + PITTSBURGH PORTLAND FE. + ST. LOUIS + TWIN CITY (ST. PAUL SAN FRANCISCO 
Scies Offices: INDIANAPOLIS + KANSAS CITY. MO. + F ADCLPUIA + PHOEMIX + ROCKroee * SALT LAKE CITY H END tod 


TULSA + YOUNGSTOWN 
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\t PAY DIRT 


WITH THE 


HOT PROFIT LINE 


— - 


No. 120 Hi-Speed No. 101 No. 118 Combination 
Heot Treating Furnace Bench Furnace Bench Furnace 





No. 60 
No. 1019 Concentric Ring No. 20X 
Melting Furnoce Burner Cross Type Burner 





No. 706 
Hardening 
No. 32 Tempering 
Urn Burner and 
Annealing 


No. 8 
Adjustable Torch Pumnese 


ond Melting Pot 








Every factory and industrial user of gas a equip- 
ment is a red hot prospect for one or more of the many 
products built by Johnson. Cost cutting, gas saving John- 
son features mean greater efficiency and economy for 
users... increased volume and profits for you. Hit the 
trail with the complete Johnson Catalog and get your 
share of profitable business. 
New Johnson Catulog. Write for your copy. 


Johnson Ges Appliance Compony 
588 E Avenue N.W., Ceder Repids, | 


JOH ance en 


INDUSTRIAL GAS EQUIPMENT 


Furnoces © Burners + Tarrhag © Valves © Mixers © Blowers 
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chuck is therefore mounted up close to 
the spindle bearing. This close mount- 
ing is said to eliminate chatter that 
might be caused by excessive overhang. 

According to the manufacturer, the 
body is semi-steel; jaws are steel, heat 
treated and ground; screws are alloy 
steel, heat treated, and threaded thei 
full length except where necked for 
bearing; thrust bearings are steel, heat 
treated and fitted tightly into chuck 
body. An operating wrench is included 
with each chuck. Net weight of chuck, 
19 bbs; center hole diameter, | -9/16-in; 
body thickness, 24-in. 

Westcott Chuck Co., Oneida, N. Y 


Blade Shell Mills 


Carbide Tipped 
Precision Ground 


According to the manufacturer, 
smoother finishes and more precise 
tolerances are now possible with their 
new standard inserted blade shell mills. 

These carbide-tipped shell mills 
range in size from 3-in. to 6-in. and 
are available in 4 and 6 blade styles. 

All blade slots of these cutters are 
said to be finished ground to precision 
tolerances to assure minimum tooling 
time and maximum operation time. 
Blades are also ground on both locat 
ing sides, said to assure absolute mini 
mum of total indicator run-out when 
the tool is in operation. 

All carbide edges are said to be dia 

















YOU CAN PICK 


oft the Floor 





WITH 


» U.S. RUBBER 


— FOR 
Restaurants Banks 
Stores Libraries 
Theatres Schools 
Night Clubs Churches 
Apartment Houses Hospitals 
Office Buildings Auditoriums 
Hotels Ships 
Clubs 


U.S. Royalite® perforated and corrugated mats and 
matting, and U.S. Geometric Roll Matting are the ideal 
floor covers. They are loaded with strong selling features, 
packed with profit-pulling points. For example: 


@ Rich colors and designs @ Noiseless to walk on 
@ Cleaner, more sanitary @ Can be furnished with any 
~~, @ Tough, durable identification desired 
Roll Matting 
U.S. Stair treads are available in a variety of lengths and 
are made to withstand rugged conditions. 


For full information, write to address below. 


U. S. Stair 
Treads 


PRODUCT OF 


UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION «» ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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Your Name 
Here 


... because we know 
how important 
our distributors are 


These packaged shim stock racks 
ere provided with your firm name 
very neatly imprinted on them. The 
only requirement is o minimum quan. 
tity of 25. 


Here's the ideal way to keep your firm name be- 
fore the people who actually use your products. 


Sell pockages instead of inches! 
Rock holds four 6” X 100” cartons 
of brass or steel shim stock in gouges 
of the customer's choice. 


NATIONALLY ADVERTISED * EASY TO STOCK AND HANDLE 
All SALES THROUGH DISTRIBUTORS * HIGH QUALITY 


LAMINATED SHIM COMPANY. 


N STREET . Lf 


Kw - PA reRS 





When Purchasing Rope— 


“WATERPROOFED” 


. 


ai = ASK FOR 


eee THE ROPE 


Sage ~~ 
“ Ries . t 
\ja 


A a ce | WITH THE BLUE 
‘ ‘ en ‘T | Pe 
s F Te ay AND YELLOW 


; MARKER 


Found on the outside 
of 4%” diameter and 
larger sizes and on 
the inside of all 
smaller sizes 


THE EDWIN H. FITLER CO. 


PHILADELPHIA 24, PA. 


DEDICATION OF OUR NEW ORLEANS PLANT 
WILL BE APRIL 16, 1953 
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mond lapped. Blades can be removed 
for free hand grinding to a template 
or precision ground in the cutter body. 
I'wo styles of blades are available for 
steel, non-ferrous and cast iron milling 

Wendt-Sonis Co., Hannibal, Mis 


sour. 














Speed Knob 


Provides Tightening 
And Clamping Action 


The addition of hand bar speed 


knobs to their line of standardized 
components has been announced by 
the maker. 

The new speed knobs are said to 
be constructed with four metal prong 
to provide greater tightening and 
clamping action by simply inserting 
a spanner or wrench handle between 
the prongs 

Made of malleable iron casting 
the new speed knobs are available in 
1 wide range of sizes in blanks, drilled 
ind reamed or drilled and tapped. ‘The 
maker states they are designed to r 
place standard knobs and handwheels 
for extra clamping action on dics 
jigs and fixtures 

Jergens ‘Tool Specialty Co., Cleve 
land, Ohio 


Fittings 
Now Available 
With Buty! Seals 


Phe availability of Quikupl! staink 
stecl fittings with Butvl rubber seal 
has been announced by the maker 

According to the manufactur 
Butyl seals will permit the use of 
Quikupl installations in a greater va 
rictv of corrosive conditions and ser 
vices than is now possible. 

Butyl seals are said to be effective in 
sulfuric, hydrochloric, phosphoric and 
rcetic acids; also in alkalies and hypo 
chlorites. Its resistance to nitric and 
chronic acids is claimed to be outstand 
ing. The maker states that Neoprene 
scals will continue to be standard, but 
Butyl will be supplied when request 





[emer 


helps me through that door 


A large and important part of Lamson & Sessions’ 
advertising and promotional activities are designed to help 
the Industrial Distributor and his salesmen. 


For instance, Lamson “pre-sells" for you its large and 
complete line of fastener products in over 25 trade and 


technical publications which are read by your customers 


Lamson likewise provides the Industrial Distributor 
and his salesmen with ideas on how best to get that “foot 


in the door", close the sale and ferret out additional 
business thay may be had almost for the asking. 


And finally, Lamson is sincerely interested in seeing that 
you make a significant and worthwhile profit on your 
fastener sales. Therefore we manufacture a large and 
complete selection of bolts, nuts, screws, cotters and 
specialties so that you never need say: “We don't have it” 


Yes, Lamson & Sessions helps the Industrial Distributor 
salesmen through many a door—and eases your selling job 
once you get inside. 


The LAMSON & SESSIONS Co. 


1971 West 85th St. e Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio + Birmingham « Chicago 





» 
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~ TAPPING SCREWS SQUARE AND HEX 
CARRIAGE AND MACHINE SCREW 1035" SéT 
MACHINE BOLTS peek y ; ‘ot CAP SCREWS wuts LOCK NUTS COTTER PINS SCREWS 
vt or rolled oval, hexagon 1035" Hi-Tensile Semi-finished, hot Cup point type, 
co threads Americon ond Ph ps Heot-treated pressed, cold herdened and 
Standard Meads head steel punched 


heat treated 


MACHINE SCREWS 


Precision made for Cc Economical, vibra 
fast, econom tion proof. Con be 
assembly vied repeatedly 


Steel, brows, alu 
minum and stain 
less steel 
































INDUSTRIAL DISTRIBUTION © MARCH, 1953 





Flawless Quality 
and | prlormance.§ 


marae 
Ma DAE 
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ty i? BOSS” : 
LLL LLL ling 
Style \-3 


Ihe original washerless 
hose coupling :, prod 
vet of true perfection in 
design and construction. 
Provides unequalle d 
convenience. durability 
and safety on all high o1 
low pressure lines. Cad 


mium plated rustprool, 


DIZON VALVE ¢ 


BOSS GJ-BOSS DIXON 





i 6 


AIR 


KING 


DIX 


cele 
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at no additional charge on all Quikup!| 
stainless steel fitting lines which arc 
said to permit rapid assembly and di 
issembly without threading, flaring o1 
wekding. 

Cooper Alloy Foundry Co., Iillside, 














Twine 


Available In 
Six Put-Ups 


A new tying twine has been intro 
duced which is said to give increased 
footage at required strengths 

According to the manutacturer, the 
new twine, known as Super-Strong 
Tic, is made only from selected 
sisalana fibers, and is white, soft and 
of unusual smoothness. Available in 
all sizes, it can be obtained in any 
one of six convenient put-ups 

It is claimed that typical length 
and strength specifications for the 
new twine show the 1 Ply No. 600 
with an average tensile strength of 
122 lbs. and a length of 600 feet per 
lb; 1 Ply No. 480 with a strength 
of 150 and a length of 480 ft.; 1 Ply 
No. 360 with a strength of 197 and 
a length of 360 

Plymouth Cordage Co., 


Mass. 


Plymouth 


Drill 


Features 
Pistol Grip 


A new }#-in. copper line electric 
drill, featuring pistol grip operation 
has been announced by the maker. 

This new addition to the Thor 
power tool line weighs 23-lbs., and 
measures 72-in. in length. 

Construction features claimed by 
the manufacturer include the handk 
and field case cast in one piece for 
added strength, separate cover for 
switch mounting, and ample hand 
grip for comfortable handling of the 








LOCKING ACTION 


belongs here! 


To do its job a set screw must hold firmly against both 
rotation and sideway motion, and it depends entirely on the point 


for this holding action. 


Allen O screws hold better because they have the strength to permit 
firmer tightening, and because the points 
are designed only to produce maximum holding power. 


Allen design does not compromise the holding power of the point 
in an attempt to make it perform a locking 

function too. Allen O screws require no locking action at 

the point, because of their high uniform accuracy of fit, pitch 





diameter and perfect thread lead. This 
provides maximum thread contact 
with ample friction to lock the screw 
in position during use and re-use 


under extreme vibrating stress. 


THE BWYW woro w sockxer screws ss ALLEN 
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NEW... wo. 5 KELLER 


POWER 


MODEL ADDED 
TO POPULAR 


KELLER 
LINE 


New No. 5 has 9” x 
9” capacity. Has 
variable 0-200 Ib. 
power pressure reg- 
ulator for blade. Cuts 
thin wall tubing or 
solid bars fast. Also 
many other fea- 
tures you want 

in a saw. 


@ More Features 

@ Easy to Sell 

@ Rapid Turnover 

@ Satisfied 
Customers 


@ 10 Models to 
Choose From 


Sell the Keller 
Power Hack Saw 
line. Efficient—low 
cost—speedy. Each 
Keller Saw sale 
means genuine cus- 
tomer satisfaction 
plus good profits. 


CHOOSE FROM THE 


Complete 


LINE OF KELLER 
POWER HACK SAWS 


New catalog illus- 
trates and gives all 
specifications of 10 
models. Write for 
catalog today! 


Sales Service Machine Tool Co. 


POTN FE POT LEE) lee FTE DArEe. EmLEe PONRO meGe tame 
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drill. ‘The switch is momentary type, 
with trigger lock pin for continuous 
operation Baffle plate construction 
plus the centrifugal fan is said to as 
ure cool operation 

The drill is furnished 
geared chuck or ke 
A convement boss is 
behind 


with cither 

chuck as 
pro 
the 


vless 
specih | 
vided 
chuck for mounting in drill stand 

Independent Pneumatic Tool Co 
Aurora, Ill 


on the gcar Case 














Hydraulic Pump 


Universal 
Portable 
An air powered hydraulic pump, 


said to be for continuous 
it maximum Capacity without 


designed 
SCTVICC 
fear of overheating or overloading, has 
been announced 

Smooth hydraulic said 
to be provided from 0 to 12,000 P. 
S. 1. It is claimed that the pump is 
universal and can be adapted to any 
installation and to manual 


Weighing 35 


pressure 1S 


hvdrauli 
operated arbor presses 
Ibs., it may be carried, rolled on its 
four bearing casters or mounted for 
stationary use 

\ companion product, the Ohio 
Safety Ram, is said to be’ designed to 
provide complete safety for operator 
md equipment at all times, even when 
fully extended. ‘The ram unloads it 
self automatically to prevent any pos 
sibility of plunger “pop-out”. ‘They 
2 and 70 ton 


are available in 20, 35 


capacities 


Inc., Akron, Ohio 


Powermatic, 
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How you 
can sell more 


EVERLASTING 


BL 
[ | Alves 


Fig. 4001/6061. Ever- 
lasting Duplex Unit for 
250 and 300 psi, consist- 
ing of straight lever 
type Reguler Everiasting 
Valve and companion 
Everlasting Angie Vaive. 
Everiosting Duplex Units 
can also be furnished 
with “Y" velves. 


These duplex blow-off units will 
give your customers a complete, 
EVERLASTING security that as- 
sures continuing satisfaction to 
them and repeat orders for you. 

The Regular Everlasting Valve 
(at the left) provides a drop-tight 
seal that actually improves with 
use, because each time the disc 
rotates against the seat there is a 
self-grinding, self-lapping action. 

The Everlasting Angle Valve 
(at the right) is built extra tough 
to withstand repeated blow-off 
shocks, erosion and abrasion. 
The disc and seat are monel met- 
al, and the stem is stainless steel. 

For more than 40 years, EVER- 
LASTING Valves have been 
profitable to distributors because 
of their fine performance that al- 
ways assures satisfaction. Write 
for bulletins and prices. 


EVERLASTING VALVE CO. 
49 FISK STREET, JERSEY CITY 5, N. J. 


evses 


Everlasting 
Valves 


TRADE BARK EVERLASTING REG US PAT OFF 
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REAMER CATALOG 








Note the 
imprint space 
on the cover 







the 1953 Illustrated 
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SO ee we 


Have you seen 
L&i’s Distributor 
Sales Policy? 
Write for it now. 








LAVALLEE & IDE, INC. 
CHICOPEE, MASSACHUSETTS 


INDUSTRIAL DISTRIBUTION © MARCH, 1953 189 


CHICAGO Safety Plas SCREWS 


are’ quality made to be trouble free” 


1. Rigid laboratory control of the selected 


steel we use in all our products 


We purchase ‘'whole heats" of steel—not 
just available warehouse lots 


' Our tremendous production capacity en 
ables us to use more efficient machines to 


produce screws of precision quality. 


Our large research facilities are constantly 
geared to be on the alert for greater devel- 
opment and improvement of product and 


processes. 


Our exclusive method of heat treating in 
carbon recovery atmosphere furnaces re- 
sults in greater uniformity. to hardness 


specifications. 


——-Small territory coverage by our. 
field men offers greater availability of their 
specialized engineering service to you. And 
the central geographical location of our 
plant insures faster deliveries to all parts 
of the country. 


Chicago “Safety Plus” Screws 
mean lower production costs, fewer rejects, 
neater, sturdier construction, tighter holding 
power. You get faster deliveries, greater 
savings over “‘Special Sizes” and less ‘‘down- 
time” when you specify STANDARD SIZES 


Your Service-Conscious Industrial Supply Dis- 

tributor carries @ complete stock of “Sofety eet Pins 
Plus” screws. His tamiliarity with your lecol WENAGON WEA 
tield conditions enables him to fill your supply CAP SCREWS 
needs promptly and correctly. Ask for “Chi- 

cago” and get “Sefety Pius’ 


All Chicago Safety Plus”Screw Products 
now come packed in this strong, easier- 


© SCREW COMPANY  'o202 carton. Color identtieg toate 


Cf 2003 W. Washington Bivé + Bellwood. Ill, of time in stock rooms. 


Hexagon Head (op Screws, Stee! ond Brass » Square Head and Headless Cup Point Set Screws « Semi-Finished Hexegon Nuts, Stee! end 
Grass » Hexagon Castelloted Nuts » Fillister and Flat Head Cap Screws o Taper Pins » Milled Studs « Socket Head Cop Screws © Socket 
Set Screws » Socket Pipe Plugs » Stripper Bolts of Shoulder Screws © Square Heed Dog Potat Set Screws » Keys, Assortments end EBS 
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Saturday Closing 


(Starts on page 86) 





OovCcT a prev tous hit OT-ImISs S¥ stem, 
when operators simply called home 
phone numbers indiscriminately 
Whoever happened to be in reach 
would have to do the dirty work—if 
he couldn’t pass the buck. 

Sometimes as many as cight dif 
ferent salesmen would answer calls on 
the same weckend. 

lo prevent abuses, the new Satur 
day service has not been widely ad 
vertised, But management insures that 
customers who stay open on Saturdays 
know about it. 


Screening Not foolproof 


Screening of calls is not foolproof 
Demands of courtesy restrict the op 
erators and wrong numbers or nui 
sance requests do get through. Onc 
insistent caller recently roused an ex 
ecutive out of bed in hopes of selling 
him two used motors off a washing 
machine. 

On some calls, the duty salesman 
may be unable to handle the problem 
alone. But he can generally locate an 
other salesman or a warehouse man 
When heavy items have to be deliv 
ered, the customer is asked to send 
his own truck and crew. 

After Saturday closing had been in 
effect several weeks, cal's became 
fewer. At first there were six or eight 
per Saturday. Now they average two 
or three, generally bona fide emergen 
cies. 

“You don’t lose anything this way 
when you close on Saturdays, because 
you still give equally good service,” 
Mr. Coe explains. “We changed over 
after we found that the majority of 
Saturday business could just as well be 
handled on a weekday. As more and 
more plants closed Saturdays, there 
were fewer and fewer demands. Most 
of the remainder were counter pickups 
that could wait until Monday.” 

Most of Mr. Coe’s Saturday calls, 
when he has the duty, involve paper 
mills. ‘The mills depend heavily on 
valves and fittings, often need replace 
ments in a hurry From his home, 
Mr. Coe can reach the warehouse in 
half an hour, ready the shipment for 
the customer's truck. 

Boiler breakdowns can happen at 
any time. So can power transmission 
failures. 

One of Mr. Coe’s more difficult 
Saturdays was spent at a grain mill. 








Built-in 


POWER 


Here’s a long-lasting tool, the Plumb 
Ball Pein Hammer, made to hit fast, 
powerful blows 

The special analysis steel head with- 
stands constant pounding. The tested 
second-growth hickory handle assures en- 
during strength. 

But the outstanding feature of this tool is 
the “hidden quality” called know-how—the 
craftsmanship and engineering skill of expert 
tool makers who build-in the power that de- 
livers fullest force 

The striking face, with weight scientifically cen- 
tered behind it, lets the blows strike swift and straight. 
The pein is cone-shaped so that when it hits rivets they 
spread evenly, without mashing 

The handle is designed to fit the hand with a comfort- 
able snugness. It tapers gradually from throat to butt to 
prevent slipping. 

This quality-crafting gives the Plumb Ball Pein Hammer 
the built-in power to do heavy jobs with less effort 


Quality Comes FIRST 
PLUMB 


is FIRST in Quality 


LUMB 


HAMMERS + HATCHETS eAXESeFILES 
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VINCENT Dressers and Cutters 
for every grinding operation 


Yes, there's real profit for jobbers in a stock of Vincent 
Dressers and Cutters ... a fact that has been proven time and 
again during the past forty years by jobbers throughout the 
country. Here are a few of the reasons: 

Vincent Dressers have an exclusive design that minimizes 
costly dresser replacement and gives better dressings on 
every application. And, Vincent Cutters provide the exact 
degree of hardness that prevents teeth from breaking or 
from mushing over. They're heat treated right in our own 
plant—one of the three largest in the country. 

Added to these important features, Vincent Dressers and 
Cutters are available in sizes and styles to meet every 
dressing need. Combine these tangible selling points with 
the fact that the Vincent line has been continually advertised 
to your customers in leading trade publications, and you have 
a sure-fire profit picture that’s hard to beat. Why not 
investigate today? Vincent Steel Process Company, 
2424 Bellevve Avenve, Detroit 7, Michigan 


VINCE 


SINCE 1909 


The speed reducer had burned out, 
and a replacement was not to be had 
that day. Mr. Coe put the mill back 
in operation by breaking down the 
drive with chains and sprockets. 

It’s all part of a weekend’s work at 
Sager-Spuck. So long as the chore is 
equitably distributed, by rotation, no 
one minds being on the spot when his 
turn comes. 

Ihe cost? Seven dollars a month 
for the telephone service. It’s paid for 
itself many times over in peace of 
mind for the staff plus better service 
for customers, they'll tell you at Sager- 
Spuck. 





D-A-T-E-§ 
TO REMEMBER 





Designed — Built — Merchandised 
to doa better job...for the user—for you 


apy 
mraducets af « HSS TOOL BITS * CONICAL CUTTERS AND HOLDERS « DIAMOND 
DRESSING TOOLS + TUBE CLEANER CUTTERS + HIGHWAY SURFACER CUTTERS 
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Mar. 2-6—American Society for Test 
ing Materials, Detroit 

Mar. 6—Regional Meeting, American 
Supply & Machinery Manufacturers 
Asociation and National Industrial 
Distributors Association, Statier Ho 
tel, Cleveland 

Mar. 16-20—National Association of 
Corrosion Engineers, Chicago 

Mar. 17-20—Annual Meeting, Ameri 
can Society of Tool Engineers, 
Hotel Statler, Detroit 

Mar. 23-27—Western Metal Exposi 
tion and Congress, Pan Pacific 
Auditorium, Los Angeles 

Mar. 23-27—National Association of 
Power Engineers and 2nd American 
Power Conference, Sherman Hotel, 
Chicago. 

Mar. 27-28—Regional Conference, 
National Asociation of Cost Ac- 
countants, ‘Toledo 

April 13-15—Triple Industrial Supply 
Convention, Miami, Fla. 

April 20-22—National Metal Powder 
Show, Hotel Cleveland, Cleveland 

April 20-23—National Packaging Ex 
position, American Management 
Association, Navy Pier, Chicago 

May 1-2—Regional Conference, Na 
tional Association of Cost Account 
ants, Baltimore. 

Mav 14-23—International Petroleum 
Exposition, ‘Tulsa. 

Mav 18-22—National Materials Han 
dling Exposition, Convention Hall, 
Philadelphia. 

May 25-29—National Office Manage 
ment Show, Mechanics’ Hall, Bos 


ton 











... Keys Success of Williams Distributors 


Nation-wide reports show that Industrial Distributors who stock the 


complete Williams line are cashing in 4 ways on: 

1. Brand acceptance that builds volume. 
Built-in quality performance that brings in repeat business. 
Stepped-up promotion and sales support across the complete line. 


Good margin that pyramids profits. 





Williams tools sell... and stay sold because they are designed and made 


Keep telling your customers to do a better job faster and more economically. You can stock and sell 
them with confidence because of the Williams “quality policy” which 


Be wise a Buy stands firmly behind each order you sell. 


WILLIAM 
WILLIAMS , J. H. WILLIAMS & CO. * 489 Vulcan St. « Buffalo 7, N. Y. 
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‘The Buyer Looks 
at Business 


Composite opinion of purchasing 
agents who comprise the N.A.P.A 
Business Survey Committee 
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Optimism Is More Concrete 


- 


Ihe general feeling of increased 
confidence reported by purchasing 
executives since the election, has been 
translated into something more con 
crete than hopeful optimism in their 
recent reports. Nothing of boom pro 
portions 1s anticipated, or even boom 
let, but a steady movement is foreseen, 
with sustained good business, at least 
it is expected for the near term of 3 
to 4 months. 

New orders are up, but backlogs ar 
being eaten into by increased produc 
tion. Prices are reported by the ma 
jority as stable, showing a tendency to 
decline as selling intensitv is stepped 
up and competition increases, the nor 
mal give and take of supply and de 
mand. 

A healthy condition is expected 
to result if and when controls ar 
abandoned. 

Protective industrial inventorics 
continue to decline with the ready 
availability of most materials. Em 
ployment increased, both in number 
and a longer work week. Skilled work 
ers are short. Productivity is better 
Labor unrest is easing. Buying policy 


ACCO Registered Sling is within a hand-to-mouth to 90-day 


range, with predominance in the 30 


Chains are Versatile es 


end book balancing and profit and loss 
statements, are taking a sharp look at 
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@ Here an Acco Registered Sling Chain is used in a 
double basket hitch. It could also be used as a two ihe sect pains. There were be 
legged bridle, or as a double choker. The tough 125 merous comments in the January su: 
Endweldur ACCALLOY Chain is much lighter in weight vey reports concerning low profits and 
and is easy to handle. It has great service life. The high break-even points, with the opin 
permanent identification ring on every Acco ion expressed that much planned 


Registered Sling Chain is your sign of safety and capital expenditure is for plant mod 
ernization to reduce costs, rather than 


tee of quality. 
—— rth — for capacity expansion 

Write today for easy-to-use AMERICAN CHAIN The consensus it that business is 
literature which helps you sell acco Registered good, approaching a degree of nor 


Sling Chains. malcy; management is optimistic but 
conservative and cautious; for, many 


things can happen to change the pic 
ture 


ATTAIN Gcsemoudity Pricer Lower 


AMERICAN CHAIN DIVISION ; The trend to lower prices was more 
AMERICAN CHAIN & CABLE ain pronounced in the January reports 


‘T'wice as many recorded lower quota 


York, Pa. Atlanta, Chieago, Denver, Detroit, Los Angele tions than higher. The majority, how 
New York, Philadeipina, Pittsburgh, Portland 
San Francisco, Bridgeport, Conn ever, saw no change. A number of 
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OPS authorized increases were listed. 
Reports mentioned the fact that ad- 
vances were restrained by sharper com 
petition, indicating a stronger buyers’ 
market. Commodities influenced by 
foreign markets showed the greatest 
weakness 


Inventories Declining 


Industrial, purchased material in 
ventories continue to decline at about 
the same rate as in the past three 
months. Some stocks are reported 
getting too low for comfortable opera 
tion. There are very few materials 
critically short. Supply is meeting de 
mand in many scarce items and catch 
ing up on others. On the whole, de 
livery performance is better. 


Pay Rolls Show Increase 


Pay rolls have increased, reversing 
the seasonal trend of late December 
here were more reporting longer 
work weeks and additional shifts in 
January. Still an unsatisfied demand 
for skilled and white collar workers 
Increased defense production is noted 
Labor unrest is abating. Productivity 
is better 


Buying Is Within 90 Days 


The future commitment range con 
tinues within 90 days. ‘There has been 
a decided switch from the 90-day 
column to 60 days, with some previ 
ous 30-day buyers moving up to 60. A 
trend to smaller orders placed more 
often is noted, as purchasing agents 
watch the declining price indices, in 
tensive selling efforts and easing sup 
ply lines. Cautious optimism supports 
these policies. 


Specific Commodity Changes 


More “downs” than “ups” in Janu 
ary, nickel showing the outstanding 
increase. Other commodities subject 
to international trade pressures, such 
as lead and zinc, have been up and 
down during the month. 

Reported higher: Coke, glycerin, 
mercury, nickel, plywood, rosin, silver, 
tin. 

Down were: Burlap, batteries, cot 
ton, fats and oils, fuel oil, grains and 
feeds, lead, linseed oil, rubber, sugar, 
coarse textiles, yarns. 

In tight supply: Nickel is the only 
commodity mentioned in critical 
short supply. Others hard to get,— 
some aluminum, nylon, brass scrap, 
cobalt, toluol, specialty steel items 

Easy: Better than 50 percent of the 
buyers reporting have no shortage con 
dition; find easing supply in most ma 
terials they need 


Canada Increase Slows 


Canadian industrial business 


“Moly”* high speed 
POWER BLADES 


For over half a century, VICTOR Distribu- 

tors have had these four profitable advantages: 

1. A quality line—quality of materials and man- 
vfacture so consistent thot VICTOR Blades 
are the blades industry prefers. 

2. A line that is sold through recognized dis- 
tributors only. 

3. A line supported by qualified factory repre- 
sentatives who con help you answer your 
customers’ metal cutting questions. 

4. A line consistently pushed by national odver- 
tising to industrial consumers. 

Take advantage of industry's preference for 

VICTOR “Moly” High Speed Power Biades 

—preference that includes VICTOR Hand 

Sade and Frames and Metal Cutting Band 
ws. 


LOOK AT THE NEW 
VICTOR ADVERTISING TO 


YOUR CUSTOMERS 


You'll see copy like this in every VICTOR 
industrial ad—copy that tells industry why 
the industrial distributor is the man to buy 
from, why you are the people to call for fast, 


trained service. 


Inquiries Are Invited from Interested Distributors 


VICTOR 


SAW WORKS, INC. « MIDDLETOWN, N.Y, U.S.A 


VICTOR Moly 


@ ei 


Maker: of Hand and Power Hack Saw Blades, Frames and Metal Cutting Band Saw Blades 


INDUSTRIAL DISTRIBUTION © MARCH, 1953 





Ne 











) Always a Market 


combination pipe 
woodworking 
stee! metal workers 


quick action 
garage vise @ We urge users to buy thru their 
solid nut continuous screw local distributors 


MORGAN VISE (0, 12% es: ows 
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If you are moving! 


e YOU CAN HELP US GIVE 
YOU GOOD SERVICE 


Please try to notify us at least three weeks in 
advance if you are changing your address. This will 
insure uninterrupted delivery of your valuable copies 
of INDUSTRIAL DISTRIBUTION. 


Use the convenient form below. Many thanks for your cooperation 


DIRECTOR OF CIRCULATION 330 West 42nd Street 
INDUSTRIAL DISTRIBUTION New York 36, N. Y. 


NAME 

OLD ADDRESS 

NEW ADDRESS 

NEW COMPANY CONNECTION 


NEW TITLE OR POSITION 
DON'T FORGET TO NOTIFY POSTOFFICE TOO 
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mains at the high point reached in 
December, but is not increasing as 
fast. Production is up. Order books 
are lagging a little. Prices firmer than 
in the United States. Inventories ar 
lower Kmployment is imecreasing 
with skilled help short. Buying policy 
which has been a longer coverage than 
in the United States, has been cut 
back somewhat. Optimistic forecast 
for 1953 made in the last report still 
holds. 





FROM THE 


oo FILES 


25 YEARS AGO 


Ihe National Association launched 
an investigation of motor truck de- 
liveries. Said George A. Fernley, 
association secretary: “Many doubt 
that orders delivered long distances 
are as profitable as is generally be 
lieved.” 

lhe Upson- Walton Co., Cleveland, 
purchased ‘The Cleveland Block Co 

“Depending on memory may be an 
idmirable trait, but is undependabl 
and destructive in the distribution 
of industrial — supplies” —C F. 
Schlamp, of Evansville Supply Co., 
Evansvilic, Ind., describing hi 
firms’ stock control svstem 

he ‘Timken Roller Bearing Co. ear 
marked $4 million for plant ex 
pansion in Canton, Ohio 

“The radical price cutter is the arch 
enemy to decent wages, decent lis 
ing and decent profits’ —Charle: 
J. Graham, president of the Bolt, 
Nut & Rivet Manufacturers As 
sociation 

Leonard & Chace, Fall River, Mas 
narrowly escaped destruction in a 
great fire that swept the city’s busi 
ness district. 

If the industry were as profitless a 
some of our most enthusiastic pessi 
mists indicate, they themselves 
would have been out of it long ago” 

from a brochure issued by the 
American Asociation 

Ihe Fairbanks Co., New York valve 
manufacturer, moved its New York 
City headquarters into larger quart 
ers on Lafayette St. 

Norton Co., Worcester, Mass., an 
nounced plans for a factory branch 
in Philadelphia 

Peden Iron & Steel Co., Houston 
lexas, laid the foundations for a 











DENSITIES 








ASTM 
SPECIFICATIONS 
NATURAL RUBBER No. D1056-S1T 
No. 3832 Soft Density RN11 
No. 4022 Medium Density RN12 
No. 4030 Firm Density RN13 
No. 4031 Hard Density RN14 
NEOPRENE 
No. 3399 Soft Density Sci 
No. 3394 Medium Density SC14 
COLORS 
1. BROWN 3. RED 
2. GRAY 4. GREEN 


5. Other colors availabie 
where quantities warrant. 


THICKNESSES 


1/8 inch to 1 inch inclusive 


SIZES 


Rolls, sheets, strips with or without adhesive 
... die cut forms... custom molded pieces. 


Write Today ¢o, full 


information regarding 
prices and distributor 


policy. 
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This Opens 
New Business Opportunities 


DUTCH BRAND Sponge Rubber can be secured 
in reasonable quantities in any stock set-up... 
making it easy to handle and sell to those cus- 
tomers who are users of sponge rubber. Samples 
furnished for sales purposes. The ability of distrib- 
utors to handle sponge rubber opens new avenues 
for business. Check your contacts and determine 
the users in your territory . . . add them to the 


group now using these DUTCH BRAND products. 


VAN LEEF BROS. [NC. 


Menutecturers of Rubber Products 
CA Johns Many ille 
7800 WOODLAWN AVE. . CHICAGO 19, ILLINOIS 











£2 Great Packaging Ideas 


LOCK WASHERS IN 


1 COIN PAK 
2 NEW us. CARTON 


COIN PAK — Easier to stock, easier 
to handle . . . in all 8 Popular Sizes . . . 
(ASA Med. Steel—3/16",1/4", 5/16", 
3/8",7/16",1/2",5/8",3/4") 

COIN PAK — Machine Packaged to 
safeguard quality . . . eliminates link- 
ers, mixed sizes, foreign matter. 


COIN PAK — Costs No More... 
these 2 new Packaging Ideas are yours 
at no extra cost. 

COIN PAK — Sold Only throug! 
Recognized Distributors. 


Leonard F. 














THIS “BLOW HARD” 
Makes a Quick Clean-up 


Put a CLEMENTS-CADILLAC blow- 
er-suction cleaner into action and 
presto!—Dirt, Dust, and Grit van- 
ish from every crevice of ma- 
chinery and equipment. Then 

you can do some bragging— 

about this fast, easy, eco- 

nomical way to clean, 


Eligible under 


STOCK BINS 


 —_ =a: 


CLEMENTS MFG. CO. 


6624 S. NARRAGANSETT AVE. CHICAGO 38, iL 





ADVERTISING 
LIKE THIS 


“=k 
— 
ao 


DESIGNED TO 
STIMULATE 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH IN DEMAND 
CLEANING TOOL 


B 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 


IF YOU 
WANT A 


MBINATION 
N CLEANER SELLER 
WRITE US 


FOR DETAILS 


ASH YOUR Mili SUPPLY DEALER OR WRITE US FOR Data 
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new steel warehouse and fabricating 
plant. 

Standard Supply & Equipment Co., 
Pittsburgh, moved into a new office 
and warehouse on South Second 
St. 

Cowell was appointed 

Chicago district manager for the 

Lamson & Sessions Co. 


10 YEARS AGO 


E. J. Wilcox, sales manager of J. H. 
Williams & Co., joined WPB as a 
specialist in the Industrial Supplies 
Section of the ‘Tools Division. 

Brierly, Lombard & Co., Worcester, 
Mass., moved to a new four-story 
building on Foster St. 

War expenditures by the United 
States Government were averaging 
$240,500,000 a day. 

Buhl Sons Co., Detroit, installed a 
conveyor belt in the office for tele 
phone salesmen. Orders were 
dropped on the conveyor, which 
carried them to a central desk for 
processing. 

T. Edwin Conaway became sales man- 
ager of Briggs-Weaver Machinery 
Co., Dallas, Texas. 


| The H. W. Mills Co. moved its in- 


dustrial supply headquarters from 
Patterson, N. J., to Passaic. 

J. L. Poyas became Houston branch 
manager for Quaker Rubber Corp. 


| Graton & Knight Co., Worcester, 


appointed Edwin L. Morris as 
western district manager with head 
quarters in Chicago. 

I’. W. Swanson, Jr., was elected presi- 
dent of Globe Machinery & Supply 
Co., Des Moines, succeeding his 
father, F. W. Swanson, Sr. 

J. Russell & Co., Holyoke, Mass., dis 
tributed a 24-page brochure listing 
obsolete and surplus material avail 
able in western New England. 

More than 190 industrial distributors 
were affected by a Presidential order 
establishing a minimum 48-hour 
work week in 32 specified “labor 
shortage areas’. 

Northern New Jersey distributor exe 
cutives met in Newark to discuss 
the Controlled Materials Plan with 
WPB officials. Presiding were 
Frank Brodhead, of Brodhead 
Murphy Co., Elizabeth, and James 
Lindsay, of Abrasive Machine. & 
Supply Co., Newark. 

Government war agencies were in- 
structed to consider time of delivery 
the first factor in placing contracts 
Price was sixth and last considera- 
tion. 


| John J. Welch, editor of Mill Sup 


plies, arrived in England to study 
methods of industrial distributors 
in that embattled country which 
had been at war for more than 
three years. 





based on 


RK DISTRIBUTOR RECORDS 


....The R/M distributor re- 
ported his customer ex- 
pressed appreciation for the 
personal interest the R/M 
branch manager had taken in 
the solution of a problem. 
Feels positive that this will 
result in attractive 
business... 


THIS CASE, taken from R/M records, highlights two basic advantages enjoyed 
by all R/M distributors. 








1. Personalized attention by qualified R/M specialists in rubber, 
cooperating with R/M distributors on customer problems. 


2. The ability to solve customer problems and build business for 
R/M distributors. 


‘MORE USE PER DOLLAR” sums up the engineered qualities of R/M transmission 
and conveyor belts, V-belts, hose and other rubber products as advertised in 50 
publications for the benefit of R/M distributors. 


JERSE T 


RAYBESTOS - MANHATTAN, INC. 


Flat Belts V-Belts Conveyor Belts Air, Water, Steam Hose Oil, Suction Hose industriol Fire Hose 














Other 8/M products include: Industria! Rubber ©« Fon Belts © Radiator Hose © Brake Linings ¢ Broke Blocks © Clutch Facings 
Asbestos Textiles * Teflon Products ¢ Packings ¢ Sintered Metol Ports ¢ Bowling Bolls 
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SELL the Z/P - LIFT 


In thousands of plants that employ “thru-the-air” handling, 
users know — and depend upon — Zip-Lift quality. They'll 
settle for nothing less. That’s what makes the Zip-Lift 
America’s largest selling wire rope electric hoist. 

That's exactly what makes P&H Hoists a big profit line 

for you. When you sell a Zip — you can depend upon it to 
deliver reliable service —- reduce service worries — and give you 
another happy customer. Once the Zip-Lift starts to save 

money for its owner, you can expect repeat business — re-orders! 
Compare the Zip-Lift with any other 1-ton hoist and you'll 
quickly see why. It’s loaded with quality features you'd expect 
to find only on larger, more expensive hoisting equipment. 


interested in ZIP - LIFT profits ? 


Aggressive dealers are adding thousands of dollars to their 
monthly sales volume with this popular line. Write us today. 
Ask us to send you complete details about the P&H Hoist 
Sales Plan. Your inquiry will be answered promptly. 





(DS Electric Hoist Division 


HARNISCHFEGER CORPORATION 














Sales Helps From Manufacturers 





Barnes Promotes Blades with Display Card 


Best 


Saw Blades 


sor All currine 





W. O. Barnes Co., Inc., Detroit, 
Mich, has announced the availability 
of a Rocket hand blade display card. 
The sturdy counter display contains 
24 blades of assorted sizes, and is de 
signed to promote Rocket hand blades, 
recently introduced for all general us 
particularly by electricians, plumbers 
and contractors 


Southern Screw Offers 
information Manual 


A technical information manna! on 
wood screws has been published by 
Southern Screw Co., Statesville, N. ( 

This manual gives all technical in 
formation of a general nature that ma 
be helpful in the proper planning, us 
ind ordering of wood screws. The first 
describe various types of wood 

give recommendations for bor 


pages 
SCTCW 
ing pilot holes and information on the 
holding power of wood screws in vari 
ous woods 

Other information includes 
mate weight charts on wood screws in 
packages and in bulk, detailed draw 
ings and complete specifications on 
slotted and Phillips head wood screw 
in flat, round and oval head styles, spe 
ial head styles available and a de¢ 
equivalent chart 


approxi 


1 
mal 





Chain Belt Announces 
New Chain Bulletin 











\ new. bulletin on stecl detachabl 
hains has been published by Chain 
Belt Co., Milwaukee, Wiss 

Intended for use primarily by agri 
ultural implement designers, the book 
vill prove and useful to 
ll whi or maintain steel detach- 
ible chain or design other type appli 
itions using this chain 

Bulletin No. 52-52 is handbook size, 


iiteresting 


buy 
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and explains the step by step manufac 
ture of Rex detachable chain. 
Plain chain and attachments are illus 
trated and described. ‘lables giving 
dimensions, weight, prices, strengths, 
lengths, etc. are included. Interesting 
steel detachable chain drive and con 
veyor applications are illustrated. Of 
much value to designers are the sec- 
tions devoted to chain theorv, chain 
travel, recommendations for drives 
and conveyors, sprocket theory and 
sprocket design. 


Cambridge Wire Cloth 
Has New Belt Catalog 


stecl 











A new, revised catalog for its wire 
mesh conveyor belts has been pub 
lished by ‘The Cambridge Wire Cloth 
Co., Cambridge, Maryland 

lotaling approximately 140 pages, 
the new catalog gives data on uses for 
wire mesh belts including photos and 
flow sheets, selection of belt specifica 
tions, sign, belt drive 
mechanisms and metallurgical tabular 
data. In many ways the new catalog 

in more correctly be considered a 
reference wire mesh belt 
ince it includes more 
of data than previous 


conveyor de 


manual of 
design and u 
of this 


version 


Link-Belt Publishes 
Friction Clutch Folder 


A new folder describing Link-Belt 
Bey] friction clutches and clutch coup 
lings has been announced by’ Link 
Belt Co., Chic igo, Il 


type 








| 34> ALY Ce) wh UNKO BELT 


a 


Ne @i fe FRICTION CLUTCH 
for WATER...STEAM...OIL... ° 


BELMONT 9... . for all 
hydraulic services 
from low pressures 
to extremely heavy 
duty, hot and cold 
water. 


rOLone 2407 











The folder includes schematic draw 
ings and dimensional tables that en 
able the engineer to select the right 
clutch or clutch coupling for each 
requirement 

Known as Folder No, 2437, it cov- 
ers Bevl clutches available in 10 stand 
ard sizes, ranging from 23 to 125 hp 
at 100 rpm. Positive action and easy 
adjustment are featured 


RUST CONTROL—New ways to 
BELMONT 19. . . for hot si stop corrosion and cut costs are fea- 
and cold water rods BELMONT 30...for high tured in a new full-color sound movie, 
and plungers;low and pressure steam rods, “The Captain’s Idea”, released by 
intermediats steam expansion joints, air, Rust-Oleum Corp., Evanston, Ill 
rods. and gas. Ihe film is described as including a 


- lighthearted, fast-moving plot and 
‘Tel g better rT-Yollfate| — Ke) | eq 34°4 scenario with a complete cast of talent 
and thousands of miles of filming on 
actual location. It is done in full color 
Regardless of the temperatures or pressures involved ...no matter with synchronized sound 


what the lading... your equipment maintenance costs can benefit from Subtly weaved into a new version of 
boy gets girl the film moves through 


longer, more dependable packing life. If you’re paying for the best— scenes showing new Rust-Oleum wavs 
and you probably are—make sure you get it by specifying BELMONT to stop rust and cut costs in the petro 


- : : ‘ - | icl ailro: g, f: ng, coal 
Packings in formulations suited to your particular needs. cum field, railroading, farming, coa 
mining, steel producers, cement com 


Don’t make do with the next best—insist on BELMONT... avail- panics, breweries, trucking companies, 

, . . and marine uses. It includes such fea 
able in a wide range of materials . . . hundreds of styles and types... tures as the Rust-Oleum roller-coating 
method, and a special animation se 
: : F , , , tion illustrating how the product pene 
For technical assistance on packing specifications, write direct—ask trates rust to bare metal incorporating 


for Catalog #40 or detail your particular problems. the rust particles into the coating 


yt 
’ Philadelphia, Pa. has issued an 8-page 


PACKING and RUBBER CO. = . bulletin. which tells how — their 


U-shaped gasket, expanding under lin 
Butler and Sepviva Streets . 5 Aen, a 

= pressure, provides a tight seal under all 

Philadelphia 37, Pa working pressures from 10 to 2.000 Ib 
in hvdraulic service, or 1,500 Ib. in 

non-poisonous, noninflammable gas 

service. The bulletin describes six 

THERE'S A BELMONT PACKING FOR EVERY SERVICE tvpes and where they are used 


through distributors everywhere. 
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HAVE YOU MET 


Silly Wy 7 


Who's SILLY WILLY? 


He's the character who does everything wrong in ’s newest full color slide 
film, “CARING for BEARINGS.”’ 

What you and your customers want to know, of course, is how to do everything 
right when it comes to CARING for BEARINGS 

Well, sometimes by seeing the wrong way, you see faster what the right way is. 


This new 20-minute Slide Film is 90% devoted to showing you the right 
way to CARE for BEARINGS ~— all the way from shelf to installation. It shows 


you how to store bearings, how to remove them, install them, lubricate them, 
keep them running longer 

“CARING for BEARINGS" is one more step in ’s continuing ‘‘Refresher”’ 
Program to help you be worth more—to yourself and your customers —by 
knowing more about anti-friction bearings 

Any District Office will arrange a showing of ‘‘CARING for BEARINGS” 
for authorized & Distributors — or write: SKF INDUSTRIES, INC., 
PHILADELPHIA 32, PA. ~ manufacturers of S&F and HESS-BRIGHT bearings. 7400 


BALL AND ROLLER BEARINGS 














Ser 's COMPLETE LINE OF ANTI-FRICTION 
BEARINGS PLUS, BRR ENGINEERING CO.- 
OPERATION, HELPS YOU PUT THE RIGHT 
BEARING IN THE RIGHT PLACE. 
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Foot Control Leaves 
Both Hands Free To Work 


Fast Action! Fast Selling! Immediate Delivery! 


Every production or assembly job where there is a repetition of operation, needs this 
fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 
hands {ree for more rapid insertion and removal of work. Speeds up drilling, tapping, 
milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 


precision-built; exerts a grip of 15 times air line pressure! Tried — oe 99 
ordered in quantity. With Foot Control Valve, Air Hose and Fittings, only.... ‘ 


Territories Open for Distributors and Factory Representatives 


W. R. BROWN CORP. 2657 N. NORMANDY CHICAGO 35, ILL. 
SPEEDY AIR VISES + AIR REGULATORS + AIR FILTERS » PORTABLE COMPRESSORS + PAINT SPRAYERS 


AMERICA'S MOST TALKED-ABOUT VISE AT A PRICE 


MAKES THE FINEST 
COUPLING BOLTS ¢ CAP SCREWS» 
MILLED STUDS ¢ SET SCREWS 


; CO. 
YORK, PENNA. 


product ite old through Mill Supply House W rite 


folder which illustrates and describes the complete line 
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COLLETS—E very size and type collet 
offered in the industry is listed im a 
new comprehensive catalog published 
by the Sutton Too] Co., Sturgis, 
Mich. 

I'welve pages of Catalog No. 15 are 
devoted exclusively to the specifica 
tions and prices of collets, feeders, and 
pads for automatics, hand machine 
turret lathes, milling machines, pr 
duction and engine lathes. ‘Those col 
lets stocked for immediate shipment 
are keved for easy identification 

Some of the other features illu 
trated and described in the new 26 
page catalog are the company’s “Dia- 
mond Grip” - serrations; “Quick 
Change” master collet; “Full Float 
ing’’ master collet; tvpes of standard 
collets and feeders; master feeders and 
uper feeders; and special tools such as 
adapters, tool holders, sleeves, collet 
ind feeder tubes, bushings, mandrels 
and boring bars 


Utica Drop Forge 
Metal Forging Film 


5,000 vears of progress in forging 


metal will be shown m a 20 minut« 

und motion picturc now i produ 
tion for the Utica Drop Forge & ‘Tou 
( orp . Uti 1, N \ 

Months of research were required to 
obtain data, verify and script the stor 
which will trace the use of pliers and 

nches through the centuri Three 
dimensional tivated dioramas wall 
be used to sh ent methods of 
meltir nad for@im I} \Victropol 
tan Nluscum of Art ha 
friezes of k.gvptian bronze forgings t 
dd background for cenes of tha 


ontributed 


period in histor 

Some scenes will show the man 
facture of drop forged wrenches in th 
local plant and also the latest method 
of forging where thousands of poun 
of pressure forge parts to a toleran 
of a few thousandths of an inch 





ARMSTRONG 


TOOL HOLDERS... 


for the toughest steels! 


The “Armstrong System” provides special ARMSTRONG TOOL HOLDERS 
for ARMALOY (cast alloy) and for ARMIDE (carbide-tipped) cutters. With 
these modern cutting tools, the toughest and hardest steels are easily ma- 
chined. Far heavier feeds and the extremely high cutting speeds become 
practical (300 f.p.m. with ARMALOY cutters; 600 f.p.m. with ARMIDE cutters). 
Delays for tool re-grinding are reduced to an absolute minimum—edges hold 
up to 100 times as long. 

Industrial Distributors can increase profits by selling the complete System 
of Tool Holders, not just individual toc] holders . . . by selling the correct 
types for all operations, the correct sizes for each job . . . by selling the 
correct bits, blades and cutters for each material and cutting speed. 


ARMSTRONG BROS. TOOL CO. 


"The Tool Holder People” 


WRITE FOR CATALOG 
5205 WEST ARMSTRONG AVENUE ° CHICAGO 30, U.S.A. 
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FOR YOUR 


WRENCH NEEDS 


> Manufacturers of a full and 
J outstanding line of alloy and 
4 carbon wrenches for 35 years. 
You will like Fairmount ser- 
vice. it is geared to your in- 
dividual needs. 


A profitable line to sell. 
Write for catalog and full 


distributive information. 


FAIRMOUNT 


jfele) Gr.“am 2e) icil, (come), [en 
10611 Quincy Ave., Cleveland 6, Ohio 
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LATHES—Bullectin No. 5302 isued 
by South Bend Lathe Works, South 
Bend, Indiana describes the com 
pany’s new 16-inch 12-speed lathe. 
Many outstanding features of the 
lathe are well illustrated in the 2-color, 
+-page bulletin. Specifications, descrip 
tions, and prices make up the text 


ACCOUNTING CONTROL—How 
to keep customer records up-to-date, 
make detailed distributions with less 
effort, and maintain complete ac 
counting control at all times through 
the means of mechanized accounting, 
is the subject of a new folder entitled 
“Mechanized Accounts Receivable 
Posting” published by Remington 
Rand Inc., New York. 

Ihe folder describes how the Fore 
most Accounting Machine provides 
simplificd controls and analysis at 
lowest cost. ‘The analysis columns on 
the sales journal illustrated show how 
daily sales totals are provided by dc 
partment, branch, product class or 
other breakdowns as needed. These 
columns have a double-entry arrange 
ment to show both debits and credits, 
ind code designations aid in making 
detailed analyses and entries to gen 
cral accounts 


Allen-Bradley Offers 


Motor Controls Bulletin 




















The Allen-Bradley Co. of Milwau 
kee, Wisconsin, has released a new 
28-page bulletin, “Quality Line of 
Motwr Controls for All Industries.” 

In this bulletin the most important 
items in the company’s line of 
standard motor control apparatus have 
been outlined. Controls, starters, and 
accessories are described and their ap 
plications listed. A special feature of 
the bulletin is the section illustrating 
glimpses behind the scenes of the 


Allen-Bradley Co 























Look Like 
Volume and 
Profit Producers 


for You 


Lamps — Incandescent and Fluorescent Lamps — everybody buys 

‘em — everybody sells em. The lamp replacement business is sure 

and steady month in and month out. 

That’s why it’s so important to get your customers’ lamp orders ONE BIG HELP 


and keep on getting ‘em. ‘eeri 

P & 8 Champion Lamp Distributors 

CHAMPION Lamps give you a new crack at those desirable lamp offer their customers the 

pane ni / Champion Maintenance Man- 

ccounts. ual, an invaluable guide to the 

The Champion Lamp reputation for good and lasting lighting pay lighting at the lowest 
cost. 


value has been thoroughly established for fifty years. Once you sell 
Champions you're in. Their quality and dependability wins the re- 
peat orders. 


Champion Lamps are easier to handle, easier to sell — no red tape, 
no inventory reports, no consignment detail — just a fine product 
in a fine package at the right price and profit margin. 


Why not look into Champion Lamps — see what they can do to help 
you build new, profitable and steady volumes? 


Simply get in touch with 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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F , 


SINCE 1866 


BELT-SAVER 
PULLEYS 


SAVE 
BELTS... 
BUILD 
PROFITS! 





Today, thousands of Sprout-Wal- 
dron BELT-SAVER Pulleys are in 
use throughout the world — on 
applications. ranging from stone 
and gravel to wood chips and 
foundry sand. 

The exclusive cone and wing 
design of the Sprout-Waldron 
BELTSAVER makes it ideal for 
rough service installations where 
hard, abrasive materials must be 
handled. That's why it's regularly 
specified by leading manufactur- 
ers of conveyor belts and con- 
veying equipment. 

Actual case histories report belt 
life increases from 50 — 400%. 
Repeat orders are proof that this 
is a profitable item for industrial 
distributors to feature. 


+ FREE 
Send for 
Bulletin 
35-A 
Today, 


and read the enthu- 
siastic reports of Belt-Saver Pulley 
users. See for yourself how you 
can help your customers profit by 
acquainting them with Belt-Saver 
Pulleys. Sprout-Waldron & Com- 
pany, Inc., 3 Logan Street, Muncy, 
Pennsylvania. 


SPROUT-WALDRON 
% BELT-SAVER ouusvs | 

















RUST PROTECTION-Rust-Oleum 
Corp., Evanston, Ill, has released a 
new 6-page catalog featuring rust pre- 
ventive coatings for farm implements 
and machinery, as well as rust pre 
ventive coatings for construction and 
highway maintenance equipment. 

lo illustrate the many colors avail- 
able which match colors of original 
equipment manufacturers, 24 actual 
color chips are included in the new 
catalog. Specific applications, uses, 
and instructions for brush or spray 
application are also featured 

The new describes 
Clear-Scle, a clear liquid finish for use 
in “mothballing” equipment in out- 
door storage and restoring dull colors. 
Another product included in the cata 
log, designated as Form No 
RY, a temporary protective coating 
for clean metal parts. 


catalog also 


215, is 


Hobsite Issues 
Vibration Pad Catalog 











A STUPENDOUS 


PULL! 


When Paul Bunyan cleared 

white pine in Minnesota, he 

would hitch his ox to a gigantic 

load at Lake Vermilion and in 

a single pull deliver it to 

Duluth or Two Harbors. A stu- 
pendous pull—even for 
Paul's ox. 


WE KNOW THAT THE 


“MORE POWER PULLER” 


is not designed for this type of haul, but we 
do know that it has proved time and again 
thet there is enormous pulling power packed in 
this flexible sturdy lightweight unit 

Here is a puller operated by one man thot 
requires no electrical or fuel connections that 
can be easily carried anywhere and is always 
ready for instant use. 

The “More Power Puller” offers unlimited 
possibilities for solving your customers’ power 
puller problems, moving or loading heavy ma 
chinery, and in general maintenance work 
eround a plant 


It comes equipped with 20 
30, or 40 feet of cable 


List Price $27.75 to $33.80 F.0.B. Factory 
Distributor and Dealer Openings 


THE WYETH-SCOTT wand 


NEWARK, OHIO 














Hobsite Products Co., Harrison, N. J. 
has released a new catalog on their 
Keldur vibration isolation pads. 

A cutaway drawing shows how the 
pads can be mounted. Photographs il 
lustrate the use of these pads on large 
panel boards, precision instruments, 
and other machinery. 


WORK GLOVES—The C. Walker 
Jones Co., Philadelphia, Pa., has an 
nounced publication of a new catalog 
describing their line of Jomac indus 
trial work glove 

Ihe catalog features the manufac 
turer's quality control from yarn to fin 
ished product Many of the stvles are 
listed and photos are shown of cach 
series, including heat and flame re 
sistant gloves, Glov-Safers and special 
hand pads and sleeves, “designed for 
the job” 

Ihere are illustrations of the work 
gloves in actual use, and Jomac cloth 
is shown in photographs on the inside 


covers. Various other products of the | 


company are listed on the back cover. 
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MACHINE TOOL 
ACCESSORIES 


Universal acceptance 
assures a profitable line 


Year after year distributors have relied 
on the ZIP line of T-bolts and accessories 
to serve the needs of their customers. By 
taking advantage of the universal accept 
ance among users of these items, you too 
will find the ZIP line a profitable one to 
handle. It will pay you to make “SELTZER” 
your source of supply for Zip Machine 
Tool Accessories. 


GEO. H. SELTZER & CO.” 


DREXEL HILL, PA 











CARBIDE TOOLS-—A new 45-page 
catalog describing nearly 800 carbide 
tools has been issued by the Nelco 
l'ool Co., Manchester, Conn. 

Colorful and comprehensive, this 
fact-packed brochure highlights the 
complete Nelce line of milling cutters, 
drills, arbors, grinder-lathe centers and 
tools with photographs and specifica 
tion drawings. Also featured is a 
graphic account of the output that 
results from the use of these carbide 
tools 

Ihe catalog was compiled to serve 
as a ready reference for engineers, 
production supervisors and others in 
terested in the applications of Nelco 
carbide tools 


ROLLING FIXTURES~—A four page 
illustrated bulletin (No. 6-702) de 
scribing the company’s new line of 
bench type gear rolling fixtures that 
check size, eccentricity and roll 
smoothness is now available from 
Michigan Tool Co., Detroit, Mich. 

Illustrations, design features and 
complete specifications are given for 
three types of rolling fixtures: Model 
602 fixture for external spur and heli 
cal gears, Model 602-A for cluster 
gears and gears with integral shafts 
and centers, and Model 702 for in 
ternal gears. 


PURIFIERS—To help engineers, pro 
duction executives and maintenanc« 
personnel who are interested in the 
use of purifiers to clean up moisture, 
mist, dirt particles, guck and other 
entrainment in pipelines and equip 
ment, the V. D. Anderson Co., Cleve 
land, Ohio, has published an 8-pag 
folder 

Bulletin 700 entitled “End Dirt 
and Moisture Problems the Hi-eF 
way’, describes the uses of purifiers 
(mechanical separators) throughout 
the petroleum, chemical, food and 
other industries as well as in all steam 
generation and distribution systems. 

This technical bulletin describes 
in detail how purifiers are used on live 
steam, exhaust steam, compressed air, 
vapor and gas lines 

Cutaway views showing the installa 
tion of purifiers in 14 different appli 
cations are accompanied by a_ brief 
description highlighting the purpos« 
of purifiers in each case. Information 
is also given on the types of entrata 
ment likely to be found in the various 
vapors and gases. A photograph shows 
samples of condensed steam before 
and after a purifier is installed. An 
other photograph shows accumulation 
of scale in a typical pipeline not 
equipped with a purifier. In addition, 
the bulletin pinpoints the seven types 
of Hi-eF purifiers available to solve 
dirt and moisture problems. 


























































Under Portion Solid 





Properly oiled screw greatly prolongs the 
life of @ vise. This is easy on a Parker, 
with the outside saddle, making it un- 
necessary to get down and feel around 
for the collar to take out the main screw. 
It also gives solid under portion to slide 
where other vises are cast hollow. 


PARKER VISES 


America’s Oldest 
1832—1953 











THE CHARLES PARKER CO., 
MERIDEN, CONN. 








For Rapid Handling 
of Bulk Material 


“CLIMAX” Scoop Truck 


Ideal for one-man movement of grain, 
coal, or other bulk stored material particu- 
larly from freight cars or trucks. Increases 
speed six to ten times. The scoop is drawn- 

wom. pressed from a single sheet of 10 gauge steel 
a — an exclusive Lansing feature. Select north- 

» ern hardwood handles, formed wheel housing 

and choice of wheels provide a strong, durable, 
trouble-free unit. Capacity, 200 pounds of 
coal, 22 bushels of grain. 









Ask Your Distributor or Write For Details Today 


ANSING CO. 


4AMCO MATERIAL MAN OLIMG EQUIPMENT, 









LANSING, MICHIGAN 
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AWE TBAT offers you 
4 Keys to More Flexible 


Metal Hose Sales 


When you sell Atlantic flex- 

ible metal hose, you know you can 

deliver —on time! Because Atlantic is 
geared for fast production and service to the 
Distributor. 


Check an Atlantic catalog. You will see flexible metal hose 

for every application... conveying chemicals, steam, oils, tars, 
asphalt, gases, alkalis, light and semi-solids, refrigerants, gasoline 
..- for absorbing vibration, correcting misalignments, mobile service, 
eliminating thermal expansion strains. When problems arise, Atlantic 
engineers help you solve them—swiftly! 

Atlantic flexible metal hose is backed by 38 years of acceptance by 
leading industrial users. Every length is Job Tested and Guaranteed 
to Do lis Job! 

More than 2,000,000 advertising and publicity messages in such leading 
publications as Machine Design, Product Design & Development, 
Industry and Power, Chemical Processing, Diesel Progress, Diesel 
Power and Diesel Transportation pre-sell your customers—help turn 
calls into closings! 

SELL THE HOSE THAT OPENS THE DOOR TO MORE VOLUME 
—MORE PROFIT—ATLANTIC! 

Flexible Metal Hose in All Workable Metale—\%”-36” I.D. Inclusive. 
Standard or Special Couplings. 


Write for Catalog 500. It is especially designed for Distributors’ use. 


ATLANTIC METAL HOSE CO., INC. 


104 WEST G4TH ST... NEW VORK 23,5. ¥. 
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GEAR DRIVES-—Helical gear drives 
their advantages, ficlds of application 
and correct selection—are discussed in 
a new, illustrated 16-page Book No. 
2451 released by Link-Belt Co., Chi 
Cago, Il. 

Full-page cross-sectional views show 
in detail the design and construction 
features of both the double and triple 
reduction types. Installation photo 
graphs picture typical installations 

All factors governing correct selec 
tion are described in detail. The right 
drive for any application can be chosen 
readily, because horsepower ratings for 
all drives, in all ratios, for various input 
speeds, are shown in tabular form 

Load classes for 170 types of ma 
chines, arranged alphabetically from 
agitators to windlesses, are tabulated 
Other tables give the maximum over 
hung loads for drives of various sizes. 
Principal dimensions of the various 
drives are shown 


Clark Equipment 
Offers Safety Film 


A new training and safety film foi 
industrial truck operators has been pro 
duced by the Clark Equipment Co., 
Battle Creek, Mich. The new 30 min 
ute sound movie, titled ‘Safety Saves,”’ 
was filmed at on-the-job factory and 
warchouse locations 

The film illustrates the “dos and 
dont’s” of safe driving, and shows the 
cause of most truck accidents and how 
to avoid them. Examples of how not 
to handle a fork truck, and the safe, 
correct method are graphically por 
traved. Besides fork truck operation, 
‘Safety Saves” contains instructions 
for operators of towing tractors and 
hand trucks 


MASONS LEVEL—A bulletin § cd 
scribing its new 48-in. Aluminedge 
aluminum bound) Masons’ wood 
level has been released by ‘The Colum 
bian Vise & Mfg. Co., Cleveland, 
Ohio 

Level features and specifications are 
fully listed. Line sketches are used to 











REQUISITION 
sant sattensetneeson tn 


Th Simonds Abrasive 
for Grinding Wheels 





ISIMONDS 


ABRASIVE co. 


Foes 
Grinding Wheels 


No need to fumble for the right 
type of grinding wheel. 


Simonds Abrasive Company’s com- 
plete line has everything from giant 
wheels for production grinding to 
abrasive grain for polishing... 
everything you need for finishing, 
shaping, cutting-off, smoothing or 
sharpening. 

You'll find our free data book 
mighty helpful. It gives wheel 
recommendations, lists specifications 
and suggests methods for safe, pro- 
ductive grinding. We'll gladiy send 
it, together with name of your 
Simonds distributor. He can save 
you time, trouble and money. Write. 


SIMONDS ABRASIVE CO. PHILADELPHIA 37. PA BRANCH WAREHOUSES 


3 Grinding Machines 
Mean Big Business 
in Grinding Wheel Sales 


There’s many a “sleeper” in industrial 
buying. Take a plant operating only 
three grinding machines for instance 
Who would expect it to buy 900 (24” 
diameter x 6” thick) grinding wheels 
at a time? It actually happened. The 
plant was grinding alloy steel rod 
Only three centerless grinders were 
operated but 900 Simonds center- 
less wheels were sold for use on them. 

This is healthy business in any 
language, and certainly worth going 
after in your locality. While keeping 
vour selling effort concentrated on 
supplying wheels for your customers 
major grinding requirements, you 
will find it advantageous to consider 
other phases of grinding done in the 
same plants. This is particularly true 
of plants doing defense work involv- 
ing grinding operations not identified 
with their normal production activi- 
ties. One large Midwest manufacturer, 
for example, became a big volume 
user of Simonds Fibrex wheels for 
roughing and finishing work on jet 
engine fins. He bought over 5000 
wheels. 


Right now, in your own area, there 
may be a number of plants well worth 
cultivation as profitable markets for 
Simonds grinding wheels. And don’t 
overlook the sales possibilities of ab- 
rasive grain for blasting and polishing 
One manufacturer recently ordered 
more than 100,000 Ibs. of Simonds 
Abrasive grain for blasting the metal 
frames of television tubes 

Abrasive products are basic tools 
Demand for them exists right in your 
own backyard. Go after this business 
Don’t overlook the plant with only a 
few grinding machines. It might be a 
real pay-off prospect. Remember 
those 900 grinding wheels sold for 
only three grinding machines, 


The advertisement shown here is 
typical of the manner in which this 
line is being promoted to industry 
with millions of sales messages in 


DISTRIBUTORS IN PRINCIPAL CITIES , ‘ " ° . 
leading trade publications during 


Division of Simonds Saw and Steel Co., Fitchburg, Mass. Other S ds C : Simonds Steel Mills, Lock- 1953 
port, N. Y., Simonds Canada Saw Co., Ltd., Montreal, Que. and Simonds Canada Abrasive Co., Ltd., Arvida, Que. os 








“Advertisement” 
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by d HIDDEN 5 | show design and construction details 
to n a es lhe new level is completely enclosed 
with aluminum on every edge; binding 

on your regular calls! is of a new precision-rolled aluminum 

type into which the wood stock is 

fitted and sealed. Other salient fea- 


with our — are also listed in the new bulle- 
in 


30-DAY TRIAL OFFER a SPEED REDUCERS—“Shaft-King” 


on the . shaft-mounted speed-reduction units 
are illustrated and described in a 20 
page speed-reduction drive catalog 
published by The American Pulley 


F © ) L E Y automatic , Co., Philadelphia, Pa. 


Complete with information or di 


SAW Fi LER mensions of units, the new catalog 


also includes where the new units are 
You probably have a lot of customers who use used and how thev are installed, and 
gawe to Gute Gp eatont, yet Stet sharpen Sheus be instructions on how to select the cor- 


hand or send the work out You may find many 

alééon proapects for the Foley Saw Tiler, ane rect size unit for a given application. 

our 30-Day Trial Offer enables each customer to 5 

prove its merits on his own saws Cut-away and phantom drawings illus 
In any plant where a number of saws are used . . . 

the Foley quickly pays for itaelf. Foley filed sawa trate details of construction 


increase sawing productior : to 40 because 


they cut so much faster and smoother run cooler, 
may sharp longer DRILL PRESSES—South Bend Lathe 
The FOLEY SAW FILER Practically Sells [1% ,[OUEY SAM, FICE Uy tee ON Works, South Bend, Indiana has is- 


. , . 1 , 
itself on our 30-DAY TRIAL OFFER wee Saein cal cl tame a tal sued a 12-page catalog covering their 
SAWS. (All Saws that can be sharpened complete line of drill presses 
Our 20-Day Trial Offer is open through you to with a three cornered Mle) . p 
any well rated company, and your customers will Catalog No. 5206 is illustrated with 


i —— both photos and line drawings, with 

all the salient features of the presses 
FOLEY MANUFACTURING co. clearly explained. In addition to the 
S568 0. 6. Se Se. Rene Say SE precision model drill press, the econ 


8, BY By = gh we omy model and several multi-spindl 














production models are featured 
Several pages are devoted to the 


production boosting drill press attach 
CALDER ies als aatss Olas +42 6 Line ments available from this company 


Zeya Bi er Profits eee Easier Sales VALVES-—Specifications and dimen 
99 I 


sions of new bland-tvpe needle valves 
are graphicaliv described in a_ two- 
color illustrated circular issued by The 
Lunkenheimer Co., Cincinnati, Ohio 
steel cutters . Right and Left hand Threaded Bushings Mhe circular shows in specific de 
tail the wide selection of gland-type 
needle valves manufactured bv the 
company 








BUILT RIGHT—Best materials throughout . . tool 


for Automatic Tightening. 


“wy “D, 


\ 


ABRASIVES—Bay _ State Abrasive 
Products Co., Westboro, Mass., has 
issued a folder entitled, “Look Ahead 
To Better Grinding with Bay State.” 
Included with the folder, which illus- 
trates the company’s abrasive prod 
ucts, a business reply card makes it 
possible for interested users to check 
‘ off those items on which they desire 
EASY TO HOLD— Extra \ additional information. 


Weight well distributed 

for smooth handling VALVES—Edward Valves, Inc., East 
( t Chicago, Indiana has announced 

publication of a new 56-page catalog 


Also CALDER Fine Diamond Dressing Tools 
covering their cast steel valves 

; Included is complete information 

SOLD ONLY THROUGH DISTRIBUTORS on globe, angle and check valves in 


300, 600, 900 and 1500 Ib. pressure 
classes. Parabolic disk valves for hand 


Cc A L 8) 3 4 M A N U FAC T U R | N G . O . or motor control of volume are also 


2049 North Prince Street . Lancaster, Pennsylvania described in detail 
In addition to the standard infor- 
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This tap’s a jewel of a business 
builder for fasteners 
For every time you sell a tap, 
you know it’s going to use up 
countless cap screws, set 
screws, and machine screws. 
Follow up al/ hand tool orders, and you'll start a 
chain reaction of volume fastener sales that will 
keep on for years. 
Customers want fasteners that torque easily and 
hold securely. That’s what they get when you sell 
them RB&W bolts, screws, nuts and rivets. They're 


uniformly accurate in threading, uniformly strong 


in physical properties . . . thanks to strict quality 
control over every phase of production, from raw 
material to end product. 

Besides selling quality, sell service. It’s smart 
business to know your RB&W stock and be able to 
suggest the right fasteners for a particular job. You'll 
build customer confidence and good will, and lead 
people to depend on your firm more and more for 
an ever-widening range of products. 

Stock a well-diversified supply of RB&Ww bolts, 
screws, nuts and rivets, and make the most of 
those opportunities for rclated sales when you sell 
hand tools. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. 
Additional sales offices at: Philadelphia, Pittsburgh, Detroit, Chicago, Dallas, San 
Francisco. Sales agents at: Portland, Seattle. Distributors from coast to coast. 
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108 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 
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Compare WITT CAN and 
PAIL features with others on 
these points . . . 


STRAIGHT SIDES— 

essere extre resistence te 
rewgh handling. 

DEEP ROLLING 
CORRUGATIONS— 

ren full length of Can adding 
further rigidity. 

HEAVY GAUGE STEEL— 
provides battleship rugged- 
ness. 

STRUCTURAL STEEL BANDS— 
protect tep and bettem of Can 
end act as shock absorbers. 
HOT DIP GALVANIZING— 

@ hand process after fabrice- 
tion, insuring heaviest pessible 
restproefing. 

PINCH PROOF HANDLES— 
for easy handling. 

STURDY LiID— 

snug fitting yet easy te re- 
move. 





WITT CANS and PAILS ore guaranteed to 
ovtiast 3 to 5 ordinary CANS. That's your 
assurance of the highest standards of 
workmanship. WITT CANS ond PAILS ore 
designed to last longer . . . constructed to 
survive the most severe weather, wear, 
even deliberate abuse. it's no wonder that 
there are many WITT CANS and PAILS 
still in excellent condition after five, ten, 
yes even fifteen and more years of service. 


WITT CANS AND PAILS 
HAVE THE “RIGHT” ANGLE 


“Originators of the A 
Corrugated Can” Cott 


2111 WINCHELL AVENUE 


THE WITT CORNICE CO. 
CINCINNATI 14, OHIO 
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mation on construction features, di 
mensions, and weights, the new book- 
let contains complete information on 
material specifications, preparation of 
welding ends, flange facings, pressure 
temperature ratings and all other tech 
nical data required for intelligent valve 
selection 


TOOL ADS-—Stanle lools, New 
Britain, Conn., and North Bros. Mfg 
Co. of Philadelphia, div. of Stanley 
lools are offering a special newspaper 
mat package promoting three special 
tool units for IRHA Hardware Weck 

Stanley Vools offers one column 
and two column mats on the special 
rule unit (IIW) containing a No. 106 
or 106k folding rule and a No 
1206W in a combination box: and a 
one column mat on specially made, 
jack smooth and block planes 

North Bros. Mfg. Co. offers a on 
column mat of the new No. 46 
Yankee-Handyman push drill, offered 
only in the No. 46M Merchandise: 
containing four No. 46 push drills 


Campbell Chain Offers 
Complete Chain Catalog 


4 ~ 


ae ~~ 
< CAMPBELL 
uri, CHAIN 


* COmmeaencial 
* meDUSTRIAL 
*faam 
omaARinG 

¢ AUTOMOTIVE 


(otaleg No $2 
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Campbell Chain Co., York, Pa. has 
issued a new catalog which includes 
illustrations, specifications and other 
pertinent data on the various tvpes of 
chain made by the company. 

Bulletin No. 53 includes charts to 
show working load limits of various 
sizes and grades of chain. The catalog 
also contains details about slings, 
hooks, repair links, and the complet 
line of the maker's tire chains 


WIRE ROPE—A new 64-page hand 
book on slings and fittings is now 
available from the A. Leschen & Sons 
Rope Co., St. Louis, Missouri 

It is printed in a handy 43 by 64-in 
size—for convenient reference on the 
job or in plant offices. It contains 





Exclusive Features 
in Every Catalog 


HIGH SPEED PRICES are printed in 
RED 


CARBIDE PRICES are printed in 
GREEN 


TFRADE-MARKS reproduced in 
headings of well-known brands 
tie-in the catalog with manufac 
turers’ national advertising. 


DIVIDING RULES between 
page columns provide ease of 
reading 


All setups in each catalog 
are submitted to manufac 
turers and brought up-to 
date just prior to press 
time 


Many of the nation’s 
leading Industrial Sup- 
ply Distributors are 
turning to us for their 
catalog service .. . 


there is a good reason 


THE CATALOG DISPLAYED 1,‘"'s,)¢ as Peee 


part of our current production 


600 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 
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Ask yourself 

these questions 
before you stock up 
on pipe unions again 


Are the unions you're selling de- 
signed having a truly spherical 
ball joint with brass seats re 
cessed for protection and free- 
flow? 


Do the unions you handle have 
octagonal ends so that they may 
be easily tightened with any type 
wrench? 


Are they plainly marked tor 300% 
pressure? 


Are they made of Air Furnace 
Malleable iron having a tensile 
strength of 55,000 p.s.i. and air 
tested before shipment? 


If you can't answer “Yes” to all these 
questions, you're not selling 


CPSOM 


UNIONS 


. . and you're not in position to 
make selling capital of all these fea- 
tures which are back of Jetierson's 
reputation and acceptance for high 
quality, maximum service and econ- 
omy. 


Jetierson offers OWG 20002 to 2” and 
1000# up to 4”. In the complete line 
are included AAR male and female 
unions, Enduro 3002, Excel 250% and 
Master 1507 unions. All iron seats are 
also available in all types. 


Cash in now on the com- 
9 of the Jefferson 
ine, its outaneey 


rior performance an 
sive features 


JEFFERSON 
UNION CO. 


671 West 26th St., New York 1, N. Y 
9 Green St., Lockport, N. Y 
49 Fletcher Ave., Lexington 73, Mass 


supe- 
exclu 








TRACKMOBILE 


more than 100 illustrations, showing 
standard wire rope slings, grommet 
slings and multiple part slings, the | 
latter including flat-laced, hand braid- 
ed slings. 

Charts show correct calculations for 
determining the size of slings required, 
and correct sling angles in relation to 
loads. The new line of Red-Strand 
8-part braided slings is featured in the 
handbook, along with the Pin-Lock 
thimbles. 


ABRASIVES—Cratex Nanutacturing 
Co., San Francisco, California has is 
sued a new catalog presenting the 
idaptability and application of their 
rubberized abrasives. Complete with 
specifications and prices, ¢ atalog No. 
53 contains a comprehensive treatise 
about rubberized abrasives on burring, 
smoothing and polishing operations 
and their use in industrial establish- 
ments. 


CASTERS—Buffalo Caster & Wheel 
Corp., Hamilton, IIL, has announced 
a new 16-page Catalog BC-53 which 
covers their entire line of industrial 
casters and wheels. 


How Trackmobile 
users are getting savings plus a varicty 
of important additional benefits in 
freight car handling is told in ‘Re 
ports From The Field on ‘Trackmobile 
Savings and Advantages,” published 
by the manufacturer, Whiting Corp., 
Harvey, Ill. 

This folder presents a case study 
picture of the machine’s advantages, 
both from a man-hour and dollar 
standpoint as well as its flexibility in 
track or road operation and quick 
changeover from one to the other 

Bulletin T-109 covers reports from 
industries ranging from coal mines 
and oil refineries to meat packers and 
rug manufacturers 


VALVES—Catawissa Valve & Fitting 
Co., Catawissa, Pa., has issued a new 
20-page catalog describing their com 
plete line of unions and valves. 

Catalog No. 11 is indexed and con 
tains cutaway drawings, application 
photos, prices and specification tables 
on unions and valves for all pressures 
ind all temperatures 

Space is provided on the back cover 
for the distributor's imprint. 


ELECTRICAL TAPES—A new 12 
page illustrated booklet describing 
Scotch” brand electrical tapes and 
related electrical products for construc 
tion and maintenance has been an 
nounced by Minnesota Mining and 
Manufacturing Co., St. Paul, Minn. 
The booklet § discusses use _ of 
“Scotch” plastic electrical tapes Nos, 
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Feit 


—_ that you can 


=. " ith! 
=e mark with 


PAINTMARX 


The modern marker that marks as 
clearly and permanently as paint . . . 
any surface thot takes point . 

with the ease of a pencil! The marks 
are long lasting and weatherproof! 
Paintmarx is always ready for use. 
No drying out—no running of color. 
Sticks do not get crusty at the tip. 


Discard the brush and paint bucket. 
Use this modern Stick of Paint! 


Send for FREE Industrial Crayon Guide. 
Dept. ML-69 
MERICAN CRAYON compony § P 


— 
onde —_> 








Wears Longer... 


Columbian Manila Rope is treated 
with special lubricants to reduce 
internal friction and 


retard internal wear. 


The S.S. Constitution shown here is owned by 
American Export Lines, Inc., which operates 
44 ships from United States North Atlantic 
ports to North Africa, Mediterranean, Black 
Sea, Red Sea, India, Pakistan, Ceylon and 
Burma. This company has consistently used 
Columbia Manila Rope for many years. 


cOoOtlUMBIAN ROPE CeERPAR YT, AVEC Rs 
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It’s profitable to stock and sell 
Harrington Hoist Products 


It’s profitable, because Harrington's complete line of hoist products 
permits you to satisfy most of your customers’ hoisting require- 
ments 

It's profitable, because Harrington's electric hoists, hand chain 
hoists, trolleys and other materials handling equipment have wide 
customer acceptance 

It's profitable, because Harrington makes your selling job easier 
by cultivating your customers for you. Consistent advertising in 
leading industrial publications, catalogs, bulletins, envelope stuffers 


and other sales aids are all working for you. 


Sy 


Peerle 
Model ( 
Horst 


HARRINGTON PEERLESS HOISTS 


Tue Hanninerot Company, 1640 W. Callowhill St., Phila. 80, Pa. « Since 1876 
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21, 22, and 33 in industrial and house 
wiring, appliance repair, underground 
cable splicing, and other heavy-duty 
applic ations. 

In addition, it tells how “Scotch” 
glass cloth electrical tape No. 27 with 
a thermosetting adhesive is used for 
sealing, holding, and insulating where 
high temperatures are involved. 

Also described and _ illustrated are 
such new accessory products as 
“Scotchlok”’ electrical spring connec 
tors for splicing, “Scotchfil” electrical 
insulation putty for insulating and 
padding large connectors and other 
irregular surfaces prior to taping, and 
‘Scotchkote” electrical coating for usc 
as an outer seal on plastic tapes sub 
jected to abnormal quantities of oil or 
contaminated water. 


MATERIALS HANDLING— 
“There’s an Angle to Increasing Exist- 
ing Storage Space”’ is the title of a new 
6-page materials handling study re- 
leased by The Baker-Raulang Co., 
Cleveland, Ohio. 

The illustrated report shows ware 
house operators and manufacturers 
how oblique stacking cuts down aisle 
requirements and actually provides 
more storage capacity. It also shows 
how easier stock selection and faster 
inventory checks are made possible by 
the angle-stacking idea. 

Example formulae for the correct 
angle selection in an oblique stacking 
sctup are included in the report. 
Charts show how the variables of aisle 
layout, column locations, pallet sizes 
and fork truck capacities affect the 
planning of an oblique stacking sys 
tem. 


COUPLINGS & CONVERTERS 


To help both the user and manufac- 
turer of powered equipment to better 
understand the application of hy- 
draulic couplings and torque con- 
verters, ‘Twin Disc Clutch Co. of 
Racine, Wisc. has released a 32-page 
special issue of Production Road, titled 
“Coupling or Converter?” 

The new “Coupling or Converter?” 
issue uses layman’s terminology to ac 
quaint the reader with the meaning 
and characteristics of torque and the 
effect torque has on both driving and 
driven equipment. 

Illustration and text explain why a 
hydraulic coupling transmits only in 
put torque, whereas a hydraulic torque 
converter multiplies torque—with spe 
cific advantages of each type drive as 
applied to all types of industrial ma 
chinery. Photographic stories depict 
applications of the various ‘Twin Disc 
hydraulic drives—including industrial 
and truck type torque converters, hy 
draulic couplings, and the various 
package drives-based on the coupling, 








ncluding the Iiydro hi ive, Hyd: 

Wynd, hydraul powel take-offs, d 

onnecting coupling units, and marine 
il ncorporatmn hyvdrauh cou 


ng 


PILLOW BLOCKS-— Colortul illustra 
tions have been used in a new bulletin 
issued by Dodge Manufacturing Co., 
Mishawaka, Indiana to bring out the 
features of their new all-steel Dodg 
Timken pillow blocks 

Pages 5, 6, and 7 of Bulletin A-6 
ie devoted to technical information 
to help the enginecr select the right 
size for any particular application. Th 
data covers the new product in 
ranging from 2té-in. through If 


inches. ‘The back cover presents a cro 
section of the other products in th 
Dodge ling 


Control Centers Is 
Subject of A-B Catalog 








15) 
i ae 
= ace 


BULLETIN 798 


ALLEN BRADLEY 














A 28-page Bulletin featuring multi 
unit control centers has been released 
by Allen-Bradley Co., Milwaukee, 
W isc 

Bulletin No. 798 contains a n 
plete explanation—from the purpos« 
the construction of multi-unit contro] 
centers. Included also are unit dimen 
sions and rating ind some typical 
ipplications 

An informative feature is “Pattern 
for Planning a Control Center.” La 
out charts and floor arrangements aré 
illustrated to simplify planning. In 
formation required in inquiri 
clearly stated in the section, “How to 
Order.” A tvpical specification is al 
included 





HOT DOGS CELEBRATE 


The hot dog, developed in Frank 
furt, Germany, is celebrating its 100th 
anniversary by disappearing at the rate 
of six-and-a-third billion a year, ac 
cording to Food Engineering, McGraw 
Hill publication 




















HACK SAWS — BAND SAWS 

















































Distributors want repeat 
sales and continuing profits. 
Barnes Rocket assures Dis 
tributors these advantages 
because the Rocket has 
proven to be safe and more 
dependable. You can be sure 
of repeat sales. 


YOUR 
INDUSTRIAL 
DISTRIBUTOR 


W. O. BARNES CO., INC. 


1287 TERMINAL AVE., DETROIT 12, MICH. 
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VISES 


ARE BUILT TO WORK 


Hardened, alloy-steel jaws can never 
get lost, loose or broken because 
they are mold-welded into a perfect 


and permanent union. 


A AAAAANARARA RAY 


EVERY DETAIL IS Solid asa mock 


The hardened alloy-steel jaw facings of the Reed vise make jaw 
replacement unnecessary. Because they are permanently welded into 
position, they avoid the nuisance of lost, loose or broken jaws so 
often encountered with ordinary vises. Together with other exclusive 
Reed features, they create a sturdy, solid-as-a-rock vise that will out- 
last and out-perform any other vise on the market. The alloy steel 
screw and vise nut are machined to close tolerance for maximum 
bearing, easy operation and perfect alignment. An adjustable front 
end bearing and a longitudinol take-up on the vise nut maintain align- 
ment and eliminate all lost motion permanently. Castings are of 
sound, semi-steel, contoured for heavy sections at all stress points 
while permitting maximum accessibility to the work. 


ays to se quality Because they arry the load 
under the hardest « onditions of « sage REED J/ises make 
friends for the distributor who sells them. Take advantaqde 


r th r fit and good - wi power by maintaining a 


MANUFACTURING COMPANY 


ERIE, PENNSYLVANIA «+ U.S.A. 
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NEW LINES 
taken on by 
DISTRIBUTORS 





Davton Supply & Tool Co., Inc., Day 
ton, has been appoimted a distribu 
tor for the line of standard tools 
md blanks, masonry drills, and dia 
mond wheel dressers of the Carbo 
loy Department of General Electric 
Co., Detroit 

\lurrav-Baker-Frederic, Inc., New Or 
leans, has been appointed distribu 
tor in the New Orleans. territory 
for the complete Penflex line of 
Phe Pennsvivania Flexible Metallic 
lubing Co., Philadelphia 

Standard) Equipment Co Mobile, 
\la., has been appointed distributos 
of the line of portable tools of Skil 
Corp., Chicago 

Richmond Supply Co., Augusta, Ga., 
has been appointed distributor for 
the RBC line of bearings of The 
limken Roller Bearing Co., Canton, 
Ohio 

R.S. Armstrong @ Bros. Co., Atlanta, 
Ga., has been appointed cxclusive 
distributor in Georgia for Thor con 
tractor tools of Independent Pneu 
matic ‘Tool Co., Aurora, Il. 


The Pennsylvania Crusher Co., Phila 


delphia, has appointed the follow 
ing firms to distribute its lines in 
their respective territories 
@ The Mine & Smelter Supply Co 
Denver, Colo. 
@ The Alliger & Sears Co 
Houston, ‘Texas 
@ ‘Tampa Armature Works 
fampa, Fla 
rastonia Mill Supply Co., Gastonia, 
N. C., has been appointed dis- 
tributor for the following manufac 
turers 
@ food Machinery Co 
Lakeland, Fla 
pipe, irrigation equipment 
e Construction Machinery & 
F-quipment Co 
Waterloo Ind 
pumps) 





NEW LIGHT ON NAPOLEON 


Napoleon was 4 food technologist 
at heart, Food Engineering, McGraw- 
Hill publication, says. In 1811, he hon 
ored Benjamin Delessert for obtaining 
crystallized beet sugar and ordered 
production of it in France. He also 
fathered canned foods and oleomar 
gine 























The Johns-Manvi 
Packing of the Month 


... one of the leaders i 
ers in a quality line that will help you b 
ou build a 









j-M INTERLOCKED 
BRAIDED ROD PACKING 


STYLE #255 


.. For customers who want 


a packing that stands uP 
under the severest service 


Jed square, not 
lesa maximum 
seal with 


terlocked 1s braic 
rape, it provic 
making 4 tight 


cause In 
pressed into sl 
area, 


order-getter 


er a tough, just 


sell it: This star 
of contact 


ymers W herev 


Where to 












makes steady cust 

long-wearing packing is required for hard- 

working shafts—either rotating OF recipro- minimum gland pressure. 

cating- Plant men like it because it gives 4 _ . : 

Light, long-lasting seal against a and How it 1s frnlehes Interloc ked Style No. 255 
superheated steam to sQ0F; and hot, cold, is supplied 19 both coil and ring form, lubri- 
fresh and salt water. (For service against caus- cated and graphited, = size from 4" to | 
tics, Style No. 254 is furnished. For hot oil diameter. (Style No- 2531s lubricated but not 
service, use Style No. 270.) graphited.) 

Backed by National advertising: Through 
What its selling points are: Thanks toa unique jeading national public ations, Johns- Manville 
method of braiding asbestos yarn, interlocked advertising reaches packing users in every im- 
has no jackets tO wear through; n° plaits to portant industrial area refers them to their 
work loose. The long-fibre asbestos yarns are local J-M Packing Distributor 45 the place to 
strongly interloc ked into 4 dense structure buy. Your selling job is easte ry when you push 

: that cannot come apart if service. And be- Johns-Manville Packings! 

Note to Salesmanagers’ For copies of this advertisement for distribution 
to your sales organizauion, write Johns-Manville, Box 66, New York 16, N.Y. 
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Your BIG Profit-Opportunity 


SAWZALL 


Not an attachment... but the NEW single unit, heavy-duty 


PORTABLE ELECTRIC HACKSAW 


As its name implies, Milwaukee SAW ZALL 
cuts any material with amazing new speed and 
efficiency . . . serves hundreds of new uses in 
the shop, factory, and on the job. . . saves up 


=< 75% of previous sawing costs... pays for 
~ > itself quickly, 
ol Powered for Tough Jobs 
2250 strokes per minute 
(%" stroke) . . . equipped 
with the Milwaukee-Buill 
Motor, famous for more 
“motor guts” . . . lifetime 
lubricated ball and roller 
bearings . . . weighs only 
6% Ibs... . and fully guar- 
anteed., 


One-hand Control 
No chucking problems 
or coupling difficulties 

Cooler operation 





aa 


Complete with Steel 


Carrying Case and Blades 
for cutting all materials S 785° 


Speediest and safest method 
of opening crates. Breezes 
throva@h nails and metal 
bands 


fect condition for re-use 


leaves crates in per- 


Also ideal for accurate cutting 
of sheet metal, including cor 
rugated aluminum, tn plant 
maintenance Milwaukee 


SAWZALL saves up to 78% 
of labor cost 


Write or wire today for complete information on this 
sure-fire sales opportunity. Today's demand for the Mil- 
waukee SAWZALL is sensational. Ask for Folder SW-5. 


MILWAUKEE ELECTRIC TOOL CORPORATION 


Portable Electric Drills, Saws, Screwdrivers, Hammers, 
Aerial and Bench Grinders, Sanders and Polishers 


5342 WEST STATE STREET * MILWAUKEE 8, WISCONSIN 
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OBITUARIES 





Frederick Muller 


Frederick Muller, v.p.. 
Carter, Milehman & Frank 


Frederick Muller, vice president of 
Carter, Milchman & Frank, Inc., New 
York City distributor, dicd on Janu 
arv 12 

Ile had been associated with the 
firm since 1934, except for a period 
with White Supply Co., Waterbury, 
Conn., and Browning Bros., Inc., New 
York City 

Heb 
cral manager of Carter, 
& Krank in 1947 

Mr. Muller is survived by his wife 


ind two children 


ame vice pr sident and gen 


Milchman 


George R. Weber. 
Raybestos-Manhattan 


George R. Weber, vice president, 
treasurer and a director of Raybestos 
Manhattan, Inc., and general manager 
of the company’s U.S. Asbestos Divi 
sion plant in Manheim, Pa., 
January 14 at his home in Lancaster, 
Pa 

Mr. Weber joined the division in 
1921 and took an important part in 
creating the Raybestos-Manhattan 
merger in 1929. He was also an officer 
of Appel & Weber, Lancaster jewelers 
ind a director of the Fulton National 
Bank in Lancaster. He was a director 
of St. Joseph's Hospital, Lancaster 


died 


Thomas S. Green, 
Former Norton Director 


Thomas S. Green, 66, former di 
rector of Norton Co., Worcester, 
Mass., and president of Norton Pike 
Co., died January 25 in Albany, N. Y. 

Mr. Green had been connected 
with Norton Co. for 35 years before 
his retirement in 1950. After six 
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LAUGHLIN protects—and 


THE THOMAS LAUGHLIN CO., 312 FORE ST., PORTLAND 6, MAINE 





THE MOST COMPLETE LINE OF DROP FORGED WIRE ROPE AND CHAIN FITTINGS 
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This 3-WAY deal 
helps you 


sell the best bolts 


save time in ordering 


reduce 
handling costs 


Only Buffalo Bolt gives you this combination of quality bolts, 
a concise and complete catalog, and clearly labeled sturdy cor- 
rugated board Handy-Pack containers. What's more, prices are 
no higher than for ordinary bolts in ordinary cartons. That's 
why it makes sense to order, stock and sell Circle © bolts. 


BUFFALO 


BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities 


PRODUCERS OF CIRCLE ® PRODUCTS BOLTS © NUTS © RIVETS AND SPECIAL FASTENERS 
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vears as a salesman with FE. A. Shaw & 
Co., Boston, he joined the Norton 
sales division. In 1920, he became 
manager of the company’s plant in 
Paris 

He became treasurer and a director 
of Behr-Manning Corp., Troy, N. Y., 
a Norton subsidiary, in 1931. Two 
years later he joined Norton Pike Co., 
Littleton, N. H., another subsidiary, 
as treasurer, general manager and di 
rector, and became its president in 
1939. 

He served as a Norton Co. director 
from 1937 to 1951. He was also a 
director of the State Bank, Albany. 

Mr. Green is survived by his wife, 
two sons, one of whom, Thomas S. 
Green, Jr., is assistant to the director 
of research and development of 
Norton Co.; two daughters, and a 
sister 


Frank M. Mason 


Frank M. Mason, 
U. S. Electrical Motors 


l'rank M. Mason, 42, vice president 
of U. S. Electrical Motors, Inc., Los 
Angeles, died December 27 of a heart 
attack. He was general manager of the 
company’s Atlantic plant in Milford, 
Conn 

With the company since 1933, he 
was formerly assistant chief engineer of 
the Pacific plant. He took over the 
Atlantic plant in 1940 

Ile is survived by his wife, a son 
and two daughters 





TV FOR THE BLIND 


Screenless television sets now are 
being made for the blind, according 
to Electronics, McGraw-Hill publica- 
tion. Actually they're simple table 
radio receivers that tune in the sound 
on tv channels 2 through 13 and all 
tm channels. 
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MASONRY 


from the Complete Line 


Many years of scientific research, valuable 
experience and engineering knowledge have 
dictated the perfected designs and proper mate- 
rials now incorporated in the complete line of 
Whitman & Barnes drills. There are individual 
drill designs and materials for producing best 
possible results when drilling ferrous and non- 
ferrous metals, plastics, glass, wood, stone, ete. 


For increased sales and to provide your customers with faster, 
better and more economical drilling of holes in any material 
it will pay you to select a Whitman & Barnes drill that is specif- 
ically designed for the application. 


‘Makers of Zine Taals Since IE45° 


WHITMAN & BARNES 


PLYMOUTH, MICHIGAN 
NEW YORK « CHICAGO ¢ LOS ANGELES « HOUSTON 
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for 
combination 
wrenches 


Billings Vitalloy* Forged Combination Wrenches 

are versatile! The pear-shaped Engineers’ head with its 

tough, thin jaws gives fingerlike control for fast starting and “thumb- 
tightening”. The rugged, thin-wall 15° Box head fits into tight corners 
and gives a solid, non-slipping grip for two-fisted tightening or 
loosening of stubborn nuts. Both heads have the same size, accur- 
ately machined openings making an ideal dual purpose wrench for 
a wide variety of jobs. .. . Mechanics and machinists prefer Billings 
Vitalloy® Forged Combination Wrenches because they save time. 
They are lighter, stronger and last longer. That's why more and more 


master craftsmen always reach for a “Billings”. 


Other Billings Vitalloy 
Foryed Wrenches 


—— “BILUNGS 


Qe. sy | 


15° 808 


enc recat 


WRENCHES & SHOP TOOLS 


THE BILLINGS & SPENCER 
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NEWS 


Starts on page 124 





PASSING the gavel at the meeting of 
the Hardware ‘Trade Association of 
New York, retiring president James 
Bosted of HI. W. Mills & Co., Passax 
N, J ougratulates Incoming pre sident 

tav Fisher, Black & Decker Mfg 





Minnesota Mining & Mfg. 
Buys Large Building Site 


Minnesota Mining & Manufactu 
ing Co., St. Paul, has purchased a 
125-acre tract on St. Paul's eastern 
boundary for a long-range building 
program for research purposes 

lirst unit in the development will 
be a $3,000,000 laboratory for the 
central research department, on which 
construction will start this spring. It 
is scheduled to be completed in the 
fall of 1954 

Dates for other buildings on thx 
site have not been set. Officials said 
the land was acquired to provide room 
for research expansion when needed. 

Ihe central research department is 
responsible for the fundamental, long 
term projects concerning new product 
ipplic itions and new products 

William L. McKnight, board chair 
man, in a statement announcing th¢ 
project, hailed the company’s 700 
employee research staff for its con 
tributions to the company’s success 
Ile said that for every dollar invested 
in research, the company has realized 
$25 in sales 

“We had only one product, sand 
paper, when we hired our first tech 
nically trained employee,” he said. 
“Largely as a result of research and 
development our preduct lines now in 
cludes more than 1,000 items.” 











IT’S THE TEETH 
THAT COUNT! 





Ralph J. Crawford 


Two Sales Executives 
Named by Dallman Co. 


Dallman Cx San Francisco, ha 
ippointed Ralph J. Crawford as a 
istant sales manager of the San Iran 

co branch and Richard O. Austin 
ssistant sales manager of the Sacra 
mento plumbing nd heating branch 

Mr. Crawford was formerly at. the 
Sacramento office. Before joining th 
company, he wa mnected with the 
Major Appliance Co. and the U.S 
Suppl Co., Omaha 

Mr. Austin joined Dallman in 1937 
ind has since held positions in the 
iccounting, order and field sal 
partn) it 


CAPEWELL MAKES EVERY TOOTH COUNT 





Richard O. Austin 





Toole Supply Co. 
Adds to Sales Force 


Zac Whaley ha joined the sak 
oole Supply Co., Augusta 
r Georgia and South 


vious! issociated with 
ven Hlose & Rubber Co 


THE CAPEWELL MANUFACTURING COMPANY 


62 GOVERNOR ST HARTFORD 2, CONN. 
2CA53R 





“QUINTS* 


CAP SCREWS 
Diagonal Kour!l’ heads 
a Triple. Ess exclusive—end 


finger fumbling in hand 
assembly. Precision Class 3 fit 


Q U A LIT Y | | Frank L. McKinnon 


STRIPPER BOLTS 
Accurately ground body 


diameters underc ut to permit Birmingham Salesmen 
tightening flush to shoulder 


Stronger, longer wearing Honor F. L. MeKinnon 


hrank L. McKinnon, salesman for 
Moore-Handley Hardware Co., Bir 
mingham, Ala., was honored by his 
fellow members of the Birmingham 


FLAT HEAD Salesman’s Club recently 
CAP SCREWS The award was a certificate for out 
Flush-type for use with standing work in the iles prof sion 


countersink. Tamper -proof, 
eliminate stripped slots Mir McKinnon was cited « pcci illy 
Precision Class 3 fit for his contribution to the irt of 
salesmanship 


In presenting the award, John ‘T 


SOLD ONLY THROUGH Morgan, president of the Salesman’s 
AUTHORIZED Club said, “Because of his long and 
INDUSTRIAL DISTRIBUTORS loyal service both to his company and 
Pipe PLUGS communitt his dependability, his 
No protruding friendliness, his cooperative spirit, his 
heads. Precision 
a " it 1S Our sincerest hope that Frank 
excelient « ca 
"Witte eaten e McKinnon will successfully — travel 
close tolerances 


patriotism and deeply religious feeling, 


many more sales mil 

Mi McKinnon wa born in 
Phomasville, Ga., in 1893. He now 
lives in Hlomewood and is on the 
vestry of All Saints Episcopal Church 
He is a member of the Masons and 
of the American Legion 

He has been with Moore-Handley 
since 19]2 


SET SCREWS Babcock & Wilcox 


Supplied with ground threads ite €peaye as || Plans New Plant 


whenever screw length 


equals or exceeds diameter ain Babe n k A \\ Weoox ('¢ Ni W 
Si 01 styles 

ee PRODUCTS York, ha tarted work on a new 

a $2,000,000 plant near Wilmington, 

N.C., for boilers and ielated equip 


SOCKET SCREWS . | Actual cross-section photo ment 

EXCLUSIVELY! } shows how cold forming of Blue Ihe site is a 153 acre tract known as 
Devil socket head insures the Mafhtt Village development, 
vnimpeired fiber continuity south of the city. It will be the com 





pany’s second Wilmington plant, and 
the fifth to be added to the Boiler 
Division im a little over a year. 


Cacety Cocker Cerew Com eine, TR Be war pt | 
FETY PANY expected to be in operation by mid 
6500 Avondale Avenue, Chicago 31, Illinois June 
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LOOKING DOWN YOUR PIPELINE... 


. what do you see? Dependability . . . or frequent failure; long, 
economical life . . . or costly maintenance; W-S FORGED STEEL 
FITTINGS . . . or the ordinary kind that are a source of constant 


trouble and expense? 


W-S Screw-end and socket-weld fittings are the only type that be- 
come integral parts of your steel pipe-lines . . . their forged steel 
construction matches that of the pipe or tubing in chemical and 
physical properties, in strength, weight and resistance to pressure 


... heat... corrosion. 


Whatever your pipe or tubing application, you can profit from the 
permanence of W-S Fittings. Initial cost is often Jess; final cost is 


always /east. Literature is available . . . write for it. 


WATSON-STILLMAN FITTINGS DIVISION 


H. K. PORTER COMPANY, INC. 
125 ALDENE RD., ROSELLE, NEW JERSEY 





SELL 
PYRENE 


the brand your customers know and trust 


John F. Neff 


To Manage Toledo Area 
For Aro Equipment Corp. 


The Aro Equipment Corp., Bryan, 
Ohio, has appointed John IF. Neff as 
division manager for Aro products 
in ‘loledo and the surrounding area 

His headquarters will be at 1010 
Madison Ave., ‘Toledo, where the 
company maintains a stock and display 
VAPORIZING LIQUID CHEMICAL FOAM PUMP TANK of produc ts 


Ali purpose extinguishers. Safe 2 gal. size produces about Shoots a continuous 45-foot A 8 ole do re sick nt tor the pa t Six 
on electrical twes, effective on | 22 gals. of fast-acting foam stream of water or anti-freeze ( 4 
flammable liquid fires. | qt Ideal for Nammable liquid and solution. Refillable while in years, Mi Neff has had 19 years’ ex 


. “ve idinaty mbustible hazards 
1% qt. pump types; 2 qt., | gal Also 10 gal. and 40 gal. (above operation. For fwes in wood peri nee im the industri il and auto 
wheeled units paper, textiles. 2% and 5 gal 
sizes 








pressure type 


’ 
motive fields 


ET Standard Equipment Co. 


as 
{ f NOW AVAILABLE IN | Caf Occupies New Building 
, | 
STAINLESS STEEL! i] Standard hquipment ( Pea Nobile, 
| (2% gallon sizes) Ala., has moved into its new building 
equipped for pallet and fork-lift opera 
WATER TYPE | aon. 


| J 5 [he concrete, steel and brick struc 
. FOAM "a ture has a railroad loading platform the 

Water typ Seamless anti free | ‘ ain 1 o 
oF - + ay SODA-ACID — less —— entire length of om ide, and two 
truck loading platforms, on covered 
rege rego SODA-ACID lhe warchouse is divided by fire walls 


Eliminates annual recharging Welded shells for greater Standard protection for ordinary and doors 
For fires in wood, paper, textiles | combustibles. Shoots a steady 
Shoots water or anti-freeze solu strength than ever before. 40 ft. stream. 2% gal. size Fluorescent lighting and air condi 
Con. 272 GH. size Good-looking, too! For offices, factories, stores tioning have been installed in the of 
Also in 40 gal. wheeled units | “ 
fice section 
he company management re¢ 
ports increased efficiency in order han 
1 result of the pallet opera 


There’s a PYRENE™ for every fire hazard... eam Wilheocs camino ostilion’ 
e ind moved by electric fork lift truck 
and every customer you serve is a prospect! 





*T.M. Rew U.S. Pat. OF 


A Correction 


SELL THE LINE THAT ; BACKS UP THE JOBBER In the January issue of INpusrRIAI 
oT RT Lg Distrisution, H. M. Taylor was er 


- roneously identified in a caption as be 
ing associated with Supplies, Inc., 
PYRENE MANUFACTURING COMPANY _ i::si0:28. wise tess pits 
burgh firm, Supplies, Inc., Mr. ‘Taylor 
581 Belmont Avenue Newark 8, N.J. ictually is associated with Supplic¢ 


Affiliated with C-O-Two Fire Equipment Co. Inc., Chicago 
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Water te OF 


in Carbide-Tipped 
SAW BLADES 


Rockwell carbide-tipped design, 
engineered by the industry’s pioneer, 
brings you a line of custom quality blades 
at volume production prices. 


Carbide-tipped saws last 25 to 100 
times longer before resharpening; reduce 
blade changes and down-time; save power; 
make smoother cuts faster; promote 
safety and reduce operator fatigue 

Open up new sales opportunities by 
recommending that hard, abrasive ma 
terials be cut on stationary, radial and 
portable electric saws equipped with 
Rockwell carbide-tipped saw blades 


NOTE THESE SUPERIOR FEATURES: 


® Cutting Teeth of Tungsten Carbide 
hardest applicable metal, brazed to blade, diamond 
wheel ground to closest tolerances 


Blade of Special Tool Steel — 

special analysis high quality steel rolled to Rockwell 
specifications —possesses superior strength and re 
silience. 


Rockwell Permanent Etch — — yr Catalog Diam No of Gauge Width Bone Ship Wt Price 
No In Teeth Key in* Lbs Each 


| $13.50 
1% 16.50 
9 18.50 

Z 9.50 
I'/, 29.50 
with 


cated, ot 


Blade Clearances Precision Ground 
on both sides of carbide tips—eliminates setting of 
teeth, friction, power loss, kick-back—keeps gullets 
clean—cuts fast, smooth, true 


will not wear off; aids reordering . 
- ‘ | ¢ 5 ‘ Ys 
Ve 
Ve 
“a 
“a 
nd 


Blade Protection 
plastic coating of teeth—specially engineered pack 
aging 


hand sow 


Perfect Balance 


arbor hole and blade blanked in one operation with 


precision dies—vibrationless at all speeds Yl 


- 


eat Drontie® ans _ } 


scientifically controlled, insures uniform hardness cnd 


sa ae a This Custom- Quality Volume-Price Line 
Precision Machine Grinding is available Now—WRITE FOR CATALOG 


assures perfect balance, and even, smooth cutting 


Diamond Wheel Grinding of Teeth 
produces precision, super-sharp cutting edges for Roc we Tools, Inc. 
hundreds of sawing hours . . 
1314 Kinnear Road, Columbus 8, Ohio 
Individual Blade Inspection Subsidiary of Rockwell Manufacturing Co., Pittsburgh, Pennsylvania 


maintains Rockwell quality standards 
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INDUSTRIAL DISTRIBUTION © MARCH, 1953 23) 








Fred V. Maloon 


Boston Woven Hose 
Names Sales Executive 


APPLICATIONS You can sell Feed V. Maloon, former manager of 


the New York City office of Boston 
ANGL gear Seven Sine & Rubb« I ri os Boston, 
U N L | M | T E D has been appointed director of general 


sales under the company’s - sales 
\ director, Whiting N. Shepard 
for ; Mr. Maloon’s entire career has been 


in the rubber industry. For six years, 


f, eo until 1951, he handled factory sales 
- and specifications. In August of that 
ANG ear VCcal he took ove! thie New York offi C 


The company has appointed D. M 
Raleigh as product manager of the 
Light Mechanicals Department 

Before joining Boston Woven Hose 
Engineers — designers ose & Rubber recently, he was associated 

oang . ’ 2 for 16 years with The B. F. Goodrich 
ihe : ; Co., Akron, Ohio, as manager of the 
intrigued by the work this Ad ; Special Industrial Merchandise 
Division 


FOR AGRICULTURAL 
MACHINERY 


unique right angle bevel gear 
drive does, the space it saves, 
the many power transmission 
problems it solves. Distributors 
find its applications unlimited, 
sales easy to make, profits good. 
A few choice territories are still 


available. Write us. FOR PRINTING MACHINERY AND 
MOST OTHER INDUSTRIAL USES 


D. M. Raleigh 





To Sell for Linear, Ine. 


ACCESSORIES CORPORATION Linear, Incorporated, Philadelphia, 


1414 CHESTNUT AVENUE + HILLSIDE 5, NEW JERSEY nes appointed Burr Oek Belting Co., 
Cincinnati, Ohio, to distribute _ its 


lines in the Cincinnati area 
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industrial Thermometer, 
mercury filled, straight 


form. 








HAVE YOU AN INDUSTRIAL 


Whenever an industrial temperature has to be 
taken there is a USG thermometer for the job. 
You have your choice of the Industrial Type 
n all sizes, and mounting forms with standard 
or protected stems; or the Dial Type in 
a variety of sizes, case styles, mountings, 


ranges. and connections. Gas, mercury or 


vapor-a tuated. 










| Dial Thermom- 
eter with bot- 
tom-connected 
rigid stem, one 
of mony USG types 





lary tubing ond bulb. 





TEMPERATURE TO TAKE? 


For typical applications of commercial and 
approved Navy Standards, covering dimensional 
information and the use of bushings, flanges, 
sockets and special tubing, send for Catalogs 


100 and 200. 





Special thermometers for dough testing, milk test- 
ing, fuel gas, candy, solder baths, varnish, can- 
ning, vulcanizing and other unusual processes. 
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UNITED STATES: GAUGE 


United States Gauge 

Division of American Machine and Metoals,jinc. 
Sellersville, Po 

Gentlemen: We are interested in USG [_] Industrial 
Thermometers; ~ Dial Thermometers CJ Please send us 
your catalog Have your man call. No obligation, 

















Dial Thermometer, mer- 
cury-actuated, with capil- 


aaa aan a Py 








of course 

Si anictnssnieeiennetinnreeneests Title 
Compony a 
Address 

City Zone Stote 
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SALES! 


1 / 


“Bull Dog” fats \ Vises 


we're 

paving the way 
to easier sales 
for you 


by pre-selling the more than 
325,000 readers of these 
national magazines on 

the advantages of 


< 


Model 816 cuts 8” round 
and 8° =x 16" flat. Model saw with 
824 cuts 8” round and 8” cutting 6” 

24” flat Both models x 10” flat 
available with coolant 


equipment 


Model 610 is a low-priced 
a capacity for x 20” flat and 12” 
round and 6” 
Also available 
with coolant equipment 


RIGHT 
HERE 


PRENTISS SWIVEL BASE 


The base is MACHINED to close 
tolerances to insure POSITIVE 
LOCK. The base consists of split 
ring squeezed against hub on vise 
body. Free moving action of 360 
legrees, yet a positive locking de 
vice in any position 


PRENTISS VISE DIVISION 


OF THE CHARLES PARKER CO 
MERIDEN, CONN., U. S. A. 


lron Age 
Mill & Factory 
Modern Machine Shop 
Industrial Equipment News 
Industrial Arts & Vocational 
Education 
Contractors Electrical Equipment 
New Equipment Digest 
Domestic Engineering 
Metal Working 


TAL CUTTING BAND SAWS 


Model 1220 for extra large 
cut ng jobs. Capacity: 12” 

plus on 
rounds. Available with 
coolant equipment for con 
tinvous production cutting 


For complete details on Kalamazoo write today. 


HARRISON STREET * * 


KALAMAZOO, MICHIGAN 


Spread Net Pricing Idea, 
Northup Urges at Meeting 


Distributors and suppliers should 
organize to spread the word about net 
pricing and other cost reducing ideas, 
according to D. W. Northup, of The 
Henry G. Thompson & Son Co., chair 
American Machinery Man 
Association Co-ordinating 


man of the 
ufacturers 
Committee 

Mr. Northrup outlined his commit 
tee’s plans before the New England 
members of the National Industrial 
Distributors Association at their recent 
meeting. Following is the text of hi 
remarks 

I think the best way to start the 
presentation of “Promoting Associa 
tions’ Programs” is to quote excerpts 
from the report on the benefits of net 
pricing given by Bill Stauble at the 
Atlantic City Convention 

From his opening paragraph I 
quote: “When I first heard the late 
Bob Russell advocating net pricing | 
dismissed it from my mind, without 
investigation, as being theoretical, im 
practical and too radical a departure 
from our then present custom, and 
then the realization as I was develop 
ing the theme of the subject that my 
own company was being led, step by 
step, into net pricing because of the 
need and necessity of quickly and cor 
rectly pricing our orders and putting 
our imvoices into the mail the day of 
or the day after shipment.” 


“Net Pricing Cuts Cost” 


In his final paragraph, he gave what 
secms to be most significant advice, as 
follows “Net 
tributor’s cost of checking his vendors’ 
and the cost of invoicing his 
customers—the distributor's custom 
er's cost of checking is also cut. And 
finally, while the adoption of net pric 

possible by all 
suggestion is that 


pricing cuts the dis 


Invoices 


ing may not be 
manufacturers, my 
1 management man_ be 
the possibilities of it for 
We found that it paid 
It will pay you to 


assigned to 
investigate 
vour company 
us to investigate 
investigate also 

In the early vears of Bob Russell's 
net pricing idea, progress was slow but 
over the past two or three years, this 
has all changed. It is really sad that 
Bob is net here to watch the sucec 
€ his project 


Opposed at First 


About three Brown & 
Sharpe assigned a management execu 


reduction of 


vears ago, 


investigate the 
costs. Among other things 
changed as a result of 
adoption of 


tive to 
lerical 
which were 


this investigation was the 
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Announcing 


ANOTHER OUTSTANDING ACHIEVEMENT 
IN METAL CUTTING SCIENCE 


THE MILFORD REZISTOR 


HIGH SPEED STEEL 
BAND SAW BLADE 


DEVELOPED AND MANUFACTURED BY 


THE HENRY G. THOMPSON & SON CO. 


As the original producers of the flexible back, carbon steel band saw blade, it 
was natural as well as inevitable that this Company would devote its skill, 
experience and resources to the development of a band saw blade made from a 
red-hardness, high speed steel. 

Such blades have been developed. For the present the sizes manufactured are 
confined to %4" and 1” widths with 6 teeth to the inch in tempers suitable for 
specific applications. They are designed for production cut-off work and particu- 
larly for cutting stainless steel and will be available in the several modifications. 
Named after its great predecessor, the MILFORD REZISTOR Power Hack Saw 
Blade, the high speed steel band saw blade is now available for use on the band 
saw machines that are suited for this new blade. 

The introduction of the MILFORD REZISTOR High Speed Steel Band Saw Blade will 
be on a rental-performance basis. Until the maximum performance of this new 
blade is made possible by the design of more efficient band saw machines the 
introduction of the blade will be under the control of the Thompson Engineering 
Staff. Ail rental sales will be made through our Distributors in conformity with our 
Statement of Sales Policy. 

We welcome the opportunity to study your band saw metal cutting problems to 
determine which MILFORD REZISTOR High Speed Band Saw Blade will show 


potential cost savings in your particular cut-off operations. 


*PATENT APPLIED FOR 


VER 
STANDARD fo) a eS THE WORLD .@) 


“Tue HENRY .G. THOMPSON & ‘SON CO. 


SAW BLADE SPECIALISTS ror OVER ZB YEARS 
NEW HAVEN 5, CONNECTICUT 


AND: SAW BLADES 
ey és nie pte See * -— 
P< ~~ . aes ate x>* 7 lg ioe ~~ am & 
s 2 Tyas 7% — $ Bp eee TRS 
<)> pmeg ™ > a 


> be sis. ~~ 


- K SAW BLADES 


HAND. AND POWER HAC 
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yo Fittings in 
largest helicopter plant 


( Oonspircuous in the above photo are some of 
our big flanged tees and elbows. You will also see 
several of our companion flanges and screwed 
elbows, This is one of the numerous installations 
of “K” Fittings in the world’s largest helicopter 
plant, that of Piasecki Helicopter Corporation, 
Morton, Pa. 


Piasecki EL21 Work Horse currently on the production line 


Good workmanship sells “K™ Fittings 


PIPE FITTINGS 


CAST IRON AND MALLEABLE 
3,000 Shapes and Sizes 


Complete information gladly furnished. 


THE KUHNS BROTHERS COMPANY 
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net pricing instead of pricing by list 
and discount. 

When this subject was first dis 
cussed, the person in charge of the 
pricing and billing departments, as 
well as the head of the Sales Depart 
ment, were definitely against this 
change. However, the reduction, for 
themselves and their customers, in 
clerical work and correcting errors, 
convinced these people of the great 
advantages of this change. The oppo 
sition of their department heads was 
no exception as apparently most of 
those adopting net pricing have had 
this same experience within their own 
organizations 

l'o the best of my knowledge some, 
or all of the twist drill manufacturers 
have adopted net pricing, and it is my 
understanding that there were several 
in that industry who questioned its ad- 
vantages. I doubt now if any manu 
facturer in that industry regrets the 
change or would consider returning to 
invoicing by list and discount. It is 
very questionable that any who have 
idopted net pricing would consider re 
turning to the more costly list and 
discount method. 


Many Distributors Sell Net 


Now, to turn to distnibutors! Dur 
ing the past few vears, many of them 
have sold at net prices, instead of at 
list and discount, all the merchandise 
they have bought at list and discount. 
By so doing, they are gaining many 
advantages in their selling, such as the 
time saved by their salesmen in quot 
ing prices. They also have reduced 
quoting and pricing crrors and greatly 
reduced their clerical costs. 

Many prominent distributors have 
done this, including the Svracuse Sup 
ply Company. Under the guidance of 
Harold ‘Torell, the President of the 
National Industrial Distributors’ As 
sociation, this change was put into cf 
fect some time ago. I have no doubt 
that he will be glad to tell of the ad 
vantages of net pricing to any one 
who concludes to investigate this form 
of pricing. 

Recently, it was reported that the 
DuPont organization was against 
changing from list and discount buy- 
ing to net price buying. A few days 
io Mr. H. F. Jones, one of DuPont's 
Directors of Purchasing and Past Presi- 
dent of the National Association of 
Purchasing Agents, said their policy 
was to have their invoices rendered on 
a net price basis because it saved them 
much clerical time and avoided so 
many errors. Mr. Jones authorized me 
to make this statement. 


Purchasing Agents Interested 


It is not strange to find out that 





It’ 
Sa whole New class 
of Machines! 


nor expense 


, and , 

the e Gnd y 
“© Power + 2 
; 00)ls 

Can make ;+ Ols 


nes 


16” BAND SAW "SPY (and 
Single speed models ; : h . 2 ties 
for wood and plastic _ | on 
cutting Blade fully 

shielded. 18 x 7 

table, tilts to 45°. Fast 

accurate, safe, easy to 

operate. Metal-cutting 

model also available 





~WALKER:TURNER 


KEARNEY AND TRECKERL CORPORATION 
PLAINFIELD, W. J 
DRILL PRESSES © RADIAL DRILLS © TILTING ARBOR SAWS 


BELT and DISC SURFACERS © METAL-CUTTING BAND SAWS 
LATHES © SPINDLE SHAPERS © JOINTERS 





10” TILTING 

15’ DRILL PRESS 4 ARBOR SAW 
6” JOINTER 4 and 6 spindle Cuts 3'e deep. 2'e 
Dual purpose zuard ‘ travel. 4 speeds: 600 3900'° at my Speed 
permits operator to . 1250, 2440 and 45000 263 Fh 
plane stock ribbon i rpm. Bench, floor, and 4 wide * 
thin with complete 
safety. Cutter-head 
solid steel 3. knife 
type, ground and dy 


nemically balanced 
> * 
 — a «i Apace —_ = = 


to send for full details and specifications 


Walker-Turner Division, Kearney & Trecker Cor; 
Educational Dept. 1A-10, Plainfield, N. J. 


‘ pa 


deep Satet 
multi spindle models F J 
‘ Fence locks front and 
20° and radial types - 
reor, Also made in & 
also available 
and 12 mode 





Please write your name ond address in margin o 
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XCELITE Combination 
Detachable Screwdriver 


Ask Any User—Ask Any Dealer 
XCELITE Has What They Want! 


- 





— 


XCELITE users know they've got 


the best in quality screwdrivers, i 7 
nut drivers and pliers! They're ANOTHER XCELITE “EXTRA 


made of the best alloy steel. BERYLLIUM-COPPER BLADES 
They're made in the right sizes 

and types. And they stand up in- No TV serviceman should be without them. 
delinitely under reasonable us Non-magnetic, they're widely used for ad 
age. XCELITE dealers know that justing TV focalizers. They do not affect 
these quality tools sell on sight. the image. Also non-sparking for use in 
They know that XCELITE custom explosive atmospheres. Stock and display 
ers are mighty loyal, too. So, if a few—you'll attract some valuable trade 
you want easy sales, repeat to your store! 

sales and worthwhile sales, write 

us about the XCELITE line now! 


XCELITE INCORPORATED 


Formerly 
Park Metalware Co., Inc. 
Dept. F Orchard Park, N. Y. 





For Volume Sales 


CONCO SPUR GEAR HOIST 
In capacities ranging from ‘/4-ton through 25- 
ton. All modern features. Request bulletin 1540. 
For army type and low-headroom type trolley 
hoists request bulletin 1550. 


eet ee 





CONCO DIFFERENTIAL HOIST 


Light weight, low cost. Capacities 2-ton 
and 1-ton. Request bulletin 1520. 





CONCO I-BEAM TROLLEYS 

Plain or geared type, with Hyatt Roller Bearing wheels, 
in capacities of 1-ton through 10-ton. 

Request bulletin 1510. 


CONCO ENGINEERING WORKS 


Division of H. D. Conkey & Co., Division Street, Mendota, Illinois 
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the National Association of Purchas- 
ing Agents and the Standard Parts As 
sociation, composed of manufacturers 
and wholesalers in the automotive 
fields, have before them programs 
identical with some of the programs 
now before the American, National 
and Southern Associations he 
Standard Parts Association has stated 
that it would be glad to join with our 
three associations to consider subjects 
of interest to us all. Harold Torell and 
I have an appointment next week with 
Mr. Renard of the National Associa 
tion of Purchasing Agents to discuss 
collaboration between committees of 
our groups and theirs on subjects 
which may be approved by our groups 
as of mutual benefrt. 

The foregoing is the picture today 
of the progress of some manufacturers, 
distributors and a consumer. 

If the pattern of those who have 
already put net pricing into effect is 
any criterion, consultation with them 
will, without doubt, convince you of 
the opportunity for potential savings 
which are being lost by manufacturer 
or distributor on any line list and dis 
count priced where net pricing can be 
applied 

As you may recall, the Co-ordinat- 
ing Committee was organized expressly 
to cooperate with the Distributors’ 
Joint Industry Committee and_ their 
Research & Planning Committee. 
This was in the hope that, through 
joint action, we could accomplish 
some of the many projects which have 
been recommended over many years 
by some of the members of our thre¢ 


associations. 


How to Spread Good Ideas 


Now, what can be done to spread 
the advantages of net pricing and 
other cost reducing ideas? Many of 
these ideas can be put into effect with 
little cost and with no capital invest 
ment. ‘The savings, therefore, become 
additional profit. ‘There are several 
things we can all do to spread the ad- 
vantages of net pricing and similar 
ideas. Some of these are: 

(1) Have manufacturers and dis- 
tributors assign a management execu- 
tive to investigate the cost and other 
advantages of net pricing to their com 
panies. 

2) Appoint a committee of three 
members, one each from the Ameri- 
can, National and Southern Associa- 
tions, to determine the best way to 
induce top management to appoint 
one of their management group to in 
vestigate these advantages. Any com- 
mittee of this kind should have only 
one subject to consider, and there 
should be only a very few committees 
ippointed for this work. Certainly not 





These Features ot FET lie 
=" gre features 
YOU TH RY ELL fi 


Six Heavy-Duty Ball and 
Needle TY orelalale by 


factory Dynamic 








ally Balanced Arm 
atures —for freedom 


fre 





ym vibration 





Here’s a drill line 

that’s built to sell... 

a line that has everything! 

When you sell PET Super- 

duty Drills, you can do a com- 
petitive selling job. Model by 
model, feature by feature, you can 
prove that PET Drills live up to 


Compact Design— ig F a 
makes tec \\ their trademark Plus power per 


reach drilling jobs 
























pound.”’ 


easier and faster. And if all the features shown above 
5 - imply high price, it’s time you found out 

Al i oy Nite) > . . d ; : , 
ec hase about a drill line that’s priced to sell, too. 


Castings—for light 


le ox , 7% > oer - : ° LT lane 
weight, easy han- We say without equivocation: PET offers 


you the best deal in the industry. If you 


dling. 

want to carry a line that sells—that will 
Forced Ventilation— help build up your profit volume— write 
for Com! runing, us today! We have a proposition that’s 


p a bound to interest you 
recision-Cut, Heat- 


Treated Gears—for 


smooth, quiet power 


The complete PET Drill line helps close sales easier and faster 


PET offers a really complete choice... you meet every sales 
drill line... 54 distinct mod- opportunity. And, the PET 
els in 3 capacities: 4", *%" and Superduty line includes drills 


flow 





with pistol or saw-type meeting U.S. Government 
grip. Your prospects geta wide and military specifications. 


MAIL COUPON FOR 
FULL INFORMATION 


PORTABLE ELECTRIC TOOLS, INC 1D-33 


Plus Power 


per Pound 320 W. 83rd St., Chicago 20, II! 


Gentlemen: We want a free copy of your 
PET catalog and information on your dis 


tributor proposition 


PORTABLE ELECTRIC TOOLS, INC. | °.. ‘aa 


320 West 83rd Street, Chicago 20, Illinois Addrese 


in Canada: Portable Electric Tools, Ltd., City 
452 Birchmount Road, Toronto 13, Ontario, Canada 4 


SHELDON 


CHICAGO 


U.S. A. 


Precision Machine Tools 


New products... 
new machine fools 


---new attachments 


and accessories build profits 


- 


A SHELDON Horizontal Milling Machine 
és not only the logical first Milling Mo 
chine for small shops, and a valuable 
edjunct to most tool rooms and die 
shops, but will cut the costs of produc 
tion milling of small parts 


The SHELDON 12” Back-Geared Shaper 
hes the accuracy, operational features 
end sturdiness of much more costly 
machine tools and a speed range from 
12 te 180 strokes per minute 


SHELDON 


During the next few months many 
of the plants you serve will enter de- 
fense work. Many will require addi- 
tional machine tools as well as acces- 
sories and attachments to convert old 
machine tools for new use. 

You can serve these customers 
well, to your personal profit, by calling 
to their attention the productive ca- 
pacity, extreme accuracy, speed, easy 
operation, and moderate prices of the 
SHELDON Precision Machine Tools. 

These better 10’, 11” and 12’ 
SHELDON Precision Lathes, that 
often pay out in a single job, are un- 
surpassed for producing turned parts 
and for second operation work. 

See that each salesman in your 
organization has his SHELDON Cata- 
log and shows it wherever possible. 


MACHINE CO., INC. 


4232 North Knox Ave., Chicago 41, Illinois 
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more than two or possibly three in 
any year. 

(3) Follow the example of the Na 
tional Parts Association, which is now 
trying the experiment of having two 
qualified staff men personally call 
upon a few of their members to try 
to interest them in the adoption of 
some of their associations’ programs. 
Their initial reports have been en- 
couraging. We might try this in one 
city 

(4) The last suggestion and one of 
the most important is to follow the 
plan being developed through the 
Co-ordinating Committee of the 
American Association. It is expected 
that this plan will produce one 
method for activating the cost-reduc 
ing programs approved by the Ameri 
can Association. It will be ready to 
present at the Miami Convention. 

\s others have learned, it has been 
exceedingly profitable to use manage 
ment executives to investigate net 
pricing. I am sure such an investiga 
tion will make it profitable for your 
Company too. Why not try it? 


Chandler-Boyd Co. 
Names General Manager 


EK. A. Duffy, vice president of 
Chandler-Boyd Co., Pittsburgh, is 
now general manager and a director 
of the company. 

With the company since 1945, he 
Was previously vice president in charge 
of sales. In his new capacity he will 
continue to direct sales as well as all 
other operations 

Mr. Duffy is vice president of the 
Pittsburgh Supply Club and a member 
of the Alloy & Stainless Steel Commit 
tee of the American Steel Warehouse 
Association 

During World War II he served as 
a lieutenant in the U.S. Navy. Previ 
ously he was associated with Hlyvdril 


Co., Rochester, Pa 





Better Snips Mean Better Jobs: 


That's why Wiss snips are the first choice of 
master craftsmen. They are produced largely 
ESTABLISHED 1848 BEST By TEST by the handwork of skilled workers. Each 


pair is rigidly tested and guaranteed perfect. 


Bolts are set precisely to reduce wear and 
to increase cutting power with least effort. 
Blades are accurately adjusted and stay in ad- 
justment indefinitely. Edges have a special 
bevel which makes for easy cutting and as- 


sures lasting sharpness. 





See the complete line of WISS Snips and 
choose exactly the right snip for your 
particular needs. 


= . } . =<. | . WISS METAL-MASTER SNIPS — Compound action 
he eee, design delivers amazing cutting power. These 
—ee / / \, 10’ snips cut with about one-half the effort re- 
quired for standard 1214” snips. Hot drop 
forged of molybdenum alloy steel. One edge 
serrated to prevent slipping. M-1 (cuts left) and 
M-2 (cuts right) are designed to cut scrolls, 
eas circles or the most intricate designs. M-3 is for 
ES cutting shallow arcs and straight cutting. M-5 
PEGUAAR PATIORN 

FOR STRAIGHT CUTTING Bulldog Heavy Duty snips are tops for notch 
ing, nibbling and cutting shallow arcs in sheet 

metal as heavy as 16 gauge. 


WISS INLAID BLADES 


High carbon crucible steel welded to a tough 
drop forged frame provide that extra service 
demanded by professional users everywhere. 


STRAIGHT CUTTING — The best snips for straight 
cutting. Gun metal finish handles. Tough cru- 
cible steel inlaid blades. 6 sizes from 912” to 
17”, including Bulldog Snips for notching. 


COMBINATION— Made with straight blades, but 
ground and shaped so they readily cut curves 
and irregular shapes as well as straight. 2 sizes- 
1214” and 143%” long. 


HIGH CARBON INLAID 6 t 
PIGULAR PAT Tian 


FO® STRAIGHT CUTTING 
WISS SOLID STEEL SNIPS 

Hot drop forged of fine carbon steel. For those 
whose requirements are less specialized than the 
professional user, they provide every quality 
that could be asked and meet or exceed govern- 
ment specifications for metal cutting tools 
STRAIGHT CUTTING — For garages, machine 
shops, home workshops, the farm. 4 sizes from 
8” to 16” long, including Bulldog Snips for 
notching. 
COMBINATION — Tough, well made. Will cut 
curves and irregular shapes with ease. Accu 
rately tempered jaws and strong bolts. 2 sizes — 
7” and 13”. 


5. WISS & SONS CO., NEWARK 7, N. J. 


Manufacturers of Shears, Scissors, Pinking Shears, Metal Cutting Snips and Garden Shears 
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ALIN 


tHe SYandard 
of Companion 


BY WHICH OTHER 
PLIERS ARE JUDGED 


There are good reasons 
why Kleins are the top 
choice in pliers— 

® Kleins are designed 
right—to fit the hand 
perfectly—to shear 
through tough wire 
with ease—to stay sharp! 
@ Kleinsare made right 
—of finest steel—pre- 
cision fitted —each pair 
individually tested! 

e And Klein has the 
widest selection for 
standard or specialized 
service. 

Be sure your stock in- 
cludes a representative 
selection of Klein Pliers 
for your best customers 


Write for your 
free copy of the 
Klein Pocket 
Tool Guide 
Today! 


DISTRIBUTED 

THROUGH JOBBERS 

Foreign Distributor: 

International Standard 

Electric Corp., New York 
“Since 18577 


ww KLEIN & Sons 
0 18, tLt 


3200 BELMONT AVE CHICAG 
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FATHER, SONS are executives of Cut 
ter, Wood & Sanderson Co., Cam- 
bridge, Mass. W. 'T’. Ryan, Jr., is now 
v.p., secretary, and sales manager; 
W. T. Ryan, Sr., president; and R. I 
Ryan, treasurer and general manager 
Mr. Ryan, Sr., $1 years old, is in the 
office cvery day 


Cutter, Wood & Sanderson 
Makes Executive Changes 


Leigh N. Vaughan recently retired 
is secrcetary-treasurer of Cutter, Wood 
& Sanderson Co., Cambridge, Mass., 
distributor. Mr. Vaughan served with 
the company some 25 years, and upon 
retirement, left for California 

The duties formerly handled by Mr 
Vaughan have been assumed by othe: 
officers. 

John B. Abbott was recently named 
buyer of industrial supplies 


PREPARED to interview salesmen, 
John B. Abbott now handles buying of 
supplies for Cutter, Wood & Sander 


on 





To Sell Producto Line 


Carl EF. Swift has been appointed 
to represent The Producto Machine 
Co., Bridgeport, Conn., in southern 
California on its complete line of 
Dowel Pin 


cle ile TS 


covering distributors and 
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Leak-proof 
Long-lasting 
Profitable! 


A complete line of TOP QUALITY 
oilers for machine shops, railroads, 
mills, mines, factories, hardware, 
home and every other use. Drawn, 
heavy steel, seamless bodies. 
Welded spouts. Leokproof, triple- 
thick welded bottom and body 
assembly. Tempered spring steel 
bottoms. Knurled brass bushings 
with machine cut threads. Precision- 
built for long, satisfactory services 
Order a supply today. Sell the best 
+. GEM! 


EVERY TYPE, 
STYLE and 
SIZE for 
ANY PURPOSE 


J 


FLEXIBLE 
& RIGID 
spouts 





FINEST 
QUALITY 
SINCE 
1898 


Complete Catalog 
Sent on Request 
GEM MANUFACTURING 

CORPORATION 
1229 Goebel Street 
PITTSBURGH 33, PA. 


TALLOW 
PoTSs 


SUPPLY 
CANS 


RAILROAD 
OILERS 


4 





ABRASIVE P 


gooucts, IN 


513 Peer! er messochusetts 


South Braintree 


a wt 


c. 


— 


| 
| 
4 


STOCK UP ON 
THE COMPLETE 
LINE OF 





COATED 


ABRASIVES 


. and watch your sales begin to move! 
Month after month, these and other 
Jewel Brand ads go straight to the heart of 
the abrasive-products market . . . put 
JEWEL BRAND first in your customers’ 
minds . . . help you sell Jewel Brand 
Coated Abrasive Belts for every finishing 
operation. Try them and see. Write now for 
complete details on a profitable 
Jewel Brand franchise. Abrasive Products, Inc., 
Pearl Street, South Braintree 85, Mass. / 
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INDUSTRIAL DISTRIBUTORS 
PREFER ONE SOURCE BUYING! 


The 8. G. Taylor Chain Company 
of Hammond, Indiana manufac- 
turers of a complete line of welded 
and weldless chain for every indus- 
trial, commercial and agricultural 
need. ‘This means one source buy- 
ing from a manufacturer with eighty 
years of chain-making experience, 
using only the finest available ma- 
terials . the most modern meth- 
ods and machinery and the great- 
est force of skilled chain makers 
in the industry 

Selling the TM Line is profit- 


abl and easy, too, bee ause of Taylor 


All types of 
WELDED AND 
WELDLESS 
CHAIN 


Taylor manufactures 


everything from 1% Al 
loy Steel Chain down to 
No. 8 Sash Chain, plus a 
completo assortment of 
chain assemblies and 


attach: :ents, a 





TM TAY-KEG 
PROVES FAST SELLER 
FOR BBB AND 
PROOF COIL CHAIN 


Handy Tay-Keg Containers 
sell Proof Coil and BBB 
Chain, They're easy to han- 
die and easy to store. Chain 
available in self-colored or 
hot galvanized finishes. Sizes 


Chain’s complete merchandising 
plan. National advertising in The 
Saturday Evening Post, Collier's, 
and leading trade magazines paves 
the way—creates brand preference 
for TM Chain. A full range of 
literature, direct mail material and 
newspaper mats identifies the job- 
ber or dealer as local headquarters 
for the famous TM Line. Unique 
packaging promotes sales— assures 
easy handling and storing of the 
various types of chain. Write S. G, 
Taylor Chain Company, Ham- 
mond, Indiana for full details. 


PROFITABLE 
CHAIN SALES 
ROLL OFF 
THESE REELS 


The Taylor Chain Display 
Stand puts chain out in 
front of your customers. 
Stimulates sales and 
profits. Holds eight reels. 
A weldiess chain depart- 
ment on only two square 


and *%". 





feet of floor space, 


Send Coupon Toduy for Details. 


S. G. TLYLOR CHAIN CO., HAMMOND, INDIANA 


Tavior Mave 


S. G. Taylor Chain Co. 
Dept. 6, Hammond, Indiana 


Rush free catalog on TM Chain, 


Name 


Address 
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Union Wire Rope 
Names Representatives 


Union Wire Rope Corp., Kansas 
City, Mo., has appointed two new 
representatives, Joseph T. Broadus in 
California and Frank W. McSpadden 
in Georgia and the Carolinas. 

Starting in the manufacturing end, 
Mr. Broadus joined the company in 
1937. He spent 12 vears in the Kan- 
sas City wire rope mill. In 1949 he 
was transferred to the company's Sac- 
ramento branch as warchouseman. 

\fter a tour of duty in the Air 
Force in 1951, he returned to the com- 
pany last Fall for a course at the Un- 
ion Wire Rope sales training school. 

Mir. McSpadden, a graduate of Kan- 
sas University, has also completed the 
company’s sales traming course 

He will work out of the Jacksonville, 
Fla., office, under the direction of 
George W. Golav, district manager. 


U. S. Expansion Bolt 
Enlarges Midwest Area 


H. W. Buchholz, recently named 
midwestern representative for U. S. 
Expansion Bolt Co., York, Pa., has 

| 
been assigned additional territory com 
prising the states of Kansas and Mis 
soul 

He also covers Chicago, northern 

g 
Illinois, Wisconsin, upper Michigan, 
PI £ 
Minnesota, lowa, Nebraska and the 


Dakotas 


H. W. Buchholz 





SHOPPERS TAKE NOTE 


There's a new nylon fabric on the 
market that should aid the Christmas 
shopper, according to Textile World, 
McGraw-Hill publication. The nylon 
yarn has been treated so that it will 
stretch without any noticeable pres- 
sure on the body: one size of hosiery, 
gloves, sweater or underwear fits peo- 
ple of many different sizes. 














Fiextoc Seir-LOcKiING Nuts feature the following: one piece, all metal and stop nut in one; designed for temperatures to 550°F.; can 
construction; resilient locking sections; controlled locking torques; lock be used repeatedly; every thread takes its full share of the load. 


A Good Line to Stock and Sell— 


FLE}ILOC SELF-LOCKING NUTS 


One piece, all metal lock and stop nuts. Increased capacity assures prompt deliveries 
Nothing to assemble, come apart, lose or of FLEx Loc Self-Locking Nuts in any quan- 
forget. Advertised extensively to designers, tity in a wide range of sizes. A profitable, 
engineers, maintenance men, and purchasing _ fast-moving line to handle. Write for full 
agents. Wide acceptance throughout industry. details and catalog. SPS, Jenkintown 13, Pa. 


FLEXLOC LOCKNUT DIVISION 


Che Heh (ae ; W START FOR THE FUTURE 


JENKINTOWN PENNSYLVANIA 
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Fer ee 

Rivets .. . Screws-have 
provided their users with 
almost 100 years of the 
same dependable uniformity 
of quality and accuracy of finish 
that has made CLARK Products 
famous for their greater security 
and ease of application. 


For Greater Security... 
Fasten Fast with Clark Fasteners 


CLARK Pros Rout © 


MILLDALE, CONN. 
Export Dept.: Suite 513 


25 Beaver St, N.Y. 4,N_Y¥ 
WhHitehall 4.4392 


BOLTS + NUTS + RIVETS > SCREWS 





creat curs §=SERVICE 


WATER GAUGES 


-cocs” QUALITY 





AiR COCK SHUT-OFF COCK 


WRITE FOR CATALOG 


OIL CUP GREASE CUP WATER GAUGE Fittings: SAE, 
“= Compression, 
Pipe 


~p 


ke: TRY COCK 
) ap 
| 








ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET Est. 1901 DETROIT 7, MICH. 
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Andrew G. Carey 


Former Distributor 
Heads Rome Mission 


New chief of the Industrial Re 
sources Division of the Mutual Assist 
ance Agency in Rome, Italy, is Andrew 
G. Carey, former president of Rudel, 
Carey & Briggs, of New York City 

Mr. Carey sailed for Italy in mid 
Kebruary. He is on leave from Ben 
nington Associates, where he has been 
active in management consulting work 
for the past several vears. One-time 
vice president of the Carey Machinery 
& Supply Co. in Baltimore, Mr. Carey 
became operating head of Rudel 
Carev, Inc., when the Baltimore firm 
was merged with Rudel Machinery 
Co., New York, in 1946. ‘The follow 
ing vear Rudel, Carev & Briggs was 
organized 


Regional Managers 
Named by Goodrich 
The B. F. Goodrich Co., Akron, 


Ohio, has appointed two regional 
managers in the Industrial and Gen 
eral Products Division 

Richard G. Cox, formerly man 
ager of original equipment sales, has 
taken charge of the castern territory 
including the Boston, New York, 
Philadelphia, Akron, Detroit and 
Chicago districts 

I.. Newton Kimsecy, formerly field 
sales manager for the Industrial 
Products Department, has been named 
western manager Ilis terntory in 
clude Los Angeles, San Francisco, 
Seattle, Denver, Kansas City, Dallas 
ind Atlanta 

Mr. Cox, who has bee vith the 
company 27 vears, served at one time 
is manager of lathe cut, molded, ex 
truded and sponge sales. Mr. Kim 
joined the company in 1922 and 
became manager for the Akron sal 
district in 1939 and field sales man 
ager in 1949 





Sell AMERICAN 


20 {OF &Y 


industria 
need ! 


The American Stock Gear line includes... 


Spur Gears 

Bross 

Stee! 

Cast Iron 

Bronze 

Non-metallic 
Racks 

Stee! 

Bross 
Internal Geers 

Bross 

Cast Iron 
Mitre Gears 

Bross 

Stee! 

Cast Iron 
Bevel Geors 

Bross 

Stee 

Cast Iron 


Spiral Gears 
Stee! 
Bronze 
Ratchets and Pawils 
ross 
Stee! 
Worm Gears 
Bronze 
Cast Iron 
Worms 
Steel 
Sprockets, Hub & Plate 
Bronze 
Stee! 
Cast tron 
Universal Joints 
Flexible Couplings 
Other Power Transmis- 
sion Supply items 


‘ 
asa 
’ 


MERICAN STOCK GEAR 














With American you offer your customers the highest quality 
stock gears made. Precision dimension . . . laboratory-tested 
strength . . . smooth, quiet performance . . . all help 

make American the finest to sell. 

American is a complete stock gear line and includes brass, 
bronze, steel, semi-steel, cast iron and non-metallic gears 
in a range of from 48 to 3 diametral pitch. 

Perfection’s 30 years in the manufacture of automotive gears 
provides a background of experience and ability for its 
newly-acquired American division. Its complete facilities . . . 
metallurgical laboratory, modern heat treating and scientific 
testing equipment .. . make American Stock Gears 
the finest available. 

Write for complete details on obiaining a fully protected fran- 


the distribution of this profitable stock gear line. Your 


olicited and will be treated confidentially 


@OYOC6EO 


ad 


... DIVISION - PERFECTION GEAR COMPANY + HARVEY, ILL. 
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WENDT 
sonis 


CONTINUES TO LEAD 
THE WAY FOR 


more and 
better 
selling 
helps 


Plus 


SALES AIDS 


CARBIDE 


EQUIVALENT CHART 


This handy guide 

contains carbide 
manufacturers’ grade recommendations. 
Your customers will find it easy to 


use, a real aid 





FEED AND SPEED CALCULATOR 


This slide rule type selector fig 
ures feed and speeds on turning, 
reaming and other operations. 


WENDT-S 


HAN 
580 N. Prairie Ave 
Hawthorne, Calif 


THE MOST COMPLETE LINE 


To help Wendt-Sonis dis- 
tributors sell W-S carbide 
tools — to help increase 
their sales on this prof- 
itable line, W-S provides 
real selling helps! These 
effective sales aids are 
packed with SELL, SELL 
that is proved in case 
after case. If you handle 
W-S you know from experi- 
ence. If you don't handle 
W-S, check-up and see if 
you're getting help from 
your tool manufacturer. 
Chances are you can change 
to Wendt-Sonis and profit. 


NEW 1953 
W-S CATALOG 


Just off the press! This brand 
new Wendt-Sonis catalog — 76 
illustrated pages — helps W-S 
customers select the RIGHT 
tool for the job. Gives com- 
plete specifications for every 
Wendt-Sonis carbide-tipped 
cutting tool. Copies are in 

the mail, Let us know if you 
haven't received your copy. 


~ THESE POWER-PACKED 


INSTRUCTION 
CHARTS 


Here are operation 

guides for chip .* 
breaking and 

reaming. Both are Wiiaet 
available for 
wall hanging. 


NATIONAL 
ADVERTISING 


Month after month 
Wendt-Sonis maintains 
an effective schedule 
of SALES-PACKED 
ADS in top circulation 


metal working 


publications. 


OniS COMPANY 


NIBAL, MISSOURI 
549 West Randolph St 
Chicago, Illinois 


OF CARBIDE CUTTING TOOLS 
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John Cheney 


J. H. Williams & Co. 
Names Representatives 
J. H. Williams & Co., Buffalo, has 


appointed two new sales representa- 
tives for western and middle western 
territones 

John Cheney will take over in 
Washington, Oregon, Idaho and 
western Montana, from his home at 
Mercer Island, Washington 

Representing the company in Kan- 
sas, Nebraska and Missoun will be 
Andrew Mezey, working out of the 
Chicago district office. His headquart- 
ers will be in St. Louis. 


Andrew Mezey 





Morgan Vise Co. Names 
Southern Representative 


John 'T. Everett & Co., Memphis, 
Tenn., has been appointed to repre- 
sent the Morgan Vise Co. in ten 
southern states. 

Territory covered includes Tenne- 
see, Mississippi, Alabama, Kentucky, 
Georgia, Florida, South Carolina, 
North Carolina, Virginia and West 
Virginia. 





Rocky Mountain Group 
Holds Conference 


Phe Rocky Mountain Association of 
Distributors held its sixth annual 
Broadmoor Conference in Colorado 
Springs February 2 and 3 for member 
companies and manufacturer 

Harold E. ‘Torrell, of Svracuse Sup 
ply Co., Syracuse, president of the 
National Industrial Distributors’ Asso 
ciation, and J. A. Proven, of Porter 
Cable Machine Co., president of the 
American Supply & Machinery Manu 
facturers’ Association, both addressed 
the gathering. Mr. ‘Torrell described 
“Industrial Supply Distributors at 
Work as an Industry” and Mr. Proven 
spoke on “Better Association ¢ oordi 
nation.” 

Other speakers were William A 
Parker, president of the National 
Wholesale Hardware Association, on 
“Our Neglected Responsibility”; J. | 
Smith, Jr., vice president-sales, of In 
land Steel Co., “Steel Panorama”; 
Herbert B. Megran, president of the 
American Hardware Manufacturers’ 
Association, “As I See It’; and H. | 
Seymour, president of the Columbian 
Vise & Mfg. Co., “Are We Responsi 
ble?”’. 

John H. Mize, president of Blish, 
Mize & Silliman Hdwe. Co., Atchison, 
Kan., spoke on “Freight Absorption 
an Added Distribution Cost”; Harold 
I’. Silver, president of Silver Stcel Co., 
“America at Sea in a Jealous World”; 
and George H. Halpin, executive vice 
president, Minnesota Mining & Mfg. 
Co., “Selling Industnal Supplies” 

Representatives of four companies 
described “Conditions in Our Area of 
Interest to Manufacturers”: L. W 
Grove, The Mine & Smelter Supply 
Co., Denver, the Rocky Mountain 
Area; Gus Momsen, Momsen Dunne 
gan Ryan Co., EF] Paso, ‘Texas, South 
western area; Ernest C. Kicswetter, 
W. A. L. Thompson Hdwe. Co., 
Topeka, Kan., Missouri River; and 
H. C. Kimball, Z.C.M.1., Salt Lake 
Citv, Utah area 

Outside guest speakers were Justice 
Mortimer Stone, of the Colorado Su 
preme Court, who spoke on “Lincoln 
Again’, and Wilson McCarthy, presi 
dent of the Denver & Rio Grand« 
Western R.R., who described “Early 
Railroads in Colorado”. 

C. C. Moore, of Moore Hdwe. & 
Iron Co., Denver, president of the 
Rocky Mountain Association of Di 
tributors, presided at the two-day s« 
sion 

Other activities included a banquet 
and ladies’ lunch at the Broadmoor 
Hotel 

J. H 
Inc., Denver, 
committee 


Singleton, of C. A. Crosta, 
was chairman of the 


conference 


Because they have many easily recognized advantages over other units offered 
for the same applications, these specially designed assemblies provide a real 
opportunity for increased Distributor sales and profits. Backed by Mulconroy's 66 
years of experience in the Industrial Specialties field, they are designed to assure 
the utmost in convenience, safety and durability. 


JENNY MACHINE 
HOSE ASSEMBLY... 


Light in weight and extremely flexible. Ready to 
install on Jenny Machines and similar units used 
for cleaning grease, oil and dirt from automobile 
chassis and other equipment by steam at pres- 
sures up to 200 Ibs. Heat resistant tube; braided 
galvanized steel wire carcass; wear resistant 
synthetic rubber cover; outer half-round steel wire 
spiral. “Press-Lock" Coupling on both ends. 


FLUE or TUBE CLEANER 
HOSE ASSEMBLY... 


Two styles—for air (Style F-A, illustrated) and 
steam — for all still flue and boiler tube cleaning. 
Either style available with layer of woven asbes- 
tos, as shown, under outer spiral, for extreme 
external heat conditions. Regularly furnished with 
“Press-Lock" Coupling one end and “Mulconroy” 
Male or Female Coupling other end. Streamlined, 
no-clamp “Press-Lock” Coupling at the cleaning 
end is particularly advantageous—no projec- 
tions beyond outside diameter of hose 


THE “PRESS-LOCK” COUPLING 


STYLE M-A 49 


A coupling of the pressed-on type, but entirely different from others in both design and method of 


attachment. No clamps are used. Instead, o three-way gripping arrangement assures stronger holding 


power than conventional clamps can provide. Cut-away view (right) shows how coupling is anchored 


to hose. Because entire hose structure is utilized, hose will withstand continuous flexing to an unprec- 


Write far Complete Tngormation 


edented degree. 


"MULCONROY Sard... 
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WHERE OTHERS S&S. 





Ray Barnett 
George Bottari 
Walter Crowder 
E. N. Grantvedt 
Ed McOsker 
Arch Morris 
John Ora 

Bob Slater 

Pete Thayer 
Jack Wertis 
Art West 


at the Triple Industrial Supply Convention, 


we'll be in booth No. 840 


. and in our headquarters suite in the McAllister 


. . you're always welcome, 


and we'll be happy to see you again. 


: . | 
STO Ree Ne ge aes 
; fake Oe 


res: 
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NO PLACE 
FOR A 
WEAK LINK 









Thomas F. Frawley, Jr. 






Remington Rand 
Names Sales Manager 


Remington Rand, Inc., New York 
City, has appointed ‘Thomas IF. Fraw 
lev, Jr., as sales manager of the Meth 
ods Department for retail, wholesale 
ind distributor 

With the COMpPaANny sce 1947, Mr 
l’rawley was formerly assistant sale 
manager of the department. Before 
that he was department store special 
ist in New York City for adding, cal 
culating and accounting machines. He 
has been associated with several large 
stores as office manager and research 
director, and has served as director for 
the National Retail Dry Goods Associ 


ition, Credit Management Division 



























Loggers demand chain that's safe and sure. 







In any industry—manufacturing, mining, oil drilling, 
transportation .. . agriculture—there’s no substitute 
for dependable chain on thousands of jobs of haul- 
ing, holding and hoisting. 



















M. F. Huseby Co. To Occupy 
New Los Angeles Office 


M. F. Huseby Co., manufacture: 
representatives, Los Angeles, plan to 
occupy soon their new office and ware 
house at Garfield & Yates Ave., in the 
central manufacturing § district — of 
Greater East Los Angelk 

Phe building covers 12,000 sq. ft 
two-thirds of it devoted to warechous¢ 
space Platforms will handle thre 
rail cars at one time. Office and di 

























CAMPBELL makes chain to meet every requirement 
... to any desired specification. Every length is in- 
spected link-by-link to guarantee dependable, long 


lasting service. 









You'll find markets for Campbell Chain in every in- 
dustry —for maintenance, on the production line, or 
as original equipment. You can increase your profit- 
per-call by selling Campbell Chain. 


play rooms will contain modern 






facilities for conducting sales meeting 
ind handling spec! il sales program 
officers of the firm announced 










For full information on the complete line, write for 
the new Campbell Chain Catalog. 










~~ 


tee 











INDUSTRIAL 
AUTOMOTIVE 


Chain for every need 


FARM ...MARINE 


CAMPBELL CHAIN Gomsany 


MAIN OFFICE: YORK, PA 






NEW WAREHOUSE of \M I 
Husebv (¢ I Ang 
ompletion at Garfield & Yat \ 


Ae ee a ee i i ee | 


Makers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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the original 
Replaceable Face Hammer 


faces changed ~° 
in seconds 


PROTECTS THE WORK! 


Interchange of faces permits use 
of best material for hitting work 
without damage. Faces available 
in Basa Molded Composition, 
Rawhide, Plastic, Copper and 
Babbitt. Can be switched in 
seconds! 


PROTECTS THE WORKER |! 


Handle shaped to fit the hand. 
Hammer head firmly anchored 
by wooden wedge and steel 
pin. Freer play between retain- 
ing head jaws assures secure 
take up, fist-tight grip on every 
face—regardiess of circumfer- 
ence variation. 


Get Bulletin 
BE-20 
For Full Facts 


GREENE, TWEED &CO. 


NORTH WALES, PENNSYLVANIA 








IMPORTANT 
heck at 


ORDER gets a thor 
Carl A. Miller Co., 
New York City, from Thomas Grady, 
branch manager, John Cardillo and 
John Rod Lucz sales cnginect 


ous h 


Joins Carl A. Miller 
as Sales Engineer 


Carl A. Miller Co., Inc., New York 
City, has appointed John Rodriguez 
1S ile engineer at its New York 
City store 

Mr. Rodriguez 
Prank ‘Tracy, In 

Thomas Grady is manager 


Carl A. Miller branch 


was formerly with 
. New York City 
ot the 


Colorado Fuel & lron Sales 
Names Sales Executives 


The Colorado Fuel & tron Corp., 
New York City, has appointed Hf. C 
\lington as vice president in charge 
of sales of the 
L.. A. Watts as Eastern general man 
wer of sal 


astern Division and 


The division is responsible in its 
irca for all products manufactured by 


the parent company and its subsidi 





4364 Duncan Ave. 





T-BOLTS 


BOLSTER & T-SLOT 
TYPES TO J.1.C. PRESS 
ROOM STANDARDS 


Forged precision machined 
heat treated. Tensile 
strength 150,000 Ibs. 


=, SIZES 


BOLSTER BOLTS 
—dia. to 1% 

Heads sq. to 3” 
hex. to 25” T- 
Slot bolts, 2”, 
3g”, %4" = dia. 
lengths to 12”. 1” 
dia. 4” to 22” long. 


NUTS— 
hardened — 
threaded to close 

. fit. WASHERS — 
hardened — 
ground both sides 


Write for bulletin-prices 


WEST POINT MFG. CO. 


26941 W. 7 Mile Road Detroit 19, Mich. 


TO EGRINDERS 

















Complete line — well advertised 
Baldor builds a complete line of bench and 


| pedestal type grinders (including the Special 


Carbide Tool Grinder shown above). 6” to 12” 


wheels balanced for smooth operation and pre 
cision grinding. Ball-bearings in dust-proof hous- 
ing are lubricated for life. 


Distributors: 


SEND FOR 
BULLETIN 
321-F 


BALDOR ELECTRIC CO. 


St. Louis 10, Mo. 


| 


H. C. Allington 
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Here's Your 
“Punch line’ 


to PILLOW BLOCK USERS 


Ls a | at = “Install /FE-LUBE > 


dries, mciudaing wm recently acquires GUN” ae 

John A Rochigus's Sons oe , | d THROW AWAY the GREASE XK 
Mr. Allington has been general man an . \ ‘ 

ager of sales of the Wickwire Spencer | \ 


Stcel Division since 1947. Before join 
ing Wickwire Spencer in 1943, he 
served as eastern district manager of 
the Sharpsville Boiler Works, and then 
as sales manager of the Oil Products 
Division of American Machine & 
Metals, Inc 

Mr. Watts has been assistant gen 
cral manager of sales for Wiickwire 
Spencer since 1951. He joined the 
Wickwire Spencer Steel Co. as a 
chemist in 1938, later advancing to 
supervisory posts in the Buffalo Wire 
Mill. In 1947, he became manager 
of the General Wire Department and 
two vears later headed the new De 
troit district sales office. In 1950, he 
established and managed the division's 
Pig Iron & Semi-finished Sales Depart 


ment How many Pillow Block 


users do you know that 
wouldn't be tickled pink by: 


(1) Eliminating periodic lubrication, thereby 





slashing maintenance time and costs 
(2) Cutting down costly bearing wear to practically 
nothing (as proved by tests) . . . precluding pos- 
sibility of over lubrication; under lubrication. 
(3) Not having to stock any bearing lubricants. 
(4) Doing away with ALL lubricating equipment. 
As you can see all these advantages make 
Life-Lube easy to sell. Enclosed in leak-proof 
housing, ball bearings are permanently lubri- 
cated for life at the factory. Available in sizes 
from 2” to 2". Write for Bulletin 194 and 
our Dealer Proposition 











WOOD'S PRODUCTS: SHEAVES - V-BELTS - ANTI-FRICTION BEARINGS 
STOCK FLAT BELT PULLEYS - HANGERS + PILLOW BLOCKS + COUPLINGS 
COLLARS + MADE-TO-ORDER SHEAVES AND PULLEYS + ‘'SURE-GRIP’’ 
STANDARD, SUPER AND STEEL CABLE V-BELTS + COMPLETE ORives 


CONFERRING on a letter questing 
information are I. N. Stern and Ben 
C. Mills of Miller & Stern Supply Co., 
San Francisco 
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akes the 
eg makes more 


eales for 


; 
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NEW PRODUCT gets once-over from 
Jerome Patron (center), vice president, 
Patron ‘Transmission Co., New York 
City, as Rene Peters and Jack Tufts, 
of Chain Belt Co., open Patron sales 
mecting in New York 


the most complete line of the RIGHT belting for any job! 


@ For over thirty-five years GLOBE BELTING has been 
proved through actual service, and improved through con- 
stant research. GLOBE is accepted by industry as a source 
of strong, durable belting for any job, because it is engi- 
neered for particular jobs. 
QUESTION PERIOD at the meeting 


' : F draws Milton Schu Robert Drexler 
With GLOBE, a large part of your selling job is done. New ind S. Alberts, of Patron ‘Transmis 


customers quickly realize its superiority, assuring you easier ion, into huddle with Mr. Peters and 
_—s ; ’ ‘Tufts o expla r pomts 
initial sales. Present users, knowing GLOBE’S dependable, Mr. ‘Tufts, who explain selling point 
complete service, assure you ready-made profits through — 





repeat business. Minneapolis Company 


Sold to Baker-Raulang 
The GLOBE line, each in a full range of widths ond plies, Vhe Baker-Raulang Corp., Clev 
all available with special treatment for ANY job includes: land, has purchased the Lull Mfg 
Corp., Minneapolis lift truck manu 
facturer, and will operate it as a wholly 


¢ SOLID WOVEN WHITE COTTON BELTING 
owned subsidiary under the name, 
* KANRY-TEX BELTING Baker-Lull Corp 


The move was to provide facilities 


¢ PLASTIC AND CELLULOSE COATED BELTING for expansion of the Lull operation 

* ENDLESS WOVEN BELTS, COTTON OR NYLON md to widen the parent company’s 
lines, according to James W. Moran, 

¢ STITCHED CANVAS BELTING Baker-Raulang president 

© WHITE NEOPRENE RUBBER BELTING LeGrand Lull, founder of the Min 


ri¢ Ipolis firm, becomes a director of 


e WEBBINGS both the new subsidiary and the par 


ent company as a result of the trans 
¢ SIFTER BRUSHES ction. Gilbert C. Strege, formerly 
with the McBee Co., Milwaukee, is 
the new president of Baker-Lull. Vice 
presidents are Patrick Lamb and Harr 
Conklin 


The former Lull Corp. produces 

WOVEN BELTING eo @) ite heavy-duty industrial lift trucks, load 
ind m8 =§=6ing tractors and other materials han 

1400 CLINTON STREET BUFFALO 6, NEW YORK dling vehicles Last June the com 


pany moved into a new 110,000 sq. ft 
KNOWN FOR QUALITY THE WORLD OVER plant. 


Write today for complete details on handling GLOBE, 
the complete textile belting line. Write Dept. D. 
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THERE HAS BEEN A 
STEADY INCREASE OF 


FORMS PRAC 
( & “Cite CL 


IN YOUR CUSTOMERS’ 
MACHINERY 


<<a 


FOR OVER-RUNNING « 
BACKSTOPPING INDEXING 


. Formsprag clutches pro- 
vide greatest torque capacity 
for size and weight. A full 
complement of sprags grip at 
an infinite number of posi- 
tions—no backlash. 


- * 


Formsprag distributors are 
now receiving assistance 
from district managers. Also, 
Formsprag distributors now 
have the backing of a com- 
prehensive advertising and 
sales promotion program. 


Several distributor terri- 
tories are available. Write 
Formsprag Co., 23599 
Hoover Road, Van Dyke, 
Michigan. 


y; 


? , 


FULL COMPLEMENT 


FORM SPRACG 
Citehe Ch 


FORMSPRAG COMPANY 


EXECUTIVE SESSION at The Long 
Island Hardware Co., Long Island City 
N. } n P. Mi. Gengler, new! 
ted lent, ( \. Germain 

ind Alfred Ot: 

tant se tary 


omp 


Long Island Hardware 


Appoints Executives 


1) Li Island Hardware Co 

if Island Citv, N. Y., ha 
Philip M. Gengler pre ident and trea 
ind Chark \ 

nt and retan 

ler and assistant 
ompany, a subsidiary of ‘Top 

New York City, has 

Mr. Gengler as vice presi 

e the death of .dward Brant 

it November 1951 Mi 

ith the firm since 
of the New 


ociation 


Th dDTN d 


Germame vice 
Alfred Otis 1 
ecretary. 


be cn 


been wv 
1 cirector 
I rade \ 


jomed the com 


Ha We 
Germaine, who 
137. b 


TELL ecretaryv im 


ng successively a price 

manager 

stant treasurer 

Before that he had held 
posts in the offic Tie: 


n 193¢ 


became a 


Oman 
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BUYING l requir 


rding to 


\ Wel 


lw ittention 
Andrew KR. Jack 
Charleston, S. C 


1953 


celebrating our 


th 
ANNIVERSARY 








“kote 
Bay 


Known world-wide for highest 
quality ... cost no more than 


ordinary clamps. 
“I Bar Clamp 


style 70° “Jorgensen” 








WELDER'S CLAMPS 
Spatter-proof ... Steel 
shield over screw 


Jorgensen” 


Hard Maple jaws 


—+steel spindles. 


style 50 “PONY” clamp fixture 
for use on %4” pipe. 


MACHINIST 
and 
CARRIAGE 
CLAMPS 


plus o wide 
variety of BAR 
and “CC” CLAMPS 


know the full line 








SEND FOR NEW CATALOG 


ADJUSTABLE CLAMP CO, 


“The Clamp Hotke” 
413 Mo. Ashiand Avenve, Chicago 22, Iilinels 


255 





The house 


THE INDUSTRIAL SUPPLY DISTRIBUTOR 
1S A HOUSE THAT IS TRULY BUILT 


A. a sales and service organization, the distributor’s busi- 
ness centers around people. His success depends primarily on 


his relations with suppliers and with customers. 


Human Relations is a prime responsibility of every member 
of the distributor organization. Regardless of job function, you 
have a direct influence in your company’s relationship with 
suppliers and customers. Equally important, you have personal 
trust to build and maintain a sound relationship with others 
in your own organization. Good relations begin at home. 


That is why human relations are of top interest to distribu- 


Your 1953 hey to more sales, 
greater profits... HUMAN RELATIONS 
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that’s built on 


HUMAN RELATIONS 


ON A FOUNDATION OF HUMAN RELATIONS 


tors today. And that is why your editors will feature human 
relations in the April Convention Issue of INDUSTRIAL 


DISTRIBUTION. 


A special editorial section in the April issue will present a 
practical approach to human relations—one that can be adapted 
in whole or in part by all distributors, large or small. It will 


be based largely on actual plans and programs already in effect. 


Remember, the April Convention Issue! Watch for it! Read 
it! It will feature “Your 1953 Key to More Sales, Greater Profits 
... HUMAN RELATIONS.” 


< 
Your magazine .. . read it regularly. . | Nn cj U str (i | 
ABC ABP 


A McGRAW-HILL PUBLICATION * 330 West 42 Street, New York 36, N. Y. 
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Where Anchoring must be done 
_ The Rawlplug Line is the ONLY One 


Samuel Sloan Auchincloss 


DeWalt, Ine., Elects 
Auchineloss President 


Samuel Sloan Auchincloss has been 
clected pr sident of DeWalt, Inc.. 
Lancaster, Pa ysidiary of Ameri 
an Machine & Foundry Co 

I'xecutive vice president since Aug 
ust, 1952, he succeeds Paul Gardnei 
who resigned in December 

Associated with American Machin 
& Foundry since 1936, Mr. Auchin 


chine screw anchor — y machine | lis "ge f tl 
with “Diminishing ae > it ‘alld mi ‘ CIOSS 1S rap ie . I soon . the 
T ” that permits * yet or a gs. , olorado Springs plant 
«Saad , e€ was granted a year of absence 
drill * Rah ® a in August, 1948, to serve as head of 
and . oe ee 2 the Industry Section of the ECA mi: 
et wea Sgn, ion to Sweden 
ae To ae ee Mr. Auchinclo me to A.M. 
in 1946 as divisional vice presidcat of 
the Pinspotters Division in Buffalo 
During World War II, he served 
in the Pacific theater as chief of staff 
to General Aiken, General Mac 
Arthur’s chief signal officer 





ak Sear age ty 
‘ed vem 


od a we hs 


, Sameera 
or 
‘ os es i ize 


3 4 
Se 6 e Pe etatelees secret? oe 


For Information Write Dept. | vat-? 


THE RAWLPLUG COMPANY, INC. 
\ FATHIER-SON TEAM, Russell I 


271 CHURCH’ STREET Fe NEW YORK 13, N. Y and Russell A. Pratt, talk things over 


‘ in the senior Mr. Pratt’s office at Gen 
eral Machinery & Supply Co., in San 
l'rancisco 
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Porter-Cable Sets Up 
Service Depots for Tools 


lhe Porter-Cable Machine Co., Sy1 
icuse, N. Y., is establishing a nation 
vide network of ervice depot to 
upplom it if ix regional facto 
branch 
Independently owned and operated, 
the stations must meet rigid require 
ments on type of facilities, stock of 
repair parts and factory tra:ming of 
personnel, according to Porter-Cabl 

ficial 
First one authorized was the Mat 
lock Electric Co., Cincinnati It 
franchise v resented to J B. Mat 
lock, John A. Proven, Pot 
ral 


pr ident and general 





For quick, safe packaging .. . of delicate light 
bulbs,Grumman uses PERMACEL Paper Tape. No 
doubt there is an important use for PERMACEL 
on your jobs. Our Tape Engineering Service can 
give you the answer . . . without obligation. 


TI) 
IMPORTANT PAPER is checke« Ly PRESSURE SENSITIVE 


i Simatic a" PAPER TAPES 


INDUSTRIAL TAPE CORPORATION, NEW BRUNSWICK, N. J 
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Lemerd Rhodes, Manager, Advertising 
& Sales Promotion, Lyon Metal Products, 
Inc., is naturally proud of “an unusually 
strong national dealer organization.” 

But you don’t build, and keep, an organi- 
zation like that unless you support it with 
powerful sales tools. Lyon does— with con- 
sistent advertising that’s geared to the needs 
of men who buy. 

And Lyon is just as careful in picking 
magazines to carry that advertising. Leonard 
Rhodes insures that Lyon advertising ap- 

pears in magazines that are really read by 
men his distributors have to sell. 


So it’s no surprise that 


or we Factory is considered a 
“backbone publication” on 
the Lyon schedule. And 
whenever Factory appears 


on a schedule for a product 
you sell, you know you're 


getting real sales help among the men you 
find toughest to sell — the men of the Plant 
_ Operating Group in the manufacturing 
industries. 
260 
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Leonard B. Rhodes 

Manager, 

Advertising & Sales Promotion 
LYON METAL PRODUCTS, INC. 


Dealer of Diversitied Services 


secu GEES 
<A POSE ae Ee 


FACTORY 


MANAGEMENT AND MAINTENANCE 


330 WEST 42nd STREET 


Crm 
NEW YORK 36, NEW YORK ‘@; 
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DOUBLE LOCKS | 
FROTECT \' ie | 9... 


Wh ORKERS see I ce 


F900 SERIES CASTER 
with DOUBLE 
LOCKING BRAKE 


"SAFETY FIRST’ for workmen, Fauitless 
double locking brakes securely hold 
mobile scaffold. Raise lever to lock —press 
down to un-lock. 


Series F-900 Casters are available with 
5” or 8" diameter wheels of semi-steel, 
Ruberex (soft tread), Plaskite (hard tread), 
Rubber Tired or Vulcanized Tread. 


FAULTLESS CASTER CORPORATION evansviie? 
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THE BEST 1S NONE TOO GOOD For 


BSR AN OD 


CHUCKS. 


™ JAWS NICKEL 
CHROME MOLY nN 
ALLOY STEEL 
expertly heat treated 


Shepard Barnes 
for durability 


Formsprag To Handle 
‘ : KEY HOLES 
Its Own Clutch Sales de not extend inte 
body cavity thereby 
Formsprag Co., Detroit, has tet | sealing out dirt 


minated a five-year sales agreement ’ 

th M Cl Cc f tl list : t STURDY ONE PIECE GEARED 
with ors Min Oo Or 1c GIs Tl - Ith amele) thi llieiie)” 
bution of Formsprag clutches, Shep Ne ; prevents slippage 


ard Barnes, new president of Form 
ENTIRE CHUCK BODY HARD 


sprag, announced recently 
ENED —Inside and Out 


Formsprag sales engineers will now 
service manufacturers using the com - TAPER BORE HARDENED 
pany’s over-running, backstop, or in AND GROUND 
dexing clutches. Sales will be through sineienniies 
‘ L STED FOR 
rs ck s rd 
distributors, who will stock standard ACCURACY 
sizes, company officials said ’ 
CHUCKS AND KEYS 


Wakefield Baker \ interchangeable with other 


makes 


Named Pabeo Director 


Pabco Products, Inc., San Fran 
cisco, has clected Wakefield Baker, 
president of Baker & Hamilton, San 
Francisco distributor, as a director of 
the company 
Mr. Baker is also a director of the SUPREME IS A 
American Trust Co., The Western e 
Pacific Railroad and Pacific Coast f 
Aggregates, Inc. He is president and Q U OQ | y C U C i 
1 director of Payne’s Bolt Works Co 





The makers of Supreme brand Chucks are experienced 
manufacturers of precision mechanical assemblies with an 
enviable reputation for skill and craftsmanship. This know- 
how plus the most modern manufacturing equipment gives 
a chuck that can truthfully be called a quality product. 
The Supreme Chuck is engineered to give accurate precise 


performance and stand up under hard steady usage on the job. 


You can buy a Supreme brand Chuck with the confidence 
that you are getting a “top” quality p:oduci. 


AVAILABLE AT YOUR DISTRIBUTORS 


¢S SUPREME fnsexs 


STOCK CONTROL records keep Supreme Products, Inc., 2222 South Calumet Avenue, Chicago, Illinois ‘ 


Priscilla Vaughan busy at G. R. Arm 


strong Mfrs. Supplies, Inc, Boston. + THE CHUCK THAT LIVES UP TO ITS NAME... SUPREME 
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"RiGRID means 
most service 


for your money 


AY" 
OT Teys) head STOCK of floor model drill pi scS IS 


checked by Sevmour ‘Trevas, general 

die sets manager of Travers Tool Co., Long 

2" 102 Island City, N. ¥ it company’s new 
warehouse for machine tool 





Four Executives 
Promoted by Norton 


Norton Co.. Worcester, Mass., has 

elected four executives to new offices 

hey are: John Jeppson, works 

These popular extra-handy manager of the Abrasive Division, 
named vice president; A. Donald 

Kelso, president of Behr-Manning 


Overseas, Inc., appointed vice presi 
dent in charge of foreign operations 
and a director; Howard J. Daly, man 

Abrasive 


ager of Bauxite and Crude 


Plants; elected a director; and Richard 
drop head dies Prouty, formerly assistant to the 

treasurer, named assistant secretary 
George N. Jeppson and Milton P 
assure you ast stea y turnover Higgins were re-elected chairman of 
the board and president, respectively 
Mr. Jeppson began this January his 

6lst year with the company 





* Small, well balanced, clean cutting, these popular 
RiGai(O ratchet threaders are unusually fast 
sellers. They save your customers time and effort 

heads snap into drive ring from either side, 
won't fall out. Precision-cut alloy dies reverse for 
close-to-wall threads—no special dies needed. 


OOR and OR, %” to 1”; 111R and 11R, %” to 
14’; 12R, 4%” to 2”. Conduit dies, too—and free 
carrier with sets. You can’t beat them for easy 
steady profits. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 





CHEERFUL SERVICE impresses Cus 


Wo ' x-Sav - 4 Pipe Tr 15 s tomers who deal with Chuck Severin 


in charge of city sales at John Day Rub 


i —_— ber & Supply Co., Omaha, Neb 
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' msTEMLTORS | 
WEA TORY 


} ‘ 
PROTECTION 


~ 


\ was 4X 


Do YOU Have These Priceless Business Assets? 





Yes, the Morse Code is more than a bond between Morse and all Morse-Franchised 
Distributors. It means a close and solid partnership. It also means 100°;, distributor- 
protection in territory, inventory and service (which is still stepping up week by 
week, because of new Morse methods of controlling and expediting production). We 
back up our partners with national, two-page spread advertising in color — with the 
newest, handsomest, easiest-to-use catalog in the industry with special catalogs 
for their own distribution and the always-in-demand Morse “Machinist's 
Practical Guide”. All this is yours when you have a Morse Franchise, and start 
operating under the Morse code as our partner. Morse Twist Drill & Machine Co., 
New Bedford, Mass. Wurehouses in New York, Detroit, Chicago, Houston, San Francisco. 


MORSE MEANS 100% DISTRIBUTOR PROTECTION 


MORSE Cutting Tools 
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The right tools, in the right 
designs, weight and power, built right for serv- 
ice and priced right for volume sales 


No. 150 SpeedSander 
An all-ball-bearing, 
orbital-motion, finish 
ing sander with power 
ful 3450 r.p.m., A.C 
induction motor and 
cast aluminum body 


No. 150-K SpeedSander Kit 
The Sander with Accesso 7 
ries including: deep con 
tour pad, finishing plate, 
felts for free abrasives 

and wet rubbing, 

lamb's wool bonnet, 

90 sheet abrasive cov 

ers, etc. in ~~ ateel 
carrying case. $49.5 


No. 1000 SpeedSa 
‘4 H.P. Universal Motor, 
cast aluminum housing, 
safety shut-off switc h. 
Cuts all angles to 45°, any 
depth to 1's” $29.95 

SpeedDrills 

(for metal or wood) 
Extra power, high 
speed, electric drill 
with cast aluminum 
cases, and geared 
chucks 
No. 200-J 4 * Speed Dril) 
19.50 


also other sizes, types. 


Drill Kits 
Several fast sellin 
kits. Painters an 
Householders Kit 
(illustrated) is typical 
It has: \%”* Hornet 
Drill, Abrasive Discs 

and rubber back 
er plate, grinding 
wheel, wire brush, 
buff, etc. in at- 
tractive displa 
carton $15. 3 


; Write for Lea 
Way MANUFACTURING CO. 
1832 Se. 52nd Ave., Cicere 50, lil. 


New Quarters Prove Boon to Norfolk House 


This twe tory 


ery & Supply Co Norfolk, Va 


After a year of occupancy of its new 
building, the Empire Machinery & 
Supply Co., Norfolk, Va., has found 
it can move merchandise more rapidly 
and efhciently than im its former quar 
ters, a multi-storied building which was 
destroyed by fire two years ago 

Commenting on the operations, J 
Paul Murphy, vice-president, said that 
the new quarters contain less square 
footage than did the old but actually 
provide more usable space This is 
due to the structural weaknesses of the 
old building which limited the load 
floors 


New ¢ qupment 


modern building replaces old multi-story structure of Empire Machin 


speeds work, management say 


The new building at 409-417 Wate: 
St. contains between 35,000 to 40,000 
sq. ft. and is of steel, concrete and 
brick construction There are two 
hydraulic freight elevators to move 
merchandise up and down the two 
storied building and three truck load 
ing docks and a siding 

Offices with new equipment have 
improved employee morale, permitting 
more streamlined operations. Mr. 
Murphy also spitied that it is now 
possible to take inventory in half the 
time the job required in the old 
quarters 





Boston Woven Hose Entertains Stockholders 


Open house for stockholders was held recently by Boston Woven Hose & Rubber 


Co. at its Boston plant 


machine. James C 
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Here a group guided by company officers inspects a Rotocure 
Walton, factory manager, points it out, standing next to William 
R. Rand, director; John M. Bierer, president, and W 


N. Shepard, director of sales 





More Sales—at Lower Cost 


—with the Inventory Control System 
described in this case history 


You'll want to see this clear explanation of the 
results obtained by a highly successful distri- 
butor, Beals, McCarthy & Rovers, Inc., Buffalo, 
N.Y. Read the whole story 14 pages, plus 
the actual Kardex cards used, in Management 
Controller #726, which we'll gladly lend you 
on request. 

This Inventory Control] System saves hours 
of time daily by concentrating all information 
on each item in a single Kardex pocket, 
instantly available. Stock item shortages and 
non-stock items in demand are easily con- 
trolled under this unique and easy-to-operate 
method. 

So — here’s an inventory system which is 
saving important money for a firm with prob- 


lems much like your own. You have every 
thing to gain from reading it. All you need do 
is phone your local Remington Rand Business 
Equipment Center, or mail the coupon below. 
Do it today. 


MANAGEMENT CONTROLS LIBRARY, ROOM 1796 
315 Fourth Ave, New York 10, NY 


Please furnish me (on loan) Management 
Name 
Firm 


Address 


City 


r 
! 
! 
1 
| 
| 
| 
| 
! 
| 
! 
| 
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for today’s terrific tempo... 


Accurate Threads for Fast Assembly 


Perfect fits assure 
speedy assembly 
for your customers- 
and profitable 
repeat orders for you 


Western Hexagon 
Head Cap Screws 


Complete modern facilities, 
from laboratory analysis of 
metal to final inspection, 
assure the sturdiness and un- 
surpassed accuracy which are 
standard with WESTERN. 
Both bright and hi-carbon 
heat-treated Hexagon Head 
Cap Screws are available in 
sizes from %4" x 44” to 1” x 6”. 


Western Semi-Finished 
Hexagon Nuts 


Western offers also a complete 
line of semi-finished hexagon 
nuts— American Standard 
Heavy, Regular and Light, full, 
jam and castellated carried in 
stock in catalog* sizes. 


*Catalog showing all “Western” stand- 
ard fasteners gladly sent on request. 





Western Automatic \ 


Machine Screw Company at 


~ 
~ 
is 
“SS 
~ 


722 Lake Ave., Elyria, O; 


SS 
~ 


Precision Screw Products, Parts and Assemblies Since 1873 


INDUSTRIAL DISTRIBUTION © MARCH, 1953 





Rodman W. Chamberlain, Jr. 


Donald N. Molchan 


Stanley Tools Assigns 
Five Territories 

Stanlev ‘Tools, New Britain, Conn., 
has assigned new or enlarged terri 
tories to five sales representatives 

Rodman W. Chamberlain, Jr., has 
taken over the Wisconsin, Minnesota 
ind upper Michigan area formerly 
handled by ‘Thomas O. Boehnert and 
the late Irving Dyer 

Formerly with U. S. Steel, Mr. 


Thomas O. Boehnert 





f on what sold me 
the Porter-Cable Franchise...’ 


J 
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lems, 
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t © 


e ' 
erri 
© A few terr tones still open 
Send for Porter-Cable s 12- 
poge Policy Booklet Write to 


1183 N. Salina Stre 
et, Syracuse 8, New Yor P 
| orter-Cable 


Saws e f : ) ° p 7 
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THE NOLAN TT: 


makes you money ! 


Thousands of companies, truckers, rail- 
roads, mines, and other prospects in your 
territory are actively in the market for 
these safety and utility items. Reasonably 
priced with attractive discounts. Sell them 
for those many extra dollars of profit! 


NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at least 
one Soves time and money 


One man can open or close 


the most stubborn freight 
cor door quickly 

safely with a Nolan Car 
Door Opener. Thousands 
used with success at 
freight loading and un 
loading spots. Good re 
peat item. 


in industrial 
construction 


NOLAN PULLER 
JACK AND 
LOAD BINDER 


TAL CHAIN 


Used 
\ plants, 


articles. Two 


NOLAN GEAR PULLER 


7 





Pulls gears, wheels and many ether 
articles. Universal application elimi. 
ous four te ten types or sizes of other 
evices 


Nolan Rerailers 
Highly efficient for get- 
ing cars and locome- 
tives back on the trock. 
Railroads and industries 
are big users 


NOLAN PORTABLE 
DERAIL 


Sofety device that should be 
used wherever cars are switched 
and moved 


Nolan Portable 
Car Block 


Prevents uncontrolled car 
movement and prevents 
damage to life and prop 
erty 


All Nolan products ore oe. mode of 
hest grode materials. rders are 
promptly and efficiently with your 

th ing and billing instructions coretully 

followed. Write for tree catalogs and price 
sheets. 


THE NOLAN COMPANY 


118-G Pennsylvania St., Bowerston, Ohio 


270 


Frank W. Blackston 


Edward A. Petty 


Chamberlain jomed Stanley ‘Vools im 
1950 He has handled missionary 
work m the South and Middle West 
ind has also worked m the govern 
ment and specialty sales department. 

Assigned to Michigan and Indiana 
is Donald N. Molchan, who has been 
with the company since 1942 \ 
graduate of the Stanley factory train 
ing course, he has been engaged 
cently in missionary selling 

Thomas ©. Boehnert has been a 
igned to Lowa, North and South Da 
kota, southern Hlinoi 
except Chicago. He jomed the com 
Chicago 


Indiana and 


pany 19 vears ago in the 
ofhce, working on imside sales and 
later as a sales correspondent. Sinc 
1950, with the late Irning Dver, le 
represented the company in Minn 
sota, Wisconsin and lowa 

Frank W. Blackston will now cover 
Memphis, Tenn., in addition to Mi 
issippi, Louisiana, Oklahoma and At 
kansas, the territory to which he wa 
With the com 
pany since 1951, he has since taken 
the factory traming course and han 
died missionary sales, until the terri 
torial assignment in September, 1952 
He was formerly with Johns-Manvilk 

Assigned to the city of Chicago is 


issigned last Fall 
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stress on joint bolt. 


The 


NEW 
N0.420 


TRAOE Mann 





m minimizes 
6. Precision 
machined interlocking surfaces re- 
sult in perfect fit, distributing 
pressure evenly. 7. ‘‘Rite Angle’’ 
teeth «guarantee maximum bite 
and minimum wear. 
Here is a plier that will last for 
years! Channellock Pliers— made 
only by Champion DeArment Tool 
Co., Meadville, Pa. 


Channellock pliers are listed in 
the Yellow Pages of most Tele- 
phone Directories under ‘Tools 


tsI 
wet em "Mar ° 
*SO.eres Ait Orme, | 


CHAMPION DeARMENT mahee 


Conary 


CHAMPION DeARMENT TOOL CO * MEADVILLE PA 





Edward A. Petty, who has been cover 
ing Illinois. He joined the company 
in 1927 to work in the Chicago office 
warehouse, later transferred to the 
sales force and has been selling Stan 


le Pool ever since 








Story. Grogan Retire 


Stanley ‘Tools announced recently 
the retirement of Girard H. Story, as 
sistant general sales manager, and Bart 
J. Grogan, sales representative. 

Mr. Story has been in the tool in 
dustry for 52 vears, 50 of them with 
Stanley Tools He jomed the Atha 
Pool Co., now a Stanley Tools divi 
ion, in 1900 as an office boy, and 
tarted his selling career in 1907 
When Atha later put a regular sales 
force on the road, he was assigned to 
cover the southern states 

He continued to pecialize in the 
\tha line after the company had been 
taken over by the Stanley Rule & 
Level Co. in 1913 and in 1925. be 

ime sales manager of the Atha Divi 
sion. In 1936 he was named assistant 
ales manager and later assistant gen 
eral sales manager of Stanley ‘Tools 

On Mr. Storv’s retirement, C. K 
Il reedell, general sales manager, cited 





Pierre the trapper knows he can depend 
on that Buda Jack to hold the load 
indefinitely because the positive control 
hydraulic system in Buda Two-Speed 
Jacks assures safe lifting and holding of 
loads up to 50 tons without creep or 


HIGH LIFT JACK 25 to 50 Tons 
travel 


Available in both high and low closed 
height types, with capacities up to 50 
tons for lifting jobs that require fast, 
safe heavy load handling, Buda T'wo- 
Speed Hydraulic Jacks are widely used 
in every industry. Be sure your stock of 
these popular Buda Jacks is complete. 
mention them to your customers on 
every call. They're profitable 

easy to sell 

Write for General Catalog No. 1515 and 


information on handling the Buda Jack Line in 
your territory. The Buda Company, Harvey, ilinois 


Girard H. Story 


LOW LIFT JACK 25 to 50 Tons e 


BJ-16 





7 
' 
a »> Mere oe 
wa i 
Ratchet Ball Bearing Screw Standard High ‘'Two Speed" 
Lowering Journal Jocks Type Ratchet Hydraulic Jacks 


Jacks — Jocks — 10-24 tons Trip Jocks — 25 te 50 tons 
5 to 15 tons 15 te 50 tons 15 to 75 tons 15-ton Cap. 











B C Manufacturers of Material Handling Equipment, Lifting Jacks, Maintenance of Way Products, Earth Drilis and 
art J. Grogan Diesel and Gasoline Engines 
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him for his long service. “Girard Story 
has contributed greatly to bringing 
Stanley Tools’ sales and prestige to 
the present level,” he said. 

Mr. Grogan, retiring as sales rep- 
resentative, has sold for the company 


Stee | Grip . Ot ae sta ae for 42 years. 


He started on the road on mission 


INDUSTRIAL | SELLING ary assignment in 1911 for Stanley 


Rule & Level Co. When the John 


Safety Appare | 
, ; A FET Y M EA * s S. Frey Co., Bridgeport, Conn., was 
; of bit 


Teaet-wane purchased, he carried its line 
Money Lo You braces into the South. Later he was 
To be sure given a territory for the entire Stanlev 
of the Genuine line and since then has sold in most 


Demand this Trade Mark of the states except on the West 
Coast. 








ANAGEMENT directs its attention 

more and more to safety for employees. 
They leave the door wide open to you to 
help them in this important step. 

You can give them everything required in 
safety apparel with the Industrial line. You 
can give them the right kind of protection 
against every hazard and make excellent 
money in doing it. 

Each Industrial article is correct in every 
detail for its particular job. Each was de- 
signed and styled by experts who knew best 
how to combine durability, comfort, and 
full protection. 

Here is a source of supply that you can es 
depend upon—here are sellers that are pur- INDUSTRIAL 
chased in all seasons—here is a line that will Natery Apy 
make customers for you and establish con- 1S 


tinuous sales outlets. 
James W. Mueller 


GLOVES + MITTENS Chain Belt of Milwaukee 
HAND GUARDS Appoints Sales Engineers 


ARM PROTECTORS Four new sales engineers have 
LEGGINGS * SPATS * SHINGUARDS joined district offices of Chain Belt 


APRONS « COATS « PANTS Co. of Milwaukee. 
They are: James M. Mueller, as- 


Safeguards furnished in your signed to the Chicago district sales 
office; Dabney P. Murrill, Atlanta dis- 


required materials trict; Robert B. Hill, Portland, Ore.; 
and William C. Beals, Buffalo. 

Mr. Mueller was formerly estimator 

and sales and production coordinator 


r- 
STEEL-GRIP OPEN END FINGER GUARDS 


The Finger Guard demonstrates how 
close Industrial is to the safety needs of 
industry. Since Industrial introduced 
Steel-Grip open end Finger Guards, they 
have been used successfully in every 
type of American industry. Made in 
m and closed end styles, in a choice 
of materials. Ask for literature describ- 
ing the verses types. SIZES FOR MEN 
AND WOME 
US Patents No 2 = 906, 
No. 2,461,472 


INDUSTRIAL GLOVES COMPANY 


A Corporation 
1641 Garfield Street, Danville, Illinois 


(In Canada: Safety Supply Co., Terente) 
Dabney P. Maurrill 
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Robert B. Hill 


of the company’s Chain & ‘T'ransmis 
sion Division. Mr. Murrill, a gradu 
ate of Alabama Polytechnic Institute, 
was formerly a sales engineer of indus 
trial equipment. Mr. Hill, who at 
tended Gonzaga University, previously 
did sales and supervisory work in the 
Northwest. Mr. Beals, who studied at 
Bucknell, Columbia and Wayne Uni 
versities, has also had several vears 
experience in industrial sales 


Executive Changes Made 


Chain Belt Co. of Milwaukee rm 
cently appointed three new company 
officers: Luther H. Bosnian as_ vice 
president in charge of manufacturing 
facilities; Lyman Newton as controller; 
and F. D. ‘Tincknell as assistant treas 
urer 

With the company since 1919, Mr. 
Bosnian has been active in planning 
ordnance operations recently. Mr 
Newton was formerly chief accountant 
of the firm’s Baldwin-Duckworth Di 
vision in Springfield, Mass 

Bernhard G. Schneider, former 
manager of engineering services, ha 
been appointed to the newly created 
post of assistant chief engineer, Con 
vevor Equipment Section 








DISTRIBUTORS! Add this new, easily- 
handled, easily-sold high-profit line: 


FARQUHAR _Roll-free 
GRAVITY 
CONVEYORS 








Straight & curved wheel Straight & curved roller 


conveyors ll conveyors 


@ MADE IN EASILY-STOCKED SECTIONS OF VARIOUS WIDTHS & LENGTHS 
@ EASY TO SELL 
@ ATTRACTIVE PROFIT MARGIN 


@ BACKED BY NATIONAL ADVERTISING IN OVER 14 INDUSTRIAL, TRADE 
AND BUSINESS PUBLICATIONS 


@ ENGINEERING SERVICE AVAILABLE WHEN NECESSARY 


O EASY for you... and your customers! The purchaser buys whichever 

conveyor or combination of conveyors he needs, attaches the stands (a 
matter of seconds), and he’s in business! All you have to do is simply send in 
an order blank, stock the sections, and let your customers know you have 
them. It’s just as easy as it sounds! These conveyors practically sell them- 
selves. They’re convenient. They’ve pre-sold your customer on the Farquhar 
name by national advertising. And, if your customer has a handling problem 
that your immediate stock of conveyors cannot solve, a Farquhar engineer 
will be glad to work with you. 


Easily-handled, easily-sold, backed by national advertising, with engineer- 
ing service—sum it up and add an attractive profit margin for you. Makes 
a nice package, doesn’t it? Fill out the coupon below for further information. 


Visit Our Booth #925 at the Materials Handling Show, May 18 Through May 22 


fo] Bi"43°2 FILL OUT AND MAIL COUPON BELOW 


THE OLIVER CORPORATION, A 
Farquhar Division, Conveyor Dept. M-46, 


CONVEYORS York, Pa 


Gentlemen: Please send a representative to tell me more about stocking 


Farquhar Roll-Free Gravity ¢ veyors 


NAME 


POWER-BELT 


FIRM 
AND 


ADDRESS 





GRAVITY 
CONVEYORS 


aia ’ ZONE STATE 
William C. Beals 
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SOLD ONLY 
THROUGH 
DISTRIBUTORS 


ATHOL PROTECTS oii : : 
FREASURER of Great Lakes Supply 
ITS DISTRIBUTORS Gua, Chiceen, is }. ©. Ulin, aaa 


by camera against appropriate back- 
ground in his department 





Write for complete catalog showing our Machinists’, Combina- 
tion Pipe, Sheetmetal Workers’, Steam fitters’, Plumbers’, Drill 
Press, Milling Machine, Utility Vises and Power Driven Grind- American Manganese Steel 
stone Frames. Names Ward President 


ATHOL builds the complete vise in its own foundry and machine American Manganese Steel Division 
shop of American Brake Shoe Co., New 
York, has appointed Gilfry Ward 


Athol Machine & Foundry Co. Athol, Massachusetts ee a 


Mr. Ward, who joined the division 
in 1928, has been in charge of the divi 


sion’s sales for the past five years and 
has been a vice president since 1938. 
Before that, he was a district sales 


Profit-Building Tools Mr. Mullin was previously vice 


president in charge of operations. 
a Advertised to over 1,000,000 readers every Joining the division as a clerk in 1914, 
‘ month . . . to beck your sales effort. he held various jobs in the operating 


. A , . 
a“ , department until 1928 when he was 
a Commander TAPPER 
a a the tepper - 1 appointed geveral superintendent of 
- Adi. b/ full v ider ipper 
~~ Oe ~~ m foundries. He became vice president 


oF oo” thet thinks for control instantly stops any top Hendies 4Ote %" Taps 
#8 operator when it's dull, loaded, strikes in 1945 


@ hard spot, or bottoms in © Automatic Tap Protection 
blind hole tapping. Asswures 
maximum production, cuts re 
pects, even with meaperienced 
operators Press 


DRILLING COOLANT TABLE 


Drilling Coolant Table is com © Complete Coolant System 
plete with pump, motor, reser Contained in Precision 
vow and norries provides Ground Drill Press Table 
plenty of coolant where and @ 1 te 8 nozzles easily 
: when you wont it. Leveling positioned 
< > device assures squareness with @ Table always square with 
spindle Spindle 


DRILL CHIP BREAKER. = 


@ Drill SHALLOW or DEEP / i j 
Holes up to 400% Faster. | us 


@ Drill 10 diameters or more 
in depth without clearing . 
dri wr } —- “ 


A ; 
@ Better, Smoother, More Be “? e 
Accurate Holes La SB CHIP BREAKER CHIPS 
ORDINARY CHIPS 














@ Furnished to Fit Any Drill 


Write fer Catalog Ne. 85! 
——-e STEEL CABINETS and item mark 
4217 W. KINZIE ST., CHICAGO 24, ILL. ings make stock picking easy for Gene 


Products of Gommander...Builder of Production Tools English at Cowan Supply Co., Atlanta 
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%* MILWAUKEE Production Brushes 
for power use. 


% MILWAUKEE Production Brushes 
for hand use. 


*% MILWAUKEE Brushes for various 
maintenance needs. 


| T’S SMOOTH GOING on the sales end because Milwau- 
kee Industrial Brushes do the kind of production job that 
means repeat orders. It’s smooth going too because 
here is one source where you can satisfactorily provide 
for the variety of industrial requirements. Milwaukee 
has everything to offer in brush quality—your customers 
get uniformity when quantity purchases are made and 
on repeat orders. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R7— 
IT FEATURES 
THE COMPLETE LINE. 


2212-36 NORTH 30th STREET 
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you can make a 


PROFIT 


selling hose clamps 





—because 
EVERY SHOP THAT USES- 
air liquids 


water sludge 
steam oil 


a coal dust 


IS A PROSPECT! 











Stock - Sell - Profit with 
PUNCH-LOK HOSE CLAMPS 


GET OUR DEALER PROPOSITION 


#O ) 


“The Sign 
ofa 

Good 

Hose Clamp’ 


321 North Justine Street, Chicago 7 Illinois 
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Angus M. Brown 


Lamson Sales Manager 
Takes Charge of Blowers 


Angus M. Brown, manager of com- 
mercial sales for Lamson Corp., Syra- 
cuse, N. Y., has been assigned ad 
ditional duties as manager of the 
Billmyre Blower Division. 

He will direct sales of centrifugal 
blowers and exhausters, vacuum clean- 
ing systems, vacuum units and pneu- 
matic conveying materials as well as 
his regular lines of pneumatic tubes 
and vertical conveyors. 


Sales Representative 
Named by R. E. Dietz 


William J. Embury, formerly pro- 
duction manager of the Embury Mfg. 
Co., Warsaw, N. Y., has been ap 
pointed sales representative for R. I 
Dictz Co., Svracuse, N. Y. 

Ile will cover the New England 
and North Atlantic states, except New 
York City and Long Island, calling on 
distributors and dealers previoush, 
served by HI. Jarrett Smith. Mr. Smith 
retired recently after 27 years’ service 
with the company. 

Mr. Smith began his career in the 


William J. Embury 





POWER TRANSMISSION 


FOR EVERY PURPOSE. 


i if 


~* 


CHAIN and SPROCKETS 
Stock and Special 


ROLLER CHAIN e CONVEYOR CHAIN 
SPROCKETS e FLEXIBLE COUPLING 





Throughout a constantly expanding field of industrial 
uses—at high or low speeds, under light or heavy 
loads—Cullman power transmission components 
function dependably at full-rated efficiency. 

Whether your plant is large or small, and your 
requirements may run into thousands or a single unit, 


the stress of today’s unusual economy demands an 





economical, trouble-free power transmission program, 
For more than a half-century Cullman has 

cooperated with manufacturers, everywhere, in 

the development of low operating costs as a sound 


solution to their power transmission problems. 





Valuable information 


. % 
on Power Transmission 4 
in the 72-page Cullman Catalog @ U L L M A Ni 
51. Statistical tables, charts and 


photos can speed your ordering. OWE Lranuimisdstou 
CULLMAN WHEEL COMPANY ROLLER CHAIN and SPROCKETS 


1347M ALTGELD STREET + CHICAGO 14, ILLINOIS o_meeew 
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GREATER PROFITS 
CLIPPER 


¥ Constant Consumer Demand 
Y No Factory Sales to Users 
Y Nationally Advertised 

Y v Firm Resale Price Policy 

v Highest Uniform Quality 


7 Sold ONLY 
Through Authorized Distributors 


CLIPPER BELT LACER CGPIPANY, GRAND RAPIDS 2, MICHIGAN, U.S.A. 


—--- mame rd 





“BELT LACING 








this NEW 16-page CATALOG 


gives all the facts on the 


Sier-Bath REVOLUTIONARY 


Sier-Bath 


Flexible 


GEAR COUPLINGS 


Find out about this fast-moving line: — 
send for ‘NEW CATALOG” and "DISTRIBUTOR POLICY” 


H«: a big-volume line that's also a real “‘door-opener’’. Used in 
every industry offers big cost-cutting advantages to both 
O.E.M. and User. Standard types (below) sizes ', to 6, HP 4 to 600 per 
100 RPM. Special types, sizes to order. Write to: Sales Manager, 
Coupling Division, Sier-Bath Gear & Pump Co., Inc., 9243 
Hudson Blived., North Bergen, N. J 


Founded 18068 


os 2 0) ate ae 


Floating Shaft 


Member 4.6.4.4 


Stondard Mill Motor Vertical Shoft Spacer 


Also manufacturers of Precision Gears Screw, ““Georex" and “Hydrex"’ Rotary Pumps 
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| heads 
| since 
| 


H. Jarrett Smith 


Hlam 
Dietz 


lantern business with the C. | 
Co. in 1911. He jomed R. I 
three years later 

He covered the New England states 
and the middle Atlantic territory as 
far south as Washington, without in 
terruption, since 1925. 

He is retiring to his hom 
ford, N. Y. 

Embury Mfg. Co.'s assets were re 
cently sold to R. E. Dietz when the 
Warsaw lantern manufacturer retired 
from business. Mr. Embury, who 
directed the manufacture of Embury 


n Pitts 


| lanterns and highway torches, will sell 


the combined lines of Dietz and Em 
bury products 


4th Generation Curry 
Takes Over Boston Firm 


Charles H. Curry, Jr., has acquired 
sole ownership of Curry Oil Co., Bos 
ton 

The firm is now in its 103rd yeas 


| and Mr. Curry represents the fourth 


generation of his family to head the 
company Curry Oil Co.'s letter 
feature the motto, “Service 
1851.” 


Charles H. Curry, Jr. 





SIGN OF BEST SELLERS 


The product that’s known best is the one that 
sells best. Every month in the year, hard-hit- 
ting advertising in top industrial magazines 
hammers home the story of CINCINNATI su- 
periority. Cash in on this ready-made market 
for electrical tools backed by a 50-year record 
of outstanding service to industry. Send today 
for Catalog 53-EE of THE CINCINNATI line 


SIDE HANDLE 
TYPE DRILLS 


Dependable, heavy-duty operation in 
large or small shops. Heat-treated alloy 
steel gears, running in grease-tight 
compartment. Ball bearing armature 
shoft; ball thrust bearings on drill spin- 
dle. Two-pole self-releasing trigger. 
Universal motor for AC or DC, 25 to 60 
cycles. Capacities: 36”, 42”, %”, 34”, 
%”, 1", and 142”. 


END HANDLE TYPE DRILLS 


Heavy duty, rugged for trouble-free service 
Ball bearing armature shaft; ball thrust bear- 
ings on drill spindle. Heat-treated alloy steel 
gears, running in grease-tight compartment 
Capacities: 44”, 5/16” or 38”. Universal mo- 
tor for AC or DC, 25 to 60 cycles. 


6°’ PORTABLE GRINDER 


Designed for grinding rough cast- 
ings, welded metal, all buffing and 
polishing. Ball bearings mounted 
in dust-proof housings. Patented 
overrunning clutch eliminates vi- 
bration and chatter. Universal 
motor for AC or DC, 25 to 60 cycles. 


BENCH AND 
PEDESTAL 
GRINDERS 


Sturdily built and well engineered; designed to boost 
production in shops of every type. Fully enclosed 
motor and ball bearings in dust-proof housings. Fur- 
nished in 6”, 7”, 8”, 10”, 12”, 14” and 18” sizes 
Snagging grinders up to 24” size. 


BALL BEARING 
TOOL POST 
GRINDER _ Efficient grinding on lathe centers, cutters, 
reamers, rolls and dies. Mounts on compound rest 
of any lathe with 9” swing, or larger; and grinds 
within 242” of maximum swing. Grinder can be 
swiveled around clamping bolt; spindle height 
easily changed. Adjustable motor mount to main- 

tain belt tension. 


BUFFING AND 
POLISHING LATHES 


AIR MASTER 
DUST COLLECTOR 





Perfect protection against dust 
and abrasive grit for men and 
machines. Trapped as they 
leave the wheel, flying particles 
are filtered out by fabric and 
steel wool bags. The AIR MAS- 
TER is a self-contained unit— 
rugged and dependable in every 
detail. Sizes to fit any grinder or 


Engineered for continuous heavy 
duty service. High-grade steel mo- 
tor shoft, accurately ground to 
size; locking device for changing 
wheels. Four deep-groove ball 
bearings, in dust-proof housings, 
locked to shaft to provide end 
thrust and eliminate wear. Fur- 
nished in all sizes from % H. P. 
to 15 H. P. 





THE CINCINNATI ELECTRICAL TOOL CO. 


Division of RK. LeBlond Machine Tool Co 


2686 MADISON ROAD 


CINCINNATI 8, OHIO 
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STAINLESS STEEL 
FASTENINGS 
. NEW EXECUTIVES at Machinery GP OF ray ane 
this name ile Ghul’ suouche web th AGH GlF 
Morgan, sales manager ene” ae oe 


on a chuck ZS ess « ei 


large quentities * Cap Screws 
* Machine Screws * Sheet 


_ 
"_ ° ° . Metal & Wood . 
is your suarantee Power Transmission Group Screws © Nuts, Woskers _ 
-_ Class 3 AW Drilled Fillister Heads 


Tours New York Brewery Fast service on special screw 








machine products 


of Ruppert’s Brewery in New York WRITE, WIRE OR PHONE 
City was the meeting place for the VOUR REQUIREMENTS 
New Catalog Available— 


sass New York Chapter of the Power Write today 
dependability Fransmission Council ata veent ses) | ~SZBa, stamuaas seanw co. 
—_ 12 ¢ am ame fm AR mory 4-1240 
230 Union Avenue ° Paterson 2, N. J. 


Ihe group toured the large plant 


| bilit on 3rd Ave, and had dinner in the 
$a ea | | y beer stube. All operations were in 





spected from the power! plant to can 
ning and barreling of the company’s 


customer Knickerbocker beer 
J. M. Pappas, of rank Tracy, Inc., 
New York, handled arrangements for 


satisfaction a 


William ]. Browne, of William J. 
Browne, treasurer of the chapter, ad 
dressed another recent meeting of the 


chapter on the design and application ADVANCE Safe 
ty Slipproof 

ot speed reducers Spurs fit ALL 

mokes of Car 

Mover 

these are a 

profitable item 





Power King 
Neverslip 
Slipproot 
and 

Safety Car 
Wrench 


Light, medium, and 
heavy types fill all rail- 
yard needs—check your 
stocks—we give imme- 
diate delivery, and sug- 
gest to users that they 
buy thru their local dis- 


DIVISIEH OF GETTING READY for their round of tributer. 


THE E. HORTON & SON CO. calls from Moore-Handley Hdwe. Co., 


Birmingham, Ala., Gene Buck and 


WINDSOR LOCKS, CONN. A. C. Hogan swap notes on casters. 








INDUSTRIAL DISTRIBUTION © MARCH, 1953 





James L. Ragland 


Fairbanks Co. Names 
Georgia Branch Manager 
lhe Fairbanks Co., New York City, 


has appointed James L.. Ragland man 
ager of its new Rome, Ga., branch 

Previously, he represented the com- 
pany in the Birmingham, Ala., area. 
From the Rome ofhce, he will super- 
vise the entire Southern sales organ 
ization 

The new branch will maintain a 
complete stock of the company’s lines 
of bronze and iron valves, trucks, cast 
ers and wheels, and dart and “Pick” 
union 


Gastonia Mill Supply 
Expands Headquarters 


Gastonia Mill Supply Co. ha 
launched a major expansion program 
for its headquarters in Gastonia, N. C 

Display room and sales counters 
have been completely modernized and 
a new 40 bv SO ft. steel warehouse 
has been added Plans call for an 
addition to the Franklin Ave. build 
ing doubling the present floor space 
for offices and stock 

Knotty pine panel with glass en 
closed displays mounted at ceiling 
level is featured in the new display 
room. It is lighted by new type, high 
intensity fluorescent unit 

The new plastic covered counter i 
finished in soft green and equipped 
with a brass footrail. Lounge chair 
and divans have been installed for 
customer comfort 


Staff Changes Announced 


H. B. Cabiness is now covering 
central and eastern North Carolina 
for Gastonia Mill Supply with head 
quarters in Monro¢ 

Gerry Grant, formerly inside, ha 
joined the outside sales force, specializ- 
ing in electric and industrial pump 


(EE = ~ 
+ 


anchoring < 
problems? 


anchoring & fastening devices 


More and More, people with anchoring prob- 
lems are turning to ARRO — the complete line of 
anchoring and drilling devices for masonry. 
Remember, there is an ARRO product to meet 
your specific anchoring requirements. 


STOSSc4 


ARROFIVTE CARBIDE MASONRY DRILL 


CRS 


LAG SCREW EXPANSION SHIELD 


=e) 


A-C-E EXPANSION SHIELD 


DOUBLE EXPANSION SHIELD 


2 md 


TWO WING 
SPRING.TYPE 
TOGGLE BOLT 


{ filiea. at) 


SPRING HEAD 
STEEL TOGGLE BOLT 


mes RIVETED HEAD 
TOGGLE BOLT 


Oemmand 


LITTLE MAJOR TURNBUCKLE 


O-E EXPANSION SHIELD 


a <=) 


FOUR-POINT HAND STAR DRILL 
MACHINE SCREW ANCHOR 


sane 
¥ 


STUD BOLT ANCHOR 


THREE-POINT ORILL POINT 


= , FOUR-POINT DRILL POINT 


ss 


LEAD SCREW ANCHOR 


= 


MAL-LEAD BOLT ANCHOR 


TWIST DRILL POINT 


- 
J ta 
ww RUBBERGRIP 


DRILL POINT HOLDER 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


1230 BOONE AVE., MARION, OHIO 
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BETTER 
WELDED 
CHAIN 


for every industrial purpose, for 
every essential industry wherever 
chains are needed. you'll find 
Wesco Chains doing a better job be 
cause they are betier welded chains. 


PROOF COIL CHAIN 
BBB COIL CHAIN 
SLING CHAINS AND 
LOG CHAINS 
RAILROAD CHAIN 


Write for the Wesco Industrial 
Chain Catalog 


WESTERN CHAIN COMPANY 


1819 BELMONT AVENUE e CHICAGO 13, ILLINOIS 





a ES 


TUNGSTEN CARBIDE 


TOOLS 


CARBIDE TIPPED 
WORK SUPPORT BLADES 
for Centerless Grinders 


Standard thrufeed and in- 
feed work support blades 
available from stock. Prices 
on special blades quoted on 
receipt of prints. Worn 
blades salvaged — retipped 


and reground. WRITE FOR CATALOG 


SPECIAL TOOLS 


Send prints for prompt quotes on special tools. 


WILLEY’S CARBIDE TOOL CO. 


WIiAlRS a ALLA Se Ae 


1342 W. Verncr Highway Detroit 1, Michigan 
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EX-LINEMAN for power system, Nor- 
wood Cottingham is now lerk for 
Charleston Supply Co Charleston 
-~ *< 





F. E. Myers & Bro. 
Elects Officers 


Curtiss Ginn, Jr., was re-elected 
president of The Fk. E. Myers & Bro. 
Co., Ashland, Ohio, at the company’s 
recent annual meeting 

Other officers installed were: F. E. 
Myers, II, first vice president and 
secretary; J. C. Myers, Jr., vice presi- 
dent in charge of industrial and pub- 
lic relations; C. D. Leiter, vice presi- 
dent in charge of sales; W. B. Kellogg, 
vice president and export manager, 
W. F. Knebusch, vice president in 
charge of manufacturing; M 
Moses, controller; D. J. Fike, treasurer, 
and A. E. Johnson, assistant secretary. 

Directors are Mr. Ginn, Mr. Kel- 
logg, Mr. Leiter, George P. Congwer, 
r. W. Miller, Jr., F. E. Myers, II, 
Mr. Moses, J. C. Myers, Jr., and Hes- 
kett H. Kuhn, president of The Hard- 
ware & Supply Co., Akron 

Mr. Knebusch, who joined the firm 
recently as manufacturing head, was 
formerly director of manufacturing of 
the Hlarris-‘Seybold Co., Cleveland. 
He has also been connected with 


’, F. Knebusch 





James W. McConaghy 


Dravo Corp., where he served as sales 
engineer in 1928, and Industrial Ra 
von Corp. 


Named Product Director 


James W. McConaghy, formerly 
with the Ingersoll-Rand Co., has been 
named product development director 
for F. E. Myers & Bro. He is the 
author of a number of articles on 
water systems and pumps. At Inge: 
soll-Rand, he was in charge of experi 
mental pump testing and the engi 
necring of merchandising pumping 
equipment. 


Installs New Division 


Myers has converted its Ohio 
Street Plant in Ashland, formerly used 
for storage, into a new Products De 
velopment Division 

Some 61,000 sq. ft. of property ad 
jacent to the converted plant have 
been acquired for possible expansion 
at a later date. 

The new division will house facili- 
ties for the design and testing of new 
and improved products. Myers manu- 
factures water systems, pumps, hand 
and power sprayers and water condi 
tioning equipment. 

The property addition will be used 
for the present for storage space and 
an employee parking area. 

The company’s management said 
that four new products have already 
been developed in the newly converted 
division. More than 35 engineers, 
draftsmen and machinists are em- 
ployed in the plant. 





TV GLOW BIG BUSINESS 


The glow on the tv-tube screen is 
caused by a small amount, 5 to 10 
grams, of luminescent phosphors. Yet 
more than $2.7 million worth of phos- 
phors are used for the purpose each 
year, according to Chemical Week, 


INSTALLATION TIP TO HELP 
| FeolekS ae Zeltl any .0a s 


KENNEDY Fig. 863, 
Iron-Body Globe Valve. 250 
pounds of steam at 500°F. 


Here’s how to set up 
pressure-reducing lines 
for easier maintenance 


You naturally don’t want to shut down a vital part of your opera- 
tion when you repair a single valve. 

You can avoid doing so by installing a by-pass around your pres 
sure-reducing valve and installing a globe valve in the by-pass line 
With this set-up you can use the globe valve for hand throttling 
when the reducing valve is removed from the line for repairs. 


KENNEDY IRON-BODY GLOBE VALVES 


are designed and constructed for high pressures and severe service 
on steam or water lines and for heavy-duty service with oil, gas and 
other fluids that do not corrode bronze or iron. 

Individual valves in the KENNEDY JOB-FITTED line are specially 
designed with the proper disc and seat trim to match the service for 
which they are recommended. Valves with either renewable com 
position or bronze faced discs are available, depending on the pres 


sure in the line. 


REPACK UNDER PRESSURE—You can repack ALL KENNEDY iron. 
body globe valves under full line pressure when wide open. 


THE COMPLETE LINE of KENNEDY JOB-FITTED valves and INSPECTED 
fittings is sold through local distributors who are in a position to 


give you fast and convenient service. 


— AS , 
%) wm KENNEDY 


VALVE MFG. CO. + ELMIRA, N.Y. 


McGraw-Hill publication et 1877, 
" VALVES + PIPE FITTINGS «+ FIRE HYDRANTS 
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mething new tor 


here’s s° aot 


distributor 


PORTABLE Et 


ectric TOOLS 


HIGH SPEED HAND TOOL! 


’ 

If you re already handling conventional-speed portable 
electric tools, here’s something new to fill out your line! 
IT'S THE FRANKLIN BALMAR DISKETTE, a rugged, precision built industrial tool, 
especially designed for use in high speed ranges where ordinary electric 
tools simply won't produce the specified results. The no-load spindle speed 
of the Diskette is rated at 9000 RPM .... operating speeds are only 

slightly less. So users get high-speed, precision work in 
grinding polishing sharpening 
filing deburring sanding 


and many other preparation and finishing jobs on metal, wood or plastic. 





Diskette can be used for either production or maintenance work. It is 
compact and lightweight, thus can be used as a portable hand tool, or as 
a fixed machine when you sell the Diskette bench mount along with it. 


You'll find Diskette customers in foundries, machine shops, welding shops 

any plant where precision work is required and high operating speeds 
are understood. We truthfully believe it’s the only machine of its type 
on the market today! 


YOUR TERRITORY MAY BE OPEN! 


Diskette is sold on a 100% distributor basis. For complete information on our 
proposition, fill in the coupon below and mail it today. Our man will be in to see 
you promptly with complete details of the Diskette Deal. 


FRANKLIN BALMAR 
CORPORATION 


Woodberry, Baltimore 11, Maryland, 
or 5001 N. Wolcott Ave., Chicago 40, Iil. 


Please give me full information on available Diskette distributorships. 


NAME TITLE 
COMPANY 
ADDRESS 


! 
| 
J 


Walter E. Palmer 


All-State Welding Alloys 
Appoints Sales Manager 


Walter E. Palmer has been named 
sales manager of All-State Welding 
Alloys Co., White Plains, N. Y 

With the company since 1951, he 
has served as a regional manager and 
at the company’s plant on technical 
assignments. Previously, he was con 
nected with Hollup Corp., Alloys Rod 
Co. and McKay Co 


To Head Eastern Office 
for U-C Lite Mfg. Co. 


U-C Lite Mfg. Co., Chicago, has 
appointed T. G. Weinstein to head 
the company’s eastern sales office in 
New York Citv 

He will handle eastern distribution 
of the company’s complete line of 
portable electric hand lamos, flares and 
emergency lights 





NEW SELLING ITEM is demon 
strated by Maxwell G. Taylor, Morse 
I'wist Dnll & Machine Co., to Tom 
Bigham and Ed Glover, of Textile Mill 
Supply Co., Charlotte, N. C., I. B 
Armstrong, Morse Twist Drill, is at 


| 
beewenararescrenasasasenenenen 


extreme left looking on 
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Motion Picture Film 
Operates Gear Shaper 


Motion picture film is being used 
to operate a gear shaper producing 
non-circular gears, according to Dr 
bred W. Cunningham, resident con 
ultant to Arma Corp., Brooklyn, 
N. } 

Dr. Cunningham announced re- 
cently the establishment of a new firm 
it Stamford, Conn., devoted to the 
design and manufacture of non-cir 
cular gears. Engineering assistance on 
the automation principle for operat 
ing shapers by films will be available, 


he said 

Lhe new method, it is claimed, will 
speed the production of non-circular 
gears, and reduce delays required for 


special fixtures in this kind of gear 
work 

Dr. Cunningham will operate the 
business under his own name but will 
retain’ his connection with Armo 
Corp., subsidiary of American Bosch 
Corp 





William S. Hemsley 


Simonds Abrasive Names 
Chicago District Manager 


Simonds Abrasive Co., Philadelphia 
has appointed Witham S. Hemsle 
Chicago district manager succeeding 
the late W. EF. Byrn 

With the company sin 1943, M 
Hlemsley was at one time manager of 
1 department in the Philadelphia fa 
torv. In 1946, he transferred to the 


Indianapolis territory as a sales repr 
entative, with headquarters in’ In 
dianapohi 

His Chicago lhe idquarter vill 
the compan branch office and war 
house at 3 ;W Addison 


A. k. Bodine, formerly with Cen 
tral Rubber & Supply Co., Indianapo 
his. will sueceed Mr. Hemslev a ile 


repre entative for the Indiana territor 
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The Distributor with the Complete Line 
of Jacks Can Always Supply the 
RIGHT Jack for Every Job! 


Simplex LEVER Jocks 

Ratchet Lowering and Trip 
Available in a broad range of 
types and capacities. All in- 
clude Simplex's noted con- 
struction features, long life 
and dependability 





Simplex SCREW Jecks 

4 Way Head and Ratchet 
Rugged and durable — the 
safest, casiest-acting screw 
jacks to be had 





Simplex HYDRAULIC Jocks 
Standard Type, Center- 
Hole Self Contained and Re- 
mote - Controlled. Also with 
Toe Lift. Available in a wide 
range of sizes 
lever * Screw * Hydrevlic 
Simplex Makes All 3/ 
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Z..and Variety Helps 


J JACK SALES too! 












A Vital Sales Point for 
Simplex Distributors Only: 






You can recommend, without prejudice, 
the jack that will work better, faster, 
more efficiently for each job for 

every customer. 







You can support this claim because your 
Simplex line of jacks is by far the most 
complete. With scores of jacks to choose 
from—each designed and engineered for 
definite purposes and applications — you 
can always supply exactly the jack your 
customer needs . . . without ever 

trying to sell a substitute. 












Only the Simplex Line enables you to 
give your jack customers this 
unbiased service that pays off in 
satisfaction, good will and repeat sales. 


TEMPLETON, KENLY & COMPANY 
1036 $. Central Ave. © Chicage 44, Iilinois 














WORLD'S LARGEST MFGRS. OF INDUSTRIAL 
MECHANICAL AND HYDRAULIC JACKS 


RE-MO-TROL JAC Ss JENNY 
UTHL-A-TOOL ROL-TOE 




























BENDING MAN UAL 


by the originators of “Die-less Duplicating” PARTNERS Willard Ihlefeld. Bert Powell 
This instructive and authoritative booklet will quickly prove nal Jib Threlkeld operate The McDoa 
itself indispensable wherever bending is done or is needed. It a: he Jack i Fl 
brings you a veritable gold mine of tested, authentic bending oe 
methods applicable to any rotary type bender. The proper 
a technique may frequently offer a new approach to 
problem by simplifying product design and cuttin — 4 , 
production costs . New Partnership Formed. 
Here's a new sales approach for you, too! Your customers and The McDonough Co. 
prospects will appreciate your calling this new bending man- 5 . . 
ual to their attention. It will lead you to more machine F ; W. Bert McDonough Co., Jack 
onville, Fla.. manufacturers’ repre 


sales 
F, You'll want a copy .. . i sentative, has been succeeded by _ 


ie Mail your request today. McDonough Co., a partnership be 
tween Willard Ihlefeld, Bert F 


312 8th Ave ind Jib Threlkeld 
A a MAL ALAN SDSS tote city, Hire Mr. Powell travels out of Rich 
oe La oem we is We mond, Mr. Threlkeld from Birming 
a. eens - gb ham and Mr. Ihlefeld from Jackson 
ns : : ville. The main office will remain in 
Jacksonville and the new firm will op 
erate with the same personnel as its 
predecessor after the death of Mr 
McDonough last August. The same 
lines will be handled as formerly, the 
management has announced 


an olc 


er 


NOTCHERS 


Raybestos-Manhattan 
Makes Appointments 


Ravbestos-Manhattan, Inc., Passaic 
N. ]., has appointed four executives to 
new posts, including two division man 
Deliver This . pac oven od 
ra , igerships 
NEW “Sterling” ‘J W. Ward Kievit, comptroller and a 
Medel G Universe! ; director of the corporation, has been 
‘toh y named treasurer succeeding the late 
TOOL & CUTTER GRINDER ‘ 
~ C,eorge R. Weber 
PROMPTLY * William S. Simpson, former direc 
vr » , eS tor of personnel and assistant general 
is new | orough y proven, grinder ' , ‘ manager of Ravbestos Division at 
has the capacity and versatility to . 4 : 
handle practically all tool & cutter “4 Stratford, Conn., has been appointed 
grinding in any shop. Has 10-44" reneral manager of the division, suc 
swing. 27" between centers. Features ceding Robert B. Davis, who retired 
direct drive Excello spindle, 360° head Pay ecentlhy 
rotation, 180° tabie swing. 2 speed ; : ay , at 
tghle waverse. etc | wae ~ | New Genera! manager of S. As 
meet “s bestos-Grey-Rock Division at Man 
heim, Pa., is Osborn H. Cillev, former 
issistant general manager. He is suc 
eeded in his old post as assistant 


McDONOUGH MFG C0 Wette ter dotam on general manager by S. R. Zimmerman 
+ * Sterling Model “G” Jr., former assistant sales manager and 


1510 Galloway . Eau Claire, Wisc. and “DA” Grinders manager of automotive and industrial 
equipment sales 


Also Sterling Drill Grinder, Model DA ’ 
for 2, 3. 4 lip drills, ‘»-2-%”". ; oe DEALERS 
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in WIRE ROPE, too, specialized use 
calls for the RIGHT KIND of muscle 


Tough, wiry muscles stand the Rocky size of wire to best withstand the destruc- 

Mountain Bighorn in good stead; give tive forces encountered. 

him the sure-footed agility he must have Complete quality control from ore to 

to survive on almost impassable heights. finished rope; long experience and spe- 
In wire rope, too, the right kind of cialized know-how—these are your as- 


muscle is mighty important. . . because surance that in Wickwire Rope you 


different uses present different problems always get the proper combination of 
of wear and tear. Bending fatigue. Abra- physical properties for long-lasting, re- 
Shock stress. Load strain. Each re- liable service on your particular job. 

See your Wickwire Rope distributor 


sion 
quires wire rope with the right construc- 
tion and lay; the right grade of steel and or contact our nearest sales oflice. 


THE COLORADO FUEL AND IRON CORPORATION Abilene (Tex.) * Denver * Houston * Odessa (Tex.) 
Phoenix * Salt Lake City * Tulsa 


THE CALIFORNIA WIRE CLOTH CORPORATION Los Angeles * Oakland * Portland * San Francisco 


Seattle * Spokane 


WICKWIRE SPENCER STEEL DIVISION Boste * Buffalo * Chattanooga * Chicago * Detroit 
Emlenton (Pa.) © New York © Philadelphia 


A YELLOW TRIANGLE 
ON THE REEL IDENTIFIES 


WICKWIRE ROPE 
PRODUCT OF WICKWIRE SPENCER STEEL DIVISION 


THE COLORADO FUEL AND IRON CORPORATION 
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All signs point to the biggest year in Deming 
history! The Deming line of '53 is bigger and 
better than ever. More types, more sizes, more 


capacities! 


Deming Distributors can satisfy the lion’s share 
of the industrial demand for standard pumping 


equipment. 
New Deming catalogs and bulletins help you 


and your customers simplify selection to meet 


specific job conditions and requirements. 


The '53 line of Deming Pumps and Water 
Systems offers YOU a golden “PROFiTunity”. 
All the facts are yours for the asking. Write: 


THE DEMING COMPANY 
511 Broadway «+ Salem, Ohio 





DEMING 


— ne ee 
DEPENDABLE 


288 
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Carl E. Schmitz 


Sales Vice President 
Named by Crane Packing 


Crane Packing Co., Chicago, has 
appointed Carl E.. Schmitz vice presi 
dent in charge of sales. 

Ihe sales department has also been 
reorganized, under five division man- 
agers: E. H. Stubenrauch, mechanical 
Packings; Stephen Hawxhurst, Molded 
leflon Products; Harry I. Sole, Lap 
master; V. FE. Voorhees, Mechanical 
Seals; and Stillman Segar, Plastic Lead 
Seal. A. J. Solari has been named chief 
engineer of the Mechanical Seal Di 
vision 

Mr. Schmitz, who was formerly vice 
president and director of engineering, 
has been with the company since 
1942. He is a former president of the 
American Society of Lubricating En 


o 
gineers. 


York Machinery & Supply 
Installs Pension Plan 
York Machinery & Supply Co., 


York, Pa., now has an insured pension 
plan including retirement benefits and 
hospitalization for all employees with 
a year of service. 

The plan was announced recenth 
by N. B. Hess, company president, at 
the firm’s annual dinner. 

It provides that all employees ar 
cligible and will be entered in the 
program after one year with the com- 
pany, and that each participant will 
receive at retirement 30 percent of his 
iverage monthly earnings including 
Social Security payments, with a $20 
minimum pension to all 

The company will bear the entire 
cost of both retirement benefits and 
insurance protection afforded, which 
consists of complete hospitalization 
tor employees and their families 

Company directors, in a statement, 
said the plan was received with “great 
enthusiasm” by the employees and 
their wives 








The comers _ —_ — / ‘\ 

the services of a lawyer and the insur 

ance counselor to help employees put BROWNING SCORES AGAIN 

their personal estates in order. Wills ; pe 

are written at no cost to the em- S A d 

aan to give you a New Sales Ai 
“When an employee has his per- 


sonal house in order, he will be better B R 0 Ww N \ N G Pe ™ 


able to help his company, of which . 
he is an integral part,” the directors Split Taper 
—_ Compression 

re insured pension plan was 
drawn up and installed by Russel G. R U $ 4 | by G § Pieces 
Gohn, agency manager for the Phila- aia Y 
delphia Life Insurance Co. f 

Mr. Hess also announced that 
modernization of plant facilities is in 
progress “to equip all departments 
with the latest machines for better 
operations.” 

He predicted that increased cth 
ciency and better working conditions 
resulting would more than offset the 
cost of installation. 


Nashville, Tenn., Firm 
Expands Sales Territory 
Keith-Simmons Co., Inc., Nashville, No Scored Shafts. 


Tenn., has enlarged its sales territory No Sloppy or 


to include lower middle ‘Tennessee 
, _— Wallowed-out Bores. 
with George Lackey as representative 











Mr. Lackey is a former independent Stays Put. Easily Removed. ‘ 
Now One Simplified 


millwright. ae 


Ben Osburn, formerly with Fisher 
Bearing Co., Nashville, has joined the 
company as assistant to I’. A. Loftin, 








manager of the industrial department 


Mr. Loftin also heads the newly es 
tablished plumbing department for all types of power 


Frank F. Fite, formerly assistant transmission equipment 


manager of the hardware department, 
has joined the industrial sales staff This bushing system 


calling on city accounts is standard in Browning Single 
and Multiple Groove Sheaves 
Rigid and Flexible Couplings 
Paper Pulleys and Roller 
Chain Sprockets. 
es 





Your Customers 
can standardize on this one 
type bushing to save costs 


to speed operations. 


Easiest to mount. 


Write for Catalog CDIOI 


PROUD SPORTSMEN, Bill Lee and BROWNING MANUFACTURING COMPANY 


Ashley DeWitt, both of Briggs-Weaver 
Machinery Co., Dallas, congratulate MAYSVILLE, KENTUCKY 


each other while standing under their 


prize catches in the B Bar W Lodg« et la ediaiiian iiiamememenlaneel 
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“ VANKEE™ 


Spiral Ratchet Screw Drivers 


With the fast, easy action of 
“YANKEE” Spiral Ratchet Screw 
Drivers, tough assembly jobs are a 
pushover. Used on thousands of appli- 
cations like the one pictured above 
“YANKEE” Drivers speed work, cut 
costs on every unit — keep worker 
fatigue at a minimum. Made in two 
styles — regular and “quick-return”. 
The automatic spring return action 
makes driving a one-hand job .. . ideal 
for overhead and hard-to-reach work. 
Accessories available for a variety of 
uses. 


\\\ Shows how “Yan- 
| kee’ Drivers are 
proving their value 
in speeding assem- 
bly on everything 
from baby strollers 
to oil burners. This 
new booklet is 
available for dis- 
tribvtion to vour 
customers. Order a 
quantity imprinted 
with your name, 
address and phone 
number. Write to 
North Bros., 233 
West Lehigh Ave., 
Philadelphia 33, Pa. 


We're telling your customers to ask to see the 
complete line of “YANKEE” time-saving tools. 


TOOLS NOW PART OF 


GLuae 


THE TOOL BOX OF THE WORLD 


NORTH BROS. MEG. CO. 


YANKEE 


Distributors from nine states, Canada and Mexico were represented at the Philadel 
phia manufacturer's week-long session for management groups 


The American Pulley Co., Philadel 
phia, featured an advanced course in 
power transmission problems for the 
management group at its 19th Train 
ing School held recently. 

Distributors from nine states, Can 
ada and Mexico sent representatives 
Emphasis was on the same level of 
problems encountered by the manu- 
facturer’s field men. One full day of 
the week-long sessions was devoted en- 
tirely to sales training methods 

Classes studied conveyor pulleys, ad- 
justable drives and speed reducers. 

The school was the first of three 
scheduled by the company’s Power 
l'ransmission Division for distributor 
management groups this year. Shorter 
sessions will be held throughout the 
country for distributors’ salesmen by 
factory representatives. 

Among those attending were: Calab 
F. Fox III, vice president of The 
American Pulley Co.; Charles Price, 
Odell Mill Supply Co., Greensboro, 
N. C.; Joseph C. Salette, Jr., advertis 
ing manager of The American Pulley 
Co.; John Guckert, The Hartlev-Rose 
Co., Pittsburgh; Joseph Carsmen, The 
American Pulley Co.; Warren Pike, 
Warren M. Pike Associates, Inc., 
Boston; Harold Stilson, Jr., William 
I. McGraw & Co., Detroit; Samuel 
Steward and William Barth, The 
American Pulley Co.; James Warren, 
Machinery Co., Nashville; 
Palafox, Sociedad Elec 
Mexico City 
William Dodnril, 
Products Co.. 

Jack Keating 


Tennessee 
ind Carlos 
tro-Mecanica 

Also present were 
Industrial Rubber 
Charleston, W. Va.; 
Shingle & Gibb Co., Philadelphia; 
William Williams, consulting engi 
neer, Philadelphia; Clarence Lamers, 
Te-Co, Inc., St. Louis; Winston 


Memphis; Randolph Jackson, Power 
rransmission Division Manager, ‘The 
American Pulley Co.; William Young, 
Power Transmission, Inc., Baltimore; 
Harry Quick, The American Pulley 
Co.; Dan Carpenter, Upton, Bradeen, 
& James, Ltd., Toronto, Canada; and 
James Sammay, Stanley J. Leen Co., 
Brewer, Me. 


‘GOOD TERRITORY 


STILL OPEN 


FOR DISTRIBUTION 
OF 
FAMOUS 


~ ‘ ‘ 
A FIRE BRICK CEMENT 
= ~~ 


T 


. yes, our popular ADAMANT 
Fire Brick Cement heads a complete 


line of refractories supplies. Other 
BOTFIELD Products include: Castables, 
Plastics, Ramming Mixes, etc. 


BOTFIELD backs its Distributor’s 
sales efforts with consistent trade 
paper advertising, both locally and 
nationally . . . and with special aids 
from time to time. 


Write for our Distributor Proposi- 
tion today . . . we believe it will 
prove attractive to you! 


REFRACTORIES CO. 


781 S. Swanson St. Philadeiphia 47, Pa. 
tn Canada, Canadian Botfield Refractor - 


Philadelphia 3-6. Pa | Hoover, Dabney-Alcott Supply Co., 


les Co., Ltd., 171 Eastern Avenue, Toronto 
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Minneapolis-Honeywell 
Names Sales Managers 


Minneapolis-Honeywell Regulator 
Co., Philadelphia, has appointed O. B. 
Wilson industrial instruments sales 
manager for its Industrial Division. 

He was previously field sales man 
ager. J. A. Robinson, recently eastern 
and mid-Atlantic industrial manager, 
has succeeded him in his former post. 

Mr. Wilson joined the company in 
1923, and was successively industrial 
manager for Chicago, New York and 
the eastern sales region. Early last year 
he became ficld sales manager for the 
division. 

His new post was established re 
cently to implement the firm’s mar 
keting organization. 

Mr. Robison, who joined the com- 
pany in 1929, became industrial man 
ager for the Midwest in 1949 and 
eastern and mid-Atlantic manager last 
year. 


Assigned Field Posts 


Minneapolis-Honeywell Valve Di- 
vision has assigned three representa 
tives to field sales posts in New Or- 
leans, Kansas City and Wilmington, 
Del. 

Frank Day will handle industrial 
valve sales in the New Orleans area, 
while Vincent Lo Scalzo has been 
assigned to Kansas City. V. L. Evans 
will be the Wilmington representa- 
tive. 

Mr. Day and Mr. Lo Scalzo are re 
cent graduates from the firm’s instru 
ment and valve training school in 
Philadelphia. Mr. Evans transferred 
from that office where he had special 
ized in food industry sales. 





LIKE FATHER, who was a salesman 
for 35 years, Holt D. Inge, Jr., is selling 
for Thurston-Holland Co., Norfolk, a 


Young Inge worked his way through 
£ £ 


college selling merchandise 


We're Looking For 


Distributors Who 
Are DUMB--.. 


-_-_ 
--. 
==. 
ee -~- 
Tree ene ee 


Any smart Distributor knows that a product like Cling-Surface that was intro- 
duced in 1896 and still remains the leader in a profit-packed field, that has now 
been invaded by 250-odd imitators, MUST have something worth IMITATING. 
“That ‘something’ is the fact that Cling-Surface is a real belt preservative .. 
not just a ‘dressing’. This difference makes a//l users of transmission belts turn 
to Cling-Surface eventually. Last year, as usual for over 56 years, we experi- 
enced another big increase. For that reason, we need several good, substantial 
A-1 Distributors that are “dumb like a fox.” Even if you are now handling a 
‘dressing’, you should be interested in changing to the leader in the field. 
If you can qualify, we can offer you a TOP proposition and would like to 
hear from you. 


ONLY Chag- Surface veils ONLY through distributors. 


Our salesmen will assist you, but they'll never compete with you. 


ONLY Chag- Surface stops ALL slippage and permits 


the economical “slack” belt operation that delivers up to 43% 
more power, reduces belt repair “down time” and makes belts 
last longer. 


ONLY Cling- Surface belt preservative has met and has 


passed rigid U. S. Goverament performance requirements. NO 
OTHER BRAND can say this 


ONLY Chag- Surface backs you up with NATION 
WIDE ADVERTISING in all these magazines plus Direct Mail 
to your customers, plus a real Sales Promotion progratn in your 
territory. With this program and Cling-Surface’s 56 
year reputation, sales resistance is effectively 
minimized ahead of your good selling. Write 
us now for full particulars! First come, first 

served! 














10486 NIAGARA STREET 
BUFFALO 13, NEW YORK 
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These Brand Names Spell PROFIT 
for Shaw ee" Distributors! 





M. E. HAMILTON is now manager 
of the supply department of Texas 
lool Traders, Dallas 





Plant Sales Manager 
Appointed by Link-Belt 


The industry-wide use of these high-quality Hubert J. McCormick is the new 
sales manager of the Caldwell plant of 


Link-Belt Co., Chicago, succeeding 


Advanced engineering and operational features Erwin A. Wendell. now n lea 
5 d cn . oO Oo Cave 


hoists and other lifting specialties is due to 


Stenderdization and mots production methods Products under Mr. McCormick's 

that permit our Distributors to carry adequate 

sects fer feet delivers ta. customers supervision include overhead conveyor 
yvste Ss SCTCW Oonve ) . - 

A firm sales policy that clearly defines the systems, rc conveyors, bulk mate 

Distributor’s responsibilities and privileges as rial handling systems, icing equip- 

well as our own 7 ment, power transmission, and car- 

An in-plant § trainin rogram that teaches haul cquipment 

qg prog 

Distributors’ salesmen all about our manufac W ith the company SINCE 1929 he 

turing techniques, products, and applications . k i 7 

= plus loca! meetings end soles help by our worked for nine years as an engineer, 

field organization then transferred to plant sales. Since 

Consistent advertising, reinforced with effec 1945, he has supervised the sale of 

tive promotion materials and sales tools conveyors and process equipment used 

in manufacturing plants 











The time, effort and money-saving advantages 
which our Distributors’ salesmen so capably 
demonstrate to prospective buyers 





A profit margin that makes “Shaw-Boxr" Load 
Handling Equipment highly desirable to sell 


Every “Shaw-Box" Distributor is backed by the 


resources and facilities of a company with more 








than 66 years of experience in building load- 
handling equipment exclusively. Their top-level 
salesmanship has contributed substantially to 
the wide acceptance of ‘Load Lifter’, ‘Budgit’, 
‘Tugit’, and ‘TipiT’ as synonyms for the best in 
load-handling equipment. We pledge our con- 
tinued co-operation to insure the future success 
of all “Shaw-Box" Distributors in selling our line 











profitebly. 


rs 
MANNING, MAXWELL & MOORE, INC. 
Sin rat| Shaw-Box Crane & Hoist Division 
[mit MUSKEGON, MICHIGAN 
® | ‘ 


of _ ~~ ae - Mier ye Bsc: cae or DELIVERY DATA occupies Bruce 
dated’ Sa Windle, machine tool assistant at The 
Henry Walke Co., Charlotte, N. C 
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THe LUBRICANT 
KEPT'EM ROUING 
IN MUD, MUCK 
AND WATER 


—says J.O. ARCHIBALD 


of Redwood City, California 








J 


The job was clearing 500 acres 

of salt marsh for crystallizing 
ponds. To quote, ‘“‘We selected LUBRI- 
PLATE No. 107 for track and general 
lubrication and LUBRIPLATE APG-140 
for transmissions and final drives. Dur- 
ing the entire job there was no replace- 
ments of track rollers nor any tie-ups 
of equipment due to parts replacement 
or breakage!” 

For nearest LUBRIPLATE distributor, 
see Classified Telephone Directory. 
Send for free 56-page “‘LUBRIPLATE 
DaTA Book”... a valuable treatise on 
lubrication. Write LUBRIPLATE DIvI- 
SION, Fiske Brothers Refining Co., 
Newark 5, N. J. or Toledo 5, Ohio. 


REGARDLESS OF THE SIZE 
AND TYPE OF YOUR MACHIN- 
ery LUBRIPLATE 
LUBRICANTS WILL IMPROVE 
ITS OPERATION AND REDUCE 
MAINTENANCE COSTS. 





























PREVENT 


CoRRoS S WEAR +0 


1ON 









THEY BUY 
LUBRIPLATE ON 
PERFORMANCE 


In this day of highly mechanized pro 
duction forced shut-downs of machines 
is nothing short of a calamity. Every 
user of machinery is greatly interested 
in ways and means of improving ma 
chine operation and how maintenance 
costs can be reduced. Never before has 
this been of greater importance and the 
reason is chiefly due to prevailing high 
labor costs and expensive machine re 


placement parts due to wear. 


The old time slogan — “Quality lasts 
long after the price is forgotten,’’ surely 
applies to LUBRIPLATE lubricants. 
The Lubriplate salesman knows that he 
can prove his point many times over by 
relating the experience of other cus- 
tomers of his as to what Lubriplate 
lubricants are doing in improving ma 
chine operations, reduction of power 
consumption and vastly decreased 
maintenance costs, That Lubriplate 
lubricants meet these claims is attested 
to by the actual case histories appearing 
in the two advertisements alongside of 
this column. Lubriplate lubricants pos- 
sess exclusive and distinctive qualifica 
tions. They meet every operating con 
dition as exists in every type of indus 
try such as loads, speeds, temperatures 
steam, water, acids, et In addition 
Lubriplate lubricants protect machine 
parts against rust and corrosion. Lubri 
plat stays put and a little goes a long 
way. When all factors having to do 
with the cost of lubrication are taken 
into account Lubriplate can be proved 


the cheapest lubricant on the market 


Ic will pay you to introduce Lubriplate 
jubricants to every plant in your terri 
tory that is not already using them, In 
so doing you will be reflecting a real 
service and at the same time you are 
building a profitable repeat business 


for yourself and your company. 


(ADVERTISEMENT) 
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NO MORE 
LUBRICATION 


TROUBIEC" 


—says 
STEPHENS-ADAMSON 


MFG. CO. 
Conveyor Mfr., Aurora, lil. 



















y, 














“LUBRIPLATE Lubricants satisfy 

the ‘one-shot’ requirements of 
our conveyor idlers. LUBRIPLATE effec- 
tively lubricates each bearing in turn 
and flows through the hollow shaft to 
the next bearing. We do not know of a 
single case of bearing trouble through 
faulty lubrication where LUBRIPLATE 
has been used.” 

For nearest LUBRIPLATE distributor, 
see Classified Telephone Directory. 
Send for free 56-page “iUBRIPLATE 
DaTA Book”... a valuable treatise on 
lubrication. Write LUBRIPLATE DiIvI- 
SION, Fiske Brothers Refining Co., 
Newark 5, N. J. or Toledo 5, Ohio. 


REGARDLESS OF THE SIZE 
AND TYPE OF YOUR MACHIN- 
ery, LUBRIPLATE 
LUBRICANTS WILL IMPROVE 
ITS OPERATION AND REDUCE 
MAINTENANCE COSTS. 











































































CREVENTS WEAR sx2 
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Some of Your 
PROFITABLE 
MARKETS ---- 


* METAL WORKING PLANTS * POWER PLANTS + AVIATION 
PLANTS * PAPER MILLS + TEXTILE MILLS * ROAD AND BUILDING 
CONTRACTORS * FOUNDRIES + MINES + PUBLIC BUILDINGS 
* DAIRIES + HOTELS * SCHOOLS * GARAGES + RAILROADS 
* PACKING PLANTS * WAREHOUSES + AIRPORTS 


COANE RAL 


INDUSTRIAL 


BRUSHES and BROOMS 


Help the men responsible for efficiency in plant 
maintenance to use their appropriations wisely. 
Suggest and sell them CAPITAL Industrial 
Brushes and Brooms. This is the line that works 
for your benefit——it pays good dividends. 

@ We suggest to users that they buy thru their 
local distributor. 


INDIANAPOLIS BRUSH & BROOM MFG. COMPANY 


Corner Brush & Broom Streets indianapolis 7, Indiana 


Est. 1890 











PERE RE EEE ER EER EE EEE EP 


HERE’S THE RIGHT IRON FOR ® 


. XTRA HEAVY DUTY 


_ SOLDERING 7 
HEXACON 


a_i MODEL 700 
at watts! mw $ 00 
I +32 


The ideal Iron for heavy soldering and : 
large branders. 700 watts with tip 134 
inches in diameter. Heavy duty con- 
struction from tip to cord terminal. 
Rugged long-life heating element 
with case made from solid hexa 

gonal steel for extra strength. 
Operates on any cycle AC or 

DC current. Furnished for 


either 110 or 220 volts. 


im TELE. EL O | 
2H HEXACON HEXACON ELECTRIC CO. © 


but eeeeeenmeaceacesauannased 


. An Iron for 
(/ “Every Soldering 
and Branding Need 


There is a quality made 

Hexacon Iron for every use 

in manufacturing or repair 

work, Hexacon irons include 

screw tip, plug tip and hotchet 

types with tip diameters from 4” 

to 14%"— from 25 to 700 watts. Write 
for illustrated catalog. 
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R. A. Ferguson 


Peden Iron & Steel Co. 
Names Purchasing Agent 


R. A. Ferguson, vice president of 
the Peden Iron & Steel Co., has been 
appointed purchasing agent of the 
Houston, Texas, supply firm 

With the company 34 years, he was 
lately vice president and warehous« 
manager. Beginning with city ship 
ping and city desk sales, he also spent 
many 


vears in outside sales 


To Represent Binks Mfg. Co. 


fhe Stuart G. Pizie Associates, 
Miami, Fla., have been appointed ex 
clusive representatives im southern 
Florida for the full line of cooling 
towers and related heat exchange 


equipment of Binks Mfg. Co., Chi 


or 
cago. 





BUSY PRESIDENT of R-] Bearings 
Corp., St. Louis, is Roland N. Dames, 
who organized the company in 1936 





Thor Tool Plants 
Mark 60th Anniversary 
” 
Independent Pneumatic Tool Co., (5 
Aurora, Il)., will celebrate the 60th ive 
anniversary of Thor portable power 
tools this year, N. C. Hurley, Jr., com 
pany president, has announced ac e 
Site of the firm’s beginnings in 
1893 was a small machine shop at the 
same location as the present block b] 
square factory. Other plants are now OC 
located in Los Angeles and Newcastle, 


England 
Now producing 1,500 types of sales 


pneumatic and electric tools, the com 


pany has not always manufactured 
tools exclusively. It was active in the a LIFT 
motor cycle field before World Wat 
I, and made a brief excursion in cat 


manufacturing still earlier when sev “4 
eral models of the “Thor VI" were i with 


produced 





The Madesco line of tackle blocks 
pays off in easier sales and re- 
peat business. Customers know 
they can depend on Madesco for 
top materials and workmanship. 
CLUTTERED background deesn’t de se They also know they can depend 
ter Milton Hecht, new general manager *: on Madesco Tackle Blocks for 
of American Mill Supply Co.. New Se long, efficient service. 
York City Shortly after picture wa ces 
taken, overcrowded firm moved to 7 <s Put Madesco products and 
larger, more modern quarter = reputation to work for you. Stock 
. Madesco Tackle Blocks — and fea- 
° . . =: ture them prominently! 
American Mill Supply : Our catalog will make it easy to 
Opens New Quarters 5 order. Send for your copy today. 


American Mill Supply Co., Nev 
York City, has moved its office and 
warchouse to new and larger quarte: 
at 176 Lafavette St.. Manhattan 

The firm recently took over and 
renovated a two-story location a block 
from its former quarters, which, a 


cording to Joseph B. Stern, owner, had 

become overcrowded as busine CX ‘ ’ ; , 
, 

panded Lhe Ncw building INCTCASE d 


ivailable space five time 
pecs goatisingy Fs og ey TACKLE BLOCK COMPANY 
formerly a partner in B. Lichtenstein 


Co. Active in the supplies and hard Over EASTON, 


ware field for 19 years, Mr. Hecht for a quarter 
century PENNSYLVANIA 


of service 


the past eight vears had been in busi 


ness for himself 
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TWO OUTSTANDING 
PRODUCTS OF 
BURG TOOL MFG. CO. 








ALSO AVAILABLE 
#2 MORSE 
TAPER 


MOUNTS ON %”—16” THREAD 
RANGE #10-14" NF. 
POSITIVE DRIVE 
SIMPLE CONSTRUCTION 


ALL GEARS OF ALLOY STEEL 
HARDENED AND GROUND 


ONE TAPPER COVERS THE RANGE IN SIZE 


OF SEVERAL TAPPING HEADS 


RUBBER-FLEX TAP CHUCK INTEGRAL 
WITH SPINDLE 


SMALL SIZE WITH LARGE CAPACITY... @éda@2Ee 


© Thread to size @ Fast, easy tapping @ long 
Write Now.. 


service-free life © No pressure required on tap 
to drive same, result threads to closer tolerance 
FOR CATALOG..to longer tap life © Less operator fatigue. * 
BURG TOOL MANUFACTURING CO. 
were's TOO!-flex 
NEOPRENE MOUNTED FLOATING TOOL HOLDERS 


Another Outstanding Product of 
BURG TOOL MANUFACTURING CO. 





SELF-CENTERING 


(ELIMINATES COSTLY SET-UP) 


FULL-FLOATING © POSITIVE DRIVE 
OIL-RESISTANT NEOPRENE MOUNTING 
REDUCES TOOL BREAKAGE 
SIMPLE CONSTRUCTION 


(ONLY FOUR MAIN PARTS) 


(8 ) Write for information... Dealer inquiries invited 
BURG TOOL MANUFACTURING CO, cet. o3 














RELEASING 
TAP HOLDER 

















3743 DURANGO AVE. . LOS ANGELES 34, CALIF, 
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NEW OFFICES at Scither & Ellis, 
Newark, N. J., provide plenty of el 
bow room for Ray J. Krusen, Ray Je 
dell, and ‘Ted Blumenfeld, sales man 
ager, who helped plan renovation 


Seither & Ellis 
Completes New Office 


Scither & Ellis, Inc., Newark, N. J., 
has opened new second floor ofhces 
at its completely renovated head- 
quarters. 

Both main floors of its main build- 
ing on Ferry St. have been modernized 
and re-equipped, to provide more 
space and more efficient facilities. 

The company has also reorganized 
its departments, with Fred A. Seither 
taking over office management, D. A. 
Abate the direction of inside sales, and 
Ray J. Krusen, management of the 
warchouse in addition to outside sales 
duties. 

Ted Blumenfeld is sales manager. 


Yale & Towne 
To Lease Trucks 


The Yale & Towne Mfg. Co., Phila 
delphia, will permit users to rent 
rather than buy industrial lift and fork 
trucks and allied equipment under a 
new nationwide plan recently an 
nounced 

Phe program jointly operated 
with C.1.T. Corp., industrial financing 
subsidiary of C.1.T. Financial Corp. 
I'he field sales organization of Yale & 
lowne’s materials handling division 
at Philadelphia will negotiate the leas- 
ing agreements, and C.I.T will then 
purchase the equipment and lease it 
to the users for an agreed period of 
time, on a monthly rental basis. 

Officials of both firms said the plan 
is expected to help many enterprises 
meet expanding requirements without 
the substantial capital investment 
materials handling equipment ordi- 
narily entails 

Another plan is available for users 
who wish to buy on installments 





Oliver H. Van Horn 
Plans Mobile Branch 


Oliver H. Van Horn & Co., Inc., 
New Orleans, will open a new branch 
office and warchouse in Mobile, Ala., 
early this summer. 

Ihe new single story building will 
have about 6,000 sq. ft. of space. It 
will be the company’s fifth branch. 
Others are in Shreveport and Baton 
Rouge, La., and Houston and Fort 
Worth, Texa 

Branch manager at Mobile will be 
Robert Weintritt, recently with The 
L. S. Starrett Co., 
mid-South and Southwest. Eddie 
Mascaro, now in charge of purchasing 
at New Orleans, will be office man- 
ager at Mobile. 

Louis Stortz, formerly head of in 
voicing and billing, has taken over 
purchasing at the headquarters office. 
James Mattingly has been promoted 
to succeed Mr. Stortz. 

Henry Quackenbush, salesman now 
working out of Mobile, will transfer 
his headquarters to the new branch 
office. Company officers say they are 
considering enlarging the Mobile sales 
staff. 

Caffrey Pond, who has been with 
the company for the past ten years, 
has been promoted to sales manager 
of the Houston branch. 

I'he company is marking its 60th 
anniversary this year. Celebration will 
be highlighted by the official open 
ing of the new Mobile branch. 

A new catalogue will be published 
this year, the first since 1947 and the 
sixth issued by the company. 


traveling the 





INTRODUCING the new Los An- 
geles representative of Allen Mfg. Co. 
George Newton (left) to A. J. Knob 
loch, Machinists’ ‘Tool & Supply Co., 
Los Angeles, is David Lane. Mr. New- 
ton, formerly in Detroit for Allen 
Mfg., succeeded Mr. Lane who re- 
signed to go into business for himself 
in Dallas, ‘Texas. 


MAKE YOUR SALES ROLL 
WITH THE BASSICK LINE 
OF INDUSTRIAL WHEELS 


It will pay you to look for wheel business. 

That’s because there’s a big market for wheels. Almost every 
plant needs them for a wide variety of uses. With these six basic 
types of Bassick Wheels you can fill almost any requirement. 


ONCORE... soft rubber tread vul- 
canized on semi-steel core. Sizes 
5 to 16 in 


ALCORE ... aluminum alloy core 
makes this wheel lighter. Soft rub- 
ber tread vulcanized on core. Sizes: 
5 to 12 in. 


CANAPHIN .. . solid composition 
wheels molded of macerated can- 
vas and phenolic resin to resist se- 
vere shock, acids and heat. Sizes: 
3 to 8 in 


BACO . soft rubber tread vul- 


canized on solid composition core 
eliminates tire changes, protects 
floors. Sizes 1% to 8 in. 


ATLASITE .. . Bassick makes these 
solid, special rubber composition 
wheels with hard tread to equal 
the carrying capacity of metal 
wheels, with less floor wear and 
noise. Sizes: 1% to 8 in. 


BIRON .. . precision-made from 
powdered iron. Oil impregnated, 
self-lubricating hubs. Sizes 114 to 
3 in, 


Tue Bassick Company, Bridgeport 2, Conn. /n Canada: Belleville, Ont 


Bassick 


MAKING MORE 


A DIVISION 


KINDS OF CASTERS 


..-MAKING CASTERS DO MORE 
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eT a 


HOISTS 


AND 


TROLLEYS 























Differential 
Gear Hoist 


... for All Needs 
from % to 20 tons 


Distributors can count on “Philadelphia” to 
supply users’ needs in all types of chain 
hoists and trolleys . . . hoisting equipment 
which is safe, convenient, efficient and which 
will simplify and speed up materials han 
dling. 


Every item in the complete “Philadelphia” 
line offers modern, desirable features in de- 
sign and construction which enhance the 
value and utility of Philadelphia Equipment 
that are selling points on which industrial 
distributors can capitalize. 


Lowhead Room 


Seur Gear 
Hoist Trotley Hoist 


Full details of the complete “Philadelphia” 
line are available on request. 





Geared and Piain lrotleys 


MASCHER & NORRIS STS. 
PHILADELPHIA 22, PA. 


used by Walter A 
\. McElmurry at 
Macon, Ga., he Ips 


METAL CART 
Arnold and 
C. W. Farmer Co., 
fill orders fast 


James 





Buckeye Brass & Mfg. 
Completes Reorganization 


Reorganization of the Buckeve Brass 
& Mfg. Co, 52-vear-old Cleveland 
bearmg and bushing manufacturer, 
was completed recently under the new 
president, Don F. Shook 

Mr. Shook succeeds Otto G 
del as head of the firm 
issociated with Buckeve 
for 25 will continue as 
president and general plant manager 

Alan S. Dale. formerly 
dent and a director of Randall Graph 
ite Bearings Co., 
president and general sales manager 

Ihe new management has an 
nounced that improvements — arc 
planned to broaden the company’s 
and diversity production 
lhe firm now makes cast sleeve-type 
bearings, bushings and fully machined 
and maintenance bars 


Gun 
Leon Disinger, 
who h iS he cn 


Vca4rs, vice 


Vice pre ‘I 


has been named vice 


ictivities 


solid 








“Me hear you give blanket orders.’ 
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A Million Salesmen 
to Help You Push 
the MARSH Line 


When you go out to sell the Marsh line 
there are plenty of salesmen working 
with you. Every month over a million 
Marsh advertisements are going into 
every branch of industry where pres- 
sure gauges, dial thermometers, heat. 
ing specialties and refrigeration con- 
trols are used, telling the story of 
Marsh leadership. 

And remember that these advertis- 
ing “salesmen” simply confirm the still 
more forceful sales message of Marsh 
performance — performance that has 
won recognition for Marsh products 
as the instruments and specialties that 
offer the most in accuracy, in stamina, 
in downright quality and value. 

Yes, it will pay you to know and 
push the highly acceptable Marsh line 
of pressure gauges, dial thermometers, 
steam traps, vents, packless valves and 
other specialties... now broadened by 
the acquisition of the highly respected 
“Electrimatic” line of refrigeration 
controls and solenoid valves, Ask for 
latest catalog and price data, 


MARSH INSTRUMENT CO. 
Sales Affiliate of JAS. P.- MARSH CORPORATION 
Dept. C., Skokie, tf. 


The Marsh “pecalibrator” — 
to © ab nt—" 
best wey adjustme' 


fame os si perlative gouge: 


GAUGES * VALVES © TRAPS 
DIAL THERMOMETERS 


HEATING SPECIALTIES 





Wire, Cable Managers 
Appointed by U. S. Rubber 


United States Rubber Co., New 
York City, has appointed three new 
division sales managers and two in 
dustry managers in its electrical wir 
and cable department. 

J. W. Loveland has been named 
eastern division sales manager, with 
headquarters at the New York Cit 
branch of 191 Hudson St. New south 
eastern division manager is C. R 
Pickens, located at Atlanta. H. J. 
Culver will take over the middk 
Atlantic division, with headquarters in 
Philadelphia 

John Blake has been appointed 
manager of state and municipal sales 
E.. T. Corbus, former eastern division 
manager, who was succeeded by Mr 
Loveland, is now manager for electri 
cal utilities 


Eastern Representative 
Named by Rust-Oleum 


The Rust-Oleum Corp., Evanston 
Ill., will be represented in the metro 
politan New York and northern New 
Jersey arca by Thomas S. Walsh, 
newly appointed factory representa 
tive 

Included in Mr. Walsh’s territory 
are: New York, Bronx, Queens, Kings, 
Nassau, Richmond, Suffolk, Orange, 
Rockland, Ulster, Dutchess, Sullivan, 
Putnam and Westchester counties in 
New York State; and the counties of 
Sussex, Passaic, Bergen, Morris, Essex, 
Hiudson, Somerset, Union, Middlesex, 
and Monmouth in New Jersey and 
Fairheld County in Connecticut 





INTERESTED SALESMAN for Fl 
feldt Machinery & Supply Co., Kansas 
City, Mo., is Warren H. Ricketson 


who is also treasurer of the company 


Stick with the "k ‘brand yoy a 
W 


“Maverick” usually spells 


trouble, on the production line as 


well as out on the range. Being 


an unknown quantity or a 


“Johnny-come-lately,” it leaves 


room for genuine doubt both as to 


performance and to quality. 


And that’s the reason so many 


experienced buyers— production 


experts to supervisors — insist 


on Kester... the one “brand” 


that is synonymous with the best 


in solder and solder products. _, 


Sen 


~ 
= Sse va 


=, 


Insist on Kester for the exact job-engineered 


Solder you require; 8 major Fluxes in 


Core Solder, available in 5 core openings. Also 
... Kester Solid Wire and Bar Solder, 
Kester 'Solderforms’’ and Kester Fluxes. 


KESTER 


FLUX 


bn 


core 


SOLDER COMPANY 


4214 WRIGHTWOOD AVENUE + CHICAGO 39, ILLINOIS 
WEWARK 5, NEW JERSEY + BRANTFORD, CANADA 


INDUSTRIAL DISTRIBUTION © MARCH, 1953 





for your customers...and for YOU! 


tk GOOD DEAL 


Darnell 


Cad ters BRANCH OFFICES were under dis- 


cussion at this conference being held 
by George Fix, Sr. and Jr., of George 


J. Fix & Co., Dall: 1} ly 
& E-Z ROLL ope eat me ag * corti Fea 
Worth and an office in Tulsa 
WHEELS 





To Sell Eclipse Furnaces 


Eclipse Fuel Engineering Co., 
Rockford, II]., manufacturer of indus- 
trial furnaces, boilers and heating 
equipment, has appointed General 


Alwa S Combustion Co., Birmingham, Ala., 
as its new district representative in 


tay oe 
SWiv Eb. 


Alabama and northwestern Florida. 





and 


W. A. WHITNEY 
[LEVER PUNCHES 


NO. 4B PUNCH IN 
HANDY KIT 


Tool has capacity 14" hole 
PERI IAT LT ‘ Sie P thru 1/16” iron. 
DARNELL COR? LED, - 
, ’ . } Metal box made of heavy gage 
steel with hinged cover finished 
in baked green enamel. Has place 
for si hes and six extra dies. 
DOWNEY, (Los Angeles County) CALIF. Specify W. A. Whitney Lever 


¥ Punches. 


60 Walker lig New York 13, . oo Send Ger -cxtatogns thee qpe- 
36 North Clinton, Chicago 6, Illinois | os 


W. A. WHITNEY MFG. CO. 


626 RACE ST. ROCKFORD, ILL. 











for efor MAQHCE 
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Standard Supply & Hdwe. 
Elects New Officers 


C. F. Hadden, Sr., formerly execu 
tive vice president and treasurer, is 
now president of Standard Supply & 
Hardware Co., New Orleans. Former 
president J. M. Kinabrew is the new 
chairman of the board 

W. K. DePass, Jr., formerly vice 
president and secretary, has been 
elected executive vice president and 
secretary. William C. Frere, formerly 
credit manager, is now secretary 

A. T. Webber was re-elected vice 
president and will be in charge of the 
oil well department, including sales. 
Also re-elected was C. FE. Munden, 
Jr., vice president, in charge of rail- 
road sales. Industrial sales will be 
handled by Mr. DePass 

Mr. Hadden has been with the 
company since it was organized in 
1909 with five employees. It now has 
235. A graduate mechanical engineet 
from Tulane University, he was at one 
time connected with Allis-Chalmers 
Mfg. Co. During his first 15 years with 
Standard Supply he devoted his time 
to engineering and selling 


Plan Branch Expansion 


Expansion of several of the com 
pany’s eight branches is being planned 
Warchouse space at Harvey, La., will 
be doubled and a new building will 
be constructed at Baton Rouge to 
provide at least four times the present 
ground area. It wil] be single story, 
of steel and concrete. 

















Cambridge Wire Cloth 
Opens Southern Territory 


The Cambridge Wire Cloth Co., 
Cambridge, Md., has opened a new 
southern sales territory with head 
quarters in the Candler Building, 
Atlanta, Ga. 

States covered include North and 
South Carolina, Georgia, Florida, Ala 
bama, Mississippi and parts of Ten 
nessee. 

James M. Evans, formerly with De 
voe Reynolds Paint Co., will handle 
sales and service work in the area. 

































FLUORIDATION MOVES 
SOUTH 

San Jose, Costa Rica, is installing a 
fluoridation system in its water supply, 
according to Engineering News-Record, 
McGraw-Hill publication. The city, 
which has a population of 80,000, is 
said to be the first in Latin America 
to use this means to protect children’s 
teeth 
































Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop. . . and because 
they're basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades... slitting saws .. . cutoff blades... key- 
seat cutters ... and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


Govhame TOOL COMPANY 





r, * “EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS” &\ 
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DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 






a 


Distributors who 


want to increase 
Abrasive Band 
Sales 


Nu-Matic Grinders, Inc., manufacturer of 
the only patented air-inflated abrasive 
wheel on the market today, has an exclu- 
sive selling plan. One that will help you in- 
crease abrasive band sales up to 300%. 


Nu-Matic is a tool needed by every cus- 
tomer that has a grinding, polishing or fin- 
ishing operation. It will increase grinding 
production up to 3,000%. It can be oper- 
ated by less skilled personnel. It does a 
finer finishing job than hard wheel grinders 
or abrasive discs. In short, it almost sells itself. 


Retailed at $17.50, Nu-Matic sells quickly 
and easily. More important, it means in 
of abrasive bands that 


creased sales 


repeat and repeat. 
Write today for complete information on 
the Nu-Matic Selling Package and the Dis- 


tributor Salesmen Incentive Plan. 
N-102 


NU-MATIC 


Air-inflated 


GRINDERS 


Mr. A. 1. RASKE 
NU-MATIC GRINDERS, INC. 
8224 Carnegie Ave. 
Cleveland 3, Ohioe 


Please rush complete information on the Nu- Matic 
Selling Plan. No obligation of course. 


qwenemanesenananenanesas ease 


SO INTENT on getting some informa 
tion for a customer, ‘Ted Morgan, of 
Well Machinery & Supply Co., Fort 
Worth, didn’t even know this picture 
vas being taken 








Southwestern Territory 
Assigned DeWalt Manager 
Jerome H 


Kigenberger, Milwaukee 
district manager for DeWalt, Inc., 
subsidiary of American Machine & 
loundry Co., New York City, has 
been assigned a new territory in the 
Southwest, including Louisiana, south 
erm ‘Texas and southern Mississippi. 
He has Milwaukee manager 
early in Before that he 
representative 


lowa-Ne 


been 
1952 
was Chicago branch 
for the Kohler Co. in the 
braska area 

His 


ment will be 


since 


residence on his Hew 


in Houston 


assign- 
l'exas 


ATLAS 


CAR MOVERS and SPURS 


Operating Advantages Make 
Profitable Sales 


“operating advantages’’ we mean the famous 
“compound leverage” principle which gives a pow- 
erful thrust forward—this moves any freight car— 
full or empty—safely and quickly. A full tine fer 


any type of job 4 
deliver Fumodiataly. - 
e 


ATLAS Perfect SPURS 
For all of Car 


Movers . ie of 
best stee! obtainable and 
heat treated property to 
withstand the tremendous 
strain placed on them. 
Sy turning regularty 
you get much tonger 
wear because you 
make use of all four 
edges 


APPLETON -ATLAS CAR 
MOVER CORPORATION 


1421-25 So. 2nd St. Milwaukee 4, Wis. 











PROBLEM in 


Cargen, vice 


ANOTHER 
transmission faces EF. H 


pe wer 


president and sales manager of Olm 
stead-Flint Corp., Cambridge, Mas 
as he reaches for phone 
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ECONOMY 
PRODUCTS 


* Hollow Set Screws 
* Headless Set Screws* 
* Socket Head Cap Screws 
* Stripper Bolts 
* Wrenches 


Immediate Delivery 
. . . from Stock 


We carry the largest stock of Screw Ma- 
chine Products in the middle west, there- 
fore we can give immediate delivery on 
orders. Economy Screw Machine Products 
are needed in such quantities thot it is 
well to have a reliable supply source for 
large or small amounts in a hurry. More 
production with greater efficiency follows 
the use of Economy Screw Machine Prod- 
ucts—be ready to supply them promptly 


| HEADLESS SET SCREWS* 


4 

| 

| Made from cold-drawn steel, core | 

j Rerdoned Threads are shorp, clean, | 
and die-cut—this assures strength and 

| durability. Large stocks on hand at | 

| all times. Made in Fiat, Cone, or Dog | 
Point to your order in Monel, Brass, 

| Stainless Steel, or Bronze Rod | 

uu. a | 


ECONOMY Machine Products Co. 
CHICAGO 30, ILLINOIS 

















NEW DISPLAY of portable tools is 
inspected by William F. Robertson 
manager of the Krise Tool & Supply 
Co Norfolk Va 





Republic Rubber Executive 
Subject of Article 


I. M. Ikirt, general manager of the 
Republic Rubber Division, Lee ‘Tire 
& Rubber Co., Youngstown, Ohio, 
was the subject of a tceature article 
recently in the Youngstown Vindi 
cator. 

I'he article traces his carecr from 
the time he went to work for the 
McGraw ‘Tire & Rubber Co. in 1915 
for $40 a month until he became Re 
public Rubber division manager in 
1950. He joined Republic Rubber in 
1918 as a cost accountant and book- 
keeper and became assistant secretary a 
vear after the company was consoli- 
dated with Lee Tire Corp in 1923. He 
was named secretary and treasurer in 
1930. 

Mr. Ikirt now directs an operation 
employing 1,200 people in the Ma 
honing Valley 


Whiting Corp. Moves 
St. Louis Sales Office 


Whiting Corp., Harvey, IIL, ha 
moved its St. Louis district sales office 
from 3238 Olive St., St. Louis, to 567 
North and South Road, Universit 
City, Mo 

I'he territory, which includes Mi 
ouri, Arkansas, Kansas, Oklahoma 
ind southern Illinois, is supervised by 
I’. P. Walsh, assisted by Harold 
Schaill 

Mr. Walsh and his staff are respon 
ible for the sale of all Whiting prod 
ucts in the area as well as Trambeam 
monorail systems, electric chain hoist 
ind Trackmobik 


COUMBIAN Hydraulic Vises 
speed up production 


se"... free both of 
4] \ operator's hands 


ERE is a modern vise .. . designed for today’s high speed 
operations. 

Its use enables operators to employ both hands to handle and 
position work. 

Vise is controlled by two simple foot pedals — one for power, 
the other for release. Stop control is adjustable so that the vise 
grips and holds production work with a single power stroke. 

Vise closing speed is %"’ per pump stroke. Jaws close without 
damaging the “held” object. Full vise opening can be accomplished 
in 3 seconds. 

Maximum hydraulic pressure is 7,000 P.S.I. Maximum jaw 
pressure is 4,000 lbs. Safety valve protects against overloading. 


COLWXMMBIAN 
Y14E0 we colwndian Vise & Mtg. Co. 





"iS, CLEVELAND 4, OHIEO 
> 4’ SLEDGE-TESTED 
“em = SLD BY LEADING DISTRIBUTORS EVERYWHERE 
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DAKE means 
Extra Sales for YOU 


Because Dake offers such a com- 
plete arbor press line, you can 
supply almost any customer ex- 
actly what he needs. 





ARBOR PRESSES | 
DISPLAY BOARDS | 1 sal 
L to 25 tons at American “re ethan thors Co, 
Atlanta, Ga. Don C. Davis and R. W 
Bench, Pedestal or ; Michel check a re re — 
Floor Models 





Bridgeport Chain & Mfg. 
Adds “‘Round” to Name 


HYDRAULIC PRESSES 4 , The Round Bridgeport Chain & 


Tees: Mfg. Co. is the new name of The 
25 to 300 tons Bridgeport Chain & Mfg. Co., Bridge 


Electric, Air, or port, Conn 
Hand Operated The company for many years has 
been associated with Round Chain 
Companies, a group of eleven manu- 
facturers. ‘The name change is in 
keeping with policy to identify mem 
bers more closely with the group, com 


SPECIAL PRESSES =, ! | pny etical anid 


engineered to individual 


requirements 
Harnischfeger Appoints 


WE HELP YOU GET THIS a ; New Service Manager 
BUSINESS, TOO , — Harnischfeger Corp., Milwaukee, 


has named George A. Schmus as man 

@ eee www ww nwwnonnne eee een nee new weeeeeeeeesee= = ager of the Parts & Service Department 
in the company’s sales organization. 

G 5 bi ia) g th Trafic manager since 1937, Mr 

e a igger s are G e Schmus will mark his 25th anniversary 

with the company next year. He has 

served in the purchasing, credit and 


press business e*eeee#e*® stores control departments. 
Sell DAKE when your cus- PREFABS ON FRONT LINE 


Mari K fight 
fomers need presses sind sonoma teen nat 
of timber sawed and shaped so that it 
can be stacked without using nails. 


— ee Ke He er er er er er er er er rer rrr en reer rere When the Marines captured Bunker 





Hill early one morning recently, the 
prefab bunkers were in place when the 


DIAN .@a DAKE ENGINE co. first counter-attack came that after- 


noon, according to Engineering News 


PR ES $ ES 631 Monroe St. Record, McGraw-Hill publication. 
Grand Haven, Mich. 











INDUSTRIAL DISTRIBUTION © MARCH, 1953 








as - 


re 
- 
= 
’ 


Se 


NEW SALESMAN G. E. Crumley, of 
Boykin Tool & Supply Co., Atlanta, 
Ga., checks on accounts with Louie W. 
Storey, recently named credit manager 


Boykin Tool & Supply 
Promotes Two on Staff 
Boykin ‘Tool & Supply Co., Atlanta, 


Ga., has named G. E.. Crumley to the 
outside sales force and promoted Louic 
W. Storey to credit manager 

Mr. Crumley, who joined the com 
1944, was formerly in the 


pany in 
He will cover a 


pricing department. 
territory in the city. 

Mr. Storey, formerly price clerk, has 
been with the firm 15 years. He has 
been connected with various depart 
ments. 


Name Permite Representative 


Aluminum Industries, Inc., Cincin 
nati, has appointed Charles P. Jarrett, 
Dallas, ‘Texas, manufacturers’ agent, 
to handle its line of Permite alu 
minum paints and varnishes in Okla 
homa and Texas, except the FE] Paso 
trading area 

















“It's not your fault that more suppliers 
don't call, Mr. Mildew. It’s those dis 
torting glass bricks.” 


e the BROAD LINE 


that’s 


EASY TOSELL 
MARLOW PUMPS § 


Excellent engineering — dependable 
design—modern manufacturing methods 
have gained wide customer acceptance 
for Marlow Pumps. 

“Day-in and day-out” performance of 
Marlows, with their low maintenance and 
high efficiencies, has further broadened 
this acceptance. 

These factors—plus progressive head- 
quarters sales organization and aggres- 
sive advertising and merchandising 
programs—make Marlow Pumps mighty 
easy to sell. 

There are many other advan- 
tages in selling the Marlow line. 

Marlow district engineers, each 
one a pump specialist, help 
dealers maintain inventories at 
balanced levels . . . help train 
dealer salesmen and help on 
tough application engineering The Marlow line ts complete. 


Marlow builds pumps 


problems. 
exclusively for: 


Write today for information on this easy-to-sell, 
broad line of Marlow Pumps — 


MARLOW PUMPS "cceess 2" 


Branch Plant De Queen, Arkansas 
Other factories in France and England. Distributors and Dealers everywhere 
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306 





TA 
KE Tip FROM THE LEADERS 
stall wy 


This 
and Similar ads 
Are Appearing In 
29 LEADING 
PUBLICATIONS 
to help you sell 


VIKING. 
PUMPS 


Handling ithe 
will find Viki 
ed 


Ask for foid 
900d, efficie 


/ Tan . 
| NG 
ORS | 


VIKING 


AN HONORED NAME 
IN PUMPING 


SEAMLESS STEEL COUPLINGS 


7 
HARRISBURG 


DROP-FORGED STEEL FLANGES 


Made to A.P.Ii and Al S| specificotions 


S.A. stondords 


Stock Couplings and Flanges 


you KNOW 


(tz) S52 Share fo Posmeptrenite Capt! / 
arrisburg Steel 








HARRISBURG 18 
PENNSYLVANIA 
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Capacities 1 
Smooth, eve 
Pressures to 


mt pumping 


If primin 
2 to 1050 
aftlw 


200 psi 


r thick or thin 
! 
"9S specified @nd suc. 
er 
535MM today. its your tip for 


(The above 
ad is 
@ppearing Currently 
os 29 eading trade 


e 
Viking Rotary Panel)” sell 


NG Pump Company 


Cedar Falls lowa 


Pump Company 


Cedar Falls, lowa 


) 


who 


It 


Industrial Distributors 
are interested in precision- 
manufactured couplings 
and flanges are invited to 
write for literature and 
prices mentioning the 


types and sizes they require 


NEW COUNTERMAN, Pat Hogan 
(center) is being broken in to his job 
at Oliver H. Van Horn & Co., Fort 
Worth, by Bob Chandler, store man- 
ager The customer being served is 
Henry Claypool 





Des Moines Manufacturer 
Buys Wheelbarrow Firm 


The Dico Co., Des Moines, Iowa, 
wheel and hand truck manufacturer, 
has purchased the wheelbarrow busi- 
ness of the General Wheelbarrow Co., 
Wichita, Kan 

Plant equipment of General Wheel- 
barrow has been moved to Des Moines 
and “Gencral” wheelbarrows are now 
in production at the Dico plant. Com- 
pany officers said the new line will be 
distributed through the customary 
wholesale channels 


J. M. Tull, Atlanta, 
Adding to Warehouse 


I'he metals warehouse of J. M. Tull 
Metal & Supply Co., Atlanta, Ga., 
will be increased by 22,000 sq. ft., 
according to building plans announced 
recently by Pollard Thurman, presi- 
dent. 

The company is now completing an 
addition to its headquarters 
building to provide more warehouse 
ind service space 


mam 


Pittsburgh Plate Glass 
Appoints Traffic Manager 
Richard M. Boyd has been named 


general trafic manager for Pittsburgh 
Plate Glass Co., Pittsburgh 

He joined the firm in 1949 and has 
SINCE as a trafic manager for 
the glass division. In his new post 
he will direct trafic operations in the 
paint and brush, merchandising, glass 
and fiber glass divisions. 


served 




















SPDA Tax Plan Outlines 
Small Business Relief 


l'ax changes, if any, this year can't 
be predicted yet. 

But if and when Congress decides 
to lower business taxes, the Small De 
fense Plants Administration has a pro 
posal ready which would provide con- 
siderable relief to enterprises in the 
small-business category. 

Designed primarily to lighten the 
load on businesses with $100,000 and 
less of taxable income, the plan would: 

1. Increase the excess profits ex- 
emption to $100,000, in the event 
excess profits is retained. 

2. Eliminate corporate taxes on the 
first $10,000 (and up to $100,000, as 
revenue needs dictate) of dividends 
distributed to stockholders 

3. Eliminate the surtax on taxable 
income of $100,000 and less (but in 
crease the normal tax to 25 percent). 

4. Permit up to 50 percent of the 
depreciation basis to be deducted as 
the taxpayer, in his discretion, shall 
determine, if corporate assets do not 
exceed $1 million at the beginning of 
the tax year 

John E. Home, Small Defens« 
Plants Administrator, submitted the 
plan recently to Congressional com 
miuttees. 

In a letter, he said the present tax 
structure “‘seriously inhibits the ability 
of small business to obtain capital, to 
retain carnings, and to finance expan 
sion and the acquisition of machinery 
and equipment replacement.”” He pre 
dicted that proper tax relief now would 
enable small business to pay more 
taxes in the long run 

He said his agency had received 
suggestions from small business men 
throughout the country. Among the 
proposals: (1) introduction of some 
form of graduation of rates in normal 
and surtax; (2) adoption of the British 
system of permitting business losses to 
be carried forward indefinitely, rather 

than only for five vears as at present 
(3) the need for clarification of the 
provisions of Section 102; (4) grant 
ing a small corporation option of be 
ing taxed as a partnership; (5) use of 
a more flexible basis of depreciation 
(6) more credits or deductions fo 
distributed dividends 





SALESMAN ON THE RANGE 


There’s an appliance dealer-sales 
man in New Mexico who rides the 
range to make sales, according to 
Electrical Merchandising, McGraw-Hill 
publication. With a truck full of ap- 
pliances, he covers a market area of 
36,000 square miles, pedaling his 
wares to ranchers 
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Sate working 
capacity 
embossed on 
side plate. Ever 
block packaged. 





(11 CDF RAEN? 


1A AMETL OC PPPT ION 





Here are the two most important 
words in the wire rope block busi- 
ness today... LOAD-RATED! This 
great, exclusive safety feature, 
plus individual packaging, has made 
American CROSBY Wire Rope 
Blocks the hottest sellers in their 


field. If you want the business, just 





tell your customers you have the 


American CROSBY line in stock! | 







Made by 


AMERICAN HOIST & DERRICK CO. 
ST. PAUL 1, MINNESOTA 









HOT FORGED from solid 
RECTANGULAR STEEL 
BARS to give you SURE- 
FIRE PIPING DE- 
PENDABILITY that means 
profitable repeat business 
for you! 
PERFECT SEAL 


even with pipe not 
in alignment! 


Standard & Double 
Extra Heavy 


UNIONS 


Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes Y¥y" to 3”; 
6000-lb. sizes 4” 
to 2”. 


ORIFICE 
UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 6000- 
Ib. service 


MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel of 
orifice seats. 4000-Ib. 
service only 


FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 8000-Ib. 
service. 


CATAWISSA Ends CGuesswork 
in Union Requirements! 


write for 
CATALOG 11 
showing the 
complete 


a ee Catawissa line 
CATAWISSA VALVE AND 


FITTINGS COMPANY 
300 Mill St. - CATAWISSA, PA, 
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SINCE 1910, Andrew Diehm, vice 
president and one of founders of 
Franklin Hardware Co., New York 
City, has actively guided business 
Here he checks an order with Leroy 
B. Fowler, salesman 





Borg-Warner Appoints 
Sales Research Director 


Ray P. Johnson, former vice presi 
dent of Morse Chain Co., has been 
named director of sales research of 
Borg-Warner Corp 

Also a director of the corporation 
and vice president of Borg-Warner In 
ternational, Mr. Johnson held several 
sales and executive posts with the par 
ent company and its subsidiaries be 
fore becoming first-vice-president and 
assistant general manager of Morse 
Chain. Recently he was assistant to 
the executive vice president of Borg- 
Warner. He joined the parent com 
pany in 1929 as a member of the serv- 
ice sales staff of the Warner Gear 
Division 

Alonzo B. Knight, patent attorney, 
has been appointed administrative as 
sistant to the president of Borg-War 
ner. 


Boston Representative 
Named by Columbian Rope 


Ralph M. Dempsey, former Pacific 
Coast representative for The Colum 
bian Rope Co., Auburn, N. Y., has 
been appointed the company’s New 
I:ngland representative with headquar 
ters at the Boston branch 

Mr. Dempsey joined the company 
in 1939 and held various posts at the 
plant and headquarters office until 
leaving for war service. During World 
War II, he was an air force captain. 
On his return, he joined the sales 
staff and was assigned to the West 
Coast under K. R. Atwater, Pacific 
Coast manager. 
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FEELER STOCK 


of SJAC@Q> DETROIT STAMPING COMPANY 
332 Midland Ave. + Detroit 3, Mich. 


Bic QRaNGE 
We- Strength 
SHACKLES 


NG 
ASTRO GH 
FORGED OF 
HI-STRENGTH STEEL 


ANCHOR 
Screw 
Pin 
Shackles 


CHAIN SCREW PIN SHACKLES 


Now Available in Sizes 
y” to ly" 
Self Colored or Galvanized 


Write for Literature and Prices 


MIDLAND INDUSTRIES, Inc. 


CEDAR RAPIDS, IOWA 









TELL YOUR CUSTOMERS 


ERE: 


Hit-the-mark, money-saving 


KNOW-HOW 


For The Asking.... 


. time savings up to 50° they may have just dreamed about . . . 
burring, finishing, cleaning, polishing, IN ONE OPERATION! 


The working advantages of both abrasive and rubber in Bright- 






boy produce a unique, light-grind, “cushioned” action. Your 






customers can get NOW from YOL the time savings, 
adaptability and versatility they have hoped to find some day 
WHEELS, STICKS with one abrasive in one operation. Not until they've tried 







RODS, BLOCKS in 
three textures 






Brightboy can they even dream of this refreshing, entirely new 
and wider concept of abrasive finishing on many other materials 








for machine and 
manual operations in addition to metals, 


YOU NEED BRIGHTBOY profitable, big-selling versatile not 


only to complete your abrasives service to customers, but also to 










inerease the scope of your abrasives business. It takes up where 
other abrasives leave off in addition to doing conventional abra- 
sives finishing. Sell it along with other abrasives, cutting tools, 










files. 






INVITING DEALER PROPOSITION. 
ATTRACTIVE TERRITORIES 


Write for sample, price list and at 
tractive sales promotion details 













GENERAL USES: 
A FEW OF MANY 







Removes light digs, tool 
and heat marks. Cleans 
welded and _ soldered 
joints. Finishes dies and 
molds. Burrs stampings, cast- 
ings, machined parts. Maintains 
tools, equipment, machinery, 
parts. 

















BRIGHTBOY FINISHES MANY MATERIALS 


—defense products and civilian goods in 
ALL METALS «+ PLASTICS * WOOD 
GLASS « HARD RUBBER 
PRESSED AND LAMINATED MATERIALS 
AND COMBINATIONS 











HOW BRIGHTBOY SAVES PRODUCTION TIME 


Bridges the gap between the rough grind and the buff in one 
operation! Works to close tolerances Shapes to contour. Pro- 










BRIGHTBOY INDUSTRIAL DIVISION 







duces a wide variety of conventional and special finishes and Weldon Roberts Rubber Co. 
patterns —damaskeening, for example; often the “final” polish. 
No before-use preparation or dressing needed. No skilled labor 6th Ave. & No. 13th Street 7 Newark 7, N. J. 





necessary. America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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Industrial Counters 


Built for maximum dependability 


Longest life—Lowest upkeep 


You can show a Silver King and make the 
sale. These rugged, steel housed, chrome- 
plated counters challenge comparison. On 
casual examination, critical analysis or 
the most exhaustive life tests they come 
out miles ahead 


Silver Kings are built rugged as an army 
tank, yet operate smooth as a watch. Extra 
heavy shaft. Oversize bearings. Life-tested 
parts. Light weight number wheels. Tamper- 
proof, one-turn reset. All steel housing. Un- 
breakable windows. These are a few of many 
reasons you can show Silver Kings with pride 
and recommend them with assurance. Every 
sale is a seed that grows into more, profit- 
able business. 


Available in Stroke and Revolution types, 
5- and 7-digit models, knob or key reset, 
right or left shaft extension 

Ask your PIC Representative to show you 
a Silver King or write for literature. 


Propuction Enstrument Company 
708-32 W. Jackson Blvd., Chicago 6, Ill. 








aga STANDARD CARRIAGE CLAMP 


INDIVIDUALLY POWER-TESTED 
FOR BETTER PERFORMANCE 


THE CINCINNATI 
TOOL COMPANY 


EXCLUSIVE FEATURES 

Tested frame, Heat treated Screw, Steel Wing, Steel Tip 

The Standard Clamp is preferred by the larger users of such 
tools, because of their superior design and construction. The 
Power Test given each Hargrave Clamp on our Hydraulic 
Testing Machine assures satisfaction to the user 

WRITE FOR CATALOG: 

Showing a complete line of Clamps for all purposes, also 
Chisels, Punches, Red Star Drill, Brace Wrenches, Washer 
Cutters, File Cleaners, etc. 


THE CINCINNATI TOOL COMPANY 
4032 Montgomery Rd. Cincinnati 12, Ohio 


There is an Industrial Distributor stock near you 
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FILE STOCK gets the attention of 
two executives of Chase Steel & Sup 
ply Co., Los Angeles. They are Wai- 
ter Andrews and Howard Coulter, two 
of the five founders. The name Chase 
was taken from the first letter of the 
five founders’ surnames 





Chicago Nipple Mfg. Co. 
Expands Sales Territory 


Chicago Nipple Mfg. Co. has ex- 
panded the sales territory covered by 
Jeu de Vine & Woodcox, Detroit, who 
have been representing the manufac- 
turing firm in Michigan and north- 
western Ohio since 1951. 

The new territory will include the 
portion of Indiana north of Route 40, 
including Indianapolis, as well as the 
areas previously served. It does not 
include the northwest corner of In- 
diana, including Gary and other cities 
close to Chicago. 


Mining Sales Engineer 
Named by Carboloy 


Herbert E. Fenton, has been ap 
pointed Pittsburgh arca mining sales 
and service engineer for the Carboloy 
Department of General Electric Co., 
Detroit. 

He will work in the Southwestern 
section of Pennsylvania. 

Recently a mine foreman, Mr. Fen 
ton was associated previously with the 
Pittsburgh Coal Co. and the Cardox 
Corp. 





NEW PREMIUM-WATER 


Newest premium being offered the 
reluctant consumer is water. In Indi- 
anapolis, which has a reputation for 
water so hard you can hit it with o 
hammer, an automatic washer distrib- 
uotor is offering a year's supply of 
soft water with each purchase, Elec- 
trical Merchandising, McGraw - Hill 
publication, reports. 














Industry Prospects: 
Find Your Customers 


While the new Administration 
drafts its policies, spokesmen for both aie FY nh Be Me iad ere oe by fh 
NPA and industries are holding back Bo P<; Romie Se hg ; 
on predictions. Here's a summary of for selling Binks equipment 


prospects in a few industries that drew 


ittention recently pat SS veats || 
HEAVY MATERIALS | 


2 ” 

WIRE & CABLE—Refined copper Stress “NO MORE SPURTS! 
supply was about 128,000 tons per now have 
month last quarter, and industry 
gpa — emmy be — heavy materia 
”y as much as 15,00U tons If price = = ‘tonurig’” OF 
te NO ‘spur B ks 

controls are removed. Imports were \ spray gun is triggered Only 


control. This 
it an all-time high in October, due spray It this an aval 
: S exclusive superiority of >! 


to unexpec ted recc ipts from Germany, gives you a powerful sales-closing 


Yugoslavia and Hudson Bay. Almost 
£ S d aso I S MATERIALS HANDLING feature! 


half the allocation to wire mills (which neve we 
5 S) 1 air-operated PUMPS \ 
totals 65,000 tons) was imported : J MAINTENANCE \ | 
PAINTING 


Pumps 

Binks Undercoating oot 
3 ONTROL that ma 

6 ls flow evenly with 

“blasts” when the 








ALUMINUM PRODUCERS Emphasize 7 to 10 times 


Power shortages from draught are f =r 
worse than anticipated, and supply aster painting 


will be tighter. Power was cut 10 , In maintenance painting, tell your 
percent in both the Tennessee Valley . customers to replace brush methods 
ind Pacific Northwest in November. with a Binks portable unit. It is 
Until there’s more water, the industry 7 to 00 tmen fester...cnd procuese 

: —“ : 4 PORTABLE PAINTING @ more uniform coating. Now you can 
will lose almost 25 percent of its na we. offer Binks standard portable units 

capecity tor every 
tional primary production Order job in models ranging from '4 Horsepower 
up to 8.75 H.P. units. 





backlogs on New Year’s were expected 
to total 150 million Ibs., which means 
i delay of four to six weeks. Plans to 
divert Canadian aluminum here may 
help some. It was expected that the Recommend 
supply will be adequate by now. OF extra aie 
es 





ALUMINUM SMELTERS—Most 
of the industry is operating on less 
than 30 days’ inventory. Scrap sup 
plies, which are the industry's raw 
material, may be cut further to help 36 RAY GUNS 
out the primary producers, who are — 
hard hit by the power shortage. How 
ever, this would result in generation 
of more scrap, which would be avail 
ible in a few months Tell 'em how 
to keep ai 
ALUMINUM CASTINGS — The ks —- r clean and dry 
primary ingot shortage shut down one vitally eee 
foundry last quarter. Secondary in- oil, water, rust, 
got is not so tight. Unfilled foundry i 
orders for it only amount to 2 percent 
of quarterly shipments, though smel ee ee 
ters predict a growing shortage. It all , EXTRACTORS 
depends on how quickly the over all clean, dry ar 
aluminum industry throws off the ef 
fects of the power shortage 


g. clean, dry air ig 
- If it contains any 
or foreign Particles, 


for informative, time-saving catalog— it’s FREE! 


BINKS MANUFACTURING COMPANY 

' mnt ' TT . al ., West, Chi 12, UL. 

MAGNESIUM FABRICATORS 3128-30 Carroll Ave., West, Chicago 
Gentlemen: Please send me a FREE copy 


Capacity has already outstripped de \\ of your CATALOG-DATA BOOK No. 955 
mand, and the industry is looking for Saa\\| describing all the profit-making products 
orders, particularly from the Govern \\\ in the Binks line. 


ment. Magnesium may come off the é | 
coll the Wii ee || oo 


critical list soon. Industry spokesmen 

report no trouble getting ingots. They yD JIM TING | . \ COMPANY 
say they will have productive capacity : ~~ 

for all foreseeable needs, including 

stockpiling, when present expansion 

projects are in place. REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES » SEE YOUR CLASSIFIED PHONE DIRECTORY 
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Binks Mfg. Co. Enlarges Paint School Capacity 


Students learn spray painting techniques in Chicago manufacturer’s classrooms 
courses accommodate 40 at a time now that facilities have been doubled 


day 


Binks Mfg. Co., 
bled the 
spray painting and car 
instruct 40 students at a time, 
Beacham, head of the 
has announced 

\ number of 


7 
sound 11.¢ 


Chicago, has dou 
facilities of its 
now 


Wil 


chool, 


classroom 


SC hool 
liam 


new visual aids, in 


cluding films, have also 


THE MOST COMPLETE SOURCE 


IN ALL METALS 


« BOLTS;- 
NUTS i 


=°screws © 


\ THREADED @ 
- PRODUCTS 


STAINLESS STEEL ‘an! 
NAVAL BRONZE - STEEL - BRASS 
ALUMINUM ~- MQONEL - EVEROUR 

NICKEL ALLOY STEEL 


Mame ATE DELIVERY 


KEYSTONE 
BOLT & NUT CORP 


135 CHURCH ST., N.Y. 7, N. Y. 
WOrth 4.4600 


Five 


been added to the equipment 

The five-day course will be held at 
the company’s Chicago plant March 

\pril 6, May 4, and June 1. It is 
intended for any who handles 
or supervises the use of spray equip 
ment, including representatives of dis 
according to Mr. Beacham. 


one 


tributors, 








~—— > Type 


THE COLLIS 
MAGIC-TYPE 
CHUCKS 


Reduce production costs with 
Collis Magic Chucks. Now 
tools can be changed without 
stopping or slowing down the 
spindle. Boring, counter boring, 
drilling, reaming, tapping, etc., 
can be pertormed practically 
continuously. 


Let our 40 years of manufac- 
turing experience help your 
customers select the proper 
equipment for the job. 


“Call Collis For Service” 


THE COLLIS CO. 


Dept. A, Clinton, lowa 
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ETCHED PRODUCTS -— Lighter 
shapes of stecl and strip steel for iden- 
tification plates, dial faces, etc., should 
be casicr to get all this year. But 
nickel-bearing stainless shortages may 

poo because of jet engine de- 
| mands. Also copper will be shorter 

for the first half of this year, because 
| Chilean imports failed to materialize 
| as expected. Aluminum will be short 
| this quarter 


POURING REFRACTORIES—A 
new cxpansion goal to mect the needs 
of the booming steel industry has been 
set at 76 million nine-inch equivalent 
by January 1, 1954. ‘This means an 
increase of about 43 percent over 1950 
capacity 





SILICA REFRACTORIES — The 
new explanation goal is 431 million 
nine-inch equivalent, by January I, 
1954, a 35 percent increase over 1950. 


LADDLE BRICKS—Capacity is to 
reach 269 million nine-inch equivalent 
a vear from now That's 30 percent 
over 1950. 


FIRE CLAY & OTHER BRICKS 

The goal tor fire clay, super duty, 
and high alumina bricks has been set 
at 782 million nine-inch equivalent 
by January 1, 1954. Increase over 1950 
would be 52 percent 


PROTECTIVE COATINGS 
Most plastic and synthetic resin ma- 
terials are ample. Still tight are syn- 
thetic glycerin, toluene, para-phenol- 
phenol and cobalt driers. Glycerin sup 
plies are expected to be easier soon, 
and a new toluene plant will begin 
production in March. Drying oils are 
in good supply. Tung oil is expected 
to be adequate for domestic demand, 
and castor oil has eased compared with 
a year Naval stores (turpentine, 
resin and tall oil) are adequate 


igo 


SOUND RECORDERS Copper 
is not as plentiful as expected, due to 
lack of scrap. Also hard to get are 
special fractional horsepower motors, 
magnetic steel, aluminum 
sheets and nickel-bearing alloys. Main 
problem, however, is a labor, not ma 
terial shortage 


stainless 


Service Machine Expands 


Service Machine Co., Elizabeth, 
N. J., manufacturer of dies and 
presses, has completed a new plant 
for general tooling and production. 
The company now has 21,000 sq. ft. 
of manufacturing and machine shop 
space 








Nation’s Need Decides 
Expansion Goals 


The men who set the expansion 
goals for the nation’s industries in 
Washington have to make several 
vital choices. One question is whether 
or not full or partial mobilization 1s 
the objective. Another is the relative 
urgency of different materials 

Here are the criteria on which they 
base their decisions, outlined recently 
in a joint memorandum from the Act 
ing Administrator of NPA and DPA 

1. Purpose: ‘The purpose of expan 
sion goals is to indicate the additional 
supply or capacity needed to bring 
total supply into balance with require 
ments. Goals are to be established 
only for a product, material, or service 
having a substantial relationship to 
mobilization objectives. Expansion 
goals should be based on partial or 
full mobilization. The final goal 
issued will be that which represents 
the higher of the two levels. However, 
if the data needed for determining a 
full mobilization goal are not readily 
available, a partial mobilization goal 
should be prepared first. 

2. Partial Mobilization: Expansion 
goals for partial mobilization should 
be set at the level of supply necessary 
to support our currently projected 
military preparedness program, includ 
ing stockaile requirements, plus un 
restricted civilian consumption after 
1953, taking into account such factors 
as probable increases in population 
and technological changes. Estimates 
of civilian consumption in 1952 and 
1953 should be restricted in line with 
prospective controls. Where supply 
cannot be increased sufficiently during 
that period to mect all demands, a 
further extension of controls must 
be assumed. 

3. Full Mobilization: Expansion 
goals for full mobilization should, in 
general, represent the extent to which 
prospective supply or capacity would 
be insufficient to meet annual require 
ments for an assumed five-year war 
Requirements estimates would assum« 
that civilian consumption will be cur- 
tailed to essential needs. Per capita 
civilian and indirect military con 
sumption comparable to that of 
World War II can be used as a guide, 
but need not be controlling. 

+. Interim Goal Action: For some 
commodities or services, satisfactory 
information for either partial or full 
mobilization may not be available. In 
such cases, interim goals may be issued, 
based on minimum apparent require- 
ments. As soon as adequate informa 
tion is at hand, the goal should be 
revised. Where it is not feasible to 
develop an interim expansion goal 
but where a particular project recom 


» 


» 








Fast Sellers . . 


Proven Re- 


peaters! Your customers— 


and prospects know that Key 
Pipe Sealing Compounds seal 


joints positively 
easily opened. . 


. yet are 
do not 


freeze in the joints. Product 


superiority ... backed by 36 


years of leadership in the 
field make these Key prod- 


ucts a dependable source of 


sales and profits for youl 


Good Door Openers, Too! 
Steady national advertising, 


dealer helps and continuous 


sampling progrom build uni- 


versal demand . 
make openings for sales to 


. » actually 


many new customers for you. 








>>D>D> LET THESE KEYS 
OPEN UP EXTRA PROFITS FOR YOU! 





For sealing 
pipe joints 

carrying water, 
gas, low pressure 














For sealing 
lines carrying 

oils and high 
pressure 
steam. 















WRITE FOR FREE SAMPLE AND 
DISTRIBUTOR INFORMATION 





2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 


THE BELT HOOKS 
WITH THE 


There is no substitute for Safety 
Belt-Lacing because the paten- 
ted Safety binder bars not only 
hold each hook in perfect align- 
ment (both before and after ap- 
plication) but also cover and pro- 
tect belt ends, prevent fraying 
and assure long life. It's the all 
purpose belt-lacing, too. It can 
be applied in factories and 


shops not only with shop lacers but also in the field with the 
pocket Tu-Way Lacer and a hammer. 


Write for Catalog Sheets 


SAFETY BELT-LACER CO. 
5388 N. Menard Ave. 
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Chicago 30, U. S. A. 






























a new BOOKLET 
to help you sell... 








VALUABLE INFORMATION FOR 
YOU AND YOUR CUSTOMERS 
A real opener to a ‘sales talk" on your 


This 36 page 
host of details 


next round of calls. 
booklet 
covering fundamentals of pump sele 


kind 


of guide engineers, P.A.’s, and design 


contains a 


tion and installation... it's the 


men are eager to keep on file. Send for 
your own copy then tell customers 
you'll be glad to arrange getting copies 


for them 


Sell Roper... 
ONE FOR THE PLANT 
or 
THOUSANDS FOR THE PRODUCT 


Geo. D. Roper Corporation 
333 BSleckhawk Park Avenue 
Rockford, Winois 


® Please send new booklet for use in my 
sales portfolio. 


NAME 


mended by the sponsoring office is 
urgently needed, it may be certified, 
after review by the Expansion Goals 
Staff, for a one-of-a-kind exemption. 
5. Scope: An expansion goal will 
ordinarily state the annual supply of 
a product, material, or service which 
should be obtained from domestic 
production, imports, and secondary 
recovery by a stated year, usually 1955, 
or at the latest 1956. ‘The amount of 
expansion measured from some base 
period, preferably 1950, will also be 
shown whenever possible. Expansion 
goals should be expressed in physical 
quantities, if possible; otherwise dollar 
measures may be used. 
6. Basis for Goals: Direct military 
and atomic energy requirements to be 
| used in calculating proposed expansion 
| goals should be the screened require- 
| ments obtained through the DPA 
| Military and Atomic Energy Division. 
| Where such requirements are not avail 
| able, figures should be derived which 
represent the best joint judgment of 
the sponsoring office and of the Mili 
tarv and Atomic Energy Division 
In estimating civilian consumption, 
the Office of Civilian Requirements, 
NPA, should be consulted. For devel 
oping other requirements and supply 
data, aid may be obtained from the 
DPA Production Division 
Development of expansion 
calls for consideration of many factors. 
Among these are use of substitutes; 
conservation of critica] materials; con 
version of existing facilities; and rela 
tion to other goals. 


pe vals 


Sponsorship: Proposals to set 
expansion goals should originate with 
the industry division or other office 
responsible for the product or material 
Proposals, with justification of expan 
sion, should be submitted to the 
Expansion Goals Staff, DPA, for 
evaluation before the Deputy Adminis 
trator of Program and Requirements 
finally sets the goal 

8. Relation to Government Encour- 
agement of Expansion: Fstablished 
goals constitute the basis for the 
encouragement by Government of 
expansion They the 
for the recommendation and 
ipproval of applications for Certif 
cates of Necessity, Defence Production 
Act 
purchase ireements 
offices should recommend issuance of 
necessity certificates bv the DPA Office 
of Construction and Resources Expan 
sion only up to the level necessary to 
ifter allow 
financed in 


industry set 


limits 


or guarantees of loans, or 
Sponsoring 


loans 


meet the expansion goal 
for expansion being 


ic 


other wavs 


How Products Are Listed 


it) oil oe 


blow guns 


1/4” & 1/2” 
1.P.T. 


ad 


—_Z 


— ae ordinary gun 


No handles, springs, levers, triggers, 
push-buttons or packing to wear ovt— 
thus, long, trouble-free life. 


A PUFF OR BLAST 


Special valve sect forms perfect seal— 
no air leaks. Flexing controls air from a 


puff to a blast. 
*Reg. U.S. Pat. Off. 


WRITE FOR COMPLETE DATA 


D 


Cc. A. co. 


3430 So. Elati St., Englewood 
In Colorful Colorado 


Valves * Filters * Regulotors 
lubricators * Hose Assemblies 


SODERING 
BRAZING 
WELDING 


Sold thru Distributors 
Send for Catalog 


LB. ALLEN CO., INC. 


6731 BRYN MAWR AVE 


CHICAGO 31 ILLINOIS 


Lhe following are some of the in 
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dustnies earmarked for expansion goals 
designed to meet conditions of either 
full or partial mobilization: 

1. Partial mobilization: Abrasive 
products, copper wire mill facilities, 
friction bearings, artificial graphite, 
steam boilers, tubular heat exchangers, 
horizontal wire braided hose, machine 
tools, materials handling equipment, 
mechanical power transmission equip- 
ment (except gears), metal cutting 
tools, miscellaneous metalworking 
equipment, mining machinery, pre 
cision and large size fasteners, pump 
ing machinery, presses and forging 
equipment, precision screw machine 
products, special manufacturing facili 
ties for metal cans, tapered aluminum 
sheet, valves and Fttines, welded 
aluminum tubing 

2. Full or partial mobilization: 
primary aluminum, strapping steel, 
acetate tape, nickel, copper, iron ore, 
tungsten ore, scrap 


Smith Welding Equipment 
Plans Expansion 


Smith Welding Equipment Corp., 
Minneapolis, is adding a new wing to 
its plant for research and engineering 
facilities. 

The 6,000 sq. ft. addition will also 
house new tool production facilities. 

Company officers said additional 
swagers, grinders, lathes and special 
testing equipment will be installed, 
and that the plant engineers will 
build their own special tools, dies and 
fixtures 

A new products division has also 
been established. 


Thor Los Angeles Manager 
Leaves for South Africa 


B. J. Herron, manager of the Los 
Angeles branch of Independent Pneu 
matic Tool Co., has left for a tem 
porary assignment in South Africa 

He will serve as assistant to the 
company’s president for special sales 
development work in Johannesburg 

During his absence, W. J]. Laughlin, 


former service cnginecr who has been 
in charge of the company’s New Or 
leans operations, will take over th 


Los Angeles duties 


Mr. Herron has been Los Angeles 


manager for the past 26 year 


Oven Builder Expands 


Grieve-Hendry Co., manufacturer 


of industrial ovens, has moved to 
larger plant on West Lake St., Chi 


cago, to provide for expanded produc 


tion 
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st Soxing Lesson 





»+- Or... KNOCK-DOWN YOUR PACKAGING COSTS WITH A CHAMPION 




















AUTO-NAILER IS A CHAMPION AT KNOCKING DOWN COSTS. 


WHY?... 


3-nails-a-second speed soves up to 75% in labor costs 
over hand nailing 


No jigs necessary — Avto-Noiler will nail any pattern 


Auto-Noiler is flexible — changing from one size (or de- 
sign) to another requires no machine adjustment 


@ Auto-Noiler makes and drives its own nails —3 a second 
con be clinched or brodded, if desired 


Auto nails will not back out 


Auto nails reduce nail cost. Use only length that’s 
needed. None bent; none dropped 


More rigid —less racking. Shooks are auto nailed under 
1,000 Ibs. pressure effecting tremendous friction be- 


tween the shook members 

@ Use irregulor or scrap lumber even knots are auto 
nailed in stride 

@ No splitting of wood—Affords close spacing or edge 
nailing 


Write for FREE Catalog. 

















AUTO-NAILER CO. ¢ 265 MARIETTA ST., N.W., ATLANTA 3, GA. 


SALES 
BUILDER! 





SPRAY GUN... 


No Compressor, Hoses, Electric Cords 
Completely Portable 


Industrial plants, machine shops and others 
are adopting this new cost-cutting method 
of spray painting, rust-proofing, oiling, dis- 
infecting, fireproofing, etc. Ideal for thou- 
sends of special and routine industrial 
spraying operations. Powerful CO» car- 
tridge sprays up to one 21 oz. containerful. 
A rugged production tool made of sturdy, 
machined brass and stainless inserts, heavy 
gauge steel container, and cast aluminum 
head. CO.» cartridges available 10 for $1, 
or in case lots. Write for further details, 


prices and discounts. 


BECKER CO, POWERED 














INDUSTRY APPROVED! 


Dozens of routine and special purpose ap 
plications are discovered daily. Illustrated, 
above, is o typical production shop use for 
rust-proofing machined parts 








SULLIVAN-BECKER COMPANY @ Dept. 523-C © KENOSHA, WISCONSIN 
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| Metal Powder Association The Quality that brings 
Sets up Standards | 2 —<— 
A new and more complete set of | aantily ates 


standards for bearings made of sin- 


‘ ® tered metal powders has been pub- 
CONVEYOR lished by the Metal Powder Associa- 
tion 


BELT Supplementing the standards set up 
in 1951, it specifies important factors 
such as composition, basis of pur- 

FASTENERS chase, density, porosity, and crushing 


strength. Dimensions and tolerances | 
ire covered in the 1951 standard. 


Bearings listed are of the type im- | Precision Brand 
pregnated with oil to make them self | 


lubricating | FEELER STOCK 


Ihe 1951 standard, according to 
IMPROVED Metal Powder Association officers, @ Tool and die makers — machinists 


— automobile technicians, and skilled 

DESIGN helped materially in eliminating odd aan to cher grelenions epgreve 
sized bearings. It contains a list of the quality of this handy thickness 

For Fast preferred bearing sizes available from gouge. Packaged for easy stocking. 


* . Easy to use and precision made for 
A lication all manufacturers and correlates the y 
PP bearing dimensions with those of stock lesting ecevrecy. Cellophane wrapped 
for moisture protection. All populor 
shafting sizes and etched with thickness. 


Both standards (14-51T, the 1951 


standard, and 16-52T, the new one) Tue Wore Profit Makers 


are available from the Metal Powder : Shim Stock — packaged in dispenser cartons 
, . Ave -the- . i i . 
Association, 420 Lexington § Ave., ea Oe. Cees ae 


New York @ Music Wire — comes in tangle-free dispenser 
cartons marked with size, gauge, and weight. 


PRICES AND DISCOUNTS ON REQUEST 
PRECISION 
Wire for Theaters STEEL WAREHOUSE, inc 





a =. 





; 


Still Under Controls Ot W. Kinzie © Chichen aa 





You're not permitted to sell large 
quantities of copper wire to builders 
of drive-in theaters and other enter- 
tamment projects 

Ihe current construction order 
(Re. CMP Reg. 6) allows builders only 
200 Ibs. of wire without NPA permis- 
© Now you can offer your cus- sion. No priority assistance is avail- 

tomers improved drive-on able. ‘Those who want more wire must 

fasteners for repairing rips and ipply for a special permit 

joining conveyor belts, Under the regulation governing dis- 

Made in one size No. 16 — for tributors of copper wire, you may sell 

repairing rips in belts 3/8” to to a single customer only 10 percent 


9/16" thick and joining belts of a reel without obtaining an au- 
7/16” to 9/16” thick. thorized controlled material order for 


-: ; , the sale (NPA Order M-86, Sec. 6). 
This new and improved design , : 
P ~—s Llowever, starting in May, builders 


fastener brings edges of belt , 
together- -no gaping openings. of amusement and recre itiona proj- 

‘ ects will be allowed to self-certify 
Packaged in convenient, easy- 500 Ibs. of wire per quarter for each 
to-sell boxes of 50 TURTLE project. Purchase orders for the in- 


Fasteners. creased amounts may be placed now, 





No More Rummaging 
, ‘ , Th h Stacks of Drills 
Available in steel, monel, stain- but delivery must wait until May 1. ating ” 
Sell it to industrial plants, hard 


less, everdur. ware stores, stock rooms. The en- 
tire stock of drills can be seen 


Only a hammer is required to at a glance. Compartments with 
rounced bottoms hold dozens of 


apply it. 1. , . 4 drills. Huot’s built \ 
To Manage Earth Drill Work {iit docs ‘ewoy with cost sheets 
— speeds up sales. 1414” long, 


Bulletin T-600 The Petro-Mechanics Research Di 74" high, 714" deep. Hammerlin 


baked enamel! finish over steel 


Gives Complete Details vision of Borg-Warner Corp., organ Diepencers fer; Fractional, number By the 


ized to develop an earth penetrating and letter drills, mokers of 
drill that utilizes acoustic vibrations, Write for catalog pages HUOT 
FLEXIBLE STEEL LACING CO. has appointed Ermest L. Black as man DRILL 
4633 Lexington Street ager and John P. Selberg as chief en- HUOT MANUFACTURING CO. INDEX 
| gineer. Mr. Black was formerly with 
Pacific Airmotive Corp 551 No. Wheeler St. * St. Poul W4, Minn. 








Chicago 44, Illinois 
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Components Goal 
Set for Small Business 


NPA is carmarking one-quarter of 
the $18 million “special components” 
expansion goal for small business. 

his includes facilities for wire 
cloth, marine supplies and wire rope, 
packings and gaskets, springs and 
bright wire goods, stampings, and hand 
tools. 

Small businesses in this category 
are firms with 300 emplovees or less 
NPA and DPA policy is to set aside 
a percentage of cach expansion goal 
for small firms. In applying for cer 
tificates of necessity, they are given 
preference until the goal is filled 

Firms interested can obtain appli 
cations for certificates of necessity and 
DPA Reg. 1, which explains eligibility, 
from the nearest field office of the 
Small Defense Plants Administra 
tion. ‘The certificate will permit de 
preciation Over a five-vcal period for 
tax purposes 

So far $15 million toward the goal 
has been taken up, leaving $3. still 
available 


Miller-Charles 
Opens New Branch 
Miller-Charles & Co.. New York 


City, has completed organization of 
the new branch the company opened 
several months ago on Old Country 
Road, Westbury, Long Island 

Frank Creamer, formerly connected 
with a heavy manufacturing industry, 
has been appointed outside salesman, 
working out of Westbury. In charg 
of inside sales at the branch is Ronald 
Smith, who joined the company six 
months ago 





“| waited an hour to see you—now you 
just wait to see me, fair enough?” 


ape ephant 


ULL IN SALES! 


J 


“The OLDEST 
Manufacturers 
of CHAINS 


/,/ 


in America” 





Welded and Weldless Chains for Every Use: 


@ Proof and BBB @ Sling Chains @ Conveyor Chain 
Coil Chain @ Grab Hooks, @ Liberty Coil Chain 


@ Steel Loading Chain Slip Hooks, @ Machine Chain 


@ High-test Steel and Cold Shuts @ Weldiess Coil 


Chain @ Boomer Chain Chain 











Almost 100 years of “know-how” are behind 
dependable Elephant Brand Chains. Because 
they are always uniform — tested — and highest 
quality, you'll find that they really sell 
themselves! These famous chains are pre-tested, 
alwoys standard, full size, and they meet all 
Government and Railroad Specifications. 


apenas 
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It’s easy to buy 
Pocketed Sheaves 


with the 


DR SELECTOR 


® With the Selector, you have— 
right at your fingertips, complete 
data on the DR line of Pocketed 
Chain Sheaves, Chain Guides, 
Grooved Idler Sheaves and Chain. 
It simplifies selection of exactly 
the right sheave for your cus- 
tomers’ requirements. The Se- 
lector is available without cost to 
you as an aid in increasing your 
pocketed sheave and chain busi- 
ness. David Round offers a wide 
selection of pocketed chain 
sheaves of various diameters and 
chain for standard DR Sheaves 
can always be supplied promptly 
from stock. You have the as- 
surance of perfect fit. 


OR Sheaves are bored 
and keyseated to 
sult customer's re- 
quirements, also 
provided with set- 
screws when 
specified. 


CHAIN HOISTS «+ ELECTRIC HOISTS «+ CRANES 
1 BEAM TROLLEYS + WINCHES 


Use this coupon right now to 
get your DR Sheave Selector 


DAVID ROUND & SON, INC 
35000 Avrora Rd., Cleveland 27, Ohio 


Gentiomen: Please send me the 
DR Sheave Selector today 
NAME 

co 

TITLE 

ciry.. 
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These new, easy-to-use 
Allied Swivel Shoes —— 


have hundreds of uses 


in every shop! map 


Advertised! 


Hard selling, 
“reason why” 
advertisements 
in these leading 
metalworking 
magazines are 
telling your 
customers all 
about Allied 
Swivel Shoes! 
And, telling them 
to buy from you! 


ES ES BRB tes, 


this precision-fitted 
swivel shoe, per- 
mitting screw to be 
securely tightened 
without damage 





Wherever parts or tools must be held 
rigid without marring the surface! 


Your customers will be asking for these clever, new cost- 
cutters! Strong selling advertisements in leading metal- 
working magazines are telling them how Allied Swivel 
Shoes hold parts or tools tighter without marring or goug- 
ing the surface. How their use results in more parts per 
hour; bigger profits! How they are hardened for long life; 
can be used on job after job! Telling them that the cost of 
mass-produced Allied Swivel Shoes is low. .. only a fraction 
of what it is now costing them to machine special shoes on 
the job. But, most important, telling them to buy Allied 
Swivel Shoes from you, the industrial distributor. 


Cash in on this promotion by putting Allied Swivel 
Shoes on your shelf now! Complete dealer informa- 
tion will be sent promptly. Write today to: Sales 
Division, Allied Air Parts, 662 North Robertson Boule- 
vard, Los Angeles 46, California. 


5) 
Allied Swivel Shoes 
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NO.8 OF A SERIES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 





THE L. S. STARRETT COMPANY 


BORROW THIS SELF- 


SALES LEADS 


SINCE 188O WORLD'S GREATEST TOOLMAKERS 


CONTAINED DISPLAY 


FOR YOUR SHOW, OPEN HOUSE, EXHIBIT 


Open house coming up?’ Taking 


part in an exhibit, purchasing agents 


show, educatronal show or some other 


event where you'd like to steal the 


show with a striking display? Starrece 


has the answer in this new, enurely 


self-contained display 


/ { 


Ingeniously esipynes so that the 


outside surface serves as packing 


case, it opens up to a Maximum width 


of approximately 15 feet. The hinged 


sides may be 


adjusted to a shorter 
length or tolded enurely back of the 
display to fit any available space 

The display holds four tool boards 


on the center section, six more if the 


wings are used. Center section has an 
idjustable shelf for holding literature, 
loose tools, etc., esther horizontally or 


sloping, with plenty of storage space 


beneath. It's an extremely attractive, 


striking, modern and professional 


OOKING set-uf one you Il be proud 
rt use 

Four of these packaged displays are 
strategically located for prompt ship 


New York 


To borrow 


ment, one each in Athol 
Chicago and Los Angeles 
one, contact your Starrett Sales Repre 
sentative or write, wilt or phone Athol, 


idvising when and how long you will 





EXTRA SALES CALLS FOR 
ONLY “PENNIES PER CALL” 


Make Sure you 


uncing the new Starrett Distribucor Di 


anne 


rect Mail Sales 


— 
aoe 
s¢ cs voerrs coeenee 


eons owner - 
secective peaect aan aa _ 


era eert 


ag OO 


1. annem 


! il j ! 
sales calls for only ‘ pennies per call 
haven't received a copy 


VISIT THE STARRETT BOOTH NO. 723, TRIPLE 


ol Puc ict t 


see and read the portfolio 


Promouon Plan. You'll agree 


it's a great stride forward in industrial selling 


making valuable extra 
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MECHANICS HAND MEASUBING TOOLS AND 
PRECISION INSTRUMENTS + DIAL INDICATORS 


STEEL TAPES - PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS end BAND KNIVES 


ATHOL, MASS., U.S.A. 


NOW IS THE TIME 
TO FEATURE STARRETT 
TRANSITS AND LEVELS 








Right now, when builders, contrac 
tors, farmers, masons and landscapers 
are getting ready for a busy season, 1s 
the time to feature and display Starrett 
Transits and Levels. They all need a 
pracacal low cost instrument for jobs 
like laying out building lots locating 
foundation walls and batter boards 
lining up concrete forms, laying out 
drainage or 


imfipvation systems ete 


ake a up from our ad in March 
Saturday Evenme Post which 


the face that Starrett 


stresses 
Transits and 
Levels can be used without engineering 
training and are ideal for rugged jobs 
in place of high priced instruments 

And don't forget to ue in sales of 
Starrett Steel Tapes 
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INDUSTRIAL SUPPLY CONVENTION, MIAMI, FLORIDA 
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Wright Speedway Hoists 


<a 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


Why WRIGHT 
Speedway Hoists 
Sell Better 


e5 key features of WRIGHT Speedway 
Hoists mean longer life and less servicing. 
These features are heat-treated and sur 
face-hardened alloy steel gears, hard alloy 
silver electrical contacts in controller, 
heavy duty crane type safety limit stop, 
automatic multiple disc load brake and 
ball bearing gear shafts. 

And there are other features which add 
further to the fine service you get from a 
WRIGHT Speedway Hoist. For instance 
—grooved cable drum, improved plow 
steel preformed cable, concealed motor 
wiring, and completely enclosed, venti- 
lated housing which is weatherproof for 
Ball and roller 


bearings seldom require additional lubri 


permanent outside use. 
cant. Gear train is sealed in oil bath 


chamber. 
You can sell standard lift, long lift, or 


close headroom WRIGHT Speedway Hoists 
in capacities from '4 to 10 tons — all with 
these same quality features. 

Write today to our York office for 
DH-133-A and full 
profitable WRIGHT Hoist distributorship. 


information on a 


WRIGHT 


Hoists 
Trolleys 
Cranes 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, San Francisco, Bridgeport, Conn. 





